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Gaiden Des VS! < 
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fit any window dressing scheme. ence... know stationers’ problems and how to meet them. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal. repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to -this trade. All 
accepted manuscripts will be 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, Inc. 132 
Ace Fastener Corp. ....125 
Acme Fluorescent Co., Inc. 176 
Acme Visible Records, Inc. 65 
Adirondack Chair Co. 198 


Advanco Prod. Div. Adv. S.B. 61 


Aigner, G. J., Co. 98 
All-Steel Equipment, Inc. 95 
209 


Allen & Co.. 
Allen, R. C., Business 


Machs., Inc. .. 69 
Allied Carb. & Rib. Mfg. 

Corp. : ‘ 154 
Alma Desk Co. eet | 
Amer. Dictating Machine Co...164 
Amer. Hair & Felt Co. 191 
Amer. Map Company ..210 
Ames Supply Company 135 
Anderson-Hickey Co., Inc.........106 
Ard Mfg. Company 183 
Arlington Creative Industries..221 


Art Metal Construction Co....... 49 
Art Steel Sales Corp.........120, 121 
Autmte. Pencil Sharpener Co...224 
Autocopy, Inc. ..169 
Autopoint Company 189 


B 
Bainbridge, Kimpton & Haupt, 


Ine. 136 
Bandes, Julius, & Co. 203 
Bankers Box Company................115 
Barkley, C. L., & Co. ...110 
Bassick Company Ba! 100 
Beach Publishing Co. : ee + 4 
Beck Duplicator Corp., The......213 
Bickett, L. M., Co. .-.-175 
Bison Distributing Co. ..210 
Bright Chair Co. .-222 
Browne-Morse Co. 113 


Buckeye Ribbon & Carbon Co...227 


Business Efficiency Aids saveee226 
Business Mach. Products, Inc.114 
Cc 
Celery Bale ii...6~.. 90 
Calculator Equip. Corp............ 205 
Cardinal Sales, Inc..................... 106 
Cardinell Corp. . e <acuc 
Clarotype Co., The... eae 
Codo Mfg. Corp........ .. 92 


Cole Steel Equipment Co...128, 129 
Collier-Keyworth Co. ..... ...192 
Columbia Ribbon & Carbon 

Mfg. Co. ‘ ; : . 51 
Columbia Steel Equipment 

Co. eS ar ee URS, NE 105 
Commonwealth Publishing Co...218 
Consolidated Stamp Mfg. Co...126 


Consolidated Wire Prod....... ..-185 
Continental Ink Co. ee, | 
Cook, The H. C., Co. ..198 
Copy Right Mfg. Corp. 193 
Corona Typewriter asta 


Corry-Jamestown Mfg. Corp.....117 


Cotterman, I. D... ee 
Cram, The George F., Co. 194 
Cramer Posture Chair Co. 82 
D 
D. & R. Mfg. Co. 171 
Darnell Corp., Ltd. 188 
Dayton Stencil Works 219 
Dennison Mfg. Company 199 
Dependable Mfg. Co. 201 
Dick, A. B., Company 35 
Domore Chair Co. 109 
Downey, C. L., & Co. 201 
E 
Eaton Paper Corp. 213 
El-Bar Mfg. Company 193 
Eraser Company, Inc., The 211 
Eureka Specialty Prtg. Co. 194 
Eversharp, Inc . 99 
F 
Faber, A. W., Inc. , 59 
Faber, Eberhard, Pencil Co. 75 





through the journal. 


Fair Furniture Co. ~ 
Farber, Louis H. 52, 53 
Faries Mfg. Company 134 
Federbush Co., Inc., The ..202 
Feldeo Loose Leaf Corp. 137 
Fisher Mfg. Co. 156 
Fox, George E., & Co. 194 
Fulton Specialty Co. 214 
G 
General Fireproofing Co. 93 
Gibson, C. R., & Co.. 225 
Glaro Machine Products Co.....147 
Globe-Wernicke Co., The......44, 45 
Graff, George B., Co. 193 
Gregory Fount-O-Ink Co. 130 
Guide System & Supply Co.......151 
Gunlocke, W. H., Chair Co. 127 
H 
Hall-Welter Co. 224 
Hanson Scale Co. 202 
Harding, Milo, Company 215 
Harriman-Welts, Inc. 206 
Harter Corp. . . 64 
Herring-Hall-Marvin Safe Co...166 
Heyer Corp., The 229 
Higgins Ink Co. 225 
High Point Bending 
and Chair Co. 70 
Hush-A-Phone Corp. 202 
IJ 
Imperial Desk Co. 173 
Imperial Methods Co. 201 
Indiana Cash Drawer Co. 195 
Indiana Desk Co. 181 
Ink Specialties Co., Inc. 197 


Int’l. Business Machines Corp.150 
Invincible Metal Furniture Co.141 


Jasper Chair Co. 

Jasper Desk Co., The 

Jasper Office Furniture Co. 
K L 

Karl Mfg. Co. 

Kent Industries ; 

Keystone Steel Equip. Co. 

Koh-I-Noor Pencil Co. 

Leisure Furniture Co...... 

Leopold Co. 

LeShore Corp. 

Levi, Lewis R. 

Lightning Adding Mach. Co. 

Little, A. P., Ine. 
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Mailers’ Service & Equip. Co... 
eet 


Manifold Supplies Co... 


221 


Markilo Co......... 


Markwell Mfs. Co................. 


Marr Duplicator Co., Inc.. 
Martens Type Cleaner Co... 
Mashek, Frank, Co... 


Maso Steel Products 174, 


Master-Craft Corp., Div. S-W.. 
206 


Mayfair Company, The. 


Meier, Joshua, 
Meilicke Systems, Inc. 


Melind, Louis, Co., 
Metalmodes Company. 


Metal Office Furniture i... 


Meyer & Wenthe, Inc. 
Michigan Desk Co. 

Midwest Naturlite Co.............. 
MiLo Leather Chair Co., 
Mimeograph, The ve 
Mittag & Volger, Inc. “ 
Monroe Cale. Machine Co. 
Moore Push-Pin Co. 
Murphy-Miller, Inc. 

Myrtle Desk Co. 


N 


National Blank Book Co........ 
National Brief Case Mfg. Co. 
National 
National 
National 


Ine. 
Co. 


Desk Co., 
Engraving 


National Vulcanized Fibre Co... 


Nemes, S. L.. ‘5 

New England Paper Punch 
Co. : eS 

New England Woodworking 


- eS 
....184 
..210 


New Indiana Chair Co....... 
Norta Distributing Co............ 
Northern States Envelope Co. 


0 
Office Furn. Wholesale 
Distrib. 
Old Town Rib. & Carb. 
Co. les 


Oxford Filing Supply Co.......... 


r ©& 


Pacific Carb. & Rib. Mfg. Co.. 
Mfg. Co....... 


Packwood, G. H., 
Panef Mfg. Company ae 
Parker Steel Products, Inc.. 
Peerless-Imperial Co., Inc.. 


Peerless Steel Equipment Co.. 


Company.......... 
Meier Electric & Machine Co... 
-.-219 
Meilink Steel Safe Co...... eS) 


Inc... 


Business Show Co.... 





)THE SERVICE BUREAU] 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy,-furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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They do, however, offer their services in resolving any disagreements which result from relations established 


Pemberton, L. N., Prtg. Co.....218 
Peyton, Peter, & Co................... 202 


Phillips Process Co., Inc.........201 
Photo Materials Co..................... 155 
Pierce Co., The hscecansccene 
Plasticraft Specialties............... 198 
Precision Staple Corp.. 20818 
Prowto. File Cari iciiciscc- en ccccsicsntis 165 


Quality Park Envelope Co.......190 


R 

BR * NOS I siti 221 
Red Feather Products, Ltd....... 220 
Regal Typewriter Co.................210 
Remington Rand Ine................. 89 
Reyam Plastic Products Co....... 218 
Rite-Line Sales Co., Ine........... 
Rite-Rite Mfg. Co............... 
Rivet-O Mfg. Co.......................-- 
Roberts Number. Mach. Co....... 209 


Roberts, Weldon, Rubber Co...223 
Rochester Wire-O Binding........219 


Rockwell-Barnes Co.....................208 

Ross-Gould Co...202...0002.2220....-0-----220 

Royal Metal Mfg. Co.................228 

Royal Typewriter Co................. 48 
s 

Schollhorn, William, Co...........143 


Security Steel Equipment Corp. 73 
Seng Company, The................... 
Sengbusch Self-Cl. Inkstd. Co. 226 





Service Products Div........0........ 206 
Shaw-Walker Co...........................101 
Sheaffer, W. A., Pen Co........... 87 
Sheboygan Chair Co................... 145 
Sheppard, C. Fh.  Co..ccccccce..---e 131 
Sikes Co., Inc., The...........2 67 
Sinclair & Valentine Co........... 219 
Smead Mfg. Co............. is a 


Smith, L. C., & Corona Tws... 39 


Smith Metal Arts Co.....000.0.......149 
cg, | RNs cee eae noesss 
Speed-Key Corp. ........... Teepe 219 
Speed-O-Print Corp...........128, 124 
Speed Products Co., Inc...102, 103 


Spencer Rubber Products Co...214 






Staedtler, J. S., Ine................... 197 
Standard Business Mach. Co...207 
Staunch Sales Co......................... 221 
Sted-I-Leg Company.............. 172 
Stewart, R. A., & Co....... ...168 
Storms, H. M., Co.............. ..217 
Sturgis Posture Chair Co......... 217 
Superior Marking Equipment 
aT hes Ma ees ON 
3 
Technygraph Co., The................ 194 
aTi@eany Btand Co....................... 223 
Toledo Guild Products, Ince.......209 
Toledo Office Equipment Co.....118 
Toledo Woodworks ‘Co.. ..-206 
U 
Underwood Corp........... Back Cover 
U. S. Typewr. Ribbon Mfg. 
Co. : . ....197 
Vv 
i a eres 
Van Dyke Industries............ .- 55 


Victor Safe & Equipment Co...157 


. tp. FE 


Wabash Filing Supplies, Inc...204 
Wansco Paper Products Co.....205 
Warshaw Mfg. Co.......................214 
Webster, F. S., Co.. 2 
Weis Mfg. Co...........88, 84, 85, 86 
Wells Office Furniture 


Co. . ener = 
Western Wholesale Stationers..205 
Wilson Jones Co............ Sewanas “a 
Wolber Dupl. & Supply Co..... 146 
Woodstock Typewriter Co......... 104 
Woodworking Shop ...-220 
Write, Ine...... 159 


Yawman and Erbe Mfe. Co... 77 
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For the benefit of the subscribers the lines advertised are here classified. Man : ; 
y of the requirements of the modern busine. 

are represented. Should subscribers be interested in any article of office equipment not listed here, Ate oa cordially pee ye 

communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 











obligation. 
Accounting Systems Equipment Caleulating Machines Coin Bags, Trays & Wrappers Dictating Machines 
Eureka Specialty ts Co.. 194 Allen, R. C., Bus. Machs., Ine 69 3 3 , 
4 . : 3. I Bi, . < A Ss Ss 8 2 2 ~ » q 
Pemberton, L. N., Prtg. Co.. 218 Monroe, Cale. Mach. Co 107 ao =: Cts — Hy ees ae ee ee - 
Adding Machine Parts Smith. L. C., & Corona Tws......... 39 % Dietating Machines, Used 
Ames Supply Co 135 Sorvall Ivan 219 Copyholders American Dictating Mach. Co 164 
Adding Machines ; Caleulating Machines, Used Acco Products, Inc 132 Z le as 
ae re ae ws re Calculator Equip. Corp 205 Bankers Box Co..... 115 Display Racks 
Allen, _C-» Bus. Machs., Inc 69 Mailers’ Serv. & Equip. Co 29} Covy Right Mfg. Corp 193 Pierce Co.. The e190 
M f ' 
Monroe Cal. Mach. Co. 07 Rite-Line Sales Co., Inc 207 . Ks 
Remington Rand Ine 89 Calendar Pads & Stands Wells O80 arm.’ Co ig8” 139 Drafting Instruments & Equipment 
Smith. L. C., & Corona Tws 39 Fox, Geo. E.. & C } +4 . 
Sorvall, Ivan “919 nye it Costumers C-Thra Ruler Ca wees 90 
Underwood Corp. . Back Cover Carbon Papers (See Ribbons & Carbons) Li ae Ge 188 Cardinell Corp. . me | 
Adding Machines, Rebuilt & Used re — as & Trays ; hoe von oo , w 97 Duplicating Machine Parts 
Calculator Equip. Corp. 205 All-Gted Bauip.. Ine....... = Hobe-Wernicke Ca, The 44, 45 Rapid Roller Co. 221 
Mailers’ Serv. & Equip. Co 0221 re eiotel onstruction Co. * 49 —. reagents 1s? 
Adhesives (See Inks, Adhesives, ete.) ‘rt Steel Sales Corp 120, 121 Peerless Steel Equip. Co ee Duplicating Machines & Supplies 
2 . er Cole Steel Eouip. Co 128, 129 Shaw-Walker Co 101 " 
Air Circulators & Conditioners E Columbia Steel Eauip. Co. 105 Toledo Office Equip. Co 118 pel css ag ei 13 
ai ‘ec _ ac . 7 Corry-Jamestown Mfg. C 7 . re Autocopy, + . 
Phase hemes vet pon -e: Farber. Louis H OrD.----z-153 Cushions & Pads, Chair Bainbridge, Kimpton & Haupt.....135 
re tpeeere F166 General Fireproofing Co .. 93 Fair Furn. Co 97 ~—— Duplication Corp ool 8 
Federbush Co.. Ine. 202 Globe-Wernicke Co.. The 14, 45 Fisher Mfg. Co 156 wr es Be Rib. & 5, arb. Mfg. Co. 51 
Globe-Wernicke Co., The 44, 45 Guide Svstem & Sunply Co 151 Globe-Wernicke Co The ‘4, 4 H & R. Mie. Co 17] 
Rockwell-Barnes Co 208 Imnerial Methods Co 201 . = nag Milo, Co. nana 215 
Service reedeets, Div 206 Invineible Metal Furn. Co 141 Dating Stamps pn - 4 
Shaw-Walker Co 01 etal Office Furn. Co 81 Consolidated Sts Mfe ‘© ry aint - : v4 
Yawman and Erbe Mfg. Co 77 New England Woodworking Co 177 Fi itor  Roesialte ame. 4 Ms Manifold Supplies Co . 37 
i ‘ g ulton Specialty Co 214 Marr Duplicat Cc Ine 
Ash Trays and Stands Peerless Steel Equip. Co 222 Melind. Louis. Co., The 112 Mitta ry Volre In ne. 163 
Fair Furniture Co ie 97 Pronto File Corp 165 Meyer & Wenthe, Inc 193 Old T . Rib. & vari . 7s 
Wells Office Furn. Co 138. 139 Rockwell-Barnes Co 208 Rivet-O Mfg. Co + Nd Town ». & Carb. Co,...47, 182 
; <a ; 9S Security Steel Equip. Corp 72 Stewart, R. A.. & Co 168 Se tee i ae at} 
Atlases, Geographical Shaw-Walker (o 101 Superior. Marking Equip. Co 297 Red Feather Products, Ltd 220 
Cram, The Geo. F., Co 194 Wells Office Furn. Co 138.139 as om 4 siasatr & Vaan os 219 
Bank Supplies Weis Mfg. Co 83, 84, 85, 86 Desk Bumpers cenog RS a & Corona a 1 39 
; . : 4 ‘ orp. ... 
cea & bi OU ‘os Piers and Erbe Mfg. Co 77 For, Geo. E.. & Co 104 + tet rR eT 
Gibson, G. B., & Co 995 Desk Lamps Victor Safe & Equip. Co. Lyd 
Art Steel Sales Corp 120, 121 7 Wolber Duplicator & Supply Co..146 
Bankers Note Cases Cole Steel Eauiv. Co 198° 199 Acme Fluorescent Co., Ine 176 Dply 146 
Art es Sales Sop 120, 121 General Fireproofing Co 93 rae, Mfg. en 134 Duplicating Machines, Used 
Genera ‘ireproofing Co. 93 Glohe-Wernicke Co.. The 14 45 evi, Lewis R 147 Mailers’ Serv. & Equi 22 
Globe-Wernicke Co., The 44, 45 Western Whol. Statrs "205 a Co., The 206 Engraving, Social = = at 
Vietor Safe & Equip. Co 157 Cash Tills cerattge 3 Naturlite Co 152 National Engraving Co. 220 
Billing Machines mith Metal Arts Co 149 
F ; : 3 Indiana Cash Drawer Co 195 Van Dyke Industries i Envelopes 
> , anc 7 Rt . Jealle > h . 2 a4 
Underwent ey — Back Cover Casters, Caster Bearings, Slides Wells Office Furn. Co 38, 1389 Globe-Wernicke Co., The 44, 45 
; mee Bassick Co 100 Desk Name Plates Northern States Env. C "122 
Binders, Catalog & Periodical s Darnall. Corn. 14d ae Quality Park ag, @. 1 
fore rae, =. Sage 7 Celluloid Envelopes (See Envelopes, Arlington Creative Indus 221 aaeee Mfg Co. cae 
National “Blank ook Co... 220 Celluloid) Desk Pads & Tops Vilson Jones Co. er 
Shenpard, C. E., Co 131 Chairs trons ‘ii @ 5% Oe og Envelopes, Celluloid 
Binders, Permanent Storage oe rg 100 Fair Furn. Co 97 nee G. J., Co 98 
; is s ollier-Keyworth Co 192 Fox. Ge y , GC ‘ arkile Co a 
er meee — ’ 202 Seng Co., The 187 Office Furn. Whol ’ Distrib aaa Meier. Joshua, Co A oo 
Master-Craft Corp., Div. S-W 71 Chair Mats Wilson Jones Co 4] Eradicators, Ink 
agg Cc. E.. Co - Bente. Julius & Co 203 Desk Pen & ink Sets Ret, Sadueteine 140 
‘ilson Jones Co 3ickett, L. M Co 175 
Blackboards Office Furn. Whol. Distrib. 194 Gregory Fount-O-Ink Co 130 Erasers 
Service Products, Dis 206 Service Products, Div 206 Plasticraft Specialties 198 Eraser Co., The 211 
a vig , . 9 Chairs, F Sengbusch Self-Cl. Inkstd. Co.......226 Erasers, Rubb 
Blank Books airs, Folding Sheaffer, W. A.. Pen C¢ 87 » Weaeer 
Surcita Spec. Pria. Ce 194 Adirond ack Chair Co 198 Smith Metal Arts Co 149 ar 60 ——. Co. 135 
National Blank Book Co. 220 arber ouis H 52, 53 . . Faber, . .. Ine "59 
Rockwell-Barnes Co. 208 Royal Metal Mfg. Co 228 Desk Side Files he 94 nnberhard, Pencil Co. "75 
Wilson Jones Co l , Busi Effici en Koh-I-Noor Pencil Co 205 
Chairs, usiness Efficiency Aids 226 rts 7 . ‘ 
Blue Print & Plan File Cabinets al ae die a Cole Steel Equip. Co 38-129 eg ttoberts, Weldon, Rubber Co........238 
Ar Mfe ri RS 7” KO «¢ 
All-Steel Equipment, Inc 95 Bright Chair Co 222 ——— ie 5 eo. Beach Publishine Co 221 
Anderson-Hickey Co. ....... 106 Cramer Posture Chair Co 82 Desk Trays ‘ ic? 
Art Metal Construction Co 49 Dependable Mfg. Co 201 Eyelets & Eyelet Fasteners 
Art Steel Sales Corp 120, 121 Domore Chair Co 109 Art Metal Construction Co. 19 Rivet-O Mfg. Co 912 
Browne-Morse Say 113 General Fireproofing Co _ 98 Art Steel Sales Corp 120, 121 . , ; wae 
Cardinal Sales, Inc. ....... oe 106 Gunlocke. W. H., Chair Co 127 Corry-Jamestown Mfg. Corp 117 File Boxes, Fibre 
Cole Steel Equip. Co..... 128, 129 Harter Corp 64 Fl-Bar. Mfg. Co 193 Bankers B Cc 5 
Columbia Steel Equip. Co ° 105 High Point Bending & Chair Co...170 Fox, Geo. E., & Co 194 Barkley CL. a 44 
ie ge tc ao MED..---- ast Jasper Chair Co 116 p+ ano wate on 93 Globe-Wernicke Co., "The 44 “s 
yenera ireproofing ° 93 Metal Office Furn. Co a tlobe-Wernicke Co The i4, 4 SE, 
Glebe-Wernicke Co., The 44, 45 Michigan Desk Co : 158 Imperial Methods Co 201 ae ned —— & Supply Co.. 151 
Invincible _ Metal Furn. Co : 141 MiLo Leather Chair Co. 167 Maso Steel Products 174, 221 Pronto File sated tr art 
Peerless Steel Equip. Co...... 222 Murphy-Miller. Inc ; “196 Peerless Steel Equip. Co 6 Weis Mf @ Corp. 165 
Sg ME — or New Indiana Chair Co 184 ee og — Cl, Iskstd. Co 22 eis Mfg. Co. wee 83, 84, 85, 86 
Shaw-Walker Co. _....... Royal Metal Mfg. Co. 998 Service Products Div 206 File B 
Yawman and Erbe Mfg. Co 77 Shaw-Walker Co 101 Shaw - Walker Co 101 aveae uated Di 
Bond Boxes (See Cash Boxes) Sheboygan Chair Co 145 felis Mfz. Co 83, 84, 85, 86 stat  Cdeeteentee ee 
ait Aldana Sikes Co., Inc "67 Wells Office Furn. Co 138, 139 ao —- Construction Co.. 
: aie ¢ Sturgis Posture Chair Co. 217 Yawman and Erbe Mfg. Co _ 77 fe Alay n Sales Corp................. 
All-Steel Equipment, Ince........... 95 Toledo Woodworks Co 206 Foam —— _Eauip. Co. : 
Art Metal Construction Co. ae Wells Office Furn. Co 138, 139 Desk Work Distributors Globe Wena Gre 
rowne-Morse Co 3 J . > > % e 
Corry-Jamestown Mfg. Corp..........117 Chairs, Posture ~ Advanco Products Div 61 Keystone Steel Equip. Co.. 
Jeneral Fireproofing Co. 2 93 Se soap ; Art Steel Sales Corp 120, 121 Peerless Steel Equip. Co 
Globe-Wernicke Co., The 44, 45 Bright Chair Co 222 Fox, Geo. E.. & Co 194 Pronto File Corp 
Michigan Desk Co.. ; "158 Cramer Posture Chair Co 82 Glove-Warnicke Co The 44. 45 Rockwell-Barnes Co 
Nemes. S. L 119 Domore Chair Co. 109 Victor Safe & Equip. Co 157 Shaw-Walker Co. . . . 
New England Woodworking Co.....177 General Wireproofing Co 93 Wilson Jones Co 41 wet Sate & Buns oe 
Peerless Steel Equip. Co 222 ea rr Ce 127 Weis Mfg. Co 83, 84, 85, tf 
Shaw-Walk c : 0 arter_ Corp 64 De a 
Wabash “Filing ‘Supplies. Inc 204 Hieh Point Bending & Chair Co...170 ey Filing Cabinets, Insulated 
Weis Mfg. Co 83. 84. 85, 86 Jasper Chair Co 116 Alma Desk Co 144 Meilink Steel Safe Co. 148 
Yawman and Erbe Mfg. Co. es Michi aE ae (As 13s Bro Motel .Comitruetion Ce 49 Shaw-Walker Co OPROESIOITAS: 
: : fichigan Des 0 58 srowne-Morse Co 113 Vietor $ } ) , 
Bookkeeping Machines jad Indiana Chair Co 184 Columbia Steel Equip. Co 105 mer See: Oe Oe AST 
Int'l Bus. Machs. Corp 150 toyal Metal Mfg. Co 298 Corry-Jamestown Mfg. Corp 117 Fili 
: tachs. “ - . é -OITy~< ‘ : ) i ing Cabinets, Metal 
Underwood Corp. Back Cover Shaw-Walker Co 101 Farber, Louis H.. 52, 53 
Box Letter Files Sikes Co.. Inc., The 67 General Fireproofing Co " 93 Advanco Products Div. oe 61 
: . . Sturgis Posture Chair Co 217 Globe-Warnicke Co., The 44, 45 All-Steel Equip., Ine. . a O 
Art Steel Sales Corp 120, 121 Wells Office Furn. Co 138. 139 Imperial Desk Co 178 Art Metal Construction EE 
Cale Siem Bae. Te... 128, 129 Indiana Desk Co 18] Art Steel Bales Corp. 120, 121 
Glebe wermieee Co.. The 44, 45 Chairs, Tablet Arm Invincible Metal Furn. Co 141 nog ve Efficiency Aids................... 
Weis Mfe. Co... a3, 84, 83, 86 Jasper Chair Co 116 a Co. 179 Corty-tomesioun hie Corp. sd ii 
Brief & Zipper Cases jee ae - Metal Office Furn. Co ‘Bi General Fireproofing Co....... 
Mashek, Frank. & © Cheek Protectors & Writers Michigan Desk Co 158 Siehe ones On, Sue 
Master-C aft Ci iv 3 Ww “ Hall-Welter Co 29 Myrtle Desk Co 186 Invincible Metal Furn, Co............ 
National RB ‘ ‘ys 5s ar ai : ; 224 National Desk Co 163 Keystone Steel Equip. Co. 
F al Brief Case Mfg. Co. 220 Checks, Bank, Payroll, ete Nemes, 8. 119 Metal Office Furn. Co,.......... 
. fee rays w ; Peerless Steel Equip. Go 229 Parker Steel Products. Ine... 
Business Forms Gibson, C. R.. & Co 225 Royal Metal Mfg. Co 998 Spe oe “> Equip. Co. 
Gibson, C. R., & C 995 Security Steel Equip. C 1 emington Rand Ine... ey 
' 0 22 Checks. Stamped Metal com ica Oe. Pe VRP 101 Rockwell-Barnes Co. ............ 98 
Calculating Devices Dayton Stencil Works 219 Victor Safe & Equip. Co 157 Security Steel Equip. Corp... 78 
Lightning Adding Mach. Co 207 Meyer & Wenthe, Inc 193 Wells Office Furn. Co 138. 139 ty aly, con 1M 
silicke Svete @ 2 r < > on cto e J ® 
Tin ne ne ~ er : 7 me a (See Arch & Clipboard a a Oe 4 Yawman ‘and Le Co. eH 
§ « Equip. Co 57 i iri , eere 
iles) Dairies (See Memo Books) (Continued on page 6) 
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(Continued from page 5) 
Filing Cabinets, Wood 
Bainbridge, Kimpton & maaet oad 136 


Browne-Morse Co. 113 
New England Woodworking Co. ar 
Weis Mfg. Co.. 83, 84, 85, 86 


Yawman and Erbe Mfg Co 
Filing Supplies 






Acco Products, Inc... .-132 
Advanco Products Di . 61 
Aigner, G. Co Qs 


Art Metal Construction 
Barkley, C. L., & Co. 
Browne-Morse Co., dome 
Corry -Jamestown Mfg. “Corp... : 1’ 
Globe-Wernicke Co., The........... t 
Guide System & Supply Co... 

imperial Methods Co...... 
Metal Office Furn. Co. 
Northern States Envy. Co....... 
Oxford Filing Supply Co..... 
Pronto File Corp : 
Quality Park Env. Co 
Rockwell-Barnes Co, 
Shaw-Walker Co 








Smead Mfe. Co. SE OEE 

Victor Safe & Equip. Co....157 

Wabash Filing Supplies, Inc......... 204 

Warshaw Mf. Co.................. matet, f 

Weis Mfg. Co. 83, 84, 85, 86 

Yawman and Erbe Mfg. Co. : 77 
Finger Pads 


Speed Products Co., Inc.........102, 103 
First Aid Kits 

Peyton, Peter, & Co................. 202 
Filders (See Filing Supplies) 


Fountain Pens 


Eversharp, Inc. a oe 
Plasticraft Specialties ies 
Sheaffer, W. A., Pen Co.. 


Furniture Handling Equipment 





Woodworking Shop  ........................--220 
Globes, Geographical 
1 A a A >” Rian coe 194 


Gummed Cloth Rings 
Dennison Mfez. Co. pe 


Warshaw Mfg. Co. ra 
Gummed Tape & Sealing Machines 











Dennison Mfg. Co ee 
index Card Signals 

Cook, The H. C., © seureniamnanecs 198 

Graff. Geo. ; : 193 

Victor Safe & ‘oo is 157 


index Tabs 
Aigner, G. J., Co...... 
Barkley, C. L., & Co...... 
Globe-Wernicke Co., 
Guide System & Supply Co. 
Markilo Co. .... " sialanien 
Master-Craft Corp. . Div. 
Shaw-Walker Co. eA 
Sheppard, C. E., 
Speed Products 
Victor Safe & Equip. Co...............157 
in*e Adhesives, ete. 
ee 
Harriman-Welts, Inc. 
Higgins Ink. Co. .......... 
Melind. Louis, Co., The... 
Inkstands 
Sengbusch Self-Cl. Instd. Co.........226 
Key Cases 
Peyton, Peter & Co.........---...-..--------202 
Labels 
a ea aa 
Eureka Specialty Prtg. Co. 
Imperial Methods Co... 
Oxford Filing Supply Co. 
Warshaw Mfe. Co.......................--. 214 
Weis Mfg. Co....... ...83, 84, 85, 86 
Ladders, Library, Store & Vauit 











Cotterman, I. D.. nciiliialicesidiacnamae 
Leads for Mechanical “Pencils 
Autopoint Co. 189 


Eversharp, Ine. 

Faber, A. W., I ; 

Faber, Eberhard, P , 75 

Rite-Rite Mfg. Co. i 

Sheaffer, W. A., Pen Co... 
Leather Goods 


Mashek, Frank, & 
National Brief Case Mie 
Leather Upholstered Furniture 
Bright Chair Co... 
Gunlocke, W. H., 
Jasper Chair Co............ 
Leisure Furniture Co. 
MiLoe Leather Chair C 
New Indiana Chair Co. 
Letter Trays (See Desk Trays) 


Library Equipment 
All-Steel Eeuip., Ine................... 95 
Art Metal Construction Co... 
Art Steel Sales Corp... 
General Fireproofing Co.. 














Globe-Wernicke Co.. The.......44, 45 
Peerless Steel Equip. Co. en 
Security Steel Equip. Corp... 73 
Shaw-Walker Co. 101 


Yawman and Erbe Mfg. “Co... 


Lockers & Storage Cabinets 
All-Steel Equip., Ine...... 
Anderson-Hickey Co., Inc. 
Art Metal Construction Co... 
Art Steel Sales Corp....... 
Browne-Morse Co 
Cardinal Sales, Inc. 


Corry-Jamestown Mfg. Corp. Li7 
Globe-Wernicke Co., The 44, 45 
Invincible Metal Furn. Co.......141 
Keystone Steel Equip. Co... = 


New England Woodworking Co.. 


6 





Security Steel Equip. Corp,......... 73 
Shaw-Walker Co. ....................... 101 
Yawman and Erbe Mfg. Co... 77 
Loose Leaf Books > ee 
Federbush Co., Inc. . idles 
Feldco Loose Leaf Corp.. 





Master-Craft Corp., Div. S-W........ 71 

National Blank Book Co..............220 

Sheppard, C. E., Co. ..........-n-cc-+-131 

Wilson Jones Co..... puivinpiitiinaeels ae 
Loose Leaf Sheet Rowers, Celluloid 

Aigner, G. J., SH 

Markilo Co. cattincindiduiiatanei ae 

Meier, Joshua, Co........... woeee 200 
Loose Leaf Binder Bars 

Staunch Sales Corp. al ae) 
Lubricators, Office Lock 

BI Rs, Alleria ciinieindnconenadii 218 
Mail Distributors 

Advanco Products Div ee 

Globe-Wernicke Co., The 44, 45 

Victor Safe & Equip. Co..............157 
Map Tacks 

Graff, Geo. B., Co. , 193 

Moore Push-Pin Co . 218 
Maps. Globes, ete. 

Acme Visible Records, Ine. ............ 65 

American Map. Co..... ET 

Cram. The Geo. F.. Co....... 194 
Matched Office Suites 

Art Metal Construction Co............... 49 

General Fireproofing Co.......... .. 93 

Globe-Wernicke Co., The...........44, 45 

Leopold Co. om 5g 





Royal Metal Mfg. Co... 
Shaw-Walker Co. 4 

Memorandum Books 
Master-Craft Corp., Div. 8S-W...... 7 
National Blank Book Co. ; 
Rockwell-Barnes Co. ; 
gp ED, hae 

Memorandum Devices 
Acme Visible Records, Ince............. 65 
RE: 


Mending Tape 








Dennison Mfg. Co...... 199 

Warshaw Mfg. Co. 214 
Metal Badges, Checks, Tokens 

Dayton Stencil Works.....................219 

Meyer & Wenthe, Ine....................193 


Moisteners 

Rivet-O Mfg. Co. ....... 
Sengbusch Self-Cl. Instd. 
Numbering Machines 
Melind, Louis, Co., 
Roberts Numbering Mach. Co. 


RS 








Stewart, R. A., & Co. wn BR 

Superior Marking Equip. Co...........227 
Office Partitions & Railings 

Globe-Wernicke Co., The............44, 45 
Office Printing Outfits 

Fulton Specialty Co...........................214 
Pads, Figuring 

National Blank Book Co.................220 

Rockwell-Barnes Co. ... ....208 

Wilson Jones Co. » ie 
Paper 

Eaton Paper Corp... hole 

Rockwell-Barnes Co. = 20% 

Wansco Paper Products Co 205 
Paper Clamps 

Acco Products, Ince. 8 132 

Autmte. Pencil Sharpener Co...........224 

Ceak, The H. C.. Ca.......... ; 198 

Graff, Geo, B., Co... SSRIRAS 

Vail Mfg. Co.......... wee eoniinieanr aoe 
Paper Clips 

8, re er 94 


Paper Fastening Machines 
Ace Fastener Corp... 
Autmte. Pencil Sharpener Co... 
Markwell Mfg. Co..... 

Speed Products Co.. 
Victor Safe & Equip. Co... 
Paper Fastening Stickers 





Feldco Loose Leaf Corp................ 137 
Parcel Post & Postal Seales 
Hanson Scale Co........................-- 202 


Paste (See Inks, Adhesives, etc.) 
Pencil Sharpeners 









Autmte Pencil Sharpener Co...........224 
Pencils, Mechanical 

IE 1. aisineiiinentenatingtenirsicns 189 

Rite-Rite Mfz. Co. ... 96 

Sheaffer, W. A., Pen Co................. 87 
Pencils, Wood Cased Lead 

NE nee ay 

Faber, Eberhard, Pencil 

Koh-I-Noor Pencil Co. ..... 

Staedtier.. J. S., Inc............. 197 
Pens, Steel 

Sengbusch Self-Cl. Instd. Co........226 
Pins & Pin Containers 

rs 
Platens, Typewriter, ete. 

Ames Supply Co. .............. . 135 
Presentation Covers 

Barkley, C. L., & Co.....................110 

Oxford Filing Supply : A 


Price & Sign Markers 





Eureka Specialty — Co........-....194 
Fulton Specialty Co.. = : 
Stewart, R. A., & ~ 

Superior Marking Berke. CB in 223 

Punches 

Ar-- Products, Ine.. diianiiiiadiaaa 
Globe-Wernicke Co., The...........44, 45 
National Blank Book Co... 220 


New England | Punch Co......216 


Wilnem Jeme8 CO, .2.-.cccecccsseessccecsresasss 41 
Push Pins 

Moore Push-Pin Co — 
Ribbons & Carbons 

Allen & Co... 2+. 809 





Allied Carb. & Rib. Mfg. Corp..... 54 
Ames Supply Co ; 135 
Beck Duplicator Corp... 
Buckeye Rib. & * srstc . 
Codo Mfg. Cor . 92 
Columbia Rib. 4 Carb. Mfg. Co... 51 
Little, A. P.. Ine.......... ----1 60 
Manifold Supplies Co... on 
Mittag & Volger, Inc. . 
Old Town Rib. & Carb. Co.....4 
Pacific Carb. & Rib. Mfg. Co 
Peerless-Imperial Co. ........... 
Phillios Process Co. 
Regal Tw. Co eae 
Remington Rand, Ince........ 
Royal Tw. Co.......... 
Storms, H. M.. Co . 
Underwood Corp. sin 

U. S. Tw. Rib. Mfg RE is 















Webster, 7. > Ot inatligeiele 
Write, Ine. vere 159 


Rubber Bands 
Faber, A. W., Inc. 
Faber, Eberhard Pencil Co..... 75 
Spencer Rubber Prod. Co........ 214 


Rubber Stamps 
Melind, Louis, Co., The-..................112 
Meyer & Wenthe, Inc........ 193 
Stewart, R. A., & Co......... 168 
Rubber Type 
Fulton Specialty Co. Een) C | 
Stewart. R & Co. ae 


Superior Marking Equip. Co... 227 
Rulers, Transparent 
ome SO OD eee , 90 
Safes, Office 
Art Metal Construction Co, 
General Fireproofing Co.. a 
Globe-Wernicke Co., The... 44, 45 
Herrine-Hall-Marvin Safe Co......... 166 
Invincible Metal Furn. Co..... i 41 
Meilink Steel Safe Co...... - 
Remington Rand, Ine......... 
Security Steel Equip. Corp.. 
Shaw-Walker Co ine 
Victor Safe & Equip. Co. 
Yawman and Erbe Mfg. Co... 
Scrap Books 
Globe-Wernicke Co., 
Weis Mfg. Co.... 
Wilson Jones Co.......... 
Seals. Gummed 
Eureka Specialty Prtg. Co...............194 
Secretary Desks 
Wabash Filing Supplies, Inc...........204 
Shelving : 
All-Steel Equipment, Inc.... 
Art Metal Construction Co. 
Browne-Morse Co. _.... 
Corry-Jamestown Mfz. “Corp. 
General Fireproofing Co....... een ae 
Globe-Wernicke Co., The... 5 
Security Steel Equip. Corp. inna 
S--~-Walker Co. 
Shows. Office Equipment 
National Business Show Co.............142 
Slide Rules 
C-Thru Ruler Co. .. napnicliccnecs ae 
Smoking Stands, Office 


Levi, Lewis B.................. 
Smith Metal Arts. 
Stamp Pads 
Fulton Specialty Co...................... 
Melind, Louis. Co., The 
Mever & Wenthe, Inc. 
Phillips Process Co.. 
Rivet-O Mfg. Co. 
Stewart, R. A., & Co. 
Superior Marking Equip. i RE 
Stands for Office Machines 


Ames Supply Co....... 
Art Steel Sales Corp. 
General Fireproofing Co. 
Harter Corp. i. 
ie RE a Se 207 
Maso Steel Products 
Metalmodes Co. Canada 
Sturgis Posture Chair Co.. Ea 
Tiffany Stand Co.. : ..228 
Toledo Guild Products, Inc. 
Wells Office Furniture Co......... 
Staple Extractors 
Ace Fastener Corp............................1 
Schollhorn, Wm., Co.......................1 
Staples & Stapling Machines 
Ace Fastener Corp... 
Consolidated Wire Prod.. 
Markwell Mfg. Co............. 
Precision Staple Corp... 
Vail Mfg. Co............. 













The............44, 45 
send 84, 85, + 




























Stationery 
National Engraving Co. soe 20 
Stencils, Brass 
Dayton Stencil Works.. emeisiasasilaeae 
Stenographers’ Notebooks 
National Blank Book Co. Fonte 220 
Rockwell-Barnes Co. .. sneseeee B08 
Stools 
Dependable Mfg. Co................-...<.201 
Harter Corp. ............ a 
Storage & Transfer Cases 
All-Steel Equip., Inc saihvntonichate: MO 
Art Metal Construction Co . 49 
Art Steel Sales Corp... .-120, 121 
Bankers Box Co............. ieee 
Barkley, C. L., & Co... 110 
Browne-Morse Co. ............. 8 13 
Cole Steel Equip. Co. 128, 129 
Columbia Steel Equip. Co...............105 
Corry-Jamestown Mfg. Corp. we Yh 
General Fireproofing Co................ 93 
Globe-Wernicke Co., The ws 45 
Guide System & Supply Co..........151 
Imperial Methods Co... ar 


Invincible Metal ‘urn. Deancsaccaet 
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Metal Office Furn. Co................. . $1 
Parker Steel Products, Inc............214 
Peerless Steel —gamaiel 
Pronto File Corp... NDE E ER Ret 
Rockwell-Barnes Co. ...... ee: 
Security Steel pen 7 73 
Shaw-Walker Co. .......... 11 
Weis Mfg. Co... “83, 84, 85, 86 
Yawman and Erbe “Mrz. RE, | § 
Store Fixtures & Equipment 
All-Steel Equip., Ine. ...................... 95 
Strong Boxes, Fire Proteeted 
Bison Distributing Co...... vane B10 
Herring-Hall-Marvin Safe Co.....:... 166 
Meilink Steel Safe Co.......................148 
Victor Safe & Equip. Co.. 157 
Western Whol. Stationers. 205 
Tables 
Art Metal Construction Co. . 49 
Browne-Morse Co. _ ........--.. --e 1B 
Corry-Jamestown Mfg. Corp. 117 
General Fireproofing Co......... — 
Globe-Wernicke Co., The. 44, 45 
Maso Steel Products....... 74, 221 
Peerless Steel Equip. Co............... 222 
Security Steel Equip, Corp . 3 
Shaw-Walker Co. eee 101 
Victor Safe & Equip. Co.............. 157 


Wells Office Furniture Co.......138, 139 
Tah' ting & Statistic Machines 
Int’l Bus. Machs. Corp.....................150 


Remington Rand, Ine...................... 89 
Tags 

Dennison Mfg. Co........ wooed 99 
Telephone Accessories 

Hush-A-Phone Corp. .................--..-..202 


LeShore_ Corp. _.......... 
Reyam Plastic Prod. C 






Vietor Safe & Equip. Co...............157 
Telephone Stands 

Art Metal Construction Co............. 49 

General Fireproofing Co..... . 93 


Peerless Steel — Co. 
Shaw-Walker Co. 
Yawman and Erbe Mfg. Co... nae 


Thumb Tacks 


ee Sa Sentero 193 
Ticket Holders 

Aigner, G. J., Co...... sali ae 
Time Clocks & Recorders 

Int’l. Bus. Machs. Corp PET 


Trimming Boards 
Photo Materials Co......................-s.-. 
Tying Bands & Devices 





Rochester Wire-O Binding...............219 
Type, Typewriters 
Ames Supply Co...........~......-.---ccel 35 


Typewriter Cleaning Material 
Ames Supply Co. 
Bainbridge, Kimpton “& Haupt... aaa 186 
Cardinell Corp. ..... mo 
Clarotype Co. ... 
Harriman-Welts, Inc. ... 
Martens Type Cleaner Co...... 
Mittag & Volger, Ince...................... 
Norta Distributing Co. a .--210 
Reval Tynewriter Co a 
Rivet-O Mfg. Co... sind mAs. 
Webster, FB. S., Co... ncn 2 

Typewriter Cushion Keys 
Ames Geupply Co.............................138 
Peerless-Imperial SE HC 63 
Sneed-Key Corp. ....... 

Speed Products Co............ 102, 103 

Typewriter Cushion Bases & Knobs 
American Hair & Felt Co._......... 191 
Business Mach. Prod., Inc oS 
Peerless-Imperial Co 

Typewriter Desk Attachments 
Sted-I-Leg Co. ........ peice 

Typewriter Parts & Tools 
Ames Supply Co. .......................--.135 

Typewriter Tables 
(See Stands for Office Machines) 

Typewriters, Mirs. of 
Int'l. Bus. Machs. ecg boas 
————— Rand Inc... - 
Royal Co. . 
Smith, L. C. & ‘Corona * Te 
Underwood Corp. ..............Back Cover 
Woodstock Tw. Co... -seniohidiemiacataee 

Typewriters, Rebuilt & Used 
Regal Tw. Co........... atime 

Visible Systems Equipment | 
Acme vee mee. ) ease 
pe eee 4 
Art Metal Na ero Co... 
Business Efficiency Aids 
Globe-Wernicke Co., The........ 
Master-Craft Corp., Div. S-W........ 71 
National Blank Book Co. 220 
Remington Rand, Inc... academe 
Ross-Gould Co. ........ 

Shaw-Walker Co. ‘ 
Shenpard, C. E., Co....... 
Victor Safe & Eauip. “Co 
Wilson Jones = 
Yawman and Erbe “Mfe. OO cainciea wun UE 

Wardrobe Racks 
New England Woodworking Co.......177 

Waste Baskets 
Art Steel Sales Corp................120, 121 
Bainbridge, Kimpton & Haupt 136 
Cole Steel Equip. Co............... 128, 14 
Corry-Jamestown Mfg. 117 
Fox, Geo. E., Co...... 
General Fireproofing “Co. 
Globe-Wernicke Co., The... 
National Vulcanized Fibre Co. 
Peerless Steel Equip. Co.. 
Shaw-Walker Co. ..... 
Wells Office Furn Co. 


Wholesale Stationery 
Bainbridge, Kimpton & Haupt.......136 
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WANTS AND ¢OR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 








SITUATIONS WANTED 





SALES MANAGER WELL KNOWN throughout the industry is available 
to direct sales program for some manufacturer of stationery, filing sup- 
plies or office furniture. Excellent record in building and maintaining 
sales force. Is himself a top-grade sales producer. Will spend as much 
time in the field as necessary. Has traveled all parts of the United 
States. Interested particularly in taking over sales of small or medium 
size company and building up volume to full potential of product. Prefers 
midwest location. Convincing references from top names in field of com- 
mercial stationery. Address B-78, care Office Appliances, Chicago 6. 





TYPEWRITER ADDING MACHINE MECHANIC over 15 years’ office 
machine experience, sales minded, wants position to take over shop on 
percentage basis or salary. Several years’ shop management experience. 
Single, best of references. Address B-81, care Office Appliances, Chi- 
cago 6. 





YOUNG MAN with 5 years’ successful selling experience in office furni- 
ture seeks connection with progressive dealer or manufacturer in New 
York trading area. Now employed. Address B-85 care Office Appliances, 
100 East 42d St., New York 17, N. Y 





SALES OR SERVICE, 18 years’ experience, all typewriters, adding ma- 
chines, Elliott Fisher and Sundstrand accounting machines; would take 
a Sales agency or buy interest in Company; capable of training service- 
men. C. W. Burnette, 752 East 13th St., Idaho Falls, Idaho. 





YOUNG MAN age 25, married; four years’ sales experience office supplies 
and equipment, mainly office furniture, desires position offering future 
with established firm. Address B-80 care Office Appliances, Chicago 6. 





VETERAN age 28, three years in office supply business, wishes position 
as asst. manager or asst. buyer in west or south. Good references: $300 
monthly. Address B-84 care Office Appliances, Chicago 6. 





WANTED—SALES AND SERVICE by experienced factory trained Friden 
calculator serviceman. Address B-83 eare Office Appliances, Chicago 6. 





EXECUTIVES WANTED 





WANTED—VISIBLE INDEX MAN for nationally known manufacturer of 
Steel Office Equipment. We want a man who can help further develop 
our present Visible Index products and eventually head that department 
and promote sales thereof. Please give age, experience and salary 
expected. 0-209 care Office Appliances, Chicago 6. 





SALES MANAGER WANTED—Manufacturer of patented device with 
overwhelming consumer acceptance, nationally known and selling to 
stationery, wholesalers, dept. stores and similar outlets, wants seasoned 
sales director, able to plan national program, territories and strategy. 
Should be competent organizer, capable of developing personal business. 
Exceptional opportunity. temuneration open. Please give complete 
resume of past experience teplies will be held confidential. O-214 care 
Office Appliances, Chicago 6 








DESIGNERS WANTED 





ADDING MACHINE DESIGNER WANTED by leading office equipment 
manufacturer. State fully qualifications, experience, present responsibili- 
ties. Replies confidential. Address 0-202, care Office Appliances, Chi- 
cago 6. 








MECHANICS AND KEPAIRMEN WANTED 





EXPERIENCED SHOP FOREMAN for typewriter repair department in 
mid-west town. Prefer one experienced on Royal machines. Give full 
details in first letter. Address O-216 care Office Appliances, Chicago 6. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All applications strictly confidential. Write 0-217 care 
Office Appliances, Chicago 6. 





WANTED RELIABLE OFFICE MACHINES Mechanic with sales ability 
preferred. Much above average income. Address 0-219 care Office 
Appliances, Chicago 6. 








SALESMEN WANTED 





INSIDE SALESMAN or saleswoman for leading office supply store in 
Southern California beach city of 67,500 population. Must be thoroughly 
experienced. Excellent opportunity for good worker. State experience and 
references. Enclose small photo or snapshot, which will be returned. 
Address O-205 care Office Appliances, Chicago 6. 





OFFICE SUPPLY SALESMAN—FULL OR PART-TIME, to handle line 
of Loose Leaf Equipment to consumers. Visible Record Books, Payroll 
Systems, Post Binders, Advertising and Catalog Covers. Liberal commis- 
sion. Old established eastern manufacturer. Box 0-207, care Office Appli- 
ances, Chicago 6. 





ONE OF THE WORLD’S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales 
men of office equipment, who sell directly to offices, will find it an 
interesting and profitable side line. Write Room 802, 210 Fifth Avenue, 
New York 10, N. Y. 





MR. SALESMAN: Interested in selling an item that brings repeat 
orders? Our patented BUCK-L-BINDER for storing loose leaf records, 
once adopted becomes part of the user’s filing system. insuring repeat 
business. Exclusive territory allotted to desirable representatives. 
Write: The Reb-Wal Hunt Co., Box 208, Royal Oak, Michigan. 





FIELD REPRESENTATIVE WANTED by well-known specialty manufac- 
turer selling through established stationery and office equipment dealers. 
Territories include (1) Oklahoma, Nebraska, Kansas, and adjacent areas; 
(2) Louisiana, Mississippi, Alabama, and vicinity. Straight salary, ex- 
penses and bonus. For livewire producers. Give complete information 
including references. Address O-208, care Office Appliances, Chicago. 





WANTED-—Salesman calling on wholesalers and retailers with complete 
stationery and gift wrap lines. Non-competitive lines permissible. Liberal 
commissions. Open territory: Alabama, Florida, Georgia, South Carolina. 
Stanley Wessel & Company, 460 East 30th Street, Chicago 16, Illinois 





NATIONALLY KNOWN MANUFACTURER of popular office device seeks 
experienced salesmen in a number of territories to sell direct to users. 
Generous commissions, full or part time. O-211, care Office Appliances, 
Chicago 6 





EXPERIENCED OFFICE FURNITURE SALESMAN WANTED by old, 
established firm in Chicago. Open territory. %70 and commission. Ad- 
dress 0-206 care Office Appliances, Chicago 6. 


EXPERIENCED BURROUGHS REPAIRMAN. Permanent position. Also 
opening for high grade Typewriter Repairman. Adding Machine Service 
and Sales, 215 S. Meridian St., Indianapolis 4, Indiana. 





EXPERIENCED TYPEWRITER and adding machine serviceman for new 
machine agency in state of Washington. Good pay plus bonus. Write 
giving references, experience. O-213 care Office Appliances, Chicago 6. 





WANTED ELLIOTT FISHER MECHANIC with knowledge of adding 
machines. Apply W. J. Crowley Co., 908 N. Water St., Milwaukee 2, 
Wisconsin. 


MECHANIC-SALESMEN WANTED 


TYPEWRITER REPAIR MAN-SALESMAN. Good territory. Experienced 
all machines preferred. Write fully. Grastorf Press, Granville, N. Y. 








REPRESENTATIVES WANTED 





EXCEPTIONAL OPPORTUNITY for experienced ribbon and carbon paper 
salesman. We have several attractive openings in Ohio, Indiana, Michi- 
gan and Kentucky for representatives to call on established retail 
customers. Permanent employment with salary, commission and expenses. 
Write in confidence stating age, past and present connections, etc., to 
International Carbon & Ribbon Co., Ine., Logan, Ohio. 





FOR SOMETHING NEW AND DIFFERENT. Our Magie Mat reduces 
fatigue when people stand for long periods on their feet. Can be sold 
in large quantities to workers on factory assembly lines, banks and 
also to currency exchanges. Profitable territories open. For details of 
our interesting product and prices address Avenue Mfg. & Sales Com- 
pany, 1835 Milwaukee Avenue, Chicago 47, Illinois. 





OLD ESTABLISHED manufacturer of leather desk accessories requires 
representative covering stationers, department stores and office furni- 
ture houses in Southeastern states. Write full details. Box O-210, care 
Office Appliances, 100 E. 42nd Street, New York 17, N. 





SALES AGENTS for a new and exciting California product possessing 
immediate acceptance in stationery stores, office supply, gift shops and 
department steres. Liberal commission. WEAVER ASSOCIATES, 620 
West Seventh St., Los Angeles 14, Calif. 





OUR CUSHION LINE open in southern half of U. 8. and New England, 
as side line on commission basis. Fisher Mfg. Co., Inc., 92 Montgomery 
St., Jersey City 2, N. J 











STATIONERY SALESMEN, ATTRACTIVE sideline available; protected 
territories open. Write 0-203, care Office Appliances, 100 E. 42nd Street, 
New York 17, N. Y 


WANTED BY LARGEST OFFICE SUPPLY and equipment house in 
Northern Indiana an outside salesman experienced in office furniture and 
equipment lines to handle established trade. An excellent opportunity 
for a properly qualified man. State age, experience, references and salary 
desired. Address 0-221, care Office Appliances, Chicago 6. 
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REPRESENTATIVES AVAILABLE 





DUPLICATING MACHINES: Leading retail office supply dealer in South 
ern California beach city of 67,500 population, wants exclusive dealership 
for complete line of quality stencil duplicating machines. Aggressive 
outside sales force. Thoroughly conversant with better make machines 
Address B-79, care Office Appliances, Chicago 6. 


WANTS AND FOR SALE, Continued page 8 
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WANTS AND FOR SALE, Continued from page 7 





MR. MANUFACTURER, are you interested in COMPLETE 
coverage of the Buffalo, N. Y. Trading Area? 
If you want a representative who will spend all his time in this area 
selling all retail dealers, small ones as well as the large ones,—on a 
commission basis—write B-82, care Office Appliances, 100 E. 42nd Street, 
New York 17, N. Y. 








EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN. Desire representations for specialized office equip- 
ment of merit, particularly new ideas and developments. Representative 
located Stockholm. Write Room 802, 210 Fifth Ave., New York 10, N. Y. 





STATIONERY SUPPLIES WANTED FOR SWEDISH CORPORATION with 
complete coverage of the Scandinavian markets. Reply by sending printed 
matter or samples and specific offers to: Rosendahls Fabriker A/B, c/o 
Sven Rahmas, purchasing manager, Room 918, 5 Beekman Street, New 
York 7, N. Y. 








LISTS OF PROSPECTIVE SALES AGENTS ABROAD 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 





sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, Wis. 
ELLIOTT-FISHER machines, calculating machines, adding machines— 
all office equipment, bought and sold. W. J. Crowley Company, 906-908 


N. Water St., Milwaukee 2, Wis. 


MOON HOPKINS, 
makes calculators 





Bookkeeping Machines, 
sold. Dorrell-Markel, 


Elliott-Fisher 
bought and 


BURROUGHS, 
Comptometers, all 





93 $8. 11th, Minneapolis, Minn. 
BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, etc. Bought and Sold. Dearborn Equipment 


Company, 605 So. Dearborn, Chicago 5, 





BURROUGHS PRODUCTS our specialty, get our higher eash prices for 
calculators, bookkeepers, billers, comptometers. A. L. Steen, 60 West 
Harrison, Chicago 5, Illinois. 








BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, re- 
pair, rebuild. Comprehensive service for dealers. Adding and _ Book- 
keeping Machine Service Co., 1307 Grand, Kansas City 6; Missouri. 

WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 190,000 serial number. Accounting Machine 


Service Co., 179 W. Washington, Chicago 2. 





FOREIGN DISTRIBUTORS LISTS: Have prepared during 25 years travel- 
ing abroad for first-class American manufacturers controlled lists of 
over 900 excellent importers susceptible become distributors throughout 
world. Will cede same for 8% commission on initial and subsequent 
orders obtained. Address 0-218, care Office Appliances, Chicago 6. 








RETAIL BUSINESS FOR SALE 





IF YOU ARE AN EXPERIENCED salesman or mechanic and have 
initiative and drive here is an excellent opportunity to buy at a low 
price an established, highlv profitable, office eouipment business’ in 


Chicago. specializing in Elliott Fisher and Sundstrand bookkeeping ma- 
chines although handling a complete line. Volume of sales has been in 
excess of $50,000.00 per year. Offer includes maintenance contracts. mail- 
rentals, inventory of parts of machines, shop equipment, ete. 


ing lists, 
responsible party. Address 0-220, care Office Appliances, 


Terms to 
Chicago 6. 





AND RETAIL Typewriter store and rebuild 
here for 9 years. The only first store 
of its kind on the main street down town. First class equipment. Good 
business and lots more to be had if a live wire gets this place. Want 
to retire after 40 years. Priced right. Write for full particulars. Bright’s 


WHOLESALE 
ing business. Established 


FOR SALE 


class 





Typewriter Exchange, 604 So. Brand Blvd., Glendale 4, Calif 
FOR SALE—Retail Stationery and Engineering supply firm in Southern 
California city. Established 25 years. Sales about $225,000 per year. 


Address 0-212, care Office Appliances, Chicago 6. 








CARTONS FOR SALE 





COSTUMER MANUFACTURERS!! Quantity of 
70x7x6 in., 200 Ib. bursting test. Sample sent 


corrugated 
upon 


ATTENTION 
cartons for sale 











request. Gould Woodcraft Co., 67 Mechanic, Spencer, Mass. 
FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 


averages 3 to 21 davs, and 


SWAN, WATERMAN, 


time now 
“CONKLIN.” 


standard prices 
especially feature 


etc. Repaired at 
improving. We 


WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair 
all other makes. We feature Gold Pen Points and Repairing. Mail all 
makes to ONE place for better service. ASK ABOUT NEW WELTY 
PENS, $1.50 to $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 


28 So, State St., Chicago 3. 








MFG. AND SALES RIGHTS FOR SALE 





FOR SALE OR royalty basis, typewriter copvholder. Original, profitable, 
easily manufactured. For details address 0-204, care Office Appliances, 
100 East 42nd Street, New York 17, N. Y. 








ADDING MACHINE PARTS FOR EXPORT 





BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS ex- 
ported. Foreign inquiries invited. Dearborn Equipment Co., 605 S. 


Dearborn St., Chieago 5. 








ADDING MACHINE PARTS, TYPE, ETC. 





Machine 
request. 


Calculating 
parts upon 


LARGE STOCKS of new and used Adding and 
Parts available. Quotations furnished on specific 
I. A. Dehn, Jr., 1643 101lst Ave., Oakland, Calif 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
Machines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Co., 1930 West 2ist St., Chi- 


eago 8. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line State model, 
serial number and we will quote highest cash prices. International Office 
Appliances, Ine., 326 Broad, New York 7, N 


BURROUGHS SPECIALISTS. 
machines, Comprehensive dealer service. 
537 S. Dearborn, Chicago 5, Illinois. 


Also buy, sell and rebuild all types office 
i Nelson Adding Machine Service, 





Monroe and Marchant Calculators, hand or electric, 
Inquiries solicited on all types of other machines. 
135 Grand St., New York 13, N. Y 


QUANTITY of 
rough, complete. 
American Business Machines, 





specialists in rebuilding, sales 
Write for catalog. American 
New York 3, N. Y. 


Foremost 
equipment. 
Fifth Ave., 


DICTAPHON ES—EDIPHONES 
and purchases of dictating 
Dictating Machine Co., 235 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 





WANTED—TYPEWRITERS, Adding Machines, calculators, from dealers 
or jobbers. Typewriter Parts Company, 407 East Travis St., San An- 


tonio 5, Texas 





ADDING MACHINES AND CALCULATORS wanted. Also, machines that 
can be used for repair parts. Ford Adding Machine Service, 132 Nassau 
St., New York 7, N. Y. 





WANTED TO BUY Surplus equipment of all types. Ready buyer. Colum- 
bia Trading Corp., 7 Waverly Place, New York 3, N. Y 





REGISTERS, also fire damaged Registers for parts. 
Cash Register Sales Co., Minneapolis, Minn. 


WANTED—CASH 
All Office Machines bought. 








WANTED TO BUY—Sundstrand bookkeeping machines, Models A-C and 
D, and 8142P. Give complete model number, serial, size carriage and 
whether front feed or back feed. International Office Appliances Inc., 
328 Broadway, New York City. 

WANTED—All makes calculators and adding machines. State make, 


model, serial number and adding capacity. International Office Appliances 
Inc., 328 Broadway, New York City. 





WANTED coin counting and sorting machines, also parts. Jack Laskow, 
132 Nassau St., New York 7, N. Y 





CHECKWRITERS FOR SALE—Jack Laskow, 132 Nassau St., New York 
Pe fae 8 





FOUR GREETING CARD DISPLAY RACKS and _ stock of Volland’s 
**Every-day”’ greeting cards. Stock of cards has retail value of $820.30; 
will sell at very substantial discount. Racks with cards offered at special 
price. P. O. Box 62. Austin, Texas. 





FOR SALE Modern, efficient infra-red painting equipment. Complete in 
every detail for production purposes in crackle and enamel finishes . . . 
built to conserve space, effort and time. Entire gross working area about 
300 square feet. An ideal unit for any manufacturing plant working 
on better finishes in office appliances. For inspection and demonstra- 
tion please write O-215, care Office Appliances, Chicago 6. 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 





priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 
KARDEX, ACME, all makes used visible filing equipment. Thousands 


of reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. S. 
Nathan, Inc., 548 Broadway, New York 12, N. Y 





ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 
135 Grand St., New York 13, N. Y. 





KARDEX, ACME, POSTINDEX, ete. visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation 
to dealers. Commercial Card System, 155 Grand St., New York 13, N. Y 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail- 
able. E. H. Heineman, Box 552, St. Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, 
as well as other makes. Write and tell us what Visible Equipment you 
need or have for sale. Special prices to dealers. E. H. Heineman, 4 
North Eight St., St. Louis 1, Mo. 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for 25 cents each in cash, postoffice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten centa each. 


2,413,859. Multiplying Mechanism. Samuel Brand 
Binghamton, N. Y assignor to International Busi 
ness Machines Corporation, New York, N. Y., a cor 
poration of New York. Application July 9, 1945, 
Serial No. 603,798. Granted January 7, 1947. , 

2,413,875. Punching Machine. William Lang, New 
York, N. Y., assignor to International Business Ma 
chines Corporation, New York, N. Y., a corporation 
of New York. Application October 9, 1943, Serial No 
505,680. Granted January 7, 1947 } 

2,413,884. Manually Controlled Record Punching 
Machine. Ralph E. Page, Poughkeepsie, N. Y., 
assignor to International Business Machines Corpora ae 
tion, New York, N. Y., a corporation of New York ¥ 
Application July 9, 1945, Serial No. 603,852. Granted 
January 7, 1947. 

2,413,888. Computer. William M. Rader, Hoven, 
Ss. D. Application December 16, 1944, Serial No 














568,523. Granted January 7, 1947. i ; 
2,413,904. Writing Instrument. Laszlo Jozsef Biro, j ¥ 

Buenos Aires, Argentina, assignor, by mesne assign | oral 

ments, to ‘‘Eterpen’’ Sociedad Anonima Financiera, 

also known as Eterpen 8S. A. Buenos Aires, Argentina | 

a company of Argentina. Application June 17, 1943, 

Serial No. 491,207. Granted January 7, 1947. 2,414,007 24neste Rens: 





2,414,007. Binder for Periodicals. Edwin S. Zieg 
ler, York, Pa. Application June 13, 1945, Serial No 
599,260. Granted January 7, 1947. 

2,414,110. Telephone Position Changing Instrument. 
Harley Lee, Knox, and William H. Sours, Muncie, 
Ind. Application May 4, 1944, Serial No. 534,122 
Granted January 14, 1947. 

2,414,183. Combination Drawing Board. Claude 
Wolf, New York, N, Y. Application October 3, 1945 
Serial No. 620,026. Granted January 14, 1947 

2,414,333. Combined Container and Dispenser For 
Tape. Gustave Schieman, Bronx, N. Y., assignor to 
International Plastic Corporation, Morristown, N. J 
a corporation of Illinois. Application January 17 
1944, Serial No. 518,520. Granted January 14, 1947 

2,414,344. Shelving. Edwin F. Schild, Elmwood 
Park, Ill. Application October 23, 1945. Serial No 2,414,333 
623,986. Granted January 14, 1947. 

2,414,433. Typewriter Desk. William J. Bargen 
Waukegan, Ill. Application September 23, 1943, Serial 
No, 503,539. Granted January 21, 1947. 

2,414,547. Card Punching Machine. Donald A 
Nevin, Cleveland Heights, Ohio. Application April 
20, 1945, Serial No. 589,287. Granted January 21, 
1947, 

2,414,606. Drafting Board. Herbert E. Paye, Al 
hambra, Calif. Application February 16, 1945, Serial 
No. 578,339. Granted January 21, 1947 

2,414,648. Door Handle, Drawer Pull, and Like 
Hardware Articles. Isaac S. Keeler and Gerald V 
Jakeway, Grand Rapids, Mich., assignors to Keeler 
Brass Company, Grand Rapids, Mich., a corporation 
of Michigan. Granted January 21, 1947. 








2.414.648 





2.414.893 

2,414,847. Dispenser for Paper Cups. Walter E 
Amberg, Beverly Shores, Ind., assignor to Universal 
Paper Products Company, a corporation of Illinois 
Application August 23, 1944, Serial No. 550,710 
Granted January 28, 1947. 

2,414,893. Gelatin Roll Spindle. Eric W. Peter 
son, Glen Ellyn, Ill., assignor to Ditto, Incorporated 
Chicago, Ill., a corporation of West Virginia. Appli 
cation September 28, 1944, Serial No. 556,255. Granted 
January 28, 1947, 

2,414,915. Tape Dispenser. Walter H. Ziegler { 
Kansas City, Mo., assignor to Crystal Products Com | 
pany. Application January 22, 1945, Serial No. 573,858 / 
Granted January 28, 1947. 

2,415,054. Filing Device. Marcel Weil, New York 
‘. Y. Application April 15, 1944. Serial No. 531,153 146,18 





Granted January 28, 1947 


DESIGNS 
146,176. Design for a Fountain Pen. Warren 
Green, Noroton Heights, Conn., and Peter Schlader 
mundt, Bronxville, N. Y., assignors to Salz Bros 








Inc., New York, N. Y., a corporation of New York is “ 

Application May 28, 1946, Serial No. 130,153. Granted P 

January 7, 1947. 
146,181. Design for a Cap for a Fountain Pen or | 

Similar Article. Joshua Gordon Lippincott, New York, | 

N. Y., assignor to Eberhard Faber Corporation, Brook | 

lyn, N. Y., a corporation of Delaware. Application | 

April 17, 1946, Serial No. 128,679. Granted January | 

7, 1947. | } 
146,197. Design for a Pencil Sharpener. George J. i, 

Staab, Springfield, N. J. Application June 15, 1946, | 

Serial No. 130,753. Granted January 7, 1947. A \ | 
146,214. Design for a Fountain Pen. Irving Flor 

man, New York, N. Y. Application March 15, 1946 146,197 146.210 146,215 146,259 


Serial No. 127,532. Granted January 14, 1947 

146,215. Design for a Fountain Pen. Irving Flor- 
man, New York, N. Y. Application May 10, 1946, 
Serial No. 129,560. Granted January 14, 1947. 

_ 146,259. Design for a Letter Tray Spacer. Frank 
E. Kebler, Silverton, Ohio, assignor to The Globe 
Wernicke Co., Norwood, Ohio, a corporation of Ohio 
Application November 2, 1945, Serial No. 123,425 
Granted January 21, 1947 

146,272. Design for a Magnifier. Edward FE. Van 
Dyke, Sherman Oaks, Calif. Application December 
< 1945, Serial No. 124,589. Granted January 21 
947. 

146,277. Design for an Adhesive Tape Dispenser. 
Donald E. Dailey, Philadelphia, Pa. Application 
aay A ea Serial No. 127,490. Granted Janu 
ary 28, 4 


146,278. Design for a Wallet. Margaret Christian 
Dingman, Indiana, Pa. Application May 8, 1946 
Serial No. 129,446. Granted January 28, 1947 


146,285. Design for a Drafting Implement. Robert 
W Musgrave, Alhambra, Calif. Application January 
3. 1946, Serial No. 125,869. Granted January 28 
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Salesman to Office Boy: "I'd like to speak to someone with 
a little authority around here.” 
Office Boy: "I! have as [little authority as anyone. What's on 


your mind?” 


—cc— 

Personne! Man (interviewing applicant for office boy posi 
tion): "Why did you leave your last job? 

Applicant: “Illness.” 

P.M.: "What sort of illness?” 

Young Hopeful: “My boss got sick of me.” 

Today's Definition—COURTSHIP: The period during which 
the girl decides whether or not she can do any better. 

Landlord (to prospective tenant): “You know, we keep it 
very quiet and orderly here. Do you have any children?" 

Piz Ne.” 

L: "A piano, radio or Victrola?” 

a Pe 

L: “Do you play any musical instrument? Do you have a 
dog, cat or parrot?” 

PT.: “No, but | think | ought to warn you that my foun- 
tain pen scratches a little sometimes.” 

—cec— 

Small boy writing answers fo physiology fest: ‘Your legs is 

what if you ain't got two pretty good ones you can't gef fo 


first base—and neiher can your sister.” 
—R. C. Allen "Keyboard" 


—cc— 

A drunk was staggering down a busy New York street, when 
he suddenly stopped and addressed a bystander waiting for a 
bus. “Shay, mister, can you direct me to Alcoholics Anony- 
mous.” 

"Just two blocks down the street,’ was the answer, “what 
do you want to do—join up?" 

“Nope,” was the retort, "I! wanna resign.’ 

-—C€CC=— 

The married couple who were taking their first extended 
vacation in 15 years were gathering their numerous trunks 
together on the station platfom. The husband, sadly surveying 
the pile of luggage, remarked, "I do wish we'd brought the 
piano, too.” 

"You needn't be so sarcastic,” replied his wife, “It’s not a 
bit funny.” 

“I'm not trying to be funny,” came the sad response, "'/ left 
our tickets on it.” 

A man sitting at a bar one afternoon was astounded to see 
an inebriate next to him down a Manhattan and then calmly 
eat the glass and toss away the stem. 

Calling the bartender, the amazed customer remarked, "Did 
you see what this man just did?" 

"Yeh," answered the bartender, "ain't that silly? Why, the 
stem's the best part.” 























But, Miss Schmultz, your idea of portal to portal 
pay is silly. Your desk is just 12 feet from the door. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Dutch Firm Wants United States Connections—N. V. Kores, Heeren- 
gracht 388, Amsterdam, Holland, makers of carbon paper and ink ribbons, 
want offers from United States manufacturers of raw materials for mak- 
ing these articles—tissue paper, wax, and dyestuff. Also considered are 
offers of unmounted stencils. 





Netherlands Firm Seeks tmportations—G. J. Overbeck, Weverslaan 37, 
Voorburg, Near the Hague, Netherlands, importer and exporter, is inter- 
ested in the importation of office appliances and supplies, for sole 
agency, on own account. “The company, established since 1910, covers 
Holland and the Netherlands Indies. 


Exports Wanted in Switzerland—Stoller & Company, Oberdiessbach-Be, 
Switzerland (Cable address: Stoller Co.—Berne), are seeking contacts with 
American manufacturers and suppliers of various articles for office use. 
This newly established house claims a good sales organization covering 
all of Switzerland. Representation or franchise for other continental 
countries such as France, Italy, Spain, Austria, and Eastern Europe 
may be considered. 


Distributorships Wanted for Ceylon and India—<Associated Stationery 
Suppliers, Ltd., Bogala Building, Colombo, Ceylon, announce that they 
are prepared to represent manufacturers and exporters in the office sup- 
plies field on an exclusive distributorship basis for both Ceylon and India. 
References are offered. 


Agencies, Trade Catalogs Wanted in Portuguese East Africa—Casa 
Americana de Teofilo Carlos da Costa Alves, Avenide Alvares Cabral, 
62-1°, Lourenco Marques (Portuguese East Africa), a firm established 
after a six months’ tour of American factories by the proprietor, is 
seeking sole agencies for typewriters, duplicating, adding and calculating 
machines, paper and office articles. Trade catalogs and price lists are 
wanted by ‘‘American House,” especially from those firms whose products 
may afford opportunity for Portuguese East African agencies. References 
include the Chase National Bank of New York, and the New York City 
agent is Coelho Brothers Company, 17 Battery Pl., New York 4. 


Office Equipment and Supply Lines Sought for European Distribution— 
George Shey, who has just established temporary headquarters at 112 W. 
72nd Street, New York 28, N. Y., is now in the United States making 
contacts with manufacturers of all kinds of office equipment and supply 
items suitable for export to Central Europe. Mr. Shey’s permanent head- 
quarters are in the Savoy Hotel, Zurich, Switzerland. He expects to remain 
in this country until March 1. Any correspondence sent after that date 
should be directed to Switzerland. 


Merchandise, Agencies, Catalogs Wanted by India Firm—Overseas Im- 
porters & Traders, Ltd., manufacturers’ representatives at 66 S. Road, 
Entally, Calcutta, India, desire to make outright purchase of goods or 
act as agents for manufacturers of paper, pencils, penholders, fountain 
pens, erasers, numbering machines, pencil sharpeners and other stationery 
items, as well as office appliances. Manufacturers and exporters are 
advised to communicate with the firm by air mail and also send their 
trade catalogs by air mail. 


Wanted at Home 


Trade Catalogs Wanted by New York Firm—A. Bobbe Printing Com- 
pany, 100 Sixth Ave., New York 13, N. Y., has resumed that branch of 
the business which deals in the sale and distribution of office specialties 
pertaining to accounting systems and supplies. The company desires to 
receive trade catalogs and price lists from manufacturers of office and 
pesture chairs, desks, filing cabinets and supplies, loose leaf and visible 
systems, safes and tables. 


New Retail Stationer to Open in Chicago—Western Office Supply, Inc.. 
will open a new business at 124 W. Monroe St., Chicago, on, or 
shortly after, February 15. The new business is being established by 
John V. Cosley, who is well known to the stationery trade in Chicago. 
He asks for catalogs and price information from manufacturers, office 
equipment, supplies and commercial stationers. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 





Addressograph-Multigraph Corporation., Cleveland, Ohio—The company 
reported net income for the quarter ended October 31 rose to $827,955, 
equal to $1.10 a share, as compared with $147,545, or 20 cents a share. 
in the same quarter of 1945. Net is after federal tax provision of 
$564,509 in 1946, compared with $85,638 a year ago. Earnings of the 
company’s Canadian subsidiary are included in the statement. The 
company’s fiscal year ends July 81. For the year ended October 31, 
Addressograph’s net profit increased to $2,245,928, equivalent to $2.98 a 
share, from $1,143,146, or $1.52 a share, in the preceding 12 months.—AK. 


Eversharp, Inc., Chicago, til.—-An extra quarterly dividend of 30 cents 
per common stock share, in addition to the regular quarterly dividend 
of 30 cents, was voted recently by the directors of Eversharp, Inc., 
Martin L. Straus II, president, announced following a board meeting. 
Both are payable April 15 to stockholders of record March $1. The 


board also declared a regular 25-cent dividend to preferred stockholders, 
payable April 1 to stockholders of record March 15. At the same time, 
Mr. Straus announced the election of R. Howard Webster, of Montreal, 


Canada, to the Eversharp, Inc., board of directors. Mr. Webster also is 
a director of the Imperial Trust Company, Ltd., Montreal; Holt-Renfrew 
Company, Canada; Walker & Company, Detroit, Mich.; the Northeastern 
Insurance Company, and Annis Furs, Inc., Detroit, Mich. 


General Fireproofing Company, Youngstown, Ohio—The Teen! de- 
clared a dividend of 50 cents a share on common stock and a preferred 
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dividend of $1.75. The common dividend was paid December 15 and 
the preferred on January 2.—AK. 

Old Town Ribbon & Carbon Company, Inc., Brooklyn, N. Y¥.—An offer- 
ing is — made by First Boston Corporation and associates of 140,900 
shares of Old Town Ribbon & Carbon Company, Inc., $5 par common 
stock priced at $18 a share. The sale represents the first offering of 
the company’s stock to the public. The stock being sold is part of the 
holdings of Mrs. Lillian Eaton, Miriam Eaton Girard and Jerome A. 
Eaton, heretofore three of the principal stockholders, 

Remington Rand, inc., New York, N. Y.—Reflecting a record sales 
volume of $101,000,000 for the nine months ended with last December, 
the net income of Remington Rand, Inc., $10,009,300, reached the highest 
point for any comparable period in history, J. H. Rand, president, re- 
ported January 28. The estimated net income of $10,009,300, equal to 
$4.56 a common share, compares with $3,504,100, or $1.64 a common share, 
earned in the corresponding nine months of the previous year. Sales for 
the 1945 period amounted to $58,300,000 of regular products and $23.,- 
200,000 of war materiel, a total of $81,500,000. For the quarter ended 
last December 31, the net income is estimated at $4,238,800, or $1.94 a 


-common share. Net income for the three months ended with December, 


1945, was $873,329, or 39 cents a share. Mr. Rand said the large volume 
of production was possible due to the addition of several large plants 
and the rearrangement and modernization of machine tools and equip- 
ment for which the company expended more than $10,000,000. The com- 
= has financed its increased requirements for production materials, 
work in process inventories, machines built for rental and expanded 
volume of business partly out of working capital and partly by using 
$13,000,000 of bank credit. Mr. Rand added that the backlog of unfilled 
orders is now the largest in the company’s history. (New York Times.) 


W. A. Sheaffer Pen Company, Fort Madison, lowa—Directors of the 
company on February 5 declared an extra dividend on 385 cents a share 
and the regular quarterly of 10.cents on the common stock. The 45 cents 
total is equal to $2.25 a share on the old stock recently split five for one 
and compares with 75 cents a share paid in the corresponding 1946 
quarter. Directors also ordered an employee profit sharing payment of 
25 per cent of net earnings in the three months ended February 28, 1947. 
(Chicago Tribune, February 6.) 

W. A. Sheaffer Pen Company, Fort Madison, lowa—The company on 
January 24 announced a special stockholders’ meeting had approved au 
increase in the authorized common stock from 165,000 to 825,000 shares. 
Changed, along with the five-for-one split, was valuation from a no-par- 
value basis to $1 par basis. (New York Herald Tribune) 








NEW TRADE LITERATURE 


Cc. L. Barkley & Company, 1220 W. Van Buren St., Chicago 7, Ull., manu- 
facturers of filing supplies, have just issued a new price list, No. 247, 
effective February 1. The price list is well illustrated and gives details of 
trade discounts. 

The Carter’s Ink Company, Cambridge 42, Boston, Mass., has recently 
issued a new net trade price list and a new supplement to the Carbon 
and Ribbon Time Saver catalog. Price changes are listed on Buccaneer 
carbon papers and typewriter ribbons of the Midnight, Buccaneer, Dragon, 
Director, and Valiant lines. 








LOOKING FORWARD WITH CED 


Following is a statement by Paul G. Hoffman, president of the Stude- 
baker Corporation, and president of the board of trustees and member 
of the research and policy committee of the committee for Economic 
Development: 

Today, after World War II, this nation faces a situation in which 
the development of a body of sound economic policy is of paramount 
importance. The economic history of the period between the two 
World Wars clearly indicates this conclusion. 

After World War I, all of us were eager to restore prewar econo- 
mic conditions. We refused to face the fact that world pressures 
put into operation by the war made the longed-for return to ‘‘normalcy” 
impossible. To quote a phrase of John Stuart Mill, we all indulged 
in a great deal of “ignorant opposition to change.” That was the 
beginning of a cycle. The ignorant opposition to change of the ’20s 
was followed quite naturally by a substantial amount of ignorant 


change. 
We don’t want to repeat that cycle. 
We want to go resolutely on from here——to seize the present ex- 


traordinary opportunity to build a higher standard of living. 

We are humble in our estimate of what CED can contribute, but 
what we can do we should and will do. Our approach is through ob- 
jective research by the most competent scholars obtainable and re- 
sponsible recommendations by the businessmen of the Research and 
Policy Committee. 

We try to merge the talents of a group from the academic world 
and a group from the business world and bring their joint intelli- 
gence to bear on some of the major economic problems which must 
be solved to clear the way for sustained high production, distribution, 
and employment. 

The major problem confronting all of us is how, within the frame- 
work of a free society, we can obtain the maximum expansion of our 
productive system and, at the same time, minimize the fluctuations 
in the business cycle. Anyone who believes that we can continue a 
boom-bust capitalistic system is more of an optimist than I am. If 
we have another bust here in which we have millions of unemployed, 
there will be measures proposed which will be plausible but which 
might very well vitiate the capitalistic system so it couldn’t operate. 

We businessmen of the Research and Policy Committee and the 
economists of the Research Staff have gotten into the boom-bust prob- 
lem to the point where we hold substantial hope that measures can 
be found that will markedly moderate fluctuations in the future. 
Furthermore, we believe counter-cyclical actions can be taken that will 
tend to strengthen our freedoms rather than take away from them. 
We can’t yet blueprint them. But we do believe that there are 10 
to 15 such measures. 

CED is guided by the conviction that the free American economy 
can be made to operate without the damaging succession of booms 
and busts that we have suffered in the past. In a free economy, of 
course, there will always be fluctuations. Our job is to minimize 
these fluctuations by understanding their causes and by taking positive 
steps to effect their cure. Given sufficient economic understanding, we 
shall be enabled to reap the full rewards of our adherence to a free 
competitive system—the high standard of living and the unparalleled 
freedom of choice and opportunity for both the common and the 
uncommon man. 
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IN FEBRUARY OF 1877, WHEN: 


Dixon Crucible Company introduced a device which was a 
point protector, rubber eraser, case and pencil combined. . . . 
Mark Twain's patent self-pasting scrap book was a popular 
stationery number. . . . An office maxim made its bow, “Nothing 
is worse for those who have business than the visits of those 
who have none.” .. . A. E. Hix of Sycamore, Ill., patented a 
stencil copying press. . . . Lockwood issued the third directory 
of the paper trade. . . . (From files of the American Stationer). 


IN FEBRUARY OF 1887, WHEN: 


President H. B. Barnes presided at the twelfth annual dinner 
of the Stationers Board of Trade, held at the Hotel Brunswick, 
New York City. The menu included salmon, tenderloin of beef, 
sweet breads and red head duck. .. . Album and fancy goods 
men assembled at Chicago. . . . Returning tc New York after a 
trip through the West and South, H. S. Dewey, manager of 
the National Blank Book Company, reported “Memphis has a 
real estate boom, St. Louis has a mining boom and Kansas City 
is having the same fever as Memphis.” . . . (From files of the 
American Stationer. 


IN FEBRUARY OF 1897, WHEN: 


It was reported that A. B. Dick Company, “which makes a 
specialty of the Edison Mimeograph,” had larger trade during 
1896 than for any year since it had been in business... . 
Walter T. Cushing was re-elected president of the Boston Sta- 
tioners Association. The Bolton Manufacturing Company, 
Detroit, was incorporated to manufacture patent coin wrappers, 
ink wells, coin mailing bags, and gummed paper. . . . (From 
files of the American Stationer). 


IN FEBRUARY OF 1907, WHEN: 


Universal Systems Company of Toronto, Canada, announced 
patenting of a combination letterhead and envelope known as 
the “Unisystem. . . . It was reported that the number of type- 
writers made during 1906 in the United States totaled 183,141, 
with Europe taking half of the output. . . . Plans were per- 
tected for the International Office and Paper Exposition to be 
held during the fall of the year at Berlin. ... H. E. Robbins 
became New York representative for Office Appliances. .. . 
(From files of Office Appliances). 


IN FEBRUARY OF 1917, WHEN: 


A review of the paper market said, “There is no change, 
users of paper hardly knowing from week to week what the 
next day will bring forth. Those who have made contracts have 
done so at prices nearly 100 per cent higher than the prices 
of a year or so ago.” .. . G. F. Malcolm, F. S. Webster Company, 
was elected president of the Ribbon & Carbon Manufacturers’ 
Association at Hotel Astor, N. Y. . .. John C. Williams became 
Chicago manager for Boorum & Pease Company, succeeding 
C. M. Meyer, who went into business for himself. . . . (From 
files of Office Appliances). 
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Volume and Profit 


Enterprise in Buying CAN Increase 








HE BUYING POWER of a stationery business de- 

rives from the original capital structure of the 
investment plus the “fluid reserve” of cash capital 
available for routine merchandising activities. 

The buying ability of the stationer is a very different 
kind of asset—intangible, but priceless in its highest 
exemplification of efficiency—something that cannot 
be certified by a bank, nor can it be appraised by the 
credit-reporting agencies. It is something within the 
man himself, acquired by observation, constant study, 
experience, and experimenting. 

The difference between buying power and personal 
ability to buy so as to develop new trade and new 
sources of profit explains how some stationers, enter- 
ing the field with moderate capital, eventually develop 
their stores to greater merchandising stature than the 
stores of more-heavily capitalized competitors. Be- 
cause of better judgment or more enterprise applied 
to their buying, it was possible for them to do a better 
buying job than some fellows who were operating with 
a larger reserve of working capital. 

About three decades ago, all the emphasis in retail- 
ing was on buying ability, which, according to the 
concept of that time, usually. meant nothing more 
skillful than driving a close, hard deal. Gradually 
through the years the viewpoint was reversed to such 
an extreme that all the emphasis was ultimately 
placed on selling, with apparent forgetfulness of that 
old, but eternally true maxim of merchandising, “Well 
bought is half sold.” 

The first step in making a profit is buying the right 
goods—right for time, locality, and clientele—because 
no magical ability on the sales floor can extract profit 
from merchandise that does not attract and interest 
buyers or which will sell only under the impetus of 
mark-downs. 


Definition of “Buying Policy” 


The common trade expression “buying policy” is 
simply a convenient label for all that is implied by 
buying ability and buying judgment. This ability and 
judgment—or the absence of them—are sure to be 
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By VICTOR N. VETROMILE 


reflected in the stationer’s stock selection, and as 
stock selection has a basic influence on maintaining 
a profitable rate of stock-turn, affirmation of the prin- 
ciple that buying policy is a primary factor in suc- 
cessful management defies rational argument. 

Buying ability is no longer a matter of strategy in 
driving deals and angling for special discounts. It is 
wholly a matter of common-sense judgment in the 
selection and control of stocks, not only with a view 
to fast selling at a practically certain predetermined 
profit, but also with a view to stimulating new trade 
and building more store traffic. 

There is no universal and infallible formula for buy- 
ing policy any more than there is for advertising, dis- 
play, or the selection of sales personnel. The best rules 
or principles available for guidance represents simply 
an admixture of intuition, good judgment, and experi- 
ence. 

In general, the best buying ability is that which 
supplies best all the routine stationery and office 
equipment requirements of that element in the busi- 
ness community which constitutes the stationer’s ac- 
tual and potential customers. The stationer who suc- 
ceeds best in analyzing and catering to the needs and 
buying habits of that business element, as well as in 
building a reputation for efficient service throughout 
the maximum logical trade area of his business, will, 
as a rule, be successful. 

If the stationery merchandiser stops at that point, 
however, even though his buying policy may be efficient 
for the conventional buying routine of a stationery 
outlet, it is not creative, nor is it resourceful for blazing 
new trails with new goods that may develop new 
demands, and naturally, result in attracting new buy- 
ers as well as selling more goods to acquired customers. 

Versatility and enterprise are old words as applied 
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to selling. Why shouldn’t they be dusted off and ap- 
plied more often to the buying of what is to be sold? 


Stock Expanded in Past Quarter Century 


In less than 25 years, the range of stock of the typi- 
cal full-line stationery outlet has been multiplied ten- 
fold with the number of constant-sale, assured-profit 
items now estimated at about 1800. Had there been 
no foresighted pioneers in resourceful, creative buy- 
ing experimentation, the census of established station- 
ery items would never have passed the 500 mark. 

It is a fact of trade knowledge that the manage- 
ment of every successful and growing business is char- 
acterized by the spirit of liberal enterprise in buying 
—the policy of looking ahead to see what will take 
hold with the store’s trade and what new inventions 
or innovations are likely to supplant older appliances 
or methods, to broaden the entire market for sales, 
or to divide the demand with present merchandise. 
The store that is first to introduce these new things 
to its customers profits in prestige as well as in in- 
creased sales. 

With regard to this phase of buying practice, over- 
conservatism rather than rash speculation seems, 
during recent years, to have impeded profit-making 
and the development of new demands. Possibly, the 
average stationer has been reading too much about 
keeping his current inventories low, or has misin- 
terpreted and misapplied a principle which, though 
essentially sound, becomes false when mis-stated or 
misunderstood. 

While it is true that inventories which are top-heavy 
in comparison to sales retard the return on the capital 
invested in the merchandise, it is also true that large- 
Scale selling necessitates complete and substantial 
stocks. 


Conservatism Sometimes Retards 


One trouble in evidence in recent years (probably 
caused by uncertainty as to the trend of general eco- 
nomic conditions) is that the ultra-conservative or 
tradition-fettered stationer seems to have shut his 
eyes to the fact that, while new goods coming upon 
the market may require him to make a new invest- 
ment in additional stock, the appearance of such mer- 
chandise in his store may also bring opportunity for 
increased sales and profits—at least, when the goods 
are pedigreed by nationally known manufacturers and 
the stationer gets behind them promptly and ener- 
getically. 

Advertising of national, and often international, 
scope quickly informs business men of all that’s new 
in the field of office supplies and equipment, and un- 
der the present-day set-up of advertising and distri- 
bution, new demands penetrate quickly even into the 
smallest cities. If, therefore, one stationer cannot 
supply some new demand, his competitor will doubt- 
less take care of it and the short-sighted stationer 
will lose a customer or the opportunity to gain a cus- 
tomer. 

Competition necessitates that stocks be maintained 
up-to-date and reasonably complete, because the vogue 
of “ordering it” for the customer ended with the use 
of gas lights. 

There are constantly coming into the market new 
goods, appliances, or office sundries which offer new 
opportunities for profit, or according to the case, op- 
portunities for eventual loss in speculating as to their 
user-acceptance and permanence of sale. 

If the stationer refuses to speculate enough to main- 
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tain his stocks replete with all such up-to-date mer- 
chandise, he may likewise go to the other extreme of 
over-buying on so-called “speculative” lines or items. 
The one error may be quite as costly as the other. 

There is an old proverb that seems to fit neatly into 
discussion of this situation, namely: “Be not the first 
by whom the new is tried, nor yet the last to lay the 
old aside.” In my opinion, more honor, by way of 
observance, has been paid to the first part of this 
proverb than to the last and probably to the definite 
trade-building disadvantage and monetary loss of 
some stationers who really believe that they are good 
buyers. 

Inexperienced Merchandise 


A new article or mechanical appliance coming upon 
the market might very aptly be classified as “inexper- 
ienced merchandise.” It is seeking the sales experi- 
ence necessary to demonstrate its worth and accep- 
tance by the public or by the trade, as the situation 
may be. It makes its bow, so to speak, often without 
voluminous advance advertising, and asks for trial 
and recognition. 

The problem that such a new device or product 
often meets in its plea for recognition is somewhat 
similar to that of the young high school graduate seek- 
ing recognition for employment in the business world. 

Using this analogy, H. J. Bligh, publisher of the 
trade journal Toys and Novelties, “put across” the 
point at issue more neatly than I have ever seen it 
presented before when he wrote, editorially: 

“We often hear the complaint from youngsters not 
long out of school or college that nobody wants to hire 
them because business is looking for experienced 
workers, and so these young persons ask—and right- 
fully so—‘How are we to get experience if no one wants 
to give us a job?’ 

“But it isn’t only labor that must be experienced, 
in the eyes of many businessmen. Merchandise, too, 
it seems, must have proved itself before some buyers 
are willing to accept it. And the problem is the same 
here: How is a product to get established with the 
trade if nobody buys it in the first place? 

“Now it appears that one of the food chains intends 
to meet this dilemma and has announced its willing- 
ness to do business with the ‘unknown.’ The new 
policy is not a war emergency measure, but represents 
real post-war thinking. 

“Every new item presented to the buyer should 
receive consideration, including those old items which 
have merely been revamped or cloaked in new dress. 

“A few years ago, the writer visited one of the big 
jobbing houses, and he happened to have a new toy 
item, in its carton without a wrapper, under his arm. 
He was calling, not to sell merchandise, but in pursuit 
of his regular business. However, the buyer, seeing 
him at the reception desk and not yet knowing what 
was wanted, said: ‘We can’t use any of those.’ 

“That was snap judgment. The buyer did not know 
whether or not he ‘could use any of those’ because 
he had not looked into the item at all. It is said that 
everyone is entitled to his day in court. We believe 
that every new product is also entitled to a proper 
hearing.” 


New Lines Do Not Necessarily Supplant Old Ones 
In according a fair and respectable trial to a new 
article or appliance that seems relevant and practical, 
the stationer need not renounce and discard any 
(Turn to page 184, please) 
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“Pie in the Sky” Dreaming Is Dangerous 





N DECEMBER 1606, exactly 120 men, no women 

and children, climbed aboard three ships to sail for 
America. For weeks they slept on the ship’s bottom, 
without heat, without plumbing, and after a storm- 
tossed passage, they landed at Jamestown, Va., having 
buried 15 passengers at sea. For them, the trip was 
too much. 

We talk about the scarcity of homes today, about 
food shortages. When the 105 voyagers arrived, they 
had to-live in caves until they built crude shelters. 
Many died from starvation and disease. But the sur- 
vivors carried on with the fortitude that made Amer- 
ica great. If anyone had promised them “pie in the 
sky,” his would have been a witch’s fate. In their 
philosophy, the only way to harvest was to sow. No 
sow, no dough. 

Compared to these oldtimers, Americans of recent 
vintage have grown soft in the fetid womb of promises 
made by “do-gooders” and this anemia has seeped 
into the arteries of our national economy. The recent 
years have softened the will to do for many business- 
men who have accepted the frivolous notion that 
government is a cornucopia from which bureaucrats 
can dole abundance to all regardless of individual 
know-how, effort and good business practises. 

Easy is the way of the seller today with something 
to sell, labor or merchandise. But it won’t be long 
before a buyer’s market is in full bloom, then the 
bell will toll for those who have taken unto them- 
selves too much “pie in the sky” philosophy. It won’t 
be so digestible when supply exceeds demand and 
our economic system gives the reaper what he sows. 
Soft goods are rapidly catching up with demand, de- 
partment store markdowns, on some lines, exceed 
50 per cent, and although hard goods are in shorter 
supply, merchandise is coming through in heavier 
quantity and may soon be abreast of demand. 

The Commerce Department reports that in the 
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12-month period following the end of the war in 
Europe, inventories increased nearly seven billion dol- 
lars with the trend on the upswing during the past 
six months. The report further states, “In order to 
bring particular areas into balance and to complete 
filling the pipeline, business inventories can rise mod- 
erately for another three to six months without being 
excessive. Further sharp increases, however, will 
soon bring over-all inventories out of balance with 
sales and inevitably would be followed by a serious 
adjustment.” You may be sure that inventories will 
continue to pile up because producers will continue to 
turn out production and will find markets for their 
wares but sales resistance will increase and this means 
lower prices and a buyer’s market—not pre-war prices, 
but definitely a drop from wartime high. According 
to competent authorities, a buyer’s market will rear 
its head in all lines by about middle 1947 and that . 
isn’t so far off. You haven’t much time to inventory 
your qualifications to make good in a buyer’s market. 
You’d better plan carefully in 1947. These easy-selling 
days are about over. Some merchants have put sales- 
manship in moth balls during the war. Now is the 
time to revive it. Dig out those old manuals on the 
sales training of personnel and start your sales meet- 
ings again. 

Don’t bank on the government coming to your 
rescue if you can’t make the grade or still expect a 
stupendous backlog of buying demand because of 
supply stoppages during the war. The automobile 
makers quit their day-dreaming along these lines 
months ago. They had figured on a backlog of 12 








million cars. Now they have cut that figure to five 
millions. The same will hold for other hard lines in 
short supply for years. There is a substantial backlog, 
we'll grant, but not as big as some vision. There will 
be ample competition to battle you for this business, 
which means that promotions must be planned far 
more effectively than during the war years. 

At one time, the “wreckonomists” figured that, be- 
cause we sold one million units of a product a year 
before the war and quit making them for five years 
there would be a backlog of five million units in the 
first post-war year: but this pathetic fallacy threw 
out of reckoning the important fact that if a man 
who used to buy a new car every year, had to use 
the old one for five years, he would still be in the 
market for only one new car when cars became 
available again, not five new ones. The same applies 
to home appliances, furniture, shoes and suits. Much 
of that war shortage business is gone with the wind. 


Independent Action Decreases 


In our field contacts with businessmen, we have 
found a decreasing faith in independent action and 
too much speculation as to what the government will 
do for business during the post-war period. The 
smaller businessman is not the only delinquent. In 
days gone by, came a crisis in our economy or a bot- 
tleneck in an industry and big businessmen flocked 
to Washington seeking to straighten out the snarl, 
which they could have unravelled at home with the 
right approach and more confidence in themselves. 
Big business, too, wanted to travel the “pie in the 
skyway” but they aren’t so anxious for government 
assistance now. Except in unusual cases, dependence 
on your own ability, a sales-minded outlook and good 
business management wil! keep the engine running 
better than when government planners tinker with it. 
We've been auditing business books for years and 
have yet to find a businessman under the noose 
who sold his ware with fervor and managed his 
affairs efficiently. It’s the old story of cause and 
effect in operation, better than all the laws spewed 
by bureaucrats to aid business. 


When government planning became the new spiel, 
more than one businessman told us he thought it was 
a good thing. But usually these individuals were of 
the type that wait around for business to come in the 
front door. Seldom were they aggressive merchan- 
disers, rather given to passive acceptance instead of 
aggressive sales promotion. Government planning is 
no substitute for business “know-how,” especially when 
supervised by petty mirror salesmen whose prior earn- 
ings were $1,200 yearly, or anthropologists and haber- 
dashers who lost their shirts in the scramble for 
business. These are not far-fetched analogies but 
typical instances of inexperienced government plan- 
ners calling the shots for businessmen. 

Once demand paces supply and vice versa, mer- 
chandising and good business management will be 
back in the saddle again and it will be up to you 
to produce. You can’t look to the Great White Father 
in Washington to stimulate sales much longer and 
this jibe is apropos in many cases because many 
businessmen have grown soft during the war years. 
Business came easy and the money was sure. Formerly 
aggressive merchandisers, these businessmen know 
what .it takes to “roll your own” in a normal market 
and should revert to type because they have experi- 
enced the benefit of sound merchandising practice. 
But we do notice that too many in this group have 
been slow to gear up. They had better step on the 
gas before the buyer’s market catches up with them. 
We can report, however, that recent field investiga- 
tions disclose that some merchandisers have their 
plans all set to go after sales aggressively when the 
gates are down. More than likely, 1947 will provide 
an opportunity to develop these plans. At any rate, 
it is good business to be prepared. 

This all gets back to the early settlers. They had 
the guts that made America what it is and guts will 
keep it on the upswing. During the past decade, 
intestinal fortitude has been etherized by Utopian 
frippery. Success travels a rockier road. Merchandis- 
ing and good business management are two passports 
to post-war prosperity. On these two essentials hang 
all the profits. 





LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 
“THE LUCKY ENDORSER” 


By Norris L. Hayward 


LBERT BENSON’I lend me $300, if you'll endorse my note,” the cus- 

tomer pointed out, and Amos Foster of Zenith Office Supplies, after the 
proper amount of urging, put his name on the back of the note, which Benson 
later on transferred to the local bank. The bank failed, and the state bank 
commissioner took charge of the assets thereof. 

In due time the Benson note fell due, the customer was not worth suing, 
and the commissioner demanded payment from Foster. 

“Did you present the note for payment and give the usual notice?” 


Foster demanded. 


“I did not,” the commissioner admitted. 

“Then that relieves me from my liability as the endorser of the note.” 

“It might have if the bank hadn't failed, but the usual rule about notifying 
the endorser does not apply to a state official who is in charge of the assets 
of an insolvent bank,” the commissioner argued. 

The Oklahoma Supreme Court, however, ruled in Amos Foster’s favor in 
the case of State vs. Rutland, 250 Pacific Reporter, 914. 

“We do not understand that the bank commissioner is relieved from 
meeting the requirements of the law in relation to the collection of paper 
payable to a failed bank,” the Court said. 
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Income Tax Savings Through Allowable, 
Yet Often Neglected Deductions 





T IS SURPRISING how many people pay more in 

income taxes than they need to. The reasons are 
either that they do not take advantage of all their 
allowable deductions or they do not put enough care 
into the preparation of their returns. 

Whether you prepare your return yourself—or retain 
expert assistance—you should be familiar with your 
rights as to possible tax deductions. Even the expert 
you hire will expect the basic information from you. 
If your books are in order, his task will of course be 
simplified—but you should be in a position to give 
that extra information which may mean the saving 
of many dollars. 

It is obvious that we do not have room here to do 
more than just highlight the subject. These consider- 
ations are of prime importance in determining how 
much money you must pay this year to Uncle Sam. 

Your income tax is based on your net income. Obvi- 
ously that figure is all the money you have taken in, 
less your expenses and other deductions. 


BUSINESS EXPENSES 


These, your first consideration, probably appear on 
your books. They include rental, salaries (don’t forget 
bonuses), the cost of the merchandise in which you 
deal, telephone, electricity, delivery charges, business 
insurance premiums, advertising, stationery, postage, 
cleaning supplies and a host of miscellaneous expenses. 

If you operate a car or truck exclusively for the use 
of your business, then, of course, all the expenses of 
maintenance and repair are deductible. Many dealers 
use their personal cars for business too. Then the 
question arises as to how much of the car’s expenses 
may be taken as a business deduction. The first re- 
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By ELLIOTT H. MARRUS 


Attorney-at-Law 


quirement is that the vehicle actually be used to fur- 
ther your business. Merely driving from home to office 
is not approved by the Bureau of Internal Revenue as 
a business use. You compute your allowable deduction 
by mileage. If 60 per cent of the miles you drove in 
1946 were in furtherance of. your business, then 60 
per cent of all the costs involved in maintaining the 
car is your deduction. You may also take 60 per cent 
of the depreciation allowance. 


DEPRECIATION 


Most businessmen take depreciation allowances, but 
according to one survey, Many accounts had omitted 
some item on which there was a depreciation deduc- 
tion. “Depreciation” sounds like a complicated term, 
but actually it is simple. If you buy something for 
your business which has an expected life of more than 
Ohe year, you may not take the entire cost as a busi- 
ness expense during that year. Instead, annually you 
deduct a percentage of the original cost. For example, 
a typewriter has a probable life of five years—for in- 
come tax purposes. Therefore each year the deprecia- 
tion allowance is 20 per cent of the cost. However, if 
you purchased the machine second-hand, then its 
future life is less—the exact amount depending on its 
age and condition. 

Each time you may take the depreciation for one 
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year. That means that if you failed to take your allow- 
ance for 1945, you may not add it to the one for 1946. 

The Bureau of Internal Revenue has published a 
large list of items with their life expectancies. This is 
contained in “Bulletin F on Depreciation,” a copy of 
which is probably in your local library. Here are a few 
items selected from that Bulletin which may interest 
you. The figure on the right represents the percentage 
of the original cost which may be deducted each year. 

Automobiles—25%. 

Salesmen’s automobiles—33%% %. 

Electric fans—10%. 

Linoleum—1212%. 

Lamps—10%. 

Rugs and carpets—10%. 

Typewriters—20%. 

Motorcycles—25%. 

Trucks light—25%. 

Trucks, medium—16% %. 

Office equipment (average) —6% %. 

Furniture, fixtures, filing cases—5%. 

Adding machines—10%. 

Book and display cases—5%. 

Chairs, bentwood—20%. 

Chairs, heavy—5% %. 

Venetian blinds—1212%. 

The average composite life of the furniture, fixtures 
and machinery in your store is 15 to 20 years. That is 
an average of 5 per cent to 6% depreciation each year. 


TAXES 

Few of us keep a running record of all the taxes we 
pay. Therefore, you probably will have to sit down 
and figure them out. Most taxes are deductible. Ex- 
ceptions are the federal income, excise (luxury), estate, 
gift and inheritance taxes. If you own real estate and 
an assessment was placed against it for a local im- 
provement, that tax also is not deductible. However, 
if the tax was for the repair of an installation already 
there, it may be deducted. 

Among the deductible taxes are: (These apply to 
both your business and personal income tax returns): 

State and local income taxes (but not federal). 

Local taxes for the privilege of doing business. 

Gasoline taxes except in Alabama, California, Flor- 
ida, Mississippi, Utah and Wyoming. 

Real estate taxes. 

Fees for recording deeds, mortgages and so forth. 

Poll taxes. ; 

Vehicle registration and driver’s license fees. 

Social security and unemployment taxes you pay 
for your employees. Employees may deduct the 
amounts they paid in state unemployment taxes only 
in Alabama, California, Kentucky, New Jersey and 
Rhode Island. 

Sales taxes are sometimes deductible by the retailer 
—and sometimes by the consumer, depending upon 
your location. Generally the person upon whom the 
tax is levied and who actually pays it may claim the 
deduction. If the tax is a separate item on the bill 
and passed on directly to the consumer, he alone may 
claim the deduction. Otherwise the retailer takes it. 


BAD DEBTS 


A loan or bill which you found uncollectible and 
worthless during 1946 may be taken as a deduction. 


LOSSES 


Any loss which you sustained in your business activ- 
ities are of course deductible. These include those from 
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outside investments. There should also be included 
losses from fire, casualty, storm and hurricane. If 
your automobile or vehicle was involved in a collision 
—not willfully caused by you—the damages may be 
taken as a proper loss. Of course any amount received 
from insurance as compensation for the loss must 
be set off. 


INTEREST 

There is a place on the income tax return where you 
indicate the interest you paid during 1946. This deduc- 
tion applies to both your business and personal returns. 


CONTRIBUTIONS : 
For a contribution to be deductible, it must have 
been made to a non-profit, recognized organization. 
A gift to a needy friend or relative is not a proper 
deduction. Individuals may take credit for contribu- 
tions made up to 15 per cent of their adjusted gross 
income; corporations up to 5 per cent of their net 


incomes. 
* > * 


If you do business as an individual or under a trade 
name, there is a place on your return for a report on 


. your business activities and another for your personal 


income statement. Here are a few points for you to 
consider concerning your personal return: 

1. When computing your medical expense deduction 
be sure to include everything. “Medical Expenses” is 
a phrase covering payments made to doctors, dentists, 
chiropodists, optometrists, nurses, and hospitals. It 
includes amounts spent for medical supplies (drugs) 
and equipment—even travel and resort costs which 
you incurred on the direction of a physician. To find 
the amount which you may deduct, you first have to 
compute 5 per cent of your adjusted gross income. Up 
to that amount there is no deduction. Any amount 
you spent over that 5 per cent is deductible. For ex- 
ample, if your adjusted gross income is $8,000, then 
you get no allowance for the first $400 of medical ex- 
penses. 

2. You are entitled to an exemption of $500 for every 
dependent. “Dependent” is also an elastic term. For 
income tax purposes, a person is your dependent if: 

A. Closely related by blood, marriage or adoption, 
and 

B. He or she did not earn $500 during 1946, and 

C. You contributed more than half the amount 
needed for his support. 

Remember that the support need not have been in 
cash alone. Food, clothing, shelter and so forth should 
be counted. Also, your support need not have been for 
the full year,—even part of the year will entitle you 
to the full $500 exemption. The age of the depend- 
ent is not material. 

3. If your wife had some income during 1946, you 
may consider filing a joint return with her. If you 
work out your tax both ways, you probably will find 
that if her taxable income is over $500, you probably 
will save money by filing separate returns. 

Making out an income tax return is usually not a 
happy task. Somehow after we get all the figures down 
on paper, and make our computations, the tax seems 
more than we expected. When you see the bad news, 
there are at least some consolations. It is probable 
that the tax will be less next year; there are millions 
of other Americans feeling just as bad as you do; and 
after all, regardless of how you pay, it’s still a small 
sum for the privilege of living and doing business in 
these United States. 
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A SALES-PULLING WINDOW ON THE THEME OF LETTER WRITING—Hooked up effectively with Na- 
tional Letter Writing Week, this display functioned perfectly as a business getter for H. H. West Cc. 


It Takes a “Winning Combination’ ’ to 


Move Sundries in Quantities 





N 1947, the H. H. West Company of Milwaukee cele- 
brates 100 years. of furnishing office supplies to 
firms practically all over the country. Throughout this 
long period, during which time our nation has under- 
gone several booms and depressions, many opportu- 
nities have presented themselves for the firm to test 
public reaction and response with various experiments. 
Since much of the effort put forth in any firm is in 
the direction of sales, and because a good deal of the 
credit belongs to the staff, the West organization has 
something unique. Fifty per cent of the in-store busi- 
ness is the result of a special combination of factors. 
This combination involves Charles J. Lofye, secre- 
tary of the firm; Miss Dorothy Gill, general manager; 
Robert Hunn, store manager, and W. G. Jarchow, 
purchasing agent. Together this group of talented 
artists functions to overcome the many obstacles that 
lie in the path of merchandising. 

Let us see how this working combination “goes into 
its routine.” 

Mr. Hunn, perhaps, has found a number of slow 
movers—playing cards, chips, trays, sets, and other 
items in this category. He calls attention of them to 
Mr. Lofye, who in turn arranges to have all this mer- 
chandise gathered up. A few days later, passersby 
stop to admire an artistic display in the window. It’s 
composed of the slow-movers, and made attractive by 
the painstaking work of Mr. Lofye—work that calls for 
all the ingenuity and art of a master of design. 
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The routine sourds simple, but it is the accumula- 
tion of talent together with perfect understanding 
throughout a campaign that spells the difference be- 
tween average response, and 100 per cent success. Sec 
good is the system that it offers the store an outlet 
for everything from soiled stock, to various odds and 
ends of left-overs. 


How Soiled Stock Is Moved 

Take, for example, soiled stock. Two months ago 
Mr. Hunn found soiled stationery piling up. Mr. Lofye 
took over. He tied the display in with the current 
“Red Feather Community Fund” drive—with the usual 
ad in the papers. And like clock-work—it clicked. The 
entire stock was cleaned out. The mark down was 25 
per cent. Soiled stock was simply placed in front of 
the Fund display. 

To cite another illustration, art books were slipping 
badly in sales. Came the routine. A carefully prepared 
display presented a “HOW DO YOU KNOW YOU 
CAN’T DRAW?” slant. Art books were emphasized with 
a multitude of accessories such as pencils, pens, paper, 
brushes, erasers, drawing boards, complete sets, and so 
forth. Buyers stocked up not only on the items shown 
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AVOID VERBAL INSTRUCTIONS 


Keep on hand a sufficient 
supply of 


Office Memo Forms 


While you were Out 
Telephone Messages 
Petty Cash Slips 
Salesmen’s Report 
Order books and Pads 
Shipping Pads 

Bills of Lading forms 


Receipts—stub or du- 
plicate Styles 


AND 


a supply of 
Mechanical 
Pencils 20¢ to $5 each 


2 356. 550 


I 
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a etm an SONY 


Phone and mail orders filled promptly. 









Have you placed your order for 
Christmas Cards for 1946? 
Calender Pads & Diaries for 1947? 














STATIONERS 











THIS WORKED—Reduced reproduction of newspaper adver- 
tisement that paid dividends for the H. H. West Co., Mil- 
waukee, Wis. The firm places a number of “memos” in 
monthly statements, finds they help to move pencils, pens, 
dictionaries and other merchandise by their “reminder” value. 


but on many articles throughout the store in other 
categories. The ad, of course, appeared in the papers 
and helped bring people into the store. Again, the 
winning combination sold the slow-movers. 

Window displays are considered very important at 
West’s. The rule is, a change each week. People be- 
come accustomed to a store’s practice and expect it. 
Careful study has proved to the West combination that 
an exhibition lasting more than a week loses its lustre 
and pulling power, and so cuts sales and loses rapid 
turnover, which plays an important part in disposition 
of stock. 

Proving the effectiveness of the use of “stuffers” in 
out-going mail, West’s places in each monthly state- 
ment, not one stuffer, but a number of “memos” on 
pencils, pens, an atlas, a dictionary, or what-have-you. 
And the claim is made that this has increased busi- 
ness about 12 per cent. Folks seem to appreciate such 
reminders. 


Puts Prices on Items Displayed 


West’s—Mr. Lofye speaking this time—believes in 
price tags conspicuously placed on all articles in win- 
dow displays. The price often brings a potential cus- 
tomer in for further examination of an item. Whether 
or not he buys, is generally a matter of salesmanship. 
No tag at all creates a question in the mind of the 
would-be buyer, who in most cases refuses to step into 
the store, fearing the price may be away out of his 
range and that he will be somewhat embarrassed by 
turning and walking out. 

“One article at a time, or assortments?” West’s says 
“assortments.’’ Although a number of single items 
have been on display, assortments win out in 90 per 


20 


cent of cases. The idea is that the public, given an 
opportunity to compare values, styles and types, has 
interest awakened which enhances the possibility of 
a sale. 

“Pullers” are always interesting—if they pull. At 
West’s, anything from an eraser to a wastebasket may 
be used as a puller, depending upon the season, the 
accumulation, or the rapidity with which the article 
has been moving over a given period. The soiled sta- 
tionery was a case in point. It provided an excellent 
opportunity to dispose of a “headache” in the form 
of a puller—and at the same time, create a desire on 
the part of the customer for something else while in 
the store. Thus the puller accomplished two purposes 
—it rid the store of surplus of an item and it in- 
creased sales of other items. 

Tie-ins have come under the West merchandising 
microscope—and been found effective and productive. 
From a survey taken of a number of displays—with— 
and without, the tie-in has been found most definitely 
a must. Window display tie-ins with the many civic, 
national, sports events, community drives, and other 
affairs which receive a vast amount of publicity, pro- 
duce on the average an added 15 per cent in sales. 


Air Mail Stationery Promoted 


A slightly different type of tie-in was used when the 
air mail rate was dropped to five cents. One advertise- 
ment included a cut of the red and blue-bordered air 
mail envelope with the statement “5 Cent Air Mail Is 
Here!—See Our Smart Air Mail Stationery.” Another 
showed a large winged “5c” reading “Air Mail Now 5c”, 
with these words below, “See Our Smart Selections of 
Gift Packaged Air Mail Stationery. Phone and Mail 
Orders Filled Promptly. A third advertisement used a 
simulated cachet reading “5 Cheers For 5 Cent Air 
Mail! See Our Smart Air Mail Stationery.” 

“The result of this campaign was so good we had to 
reorder air mail stationery to take care of the busi- 
ness we had built up,” said Mr. Lofye. 

One hundred years is a long time to be “learning 
how’—but West’s “winning combination” plans to 
keep right on finding new and betéer ways to sell office 
supplies, big or little. 





SERVICE VIA JEEP—Mercantile Paper Co., Montgomery, 
Ala., has added a jeep to the mobile fleet of delivery equip- 
ment and has found the conveyance proving its worth, not 
only as an economical means of delivering less bulky items 
such as Dictaphones and duplicators, but as a traveling 
billboard carrying the name of Merpaco through the city 
for eight hours each day. This vehicle fills a long need for 
size, coming just between the larger trucks and the motor 
scooters for quick local delivery. 
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Personalized Advertising Builds Business 


From One-Room Start 





ONE-ROOM START isn’t a very auspicious begin- 
ning for an office supply firm even in these days 
of scarcities of merchandise. And seven years ago 
when the General Office Supply Company started 
business in one room at 1104 Prospect Avenue, Cleve- 
land, Ohio, it wasn’t much of a start. But Sid Glueck, 
owner of the business, believed and still believes that 
it isn’t where you start that counts but rather where 
you go after you start. Mr. Glueck, who started in 
business with only one room and no employees, be- 
lieved he could go places. More than that, he knew 
how to go places. 
Today this business is still located at 1104 Prospect 
Ave., but instead of the single room with which he 
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THIS IS HOW SID GLUECK ANNOUNCED THE FIRST 
BIRTHDAY OF HIS BUSINESS AT CLEVELAND, OHIO. 
1947 
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started in business, he has seven rooms and the busi- 
ness is still growing month by month. When it is con- 
sidered that the location of this business is on the 
second floor of a building with no ground floor show- 
space at all it begins to look as if the Glueck formula 
for taking a business place is a good one. 

The formula that has built this business from its 
humble beginning is personalized advertising, which 
Mr. Glueck started from the very beginning and which 
he has continued in a big way all during the seven 
years that the firm has been in business. During the 
war years when supplies were hard to get the per- 
sonalized advertising was continued. It is direct by 
mail advertising aimed at customers and prospective 
customers. It has brought home the business bacon. 


Experience a Good Foundation for a New Business 


Mr. Glueck had had a number of years of experience 
working for a large office supply firm in Cleveland be- 
fore launching out for himself. During that time -he 
not only learned the business thoroughly, but he also 
made plenty of friends so that when he started for 
himself he had what is known as a following in the 
trade. That greatly helped him in his new business. 
But even more valuable than the friends he had 
among customers, he had friends among jobbers and 
manufacturers with the result that today, with the 
merchandise still hard to get, his firm has a stock on 
hand that would be the envy of many a commercial 
stationer much larger than the General Office Supply 
Company. 

Because of a definite resemblance, Mr. Glueck has 
been called Groucho Marx, after the widely known 
stage and screen actor. This circumstance has been 
capitalized by Mr. Glueck in his personalized advertis- 
ing. Many of the pieces he sends out bear his likeness 
in the form of a cartoon that looks for all the world 
like Groucho Marx. “People say I look like Groucho 
Marx,” says Mr. Glueck, “so why not cash in on the 
wise cracks that my friends make?” 

During seven years that this business has been 
founded the personnel has grown from nothing to six 
—five employees and Mr. Glueck. From time to time 
the employees of the firm are boosted in the advertis- 
ing, all in a personalized manner. This, like per- 
sonalizing the owner of the business, has paid off 
among customers of the various employees. 

To go into details about all of the personalized ad- 
vertising that the firm has done since its founding 
would require reams of paper, but some of the out- 
standing pieces are well worth attention to illustrate 
what is meant by personalized advertising. 

For instance, when the business was just a year old 
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and when there was one employee besides Mr. Glueck, 
two pieces of advertising were put out calling atten- 
tion to the fact that the business was a year old. One 
showed a man standing and holding a young baby 
labeled “General Office Supply.” On some of the 
dodgers the man’s head was Mr. Glueck’s in the typical 
Groucho Marx style. The remaining dodgers revealed 
the head of Harold R. Collmer, the employee. Those 
dodgers were sent to customers who dealt with Coll- 
mer. They made quite a hit with his many friends 
in the trade. 


New Employee Announced in Advertising 


When Eddie Doyle went with the General Office Sup- 
ply Company a special blotter was made up, printed 
in typical Irish green and showing Doyle with the 
glad hand extended and announcing the fact that he 
now represented the firm. To get this piece of per- 
sonalized advertising out, Mr. Glueck had Mr. Doyle 
“cartoonized.” The result was an excellent likeness. 
The blotter was sent to Mr. Doyle’s many friends in the 
trade. It got attention and brought business. 

During the war, when fifth column talk was very 
much in the newspapers, Mr. Glueck got out a fac- 
simile statement with four columns, the fourth column 
being labeled “balance”. A cut of a rabble rouser 
standing on a soap box talking his head off attracted 
attention to the wording printed just above it, “It’s 
not the fifth column we're interested in, but more 
fourth column activity from you.” They looked so 
much like statements that they received attention, as 
does all the advertising that the fertile brain of Mr. 
Glueck evolves. 

From time to time pieces of advertising showing Mr. 
Glueck in typical Groucho Marx poses are sent out. 
Results are always excellent. Some of the pieces are 
envelope stuffers, printed on U. S. Government penny 
post cards. Others are such handy things as pocket 
memo books which serve both as a business calling 
card and lasting advertisement. 

Not long ago, when the firm moved from the third 
floor to the second floor of the same building and in- 
creased its floor space at the same time, another piece 
of personalized advertising was sent out which called 
attention to the move and why it was necessary. At 
the same time it gave personal advertising to the six 
men connected with the firm, Mr. Glueck and his five 
employees. A photographic reproduction of each man 
was shown and under the small cut was printed the 
name of the person together with the number of years 
experience he had to his credit in the office supply 


business. None of the employees had less than 12 
years, some of them running up as high a score as 20 
years, with 28 for Mr. Glueck himself. 


Special Advertising Carries Name of Customer 


Buyers who are customers of the firm also receive 
some attention from time to time. For example, one 
piece of advertising was sent out that looked for all 
the world like a door, with a brass paper clip used to 
form the door knob. Each one of these pieces of ad- 
vertising had the name of the buyer to whom it was 
sent carefully printed on the outside. The advertising 
thanked the person for having opened his door to 
“General” and expressed the hope that the customer’s 
door would always be open to a “General” representa- 
tive. This advertising was of a different type and 
really got the business, although it wasn’t essentially 
a business-getting type of advertising. 

Easily one of the best pieces of personalized adver- 
tising that the firm has done is what Mr. Glueck calls 
“The General’s Brief Case.” It consists of a most 
attractively printed envelope made to take letterhead 
size printed matter without folding. Before sending it 
out, Mr. Glueck wrote to 50 manufacturers from whom 
he buys asking for samples of advertising literature 
that they could furnish him about their products. Of 
the fifty to whom he wrote, 40 sent samples of adver- 
tising literature. From the samples submitted Mr. 
Glueck chose the ones that he wanted and had the 
manufacturers send him a quantity of each. In mak- 
ing up the brief case advertisement, Mr. Glueck put 
in each envelope a circular of the firm, some gift such 
as a calendar or something useful for the stenographer, 
together with circulars of various manufacturers whose 
lines were carried by General. Every two months a 
mailing of the brief cases was made, building the total 
distributed to 2,500. Their unusual character earned 
unusually profitable attention. 

There is so much direct mail advertising being done 
in every large city like Cleveland that it is unusual for 
recipients to take time out from a busy day to write 
to the sender about it. But Mr. Glueck always gets a 
quantity of letters after every mailing of his person- 
alized advertising, which is more than a good sign 
that the advertising is read and noted. But more con- 
vincing proof that this sort of personalized advertising 
is effective lies in the fact that, with no other adver- 
tising, Mr. Glueck has built his office supply business 
from a meager one-room start to a seven-room affair 
in seven years, during which time the personnel has 
grown from no employees to five men. 
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Aunounces thal he now represents : 
General OFFICE SUPPLY CO. fe 
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BLOTTER USED TO INTRODUCE A NEW SALESMAN 


22 OFFICE APPLIANCES, February, 1947 








lan 12 
> as 20 


ier 


eceive 
e, one 
for all 
sed to 
of ad- 
it was 
‘tising 
or to 
»mer’s 
senta- 
> and 
itially 


\dver- 
: calls 
most 
rhead 
ing it 
whom 
‘ature 
s. Of 
dver- 
| Mr. 
i the 
mak- 
¢ put 
such 
pher, 
yhose 
hs a 
total 
rned 


done 
1 for 
write 
ats a 
‘son- 
sign 
con- 
ising 
lver- 
ness 
ffair 

has 


947 





GEER-DUNN STORE, JAMESTOWN, N. Y.—One of the longest display windows in the 
office equipment industry is shown in the exterior view. All the space is used to advan- 
tage. Pedestrian traffic is stopped and people are influenced to buy many small, diversi- 
fied items. In the insert are C. M. Geer and C. M. Dunn, chief executives of the business. 


Diversity Doubles Gross for Enterprising 


Commercial Stationers 





N OUR 30 YEARS of business we can rightfully label 

ourselves the acorn that grew into an oak, smiled 
C. M. Geer, who has a partnership with C. M. Dunn 
in the Geer-Dunn Company, Inc., at Jamestown, N. Y. 
“And by taking advantage of our location—in the 
heart of the city’s business district—we’ve been able 
to merchandise a good many sidelines in the office 
appliance field, thereby doubling our gross of early 
years, and then some!” 

The 19th century was young when Mr. Geer entered 
the office appliance field. For a number of years he 
worked in another man’s store. Then he set up for 
business in his own home, and in a few years joined 
with Mr. Dunn in opening up a downtown store. 

“We considered about $35,000 a fair gross for one 
of those early years,” recalled Mr. Dunn, “but we were 
alert to ways and means of adding to that figure. We 
looked around and studied the field and the town. 
Then we moved into our present location which has 
been gradually enlarged. Shortly after 1920 we had 
doubled the $35,000 gross and were planning still more 
methods for increasing our business.” 

That the Geer-Dunn partnership has attained a 
good measure of success with its methods is attested 
by the gross of approximately $165,000 in 1945. Today 
these two men are recognized as leaders in their field 
in the western area of the state of New York. Their 
modern store, with its gleaming front and hundreds 
of square feet of show windows along a side street, 
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By WALTER RUDOLPH 


has become a mecca for Jamestown shoppers looking 
for stationery, office supplies and gift suggestions. 


Right Location Aids Business Progress 


“The final location of our business played a large 
part in its development,” said Mr. Geer. “It’s almost 
as though our first floor is but another street in the 
city, and in the heart of the city at that. Of course 


_we have played up this idea for all its worth.” 


One of the greatest factors in encouraging a heavy 
traffic in this store has been the copious use of display 
space. Within recent years, a spotless Vitrolite front 
in black and white has been built around deep win- 
dows that tre divided by a conventional entrance. 
Then, stretching along 50 feet of the side of the build- 
ing, eight narrow display windows have been projected 
onto the thoroughfare. These are separated by corru- 
gated paper semi-partitions in making up the great 
variety of displays. 

A band of black about 15 inches wide runs along 
the top of these sidestreet windows, and upon the black 
has been silvered the names of items heavily stocked 
by Geer-Dunn. These include typewriter supplies, 
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greeting cards, social stationery, loose leaf books, 
fountain pen and pencil sets, filing systems and office 
furniture. All windows are brilliantly lit from within 
and above. In the two halves of the front windows 
hang neon signs, “Office Supplies” and “Greeting 
Cards.” 


“It has been our policy, and a good one, to change 
the most prominent front windows every few days,” 
stated Mr. Geer. “The others are allowed to run a 
few weeks at a time. In the displays themselves we 
have concentrated upon securing an artful effect. We 
arrange items so as to stop the eye, rather than piling 
merchandise indiscriminately on the window floors.” 


Geer-Dunn also installed awnings for the protection 
of merchandise during days of bright, direct sunshine. 
All in all, the window displays are conspicuous and 
well-planned, and have attracted untold numbers of 
customers into the store. Customers have also learned 
that they can enter the front door and leisurely pass 
through to the store’s rear door while observing mer- 
chandise on display inside. 


Furniture Displayed on Second Floor 


The firm uses most of the building’s second floor 
for storage and display of large office equipment and 
furniture. Through its emphasis upon the smaller 
items and diversity of merchandise, however, Geer- 
Dunn has built up the retail sales of these items to 
about 15 per cent greater volume than commercial 
and industrial sales of larger merchandise. The Gen- 
eral Fireproofing line of safes, desks, cabinets, and so 
forth, has proved very satisfactory in the latter type 
of business. 


Among smaller items, the greeting card business has 
grown to king-size proportions at Gerr-Dunn. They 
added greeting cards in the 1920’s, and gradually built 
up the business to where it now warrants about one- 
third of the display space on the counters of the 
store’s first floor. Hallmark, Gibson, Rustcraft and 
Norcross lines give this firm’s customers an almost 
endless variety of sizes, designs, occasion designations 
and prices to choose from. 


The interior is encircled with a balcony, the under- 
side of which holds fluorescent lighting units that 
make shopping easy on the eyes of those who want to 
look over the hundreds of cards. Incidentally, the 
balcony railing is a thick structure into which have 
been sunken display areas, lighted from above. Here 
are mounted attractive arrangements of briefcases, 
framed pictures suitable for home decoration, waste- 
paper baskets, or any comparatively large item that 
can be viewed from the floor. These displays are 
boosts to sales of the moment. 

“Easily the busiest point of the store is our long, 
self-serve card counter,” declared Mr. Greer. “It has 
a becoming blonde finish and is easily maintained. It 
is well-lighted, as noted, and the cards and/or gift 
dressings and stationery are arranged so that it takes 
the average customer only a few moments to decide 
upon the card desired and take it to a clerk to com- 
plete a sale.” 


Self-Service for Greeting Cards 


The self-service angle is promoted by lighted areas 
over sections of the card counter into which are in- 
serted labels such as “Gift Dressings,” “Special Birth- 
day,” “Family Birthday,” “Juvenile Birthday,” and so 
forth. At regular intervals cards have been tacked up 
which state: “Please refer to labels on drawers for 
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cards not in racks. If not able to find what you want, 
let us help you.” Thus clerk time in serving customers 
is reduced to minimum. 


Customer convenience is further abetted by a little 
table and chair just beside the front entrance of the 
store. Here, pen and ink, blotters (which advertise 
store merchandise) and a stamp machine are avail- 
able for anyone’s use. It seems that the table is prac- 
tically always in use because of the steady stream of 
card buyers. They address their purchases, buy stamps, 
and are able to mail the envelopes just outside the 
store at the street corner mail box. 


Items that have done particularly well in the diver- 
sification policy of Geer-Dunn are as follows: Costume 
jewelry of all kinds takes up a complete showcase to- 
ward the front of the store; beaten metal fruit dishes, 
or ornamental tableware, are displayed continuously 
and are popular as gift items: fountain pen and pencil 
sets, among which Parker and Eversharp predominate, 
occupy a conspicuous corner of the sales floor. 


Men’s toiletries, combs and brushes, many of which 
sell in kit form, are also sought at Geer-Dunn; wallets 
and pocketbooks, and a general line of leather goods 
(except the large luggage pieces,) are steadily mer- 
chandised; poker chip racks, perfume, ash trays, cigar- 
ette lighters and numerous other items are also offered. 


Institutional Advertising Used Effectively 


Diversity of merchandise and good displays have 
played important roles in building the Geer-Dunn 
business, but steady, practical advertising has been 
employed as sound for business and community rela- 
tionships as a whole. One of the most expensive, but 
extremely well-received forms of advertising within 
the last year or so has been the use of radio time for 
the development of institutional good will. 


The radio program is known as “Sunday Serenade,” 
and runs from 3:15 to 3:30 p.m. every Sunday over 
WJTN, a Jamestown radio station. During these 15 
minutes recordings are played almost continuously, 
with but a short interval or two for announcements 
of the sponsor and some of the lines of merchandise 
handled. Most of the selections are semi-classical in 
nature, which perhaps appeal more than “pop” tunes 
do to the buying public. Some thought is being given 
to changing radio advertising to the spot announce- 
ment type of selling, where single bargains are em- 
phasized more extensively. Newspaper advertising of 
a conservative nature is also used. 


Times Have Changed; Deliveries Made 
By Street Car in the Earlier Days 


“IT have to laugh when I think of the slow, laborious 
way we did business when we first got into office sup- 
plies and appliances,” remarked Mr. Geer, delving a 
little into the history of the firm. “I had this office in 
my home for about three years, you know. During 
that time I made deliveries by street car. And I drove 
the horse and buggy around for soliciting business. 
Then came the automobile, and you know how that 
speeded things up. Following the partnership, we went 
after commercial and industrial sales more aggres- 
sively, and diversification followed that phase of it. 
That’s how the acorn grew into the oak.” 


Charles E. Geer, son of C. M. Geer, has become 
identified with management of Geer-Dunn in recent 
years. Personnel numbers about 15, and five or six 
clerks are added for the Christmas business peak. 
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“Rental Merchandising” Paves the Way 
for Later Office Machine Sales | 





Y FAR THE MOST EFFECTIVE means of tapping 
the large office machine market represented by 
hundreds of small firms which have never used auto- 
matic office machines of any type is through careful 
“rental merchandising”, according to J. R. Blethens, 
head of Office Supply Company, Little Rock, Ark. 

Mr. Blethens, a Friden calculator dealer, maintains 
complete office machines sales and service, including 
buying and selling of rebuilt machines for various pur- 
poses. In these brackets, he has concentrated almost 
exclusively upon the smaller-office prospect, such as 
the cotton buyer who uses his office only seasonally, 
small real estate firms, drugstores, retail apparel stores, 
and so forth. Most of these, he maintains, have made 
little or no use of time-saving electrical office machines 
simply because they have had no opportunity to be- 
come familiar with them. 

“Rental merchandising” is the most effective means 
of transforming such prospects into sold customers, 
according to Mr. Blethens. “We swear by rentals,” he 
grinned, cheerfully. “All through the war, they paid 
our overhead, and have been a consistently profitable 
field in their own right. We rent every type of office 
machine, even electrical duplicators at $30 a month, 
typewriters, adding machines, calculators and even 
Comptometers. We have many renters who are using 
as many as ten machines in a single place at $3.50 
each per month. But even more important that this 
immediate income is the fact that rented machines 
quite often pave the way to a future sale.” 


Rental Stock Kept at High Level 


In normal times Mr. Blethens maintains a “split 
stock’—half new machines on sale and the other half 
out as rentals. During the war, of course, it was nec- 
essary to pull many rentals off of locations to fill a 
crying need for the customers frantically trying to 
buy, but for the most part, rental machines are kept 
strictly under that heading. “We try to keep our 
rental stock at full peak at all times,’ Mr. Blethens 
said, “because, strangely enough, this means more 
sales.” 

Rental charges under OPA control necessarily were 
maintained at specified figures. Now that it is per- 
missible to charge more, Mr. Blethens believes it wise 
not to increase his rates, because rentals are con- 
sidered the “opening wedge” to sales. 

“We spend plenty of time merchandising rental 
service,” the Arkansas dealer said. “Actually we have 
one man who calls on small offices, inviting them to 
take advantage of our rental machines to solve some 
of their problems. In addition, we contact such pros- 
pects by telephone, by mail, through window displays, 
and so forth. The idea uppermost is to teach the 
prospect that he can rent a machine, experiment with 
it and ascertain whether it will benefit his business 
in any way. We call on anywhere from five to ten 
new office prospects in this way per month, depending 
upon the number of machines available, and can be 
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Dealer at Little Rock Finds 
Customer Who Rents Often 
Becomes Buyer; Field of 
Prospects Is Built Up 


By BERT MERRILL 


reasonably sure of selling a new machine of the same 
type within the year.” 

The Office Supply Company’s salesman, when calling 
upon an office, checKs over equipment to uncover exist- 
ing possibilities. The office may obviously need an 
adding machine, yet be struggling along without it. 
In other instances, letters may be laboriously ad- 
dressed by hand, where by an addressing machine 
would save many hours per week. Each such instance 
is carefully checked and used as the basis for ap- 
proaching the office manager for the purpose of rent- 
ing the proper equipment. 


Response Usually Favorable 


Of course, there are some rejections of the rental 
idea, but for the most part, if the idea is properly 
presented, the average office manager is willing to 
spend a few dollars to test it. Thereafter, Office Supply 
Company advises renters that the rental charge of 
their machines can be applied to the price of a new 
duplicate of it, if desired. The store keeps in regular 
contact with its rental customers, particularly those 
classed as “hot prospects” for new machines, rather 
than “letting it ride” as is so often the case with 
rental organizations. “During the war, and in the 
period since, we have not applied rental charges to 
the purchase price of a machine,” Mr. Blethens said, 
“inasmuch as the scarcity of machines, and the lack - 
of income from other sources, makes it necessary for 
us to show maximum profit for operation. However, 
as soon as our stocks begin to increase, we will return 
to the old peace-time theory and let rental contracts 
act as ‘silent salesmen’.” 

Office Supply Company maintains a large, well- 
equipped shop with a full-time repair mechanic who 
has been with the company for five years, always on 
duty. Every rental machine is serviced the same day 
on which a repair call is received if at all possible— 
a good selling point in inducing office men to experi- 
ment with machines. With Little Rock undergoing a 
financial “rebirth” since the end of the war and new 
industries springing up in the area, there will be many 
more markets for office machines in the immediate 
future, the Arkansas dealer is convinced. 
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Can Do 


What Your Local Association 


(Address before the Stationers 
Club of Chicago, January 20, 1947) 








By DAVID S. BELL 


President, 
Graver-Dearborn Corporation, 


Chicago, Iil. 





IRST I SHOULD LIKE to tell you how this club 

got started. Early in 1942, right after Pearl Harbor, 
a number of representatives of manufacturers in the 
stationery industry decided to meet informally once a 
week during the lunch hour, inviting commercial sta- 
tionery dealers to be present with a view of getting 
them to start an association. I attended one of these 
meetings toward the end of that year. The usual 
question was posed to the dealers, which was, “Why 
don’t you fellows get together and form an organiza- 
tion?” Out of this meeting, in which only four or five 
dealers were represented, this club was born. The 
tempo of the war increased and members found it 
impossible to devote the time necessary to build a 
strong organization. I, personally, feel indebted, as all 
of us should, to those men who did attend and gave 
their time to keep this organization from disintegrat- 
ing. The attendance here tonight is evidence that 
they performed valuable service to both you and me. 


I know you are anxious to hear what our plans are, 
but it seems to me that you ought to know first what 
WE DO NOT STAND FOR. First, we are not a “price 
fixing organization,” not only because it is against the 
Federal statutes, but because it is impractical and un- 
democratic. Progressive business men have come to 
realize that price fixing is detrimental to the whole 
economy of this nation. I believe the stationers of 
Chicago believe in the kind of democracy that is based 
on free and clean competition, the “live and let live” 
instead of the “dog eat dog” brand. There is no better 
place in which to practice democracy than in the 
Stationers Club of Chicago. 

Another “don’t” is collusion between members, be- 
tween members and manufacturers or distributors, or 
anyone else, for that matter. What I have said about 
price fixing is also true about collusion. 


Derogatory Statements Prohibited 


Let me also tell you about an unwritten law of this 
club. It is that we do not tolerate any derogatory 
remarks against a member, non-member, manufac- 
turer, distributor, or anyone in the industry. In short, 
this club is not founded for destructive purposes, but 
entirely for constructive ones. If you remember this 
fact you will appreciate the value of a program which 
I shall now discuss with you. 

We who are in the commercial stationery business 
can increase our profits considerably if we receive from 
our suppliers the discount, prices and services to which 
we are entitled. All of you know the many abuses 
which we have endured because there was not a strong 
voice to cry out in protest. In the past few years many 
of us have seen a reduction of trade discounts because 
the manufacturers knew that no single dealer could 
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afford to complain, else he would not get his quota of 
goods. The stationery business can be thankful that 
most of the manufacturers realize that keeping a 
dealer in good financial condition by offering him 
substantial trade discounts is good business for him- 
self. He knows that this is the best way to keep 
his own business strong. It is the short-sighted man- 
ufacturer and distributor who overlooks this important 
principle in conducting his business. 

We must not overlook those manufacturers who 
have always had a smaller discount than what is 
prevalent in the office supply industry. At this minute 
I am thinking of manufacturers of gummed labels, 
tags and kindred items, as well as manufacturers of 
céllulose tape with the gumming which does not re- 
quire water. There are undoubtedly hundreds of other 
items, but I hope you get what I mean. Manufacturers 
with short discounts should scrutinize what others are 
offering. Uniformity in trade discounts will help the 
dealer save time in pricing his extensive inventory 
besides adding consistency to his perplexing pricing 
problems. 


The Problem of Reduced Cash Discounts 


Besides those firms who reduced trade discounts 
there are others who have cut cash discounts. 
These firms are in the minority, but I fear that their 
numbers will increase unless you and I do something 
about it. A letter of protest which I sent out not long 
ago caused some of our suppliers to revert to their 
original cash discount and, I might add, our letters 
brought 40 per cent results. The saving on cash dis- 
counts alone should make it evident that you have a 
real need for this club. 


One of the most evil practices that exists in our 
business, as well as in your own, is the direct selling 
to your customers and mine by the manufacturer and 
distributor from whom we purchase our goods. How 
many of you can estimate the amount of money which 
is taken out of your pockets because some of the 
manufacturers from whom you buy are selfish and like 
to take some good orders away from you and let you 
handle the small orders which are unprofitable to 
them? As far as Graver-Dearborn is concerned, it is 
impossible to estimate the loss in profits, but we be- 
lieve that the sum would be staggering if revealed. 
Only an organization like the Stationers Club of Chi- 
cago can eliminate a great part of this evil practice. 

There is also the manufacturer or wholesaler who 
sells entirely to the consumer. While this subject is 
too large to cover adequately at this time, I should 
like to call to your attention to the fact that those 
firms are encouraged when our suppliers raise their 
prices to a degree which causes our customers to pur- 
chase from direct selling manufacturers. It is the job 
of the dealer through his stationers’ club to see that 
manufacturers keep their prices in line with direct 
sellers. 

Now I want to talk to you about credit losses. Im- 
mediately I fear that you will become smug and reject 
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any suggestion regarding this subject. Surely none of 
us has had enough losses to cause concern about losing 
money on bad accounts, but it is well to remember 
the admonition of men who know, that the day is not 
far off when we will have to be meticulous about those 
to whom we extend credit. It is the ambition of this 
club to organize, through an accredited agency like 
the Chicago Credit Men’s Association, a plan through 
which we can clear our delinquent accounts and re- 
ceive other credit information. In this way the delin- 
quent customer who buys from me will not “stick” you 
when I refuse to sell him. 


Potential Services of Club Unlimited 


There are hundreds of other ways to profit from the 
Stationers Club of Chicago, but you can see how much 
time is consumed in mentioning only the ones I have 
already discussed. Before I close my talk, let me 
mention one more subject which deserves your atten- 
tion. It is the problem of delivering small orders on 
which all of us sustain a loss because of the increased 
cost of delivery and handling. A committee was ap- 
pointed to cope with this problem, but it found that 
any solution would be unworkable without the almost 
unanimous co-operation of all the commercial dealers 
in this area. This meeting has been specially planned 
to bring this and the other problems to you and to 
tell you that we are here not to help ourselves alone, 





but also to invite your suggestions and problems for 
solution, for we know that by helping you we are help- 
ing ourselves and vice versa. ? 


There are some new faces at this meeting tonight. 
I should like to draw your attention to a conversation 
I had with a stationery dealer who did not accept my 
invitation to be present at this meeting. He asked the 
question, “What can I get out of your club?” My 
answer to him was, “You will get out of it what you 
put in it, and more.” If you are asking yourself this 
question let me say to you in all sincerity that you 
can get a great deal out of this club, for after all, if 
you want heat out of your furnace you must put 
either coal, gas or oil into it. If you want your auto- 
mobile to run, you must put gasoline into the tank. 
If you want your body and mind to function properly, 
you must feed it proper food and the right kind of 
knowledge. If you want your trade association to do 
a job for you, you must put in your attendance as 
well as ideas and suggestions which will benefit the 
whole industry. If you are honest with yourself you 
will agree that you cannot afford to stay away from 
these meetings. 

The opportunity to do something constructive for 
the good of all of us is here right now. Let us take 
advantage of it because there will never be another 
one if we do not recognize its importance. 


Special Model Typewriter for 


Instruction Purposes 








By W. L. TALBERT 
Talbert Office Equipment Co., 
Casper, Wyo. 








ND WHY NOT? Is there any good reason why a 

typewriter for that purpose should have auto- 
matic marginal stops, key set tabulator, touch regu- 
lator or streamline appearance? For a trained typist 
in an office all of those recent and modern features 
are very desirable, but for students learning to type 
I see no worth-while advantage. On the other hand, 
there is considerable disadvantage. For one thing, re- 
pair calls from schools are due largely to the very 
features mentioned. 

A model for school use should, first of all, be rugged 
in construction with cover plates easily removable for 
making necessary adjustments. It should have extra 
strong marginal stops designed for hand setting, 
strong tabulator stops for hand setting, convenient 
carriage return level for speed writing, fast escape- 
ment which is as free from skipping or piling as pos- 
sible, ribbon reverse mechanism that is not affected 
by irregularities in ribbon spools, back-spacer, line- 
lock, marginal release key, adjustable paper side guide, 
one color ribbon feature, bar tabulator key, variable 
line, and the other ordinary features and construction 
that go to make up a typewriter, including choice of 
pica or elite type. The ratchet release key should be 
eliminated and also, by all means, the touch adjuster. 
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The main frame and carriage frame should be of non- 
breakable metal. 

Obviously the price for such a model will be lower, 
but it would allow a reasonable margin of profit to 
both manufacturer and dealer. It should be sold at 
no discount to anyone. Schools should get away from 
the long established but expensive practice of turning 
typewriters in every three years. With proper main- 
tenance an instruction model should serve the purpose 
for 10 to 15 years. Having the essential features for 
instruction purposes, there would be no point to get- 
ting a new machine so long as the old one gives good 
service. Commercial teachers should instruct the stu- 
dents to brush out and oil their typewriters whenever 
needed. It should be a part of the course, for it is 
necessary to know how to keep the machine in condi- 
tion for good printwork just as it is necessary to have 
proper training in the operation of it. 

With a low-priced model and with a low mainte- 
nance cost, it appears that the cost to schools over 
a period of 10 to 15 years would be substantially less 
than what it was prior to the war. Indeed it would 
save the dealer much grief in servicing and schools 
would experience less inconvenience from machines 
being out of order. 

The market for such a model would extend beyond 
the instruction room. Students would find it a good 
value. Small business and some individuals would find 
it sufficient for their needs. It would not interfere 
to any great extent with sales of the more complete 
models. 
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Applies Psychology to Post-War 


Furniture Supply and Demand 





HE WAR YEARS, when everything in the office 

supply field was in short supply and demand un- 
usually large, resulted in many people in the trade 
believing that when the post-war period came around 
business would be unusually brisk because the unusual 
demand would continue and supplies would be plen- 
tiful. Well, the post-war period has been with us for 
over a year now, but supplies of office furniture and 
attendant utilities have not shown the marked in- 
crease that was expected. As for demand, it continues 
at a brisk pace. However, nothing really definite can 
be said about demand because there is no certain way 
to know just how much of it is genuine. 

Recent events in the business world as a whole, 
together with some individual experiences of busi- 
nessmen operating retail establishments, coupled with 
a marked uncertainty in national and international 
affairs, has caused some in the office equipment field 
to review the whole picture of unsatisfied demand. 
Some of the keener business brains in the office utility 
field are asking themselves, privately, to be sure, 
whether all of the pent up demand for desks, files, 
typewriters and other items that go to make up the 
office equipment business, can be counted upon as 
actual business should supplies begin to come through 
in volume sufficiently great to begin to satisfy what 
appears to be the demand for such equipment. Of 
course, nobody, unless he be a prophet, can foretell 
with certainty exactly what will happen when these 
things are available in anything like normal quanti- 
ties. The best that can be done is to put two and 
two together and try to get a future four out of the 
addition. At least that is what O. T. Nungesser of 
the Nungesser Desk Company, Cleveland, Ohio, is 
doing. Mr. Nungesser makes no claims of skill in 
prophecy. Forecasting the future, even a business 
future, is out of his line, but he does believe that the 
post-war period, being what it is, demands a different 
sort of selling technique than would otherwise be the 
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case if conditions were different. For this reason he 
has worked out a Selling technique that he is using 
in his business that is working out very well and 
which may, if things take a downward trend, save 
him from a lot of grief. 


Uses Restraint in Ordering 


Unlike some in the office supply field, Mr. Nun- 
gesser has not and does not intend to go off the han- 
dle in ordering. He continues to order but always 
within the framework of his business as he knows it. 
Like every other dealer in this field, he is not getting 
anything like the quantities he orders and actually 
needs to take care of his current demands. But in- 
stead of going out and ordering from every Tom, Dick 
and Harry who might have what he could use, or 
ordering in considerably larger quantities than he 
normally would order, he confines his buying to those 
firms that have served him for years and he orders 
in sane and sensible quantities. He doesn’t believe 
that today is the time to put in orders for unusually 
large quantities of merchandise, so large that they 
could not be handled if a complete delivery were 
made. Such ordering is done with the idea in mind 
that shipments will be short; which is acceptable just 
so long as a complete order is not delivered. But it 
is Mr. Nungesser’s contention that in time the manu- 
facturers will catch up with demand and will be able 
to ship what the retailer has ordered. When that 
time comes the retailer who has been gambling with 
his demand, ordering too much in the belief that he 
would get enough to fill demand will find himself 
with too much stock on hand. That is what Mr. Nun- 
gesser intends to avoid by ordering sensibly. 
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Coupled with this sensible ordering procedure, Mr. 
Nungesser has not gone off the deep end in lining up 
business that cannot be taken care of currently. To 
be sure, he has taken orders for desks, chairs and the 
like, but he has not gone in for this sort of business 
as extensively as many other retail firms in the field. 
Actually no business should be considered business 
until the merchandise ordered has been delivered, paid 
for and given the satisfaction that the buyer felt it 
would give. Viewed from this angle, there is a question 
as to how much of the potential demand for office 
equipment is a real demand that will be in evidence 
when supply becomes available. Few doubt the prob- 
ability that some of this apparent current demand 
will be cancelled. The rub comes in that nobody 
knows just how much of it will be cancelled. Mr. 
Nungesser is playing safe by confining his booked 
orders to his best customers, those he can be certain 
will accept delivery when supplies are available. 


Takes Names, Not Orders 


Instead of encouraging his public to place orders 
for the pieces of furniture they wish, Mr. Nungesser 
believes it is a better policy to take names and tell 
inquirers that when the item desired is received 
contact will be made at once to give the customer 
opportunity to buy if the item asked for is still wanted. 
In that way the retailer does not fool himself into 
believing that he has a great deal more business on 
his books than he actually has, and customers are 
relieved of feeling that they are tied up with an 
order in case the wanted merchandise is found else- 
where. 

Like every other retailer of office furniture, Mr. 
Nungesser has a little luck from time to time and 
receives a fairly satisfactory shipment of files, for 
example. He knows that making available a quantity 
of anything in times like these is very apt to cause 
a disturbance in a market and give the buying pub- 


lic a false impression of underlying conditions that 
continue to exist. So when a good shipment of files 
is received, Mr. Nungesser puts only one or two out 
on display, storing the rest well out of sight and 
carefully covered with large blankets. The one or 
two on display, to all appearances, are all that are 
available. Consequently, there is no stampede, neither 
do buyers get the impression that supplies are plen- 
tiful now and so there is no need to buy. 

The psychological factor in business is so often 
overlooked by business men, yet it is most important. 
It is a question of how much of the pent-up demand 
for merchandise will fold up over night when supplies 
are plentiful again. Mr. Nungesser does not intend 
to aid that folding up of demand if he can help it, 
so he puts out on display and makes available for 
sale only trickles of equipment, even when he has a 
fairly good supply on hand. 


In the long run his technique has worked out well. 
Even when he has received a fairly large shipment 
of files, he has found that before another shipment 
has come through he has merchandised all he had. 
But by putting out only one or two at a time he has 
been able to spread the supply over the trade better 
even if the spreading was a bit thinner. This sales 
technique, naturally, only applies to market conditions 
as they are today. When supplies begin to come 
through in volume and regularly, there will be no 
reason to withhold merchandise. On the contrary, 
such a selling technique would be foolish at that 
time. But so long as the future remains so uncertain 
in this post-war world, Mr. Nungesser intends to 
apply psychology to his selling because it enables 
him to take care of the maximum number of cus- 
tomers, giving them all equal service at the same time 
he builds up insurance against a period of plentiful 
merchandise with a warehouse loaded with goods, sag- 
ging prices and a tapering off of demand. 


Wood Desk Industry Goes Modern 
With Emphasis on Style Changes 





JOHN J. REINECKE 
Secretary, 

W ood Office Furniture Institute, 
Previews 1947 


HE YEAR 1947 will see one of the most conserva- 

tive industries in the United States go modern. 
Some of the manufacturers in the office furniture field 
have made the same type of goods with little change 
in style for half a century. 

The wood desk and chair industry, whose plants are 
located chiefly in small cities along the Atlantic sea- 
board and in the Middle West, plans to scrap many of 
its traditional styles and introduce streamlined fur- 
niture that will have esthetic appeal to modern busi- 
ness men and clerical workers, according to John J. 
Reinecke, secretary of the Wood Office Furniture In- 
Stitute. 

“The wood office desk and chair industry for more 
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than half a century has clung to ‘utilitarian’ con- 
cepts of furniture. Office desks and chairs were de- 
signed primarily as tools for office production, with 
esthetic appeal secondary. But now, in keeping with 
the times when washing machines, refrigerators and 
automobiles are streamlined both in line and color, 
the conservative wood desk and chair manufacturers 
during the coming year plan to introduce many new 
Styles. 

“It is realized that buying desires of the public have 
undergone great change during the past two decades. 
Merchandise is demanded which has distinctive color 
and line styling. Even such things as hammers now 
have red handles to stimulate sales. In this modern 
world automobiles are the outstanding example of 
the public demand for style as well as utility. For 
many years Henry Ford sold only utility in his model 
T. But he discovered that the public demands some- 
thing more than dependable transportation in their 
cars. Ford scrapped reluctantly his ‘utility’ idea in 


automobile production. The Ford plants were closed 
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down for a year and the redesigned Ford cars were 
brought out to meet the modern public demand for 
beauty in line and color, over and above utility. 

“Similarly the wood office furniture industry plans 
to place new emphasis on the styling of desks and 
chairs to achieve greater beauty and comfort in use. 
Graceful curves will be used whenever possible. Legs 
will be eliminatetd in many desks. New finishes and 
colors will be introduced. Drawer interiors of desks 
will be designed for neatness and efficiency. Chairs 
will be constructed for greater comfort. The heights 
of chairs and desks will be made adjustable so that 
workers can obtain proper working levels. 

“Colors of wood office furniture, it is expected, will 
be generally lighter in tone. Also, production of some 


manufacturers will be concentrated on a limited num-— 


ber of items meeting with favorable public response. 
There probably will be a trend towards smaller sizes 
of clerical desks in urban centers because of high 
rents which make economy in utilization of floor space 
desirable. 

“Introduction of the new styles in wood office fur- 
niture will be gradual. Although some new models are 
already in production, many manufacturers have been 
hampered by materials and manpower shortages and 
now have heavy backlogs of orders to produce before 
entering into extensive style changes. At the present 
time there is a heavy demand for desks and chairs 
to meet the requirements of current business expan- 
sion. Unless there are unforeseen changes in the 
economic picture, supplies of wood office furniture— 
both modern and traditional—will be tight in 1947.” 


Foresters Help Keep Supply of Walnut 


Foresters of the nation and mills belonging to 
American Walnut Manufacturers Association are work- 
ing shoulder-to-shoulder to keep the supply of Amer- 
ican walnut a continuing crop on the farms and 
woodlands of the nation. 

Walnut industry mills collected and furnished to 
state forest nurseries more than one million walnuts 
in the 1945-46 season, and the program has been 
doubled for 1946-47. These walnuts were stratified 
properly by the nurseries and were distributed to far- 
mers and timberland owners for planting purposes. 
The same project—with two million walnuts collected 
—is the current plan. 

Loggers and foresters of the various mills, which 
are located mainly in the Ohio, Mississippi and Mis- 
souri valleys have overseen the collection of the nuts. 
The National Veneer and Lumber Company, Seymour, 
Ind., one of the leaders of the movement, carried out 
the program in this way: 

The company’s three foresters, Melvin Meyers, who 
is in charge of the company’s nursery; Richard Burk- 
hart, in charge of research; and William Cummins, 
production manager; planned the activity with B. F. 
Swain, president. 

Seventy-nine bushels of walnuts have been planted 
in the company nursery, for the production of seed- 
lings which will be available when the little trees 
are one year old in the spring of 1947. Two stratifica- 
tion bins were constructed for correct handling, each 
containing 100 bushels of walnuts. 

In the fall of 1945, the aid of Boy Scouts of America 
was enlisted, and in the fall of 1946 Scouts of Troop 


WALNUT COLLECTION — A 
Boy Scout, member of Troop @ 
2 of Seymour, Ind., sits on a i 
pile of walnuts collected by ia ty 3 
the enterprising group. Le 2 ae 
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2, Seymour, Ind., collected $191—at $1 a bushel—for 
gathering 191 bushels of walnuts, a “windfall” for 
any group of boys—even today. 

In addition to the walnuts collected by this troop, 
National Veneer procured an additional 1,028 bushels 
through other Boy Scouts, activities of their own log- 
ging department, and advertising in local and sec- 
tional newspapers. These are being shipped to state 
forest nurseries. 

Following the dispatch of the nuts to the state for- 
esters, timberland owners and farmers interested in 
stratified seeds or seedlings are urged—through a 
publicity program—to request these from the state 
nurseries. 

In addition to the planting program, walnut mills 
of the Association are rendering assistance and advice 
in seeing that the seedlings survive to become trees, 
through proper handling and cultivation. A manual 
for correct silviculture is provided by the Association. 
This program is handled locally by the mills’ foresters 
and by their logging buyers. 

Definite policies of permitting small walnut trees 
to grow, and harvesting only the mature trees have 
been ‘adopted and are being adhered to by member 
mills. 

Walnut industry foresters are working in co-opera- 
tion with state and federal foresters with the aim of 
bringing major walnut-producing woodlands under a 
plan of scientific management to produce a continuing 
crop. This, of course, requires the interest and support 
of the tree owners, who are beginning to realize that 
it pays to practice good forestry. 


AIDS MANUFACTURERS— 
Collection of walnuts, as done 
by the Boy Scouts of Seymour. 
Ind., helps the campaign con- 
ducted by the manufacturers. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


we have you to suggest to 
your fellow office outfitters 
for breezy stimulating HEADS for 
stationery, office supply and equip- 
ment advertisements for the im- 
mediate important business 
months ahead? Rush them to the 
co-ordinator of BUSINESS BUILD- 
ERS, Care of Shaw & Borden Com- 
pany, Box 2153, Spokane 2, Wash. 
Meanwhile, tune in your receiving 
sets to these invigorating HEADS 
gleaned from seven points of the 
compass—Portland, Ore., to Dallas, 
Tex. Here they are in all their 
crisp, terse ATTENTION GETTING 
quality: 
*M & F Sings its first spring 
| Sars 
—MEIER & FRANK, PORTLAND 
* A New Year, but an Old Policy. .. 
—VANDEVER’S, TULSA 
Experience is the best teacher, 
but can you afford it? 
—GUS MAYER, NEW ORLEANS 
A price tag only tells the price... 
—TECLA PEARLS 
* No extravagance in claims or 
COMMS... 
—CLOSSON & CO., CINCINNATI 
On good terms with everybody... 
—CHAS. SCHWARTZ & SON, 
WASHINGTON, D. C. 
Cavalcade of values... 
—WEILS, DALLAS 
* * * 
AND SPEAKING OF SPAR- 
KLING AD COPY, it will pay you 
Mr. and Mrs. Office Outfitter to 
contact The Wood Office Furniture 
Institute, 730 Fifteenth Street, 
N. W., Washington 5, D. C., for a 
press proof sheet of six of the best 
conceived, usable mats offered in 
many a day. Each of the BIG SIX 
carries cheerful office furniture 
subject matter with proper ratio 
of pleasing art work and in the 
order of their respective sequence 
they are captioned: 
Mat No.1: PRACTICAL AR- 


* 


a 


* 


* 


TISTS 

Mat No.2: TALK OF THE 
OFFICE 

Mat No.3: PROUD EXECU- 
TIVE 


Mat No.4: PROUD LADY! 

Mat No.5: YOURS RE- 
CEIVED 

Mat No. 6: ALOOK AHEAD—. 
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And that is not all from this 
fountain-head of office furniture 
BUSINESS BUILDERS. Wood Of- 
fice Furniture Institute presents 
excellent POINT OF SALE posters 
under the heading, “Sidelights of 
Business.” Again the art work is 
top flight, and the subject matter 
attention-arresting and factual, to 
cite from the current triad, quote: 


—One out of every 10 gain- 
fully employed persons in the 
U. S. is a clerical worker, ac- 
cording to the Wood Office 
Furniture Institute. 


—Chair designers say that 
average man is 15.3 inches 
across the hips; average 
woman 19.2 inches. 

—$100 or more is the cost of 
breaking in a clerical worker 
in some organizations. 
—Specially designed func- 
tional desks, as the consulta- 
tion desk, are finding increas- 
ing use in business. 


x 

* —Approximately half of the 
wood office desks in the 
United States are a quarter of 
a century old, says The Wood 
Office Furniture Institute. 
—Office workers in Ancient 
Babylon had to be husky to 

7 


handle the record made on 
baked clay tablets. 


—Arm length of average man, 
five feet eight inches tall, is 
3034 inches. Arm length in- 
creases or decreases about %4 
inch for each one inch change 
from the average height. 
—Desk and chair designers 
study statistics showing that 
most women are not more 
than 5% feet tall, have leg 
lengths less than 29% inches. 
—Arabs kept records on thin 
sheets of ivory, bound to- 
gether. Writing was done with 
a hot pointed iron. 

—New finishes for desks and 
chairs, which resist scratching 
and abrasion, have been de- 
veloped, reports The Wood 
Office Furniture Institute. 
—Stenographers in Western 
States are taller and have a 
“sitting height” about two in- 
ches greater than their East- 
ern sisters, studies indicate. 
—For comfortable seating, of- 
fice chair designers consider 
the fact that the knee is 
about two inches above middle 
of human ieg length. 


... and so goes the current final 
of Wood Furniture Institute’s 
“SIDELIGHTS OF BUSINESS.” 
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From Us to 'Use— 

Yours to U-S-E... 

Use our “Idea Exchange” 
Service: 
(Send in an Idea; Ask for 
an Idea—By Number des- 
ignated .. . THANKS!) 
No. 2003: Subject: “Inven- 
tory.” With relation to 
greater employee efficiency. 
No. 2004: Subject: “Buying 
Methods.” A review of a 
truly remarkable book 
brought to our attention by 
one of our regular corre- 
spondents. You will profit 
by knowing more about this 
terse treatise. 
No. 2005: Subject: “Window 
Prices.” Prices are a basic 
part of retail advertising- 
window, newspaper, and so 
forth. Send for this actual, 
statistical result of a sur- 
vey made and called to our 
attention. 
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And we conclude this February 
quarter-hour of BUSINESS 
BUILDERS with this wisdom from 
our old friend, Sell: 

“Whether your business was 
founded in 1844 or 1946, let it be 
refounded in 1947. Whatever your 
present sales and profit position 
is, start thinking and planning 
from right there. Then day by 
day strive to do a little better than 
you did the day before. You'll find 
this fresh start and fresh view 
point exhilarating, exciting, pro- 
ductive.” 

* * * 
Reputable merchandise has 


never yet betrayed a customer. 
* a x 


Opportunities to lose money pop 
up every hour of the day. 


* * * 


If the buyer shows eagerness, 
give him plenty of time. 


* * * 


Leisure is sweet when it follows 
work well done. 
+ * * 
.. and we will sign off with this 
important TERSE-TRAILER:* 
*A green salesman can 
sell more goods than a blue 
salesman! 
Office-efficiently YOURS! 
Ralph B. Ortel. 
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EDITORIAL 











The State of 
the Industry 


e LAST MONTH Dun & Bradstreet, Inc., 
released several charts and tables under 
the title, "Business Longevity in the United 
States." The charts were compiled from 
figures made available by the U. S. De- 
partment of Commerce, and from supple- 
mentary information on retail profits from 
Dun & Bradstreet's 1939 "Standard Ratios 
for Retailing." Of the 23 categories of 
stores, offices supply and equipment en- 
terprises occupy the tenth position in point 
of years in business. The average for all 
stores is 13 years. For office supply stores 
the average is 14 years. Older stores 
have higher average sales and the Middle 
West is the healthiest region in this coun- 
try for retail stores. Among 50 retail 
trades in 1939 both stationery stores and 
office equipment and supply stores should 
average net profits of three per cent. 


e ANOTHER CHART issued in January 
came from Paul Burbank, general manager 
of the National Stationers Association. 
The NSA graph reveals monthly sales 
volumes of dealer members from January, 
1941 through November, 1946, in per- 
centage relation to 1940 sales. The six- 
year record shows a jagged line with an 
upward trend that reached a peak in 
August, 1946 of nearly 140 per cent of 
1940 volume. By November, 1946, sales 
had dropped -to less than 120 per cent 
over 1940. Because of the trend reversal, 
Mr. Burbank suggests a survey of operat- 
ing costs to determine if any expense 
factors can be reduced or eliminated. He 
recommends further that a search be made 
for new products and new prospects 
{among old as well as new customers) to 
lift sales to new heights in 1947. 


e T. J. MANZKE, chairman of the com- 
mittee in charge of exhibits at the Eighth 
Office Equipment Display, held in Chicago 
early in February, said, "Deliveries of 
office equipment are slower than a year 
ago." Four to six months are required 
for filing cabinets, and 14 months for 
bookkeeping machines, he indicated. 
Deliveries on typewriters take six to ten 
months, steel furniture four to six months 
and calculators nine months. 


—W. S. L. 
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Typewriter Price Increases 


@® REACTIONS TO INCREASES in typewriter 
prices since OPA restrictions were lifted have been 
varied. Necessarily each dealer interprets situations 
in terms of self. If he believes that a higher price re- 
duces his potential unit sales, he cannot put his seal 
of approval on the increase. In general, machines 
are still scarce enough to prevent predicting ultimate 
results. There is some buyer resistance, but demand 
is still strong enough to absorb all machines avail- 
able with little regard to cost. 

A pertinent comment on the situation is made by 
Clarence Bush, General Typewriter Company, Wash- 
ington, D. C. Writing in the February issue of Your 
Man Friday, published by the Ames Supply Company, 
Mr. Bush says: 

“There is no doubt that manufacturers were forced 
into price changes. Their costs have risen, and in 
some cases production has not been sufficient to keep 
the unit price cost low. There has been lack of mate- 
rials, especially steel, and in some cases lack of skilled 
workers. Yet these retail prices have risen around 
33 per cent for portables and 35 per cent for stand- 
ards. This should be compared with the general price 
increase of 54 per cent for all commodities, as shown 
by the report of the Department of Labor.” 

Among the significant factors involved are these 
two—the beginning of customer resistance to higher 
prices, and a lessening of the pressure demand for 
items not available during the war. A facet of the 
latter situation is the inflated notion of how great 
the pent up demand is. Eventual swing away from 
a sellers’ market is inevitable. The changing condi- 
tions present a challenge which must be met with 
organized promotion programs built on the realiza- 
tion that selling involves much more than the order- 
taking of the war period. 


ee 


Don’t expect too much from the man who talks 
about what he did instead of what he’s doing.—Doc 
Anklam in “The Gilcrafter,’ Gilbert Paper Com- 
pany, Menasha, Wis. 
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Local Dealers in Business Shows 


@& BEFORE THE WAR, the business show idea had 
begun taking hold in a big way. In addition to the 
National Business Shows in New York City and other 
metropolitan centers, numerous local events were 
sponsored by chapters of accountants’ organizations, 
office management associations, and so forth. A num- 
ber of dealers perceived the promotion value of such 
exhibits and staged shows in their stores or ware- 
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houses showing lines in co-operation with manu- 
facturers they represented. Rarely, however, did 
a dealer take space in a show sponsored by an 


association. 


A change, and a good one, is noted in the 1946 
and 1947 displays sponsored by the Office Man- 


agement Association of Chicago. Five retail deal- 
ers exhibited office equipment and supplies in 
1946. The figure increased to eight in the 1947 


display. Dealers who relate themselves to“the 


HERE AND THERE 


business community in this way find the pro- 
cedure increasingly profitable. 





A G-W DEALER'S STATURE 

ONLY 39!/,, INCHES, BUT HE 

PROVES VERITABLE DYNAMO 

William J. "Billy'’ Arthur is auth- 
orized dealer for The Globe-Wer- 
nicke Co. products in Jacksonville, 
N. C. He measures exactly 39!/, 
inches tall. But don't start to feel 
sorry for him, says the ‘'Globe- 
Wernicke Profit Pointers,’’ for in 
stature as a personality he towers 
over many a six-footer. He is de- 
clared to be a powerhouse of en- 
ergy, and has crammed his life with 
more interest and accomplishment 
than comes as a rule to two people, 
each twice his size. 

Success in a small radio program 
—he still has one—once sparked an 
idea for going on the stage. But 
he quit the footlights and enrolled 
at the University of North Carolina, 
where he completed a four-year 
course in three years, receiving his 
A.B. degree in journalism. During 
his college days he was a news cor- 
respondent and was chief cheer 
leader. After graduation he became 
the city editor of the "New Bern 
Tribune,'' a daily morning paper. In 
1940, he started publishing his own 





LITTLE, BUT MIGHTY — That 
busy fellow, William J. “Billy” 
Arthur, who proves that stature 
isn’t everything in one’s deeds. 


semi-weekly paper, ‘'News and 
Views,’ in Jacksonville. He owns 
the building which the publication 
occupies, and where he does job 
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printing and operates an office sup- 
ply and stationery business. 

And that's not all. He has served 
in the North Carolina General As- 
sembly, was president of the Jack- 
sonville Kiwanis club, and still con- 
ducts a daily radio program. 

That's the kind of a David who 
goes out to slay a Goliath—little 
but mighty in accomplishment. 





FORMER SALESMAN TRIES 

NEW CAREER IN FLORIDA 

William C. Smith, former repre- 
sentative of Republic Seating Com- 
pany, New York City, and Good 
Frend Metal Products Company, 
Chicago, is now "living off fruit of 
DeLand, Fla." In other words, he 
is featuring ‘'tree ripened fruit 
fresh from the tree via railway 
express. 

Connections with firms in this 
industry were severed by Mr. Smith 





W. C. SMITH AND ADOPTED SON 


January | in order that he could 
devote full time to his citrus inter- 
ests, handling fruit orders directed 
to the farm, P. O. Box 85, DeLand, 
Fla. 

After covering the seven south- 
eastern states for Republic Seating 
and Good Frend Metal Products, 
the Horida fruit farmer not only 
wanted to go into business for him- 
self, but also wanted to enjoy the 
company of a year-old adopted 
boy shown in accompanying picture 
when he was 4 months old. 

Mr. Smith relates that he landed 
in Chicago, seeking employment, 
back in 1905, with a $5 bill in his 
pocket, equipped with a high school 
education and a fair suit of country 
clothes. He landed a job the sec- 
ond day, worked as a stenographer 
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with Borden's Milk Company at 8 
S. Wabash Ave., and later went 
into sales work. 





BLIND WORKERS FIND LOVE AT 
VICTOR ADDING MACHINES 
Robert J. Riley, 23, resigned to 

the loss of his sight, and Kathleen 

Margetta, 32, who prays every night 





ROBERT AND KATHLEEN RILEY 


to see again, were recently married 
at Chicago. 

Each has been blind since child- 
hood. 

They met four months ago at the 
Victor Adding Machine Company, 
where both are employed. 

Robert and Kathleen were mar- 
ried at St. Mary's of the Lake 
Church, 4200 Sheridan Rd., Chi- 
cago. The seven attendants are all 
blind and all are members of the 
Range Riders, a cooking club for the 
blind. They also bowl and dance. 

The newlyweds work together, 
putting 167 parts into adding ma- 
chines. During the war he inspected 
carbines for Army Ordnance and 
Kathleen placed tiny shafts into 
electric motors. 





PRITCHARD RE-ELECTED TO 

SOUTH SHORE BANK BOARD 

Joseph W. Pritchard, president of 
Wells Office Furniture Company, 
Chicago, has again been elected to 
the board of directors of the South 
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Shore National Bank, Chicago. Mr. 
Pritchard, one of the bank's found- 
ers, has served as director for the 
past eight years. 





MILLER J. HUGGINS SERVES 
THE GLOBE-WERNICKE CO. BY 
AIR, FLIES HIS OWN PLANE 


Miller J. Huggins, owner of the 
company of the same name at An- 
derson, ind., is among The Globe- 
Wernicke Co.'s first flying dealers. 
A few years ago, Mr. Huggins took 
up flying as a ‘hobby and bought 





ie 


WINS SAFETY AWARD—Miller 
Huggins (left) receives the “Safety 
Award” trophy from Arthur Darling- 
ton, manager of the airport at Ander- 
son, Ind. The Piper Aircraft Co., rep- 
resented by Mr. Darlington, spon- 
sored a nation-wide contest in which 
an award is given to the pilot flying 
the most hours between April 1 and 
September 30, 1946, without an acci- 
dent. Mr. Huggins’ total of accident- 
less hours won the honors. He re- 
cently purchased a new Piper Cub 
Super Cruiser. 





his own Piper Cub. He quickly 
learned to be a capable operator, 
and gradually new vistas of explora- 
tion were opened up. 

Now, the Anderson dealer flies 
not only for pleasure, but also as a 
regular part of his business, and 
uses the plane whenever he wants 
to visit his suppliers. 

One day recently, Mr. Huggins 
left his store about noon, flew to 
Cincinnati (a distante of about 95 
miles by air), spent several hours at 
the G-W plant, and was back in 
Arderson in time for supper. He 
frequently makes business flights to 
Chicago. 


RED CROSS CARRIES ON IN 
PEACE, LIKE DURING WAR; 
CAMPAIGN OPENS MARCH | 
To carry on its post-war activities 
and to expand its relief, health, and 
welfare work at home and overseas, 
the American Red Cross on March 
will launch its 1947 fund cam- 
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paign. Upon the generosity of the 
American people depends the suc- 
cess of this mammoth humanitarian 
effort. 

In supporting the American Red 
Cross, the American people are 
helping not only members of the 
armed forces and veterans. They 
are also providing warm clothing 
and milk for children and medicines 
for the sick in battle-swept lands; 
they are helping their fellow coun- 
trymen in disaster-ridden communi- 
ties; they are helping provide nutri- 
tion courses for homemakers on lim- 
ited budgets all over America; they 
are making possible first aid, water 
safety, and accident prevention 
courses for men, women, and chil- 
dren; they are contributing to train- 
ing in home nursing and mother and 
baby care; they are helping roll sur- 
gical dressings made by volunteers 
for service and civilian hospitals: 
they are helping pack Junior Red 
Cross gift boxes and medical chests 
for needy boys and girls, innocent 
victims of war overseas. 


Assistance by the Red Cross. al- 
réady has been given to a long- 
stretched line of approximately 
1,700,000 veterans at the time of 
their separation from service. Red 
Cross field directors are serving in 


62 Veterans Administration regional 
offices, with more than | ,500 trained 
Red Cross workers engaged in Vet- 
erans Administration programs. Mil- 
lions of volunteers are doing recrea- 
tional and other work in veterans’ 
hospitals. 

The warm heart of America ex- 
presses itself through the Red Cross. 
Let's all dig deep in our pockets 
and keep those banners flying. 





GEORGE W. MARTIN, FLORIDA 
OFFICE EQUIPMENT MAN, MADE 
PRESIDENT OF CIVIC GROUP 


George W. Martin, owner and 
president of Martin Office Equip- 
ment Company, Jacksonville, Fla., 
by unanimous vote at a _ recent 
meeting was elected president of 
the Southside Business Men's Club, 
the Chamber of Commerce of his 
section of the city. Other offices 
were contested in the balloting, but 
when Mr. Martin's name was pro- 
posed for the presidency there was 
not an iota of dissension. 

The new 38-year-old leader of the 
civic group for 1947 is a member of 
the Jacksonville Chamber of Com- 
merce and serves on the executive 
committee of the retail merchants’ 
division. He is active in the Na- 
tional Stationers Association. 
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From the notebooks 
of Thomas A. Edison 


Here are two pages from the notebooks of Fhomgs A. 
Edison, written in his own handwriting, witnessed and 
dated October 3 and 6, 1875. 

They report his successful experiments in obtaining 
“the most perfect and conspicuous copies’ with his auto- 
graphic duplicating ink and the electric pen— Edison's 


first contributions to the field of stencil duplication. 


A few years later, another pidtt@@xgr stencil dupli- 
eating, A. B. Dick, developed a duplicator and de- 
vised supplies to go with it. In the course of his 
experiments, he heard of Edison’s electric pen and 


sought the help of the great inventor. 


To encourage the young Mr. Dick, Edison fur- 
nished him with suggestions and devices. In fact, 
Edison became so interested in Mr. Dick’s concept 
of duplication of materials typewritten or drawn 
that he assisted in the development of the dupli- 
cating process. 

Today’s modern Mimeograph brand duplicator 


does things undreamed of seventy-odd years ago. 


In crisp black-and-white or in color, by tens or 


thousands of copies, in a variety of forms, shapes 
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This month marks the 
centennial of Thomas A. 
Edison, who gave the 
world electric light, the 
phonograph, the sciences 
of radio and electronics. 








and sizes, it transmits one man’s ideas to many peo- 
ple, quickly and at low cost. 

It is a product of American initiative, and, in this 
Edison Centennial. Year, it is a tribute to American 
enterprise. 

A. B. Dick Company, Chicago; The Mimeograph 
Company, Ltd., Toronto. 


COPYRIGHT 1947, A, 8. DICK COMPANY 
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The Mimeograph brand duplicator is 
made by A. B. Dick Company, Chicago 


MIMEOGRAPH is the trade-mark of A. B. Dick Com- 
pany, Chicago, registered in the U. 8S. Patent Office. 
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EBERHARD FABER ADDS. TO PEN LINE 

Adding to their Effortless Writing ball-point pens, 
the Eberhard Faber Pencil Company now offers a rep- 
resentative line in a broad price field. The new models 
also employ the Laszlo Biro principle of capillary ac- 
tion and the recently-developed fadeproof ink which 
is claimed to excel government standards for perma- 
nency by more than 200 per cent. 

Among the three new numbers announced are Model 
No. 4 which has a retractable ball-point, requires no 
cap and is finished throughout in gleaming Inconel, a 
platinurm-tone satin-finish metal alloy, said to he 
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EBERHARD FABER NO. 4 BALL-POINT PEN 


tarnish and corrosion-proof and hard enough to be 
engraved like a precious metal. This pen is priced to 
retail at $12.50, tax free. 

Another addition to the ball-point pen line is Model 
No. 3 which is similar to the Eberhard Faber standard 
No. 1 pen with its distinctive-shaped cap and trim of 
exclusive design—the principal difference being the 
cap and trip of the No. 3 model is made of Inconel. 
This pen will retail at $8.75 and is also tax free. 

There will also be a No. 7 model, which is to retail 
at $6.95, no tax. This number will come in an assort- 
ment of colors, will be embellished with metal trim 
and concentric rings. It, too, will hold the standard 
Eberhard Faber ink cartridge refill. 

————e—____— 
FARIES DEVELOPS NEW DESK LAMP 

A new adjustable fluorescent desk lamp has been 
announced by the Faries Manufacturing Company, 
Decatur, Ill. The lamp is called the Glider because, 





FARIES NEW GLIDER LAMP 


it is claimed, it easily “glides” into the desired position 
with the mere touch of the hand and remains in 
position until moved. The lamp is completely adjust- 
able, both vertically and horizontally. It is declared 
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to be popularly priced and attractively finished in 
electroplated statuary bronze and polished chromium. 
The manufacturers, pioneers in the lighting equip- 
ment industry, claimed that the Glider is the result 
of many years of experimentation and that the new 
clamp-on desk lamp answers a need in the field of 
auxiliary lighting. 
——__——_?——-—_—_- 
OFFER IMPROVED PREMIER CUTTING BOARD 
Photo Materials Company, 59 E. 26th St., Chicago, 
recently announced a major improvement in the con- 
struction of Premier cutting board in the form of 
a permanent steel top square and guide slide. These 
all metal accessories are declared to vastly increase the 
ease in using and the efficiency of the Premier boards. 
The permanent guide slide adjusts the size of the 





NEW PREMIER CUTTING BOARD 


paper to be cut and the top square Serves as a stop 
for the paper being cut. One other feature is the 
safety spring on each Premier board so that the knife 
cannot fall. Additional information may be secured 
by addressing the company. 
9 
DITTO ANNOUNCES THREE NEW WORKBOOKS 
Ditto, Inc., publisher of workbooks for reproduction 
on duplicating machines, has just announced the in- 
troduction of three new workbooks for use on direct 
process (liquid) machines. 
All previous books published by Ditto, Inc., were for 
use on gelatine type duplicators only. 
The three new books now available for reproduction 
on direct process equipment are— 
“Pre-Primer—A Book of Little Books” 
“Getting Ready for Reading” 
“A Word Book for the First Grade” 
Each book contains 40 pages. The pages are printed 
through direct process carbon which means that 300 
and more copies can be reproduced from each page 
1947 
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when torn out and placed on a liquid type duplicator. 
The masters do not age. They may be filed and used 
repetitively from time to time. Thus, the school may 
reproduce 50 copies today, 50 copies six months from 
now, and so on. 

These new Ditto books are available through Ditto 
school dealers and branch offices. 

Be ae OS ee 


PROVIDE USPM MAILROOM PLAN-BOARD 


Service was the motive that prompted Commercials 
Controls Corporation, Rochester 2, N. Y., to furnish its 
representatives with the new USPM Mailroom Plan- 
Board. With this device, developed especially for the 
purpose, one of the company mailroom specialists can 
prepare on the spot a plan to fit individual require- 
ments. 

The Plan-Board, together with all the materials 
needed for laying out a complete mailroom, is enclosed 
in a leather covered carrying case. When opened the 
cover folds back to form an easel for the Plan-Board; 
or it may be turned under so that the board will lie 
flat on a table or desk. A lithographed floor plan, scales 
one-half inch:to the foot, fits over the working surface 
of the board. Plastic block models of USPM Metered 
Mail Machines and equipment are made to the same 
scale. These have metal pins so that they may be 
arranged in a fixed position on the plan. Cabinet and 
table models have holes in the top surface which will 
accept pins on machine and scale models. Thus, such 





USPM MAILROOM °LAN-BOARD 


equipment may be shown in correct position on the 
bases. 

When an accepted arrangement has been worked 
out, the USPM specialist outlines the models on the 
paper plan indicating with dotted lines the flow of 
incoming and outgoing mail. He also draws in the out- 
side dimensions of the room, marking doors, windows 
or obstructions. For each purpose a different colored 
pencil is used. The finished plan is then removed from 
the board and presented to the customer. 

This mailroom planning service enables the office 
executive to see exactly how his mailroom problems can 
be solved and work routines and systems established 
that will speed up and smooth out all mail handling 
operations. 

OO 
NEW LINE OF WOOD LETTER TRAYS ANNOUNCED 

The El-Bar Manufacturing Company, 214 Lawrence 
Ave., Elgin, Ill., a long established producer of wood- 
work items, has added a line of high quality letter 
trays, on which prompt deliveries are promised. The 
tray line is offered in both letter and legal sizes in 
two reasonably-priced grades. All models have beveled 
edges, mortised and glued corners, and are hand 
rubbed to give a fine appearance. The Economy model 
trays (ER 50 and EL 65) are available in oak, ma- 
hogany and walnut finishes; the Super models (WR 50 
and WL 65) are made with solid walnut sides and 
walnut veneer bottoms. 
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OFFER CLAMP-ON DESK LAMP — The 
Oculite clamp-on, adjustable fluorescent 
desk lamp, formerly distributed through 
Standard Business Machines Co. under 
name of Tru-Lite, is now being offered 
directly to the trade by the manufac- 
turer, Burton Manufacturing Co., 3855 N. 
Lincoln Ave., Chicago 13, Ill. Oculite is 
spearheading a merchandising program 
that will include various desk and other 
auxiliary lighting devices for office use. 
Seman and Company, 36 S. State St., 
Chicago, is handling the merchandising 
program. Inquiries may be directed to them, to the manu- 
facturer, to J. H. Sweet and Associates, 420 Market St., San 
Francisco, Calif., on the west coast, or to S. T. Williams Co., 
220 Fifth Ave., New York, N. Y., on the east coast. 


a _ 
DESIGN NEW DESK MODEL TYPE SORTER 

Under their trade name of Sort-O-File, the Asso- 
ciated Industrial Designers (AID) of 3726 Effingham 
Pl., Los Angeles 27, Calif., have designed a desk model 
sorter to be sold through dealers. 

The division tabs are made of very thin aluminum- 
alloy of just sufficient hardness to stand heavy duty 
work and to overcome the breakdown which attend 
other materials. The tabs are ten and one-half inches 
long, thus accommodating the great majority of office 
forms. The index labels are double-faced and the 
device may be operated from either side of the tabs. 

One side of the tabs is indexed (at left) with a 
31-division alphabetical index and at the right with 
consecutive numerals from one to 31 for the days of 
the month. On the opposite side of the tabs there are 
12 tabs designated for the months of the year and 
the balance of the tabs are numbered by fives from 
5 to 95 so that sorts of any hundreds or thousands 
may be made. 

The base consists of micarda strips mounted on 





NEW SORT-O-FILE, DESK MODEL TYPE 


senti-hard sheet aluminum and the whole is supported 


on six cup-type rubber feet. 
AID claims to be able to obtain all materials imme- 








SSPE ong 


diately. They are now making a survey of the market © 


to determine quantity requirements of production. 
The desk-model Sort-O-File is a forerunner to a 


machinetype sorter for heavy-duty work which is now = 


in the blue-print stage. As soon as the desk model 
is successfully marketed, the company will develop the 
larger models which are designed to occupy a mini- 
mum of floor space. 
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Smith-Corona 





| ...no finer 
omce 
typewriter ! 
























...no finer 
portable 
typewriter ! 





Every product bearing the 
Smith-Corona label is backed by the 
combined experience and high 
reputation of these two great 
typewriter names. 


| LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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SOUND-ON-WIRE DEMONSTRATED TO PUBLIC 


The first wire recorder specifically designed and 
built as a dictating machine for general business use 
was given a preview demonstration January 31 at the 
Stevens Hotel. The machine was shown to the public 
for the first time at the Eighth Annual Office Equip- 
ment Display February 3-5 at the same hotel. 

The device, called Sound-On-Wire by its manufac- 
turers, Standard Business Machines Company, 542 
S. Dearborn St., Chicago, is complete in one unit, 
which is a combination recorder and play-back. The 
voice of the speaker sets up magnetic impulses which 
are invisibly recorded on a strand of hair-thin stain- 
less steel wire moving between two spools. The same 
wire passing through the magnetic field with the 
control switched to the “listen” position reproduces 
the voice with all the clarity of the original. 

The spool of wire may be stored away and repro- 
duced years later with no impairment of reproduction, 
or it may be reused by simply recording over the 
original message, the manufacturers state. 

One of the outstanding features claimed for the 
machine is forward and rewind speeds of 20 feet per 
second, ten times faster than the recording speed. 
This is possible because the wire rides free of any 
contact with the recording head during these opera- 
tions. This added speed facilitates the whole dictating 
operation by cutting down the time spent in going 
back in the message to make “erasures.” When a cor- 
rection is desired, the wire is reeled back at this 
accelerated speed and the operator simply re-dictates. 
No intermediate step is required, as the wire is auto- 





SOUND-ON-WIRE RECORDER AND PLAY-BACK 


matically cleared when it passes through a cemagne- 
tizer coil before reaching the recording head. 

The unit holding the wire is self-contained and can 
be transferred from one machine to another for play- 
back or recording. 

With the use of a tiny featherweight earphone about 
the size of a modern hearing aid ear piece, the tran- 
scribing operator can adjust the volume so that the 
recorded voice cannot be heard by others in the room. 
A convenient pedal-type control enables the operator 
to start and stop playback by applying light foot 
pressure. 

The machine was designed and patented by Otto 
R. Nemeth, Inc., Chicago firm of developmental en- 
gineers. Standard Business Machines Company is 
exclusive licensee under the patents. 

Otto Nemeth came to the United States from 
Prague in 1939, shortly after Hitler invaded Czecho- 
slovakia. A few days after his flight, Nemeth’s partner 
was killed by the Nazis. 

In the new tradition of European scientists, Mr. 
Nemeth became a citizen of the United States and a 
significant part of its war potential. He worked 
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closely with the Navy’s Office of Research and Inven- 
tions, developing devices for the training of pilots and 
gunners, and served as consultant on a number of 
instruments used by the Navy. 

The Sound-On-Wire Dictating Machine is a product 
of his present engineering company, Otto R. Nemeth, 
Inc., Chicago, which has also produced a simplified, 
high-grade 16 mm. sound projector now being manu- 
factured by the Universal Camera Corporation and an 
8 mm. projector whose production the Nemeth Com- 
pany will soon start in Chicago. 

—_—— o-oo 
POLAROID FILTER USED IN DESK ILLUMINATOR 


A new type of Desk Illuminator, based on the Po- 
laroid principle of glare-elimination, is now being 
produced by the Mitchell Manufacturing Company, 
2525 N. Clybourn Ave., Chicago. The new unit is de- 
clared to utilize two standard fluorescent lamps as the 
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NEW MITCHELL DESK ILLUMINATOR 





light source, passing this light through a concealed d 


Polaroid filter. 

The manufacturers claim that only the “vertical” 
useful rays are permitted to pass through the filter, 
these providing soft, even, and glareless illumination. 

9 
WEL-FLITE IS ADDED TO WELSHARP LINE 

New pens and pencils, offered separately, or in at- 
tractively gift-packaged sets, are now being featured 
in an extensive advertising program under the name 
Wel-flite, a new of the Welsharp family manufactured 
by the Welsh Manufacturing Company, Providence, 
R. I. 


manager of the Welsh Manufacturing Company, the 


new Wel-Flite pen will be the first in the $1.00 retail 





WEL-FLITE PEN, PENCIL SET 


class to present improved construction without change = 


in price. The new Wel-Flite has tapered lines, hooded 
point and white metal snap-on cap. The findings, nib, 
clip and lever, are electro gold-plated. The point is 
iridium tipped. Four colors are offered for the pens— 
Mauve grey, Burgundy red, Fleet blue, and onyx black. 
The pencil corresponds in line and color. 

A display unit contains 12 pens or pencils. 
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97 YEARS OF QUALITY BUILDING . 
In presenting the Standard Diaries for 1948, 
Wilson Jones Co. offers the most complete line of 
Diaries, Daily and Weekly Reminders, Date Books, 
Address and Appointment Books. 

The selection includes books for business, pro- 
fessional and social use, in desk, pocket and ladies’ 
purse sizes. 

The Standard Diary Company has been publish- 
ing Diaries for 97 years. During this time it has 
developed skills and methods for the production of 
the least expensive to the finest of bindings, in 
colors, grains and finishes of exquisite beauty and 


richness. Ask for Diary Catalog 


> > > ELIZABETH CHICAGO TaN mAh Tt 
KANSAS CITY SAN FRANCISCO BOSTON 
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ALLEN OFFERS NEW INDICATOR CARBON PAPER 

F. H. Mahler, president of Allen & Company, manu- 
facturers of carbon papers and inked ribbons at 11-15 
Vandewater St., New York 7, N. Y., recently announced 
that their new Indicator typewriter carbon is in pro- 
duction, patent applied for. 

It is stated that Indicator carbon paper eliminates 
the uncertainty of not knowing the space at end of a 
letter while typing. The paper is also declared to be 
clean to handle, permitting removal of all of the 
carbons in one operation. Reversal for maximum wear 
is possible. 

Indicator carbon paper is made in two grades and 
three weights, attractively packaged. Samples and 
quotations are furnished by the company upon request. 


— i -o 


ADD REFILL FLUID BOTTLE FOR E-RACE-IT 
Kent. Industries, St. Joseph, Ill., have announced 
the addition of a bottle of refill fluid to the E-Race-it 
Ink Eradicator Dispenser in. which the eradicator fluid 








E-RACE-IT DISPENSER FLUID 
is controlled accurately by a wall valve in the dis- 
penser point. 


The refill feature is in addition to the previous 
offering of the E-Race-it Dispenser. 


2 —____— 


SWINGLINE CHROME-PLATED STAPLERS RETURN 

The return to production of Swingline chrome- 
plated stapling machines was recently announced 
by Speed Products Company, Inc., Long Island City 1, 
N. Y., sold together with 5,000 100 per cent round 
wire staples. It is asserted that the cost is less than 
for the combination if purchased separately. The 


sim 





SWINGLINE CHROME-PLATED STAPLER 


offer is made under the name of “Combination 
Chrome-Plated Unit.” Fast-loading open channel for 
the stapler and precision-made staples are claimed 


as features. 
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AUTOGRAPHIC REGISTER OFFERS BANTAM 

The Autographic Register Company, Hoboken, N. J., 
claims that a significant innovation in register design 
has been incorporated in their new Bantam portable. 
To achieve greater strength and utility, the cover of 





AUTOGRAPHIC REGISTER NEW BANTAM 


the register opens from the side, book-wise, rather 
than from the conventional top-to-bottom position. 
This is said to distribute the tension, take the pressure 
off the hinges, and diminish the possibility -of acci- 
dental break-off. The aluminum, book-light register 
is designed to give the strength of a counter model to 
a device that can be easily carried. 

The Bantam, used to make multiple copies of hand- 
written forms in the store, office, plant or on the truck, 
uses the exclusive Durographic ink paper, asserted to 
last five times longer than the ordinary carbon paper. 


—_——— -- o——__—_ 


INTRODUCE DEFINITE LENGTH TAPE DISPENSER 
A “definite length” dispenser—the Tape-Saver—for 
transparent or colored pressure-sensitive tape in all 
widths up to one inch, is now being made by A-L-B-E 
Engineering Company, West Orange, N. J. 
This machine, precision stamped of stainless steel, 





ANDRE TEMPE TAPE SAVER 


takes either a one- or three-inch tape core. By simply 
setting the indicator on the side of the machine to 
the desired length and then pressing down the lever, 
the tape is ejected—out off and ready for use in 
lengths of three-eighths to three inches. A variation 
for use in production lines can be made by adjusting 
the dispenser to cut long strips which are perforated 
at required lengths. 

The piece of tape rests on the “waffle” wheel at the 
front of the dispenser, and is easily lifted for what- 
ever application is desired. The cutting of the tape 
into short lengths needed will bring about tremendous 
economy over the present wasteful, hit-or-miss hand 
method. The machine operates equally well with either 
cellulose or acetate fibre, and with all makes of tape. 

This dispenser is expected to fill a long felt need in 
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Diagram shows how to 





make more money! 





“Magic” Margin. Royal’s famous time- and 
trouble-saver! Slide the carriage to any position 
you want, flick the ‘““Magic’’ Margin lever with a 
finger, and there you are. . . with margin set! No 
fuss, no fumbling. 


Shift Freedom. No bobbing carriage when mak- 
ing capitals. And . . . Royal’s shift keys are ob- 
long, not round—thus easier to use. 


Why A, B, C, 3 
and D equal $ for you! 


A, B, C, and D mark four of the features that have 
made the Royal Portable the most popular and the 
fastest-selling portable typewriter in the world! 


There are other reasons, of course. Royal’s durability, 
its ease of operation, the fact that Royal is the portable 
with the keyboard and the features of a standard type- 
writer... these and other advantages have helped make 


Royal the World’s No. 1 Portable. 


You can draw. your own conclusion. The more type- 
writers you sell, the more money you make. The way to 
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Finger-Flow Keyboard. Exactly standard -in 
size and spacing! More convenient, more comfort- 
able . . . makes writing on a Royal Portable ex- 
actly like using an office Royal. 


“Touch Control.” Some people pound the keys. 
Others have a light touch. ““Touch Control” —that 
outstanding Royal feature — adjusts key tension 
instantly to suit the operator’s own touch. 


© © 


build your portable typewriter business is to display 
Royal Portable . .. push Royal Portable . . . and demon- 
strate to every customer the four features marked 
A, B, C, D on the above diagram. 





AUYAL PORTABLE 


THE Standard Typewriter in 
Portable Size 


“Magic” and “Touch Control” are registered 
trade-marks of the Royal Typewriter Co., Inc. 
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lobe - Wernicke 


“SAFEGUARD’ FILING SYSTEM 











AKE it from dealers who know, you just can’t go wrong 
tieing up with, and sticking to the G/W “‘1-2”’ combina- 
tion. One sells the other—so there’s your extra volume and 
repeat business that counts big when you add it all up. Yes, 
dealers ‘Sell Them Together”’ for extra sales, extra profits! 


I. Safeguard Filing Outfits 


Customers really go for these easy-to-buy, easy-to-use Outfits. They come 
ready-packaged for use in any 1-, 2-, 3-, or 4-drawer letter size file. Every- 
thing is included—guides, miscellaneous folders, individual folders, gummed 
labels, out guides, and instruction sheet. It’s handy to show, simple to 
sell, and stimulates a steady flow of repeat business. Initial dozen brings 
you a supply of the famous Find-i-tis booklet, and a handsome counter 
piece for displaying an actual 1-drawer Outfit. 


RRP MIGRAINES AR 
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ong) =. GlobeArt Steel Files 


na- 

and Precision-built for feather-touch operation, even when filled to capacity, 

Yes, these world-famous GlobeArt cabinets are first choice with discriminating 
buyers everywhere. Top quality materials and expert design assure years 

fits! of lasting dependability, enable you to sell them with complete confidence 


of customer satisfaction. Get your share of business from hundreds of live 
prospects in your territory NOW! 


Ss 
Dealers say: “We are selling a Safeguard Outfit with 


reall practically every G/W filing cabinet”. . . “It’s so much easier to sell the 
mel cabinets when we feature Safeguard with them:’”’ THAT’S what we mean 
le to when we keep saying: “Sell Them Together”. It spells profits you can’t 
rings afford to miss—and it builds continued customer loyalty! Many proved 
unter selling aids available without charge. The Globe-Wernicke Company, 


Norwood, Cincinnati 12, Ohio. 


Globe - Wernicke erin” 


Nr at 


Bookcases 
STEEL FILING CABINETS _ Stationers’ Supplies 
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factories, shipping rooms, retail stores, mail rooms, 
offices, and on wrapping counters in retail stores. 

The Tape-Saver has been created by Andre Tempe, 
owner of the A-L-B-E Engineering Company, after 
several years of active experimentation. 

Information can be secured from A-L-B-E Engineer- 
ing Company, 82 Main Street, West Orange, N. J. 





POCKET BRAILLE WRITER—Franklin 
Dean, blind consultant for the Vet- 
erans Administration, writes with 
the new Portable Braille Writer (3) 
which is said to enable sightless 
persons to write Braille at the rate 
of 120-140 words a minute, a speed 
greater than can be attained with 
the Braille typewriter (1) or the 
Braille slate with stylus (2). Instruc- 
tion in the use of these machines 
may be obtained free of charge 
through correspondence courses at 
the Hadley Correspondence School 
for the Blind, Inc., Winnetka, III. 


2 9 


SEROLITE OFFERS NEW LAMP CREATION 
The Serolite Corporation, 9-11 White St., New York 
13, N. Y., is offering another original lamp creation, 
the No. 82 Serolite desk lamp mounted on a heavy, 
marble-like Serolite base. The scotty dog is sculptured 








SEROLITE NO. 82 DESK LAMP 


in novel fashion and comes in bronzed metal. The 
lamp shade is in classic-simple design, mounted on a 
universal swivel joint for all-angle adjustment. The 
lamp is priced to retail at about $6.00. 
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INK SPECIALTIES INTRODUCES “HOMOGENIZING” 
A new process, designated as “homogenizing,” has 
been adopted by Ink Specialties, Inc., 517 N. Halsted 
St., Chicago, in the manufacture of their duplicating 
inks. The manufacturers assert that homogenized 
duplicating ink prevents the leaking characteristic of 
ordinary inks and say that the ink really stays in 
the pad of the duplicating machine instead of spread- 
ing. It is also claimed that homogenized ink is some- 
what faster drying and, at the same time, assures the 
user of good, sharp printing impressions. 
“Homogenized” ink is claimed to be a distinct 
forward step on the part of Ink Specialties, Inc., 
which for 45 years has been nationally recognized as 
a leading manufacturer of “Canode” duplicating inks. 


SEE cite cent 


TOLEDO FIRM OFFERS PULL-UP CHAIR 

Toledo Woodworks Company, 1908 Canton St., To- 
ledo, Ohio, offers the.trade a pull-up chair which is 
declared to be ideal for sale through office furniture 
outlets. This company has manufactured furniture 
for many years and, in fact, builds its own frames. 
The illustrated chair lists for $31.95.. The chair has a ‘ 
hardwood frame and a no-sag spring ‘seat. Upholstery 
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ee 


TOLEDO PULL-UP CHAIR 


is in leatherette, with red, blue, brown, green and 

ivory colors available. Outside dimensions of the chair 

are 25 inches, seat 19 x 19 inches, and height 34. 
ai a Pee 





MERCURY STAPLER—The new Mercury stapler has 
been introduced by Consolidated Wire Products Co., 
145 Spring St., New York 12, N. Y. One salient feature 
claimed by the manufacturer is the removeability of 
the head from the channel so that the entire channel 
is free and open from front to rear, thereby permitting 
the removal of jammed staples and foreign bodies. A 
Another feature claimed for the machine is the fact F 
that it can be removed from the base, thus making 
it readily available as a tacker. 
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How to set-up a Model Ribbon, Carbon and 
Duplicating Supply Department with an . 
OLD TOWN Exclusive Franchise 


[ VYOUR SHOP 


a, SS as 
































i AN ALL INCLUSIVE LINE, confined to your shop only in the 
entire trading area, whittling down problems of competition. 














2 STOCK CONTROL STREAMLINED, inventory simplified, 
with a complete line that answers every customer requirement. 


4 CONSUMER ACCEPTANCE for the products you sell, 
through long-time OLD TOWN advertising in leading national 
publications. : 


AA AERO BCP GSI ar SMES 


3 OLD TOWN FIELD MEN give you close support with sales 
plans, merchandising service and real selling help, custom- 
tailored for your store. 


An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your area. 
All order go through YOU. 
PRODUCTS: A more complete line, simplified, grade-marked and 
trade-marked. 
PROMOTION: Hard-hitting dealer helps. Local selling aids. Con- 
sistent magazine advertising. 
PROFITS: Priced right to give you liberal margin of profit. Quicker 
turnover of compact stock 

Inquire today about an OLD TOWN FRANCHISE in your territory 









RIBBON & CARBON CO., INC. 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 








SALES AND SERVICE EVERYWHERE 


We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality 
























































OFFERS HANG-A-FILE WITH METAL COVER 

Louis H. Farber, 31 E. Congress St., Chicago, is now 
Offering the trade Hang-A-File equipped with metal 
cover, known as No. 31. Hang-A-File without cover, 
No. 30, is also available for immediate delivery. As 





HANG-A-FILE WITH METAL COVER 


before, Hang-A-File is sold complete with 25 folders 
A-Z. Folders 1 to 31 or blank inserts are optional. 
Additional information may be secured by writing the 
company at the Chicago address. 
——————— > —_____ 

OMAHA FIRM OFFERS DOUBLE-DUTY TRUCK 

A new product to assist large schools and organiza- 
tions with their problem of moving and storing fold- 
ing chairs is offered by the Dependable Manufacturing 
Company, 1908 California St., Omaha 2, Nebr., in the 














DEPENDABLE DOUBLE-DUTY TRUCK 


form of their Double-Duty Truck. This is declared 
to be actually an assembly of three distinct units, the 
“dolly,” the rack for holding the chairs, and a useful 
hand-truck. 

The hand-truck can be used with the other two 
units or alone. It is declared to have mar-proof wheels 
that will not mark the finest of floors, has stair-glides 
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for going up and down stairs, and wheels equipped 
with ball bearings for easy running. 

When bolted to the “rack,” the hand-truck, with the 
“dolly,” becomes a highly-specialized piece of equip- 
ment for moving and storing folding chairs quickly 
and easily. The “dolly” attaches to the front for mov- 
ing the chairs and detaches again for storing them. 

The assembly consists of twelve hand-trucks, twelve 
racks and one “dolly.” This makes up one unit of sale. 

nes 

SELECTOGRAPH CODE WRITER INTRODUCED 

A fully automatic telegraph code writer has been 
developed by the Selectograph Manufacturing Com- 
pany, Colorado Springs, Colo., designed for profes- 
sionals, amateurs and for industry. It is claimed that 
the Selectograph Code Writer will send perfect teleg- 
raphy in any code from two to 60 words per minute, 
similar in appearance and operation to an electric 
typewriter. 

The manufacturers point out that a repeat key on 
the code writer makes possible self-instruction at 





SELECTOGRAPH CODE WRITER 


any speed desired. An electronic oscillator and loud- 
speaker monitor (which may be replaced by railroad 
sounder) with jacks for head phones or a remote 
loudspeaker affords easy instruction and aid to class- 
room instructors. The speed of transmission is con- 
trolled by a speed selector and a calibrated speed 
indicator mounted on the instrument. 

The Selectograph Code Writer is motor driven and 
may be equipped for any AC or DC voltage specified. 
Machines are available for International Morse, Amer- 
ican Morse or any other type of code. Code is sent 
by the instrument through a series of cams operated 
by fraction drive. 

ed 
NEW GARMENT RACK OFFERED BY TOLEDO 

Toledo Office Equipment Company, 214 Summit St., 
Toledo, Ohio, has introduced a wall model garment 
rack of the type here pictured. The racks come in 
four, five, six and seven-hook units. Lengths, when 











TOLEDO WALL MODEL GARMENT RACK 


closed, range from 29% to 57% inches. This model 
broadens the line of coat and hat costumers which 
the company has been making available to the trade. 
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Whe Neu ART METAL Conference Des 


a chair and “sit in”. Drawer capacity is practically 
equal to that of a double pedestal flat-top desk. 
There are three convenience drawers instead of 
one. Private locker for storage and filing of folded 
documents in file drawer. File drawer offers side- 
to-side filing, easy visibility and access to contents. 


ART 


Here is a definitely new idea—expressed for 
the first time in were Me metal furniture by ART 
METAL—that gets attention from important 
executives. You'll find it a “door opener” bor your 
whole line —a profitable item in itself. 

The ART METAL Conference Desk is the perfect 
working tool for a busy executive—a modern 
desk which becomes a conference table without 
making a single change. 

The extension of the top on three sides allows 
plenty of room for five or six people to pull up 





METAL CONSTRUCTION 


COMPANY, 





Beautifully finished in gray, with gray linoleum top 
and cast aluminum trim, the ART METAL Confer- 
ence Desk is ideal for the man who has frequent 
meetings of small groups at his desk...the archi- 
tect, engineer, advertising man, sales manager, etc. 


Art Metal 


Jamestown. New York 
USA 


JAMESTOWN, N 








Karl Schmied of Carlos Schmied & Cia. Ltda., Sao 
Paulo, Brazil, visited Orrice APPLIANCES January 7. 
His company acts as representative for a number of 
American manufacturers—Sanford Ink Company, G. J. 
Aigner Company, Joseph Dixon Crucible Company, 
Engineering Manufacturing Company and J. H. West 
& Company. He arrived in New York December 12 
and had spent most of his time in the East. He 
planned to go to San Francisco by way of Minne- 
apolis and Omaha and start toward home from Los 
Angeles. The operations of his company are exten- 
sive, with resident salesmen in nearly all the principal 
commercial centers. 


L. Ed Friedman, representative in the Northwest 
for Le Page’s, Inc., registered with us by telephone 
January 9. “Eddie,” as his friends know him, had 
been to the company headquarters in Gloucester, 
Mass., and stopped in Chicago only between trains. 
He reported temperatures down to 45 degrees below 
zero in his territory, which he said he took in stride, 
not missing a call. Hardy men those members of the 
Northwest Travelers Club. 


H. F. (Jim) Smith of Eagle Office Equipment Com- 
pany, Buffalo, N. Y., called at the office of this journal 
January 13 with E. H. Geisendorf, president of the 
company. He had come to Chicago to attend the 
Furniture Market and for other purposes. The two 
had a program expected to require a full week before 
returning to Buffalo. 


Henry L. Guth, Wescoeville, Pa., dropped in at head- 
quarters January 14. Like many others he timed his 
visit to include the Furniture Market, but was inter- 
ested primarily in calling upon H. C. Niemann, Mid- 
west Naturlite Company, and Mutschler Brothers Com- 
pany. The last named, located in Indiana, was to be 
seen on.the homeward trek including several furniture 
centers. Henry Guth is of good old Pennsylvania 
Dutch stock. His is the sixth generation to live in 
the Wescoeville area, which is suburban to Allentown. 
A friendly soul, he has many close personal friends 
among the dealers in the area which he covers, which 
is principally the middle Atlantic states. 


James P. Davison of Los Gatos, Calif., registered 
with OFFICE APPLIANCES by using the telephone January 
14. He called from the railroad station and was about 
to board a train for California after having spent a 
week visiting with friends at the Furniture Market. 
Jim, who is well known throughout the western states, 
and by many dealers in other sections, is western rep- 
resentative of the Jasper Office Furniture Company, 
New Indiana Chair Company and Murphy-Miller, Inc. 


S. K. Jones, from the enterprising city of Jackson, 
Miss., was a visitor at OA headquarters January 16. 
He was headed North in quest of merchandise, and 
seemed to be making reasonable progress. Arriving in 
Chicago at the time of the January Furniture Show, 
he met several office furniture manufacturers. 


Jack R. Laws of Coe Brothers, Springfield, Ill., ac- 
companied by H. L. Gibson of the Franklin Life 
Insurance Company in the same city, dropped in at 
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our offices January 16 before boarding a train at the 
Union Station, one block away. Jack is as aggressive 
in buying as in selling. Whatever the purpose of his 
mission we are confident that it was successful. 


Frank C. Rossman of Weis Manufacturing Company, 
Monroe, Mich., made his first visit to OrricE APPLIANCES 
January 17, accompanied by Glenn Chambers, middle- 
western representative. Mr. Rossman was on a trip 
through parts of Mr. Chamber’s territory doing re- 
search on sales promotional activities for dealers. One 
of the younger men in the business, he is well 
grounded in the traditions which have made the 
name Weis so popular throughout the industry. 





P. G. Picknell, Haines & Essick Company, Decatur, 7 
Ill., paused long enough during a brief visit to Chicago - 
on January 20 to inscribe his name in the Guest Book. | 
Mr. Picknell is the immediate past-president of the 
Illinois Booksellers & Stationers Association. Because ~ 
he was on a merchandise hunt in Chicago his visit to 
our office was necessarily short. He had “about 12° 
places to go before returning to Decatur.” 3 


William F. Tupper, National Business Show Com- 
pany, was a welcome visitor on January 24. He was 
on his way to San Francisco to assist his father in 
handling the great number of details which always 
come up before a show is presented. The San Francisco 
exhibit is scheduled for the week of February 20. Mr. 
Tupper was enjoying the recently-instituted through 


train service from New York to the Pacific coast. He ~ 


had a few hours time in Chicago while his car was 
transferred to another depot. All the troubles of mov- 
ing his baggage and making a change to another train 
were eliminated. q 





George Shey of New York, N. Y., export representa- 
tive for Speed Products Company and Zephyr-Ameri- ; 
can Corporation in several European countries dropped © 


€ 


in at OA headquarters for a visit January 27. Mr. Shey © 
was making’various contacts and obtaining informa- 
tion to be useful on-his next European trip, which is © 
scheduled to occur within a few weeks. Long experi- 

enced in export, he is comparatively new in the field © 
of office supply but Has learned it quickly, has had ~ 
excellent results and likes it. : 


F. Verschoor, manager of Kantoorinrichtingen, Am- © 
sterdam, Holland, called at our office on February 5. | 
The young man, who has been in the office appliance © 
business ten years, arrived in New York on December © 
16, traveled to the Pacific Coast and was on his way : 
back East in order that he might sail about the first © 
of March. Mr. Verschoor specializes in office machines © 
suited to the Dutch market. He is agent for Red 
Feather Products, Ltd., Clary Multiplier Corporation, — 
Justifier Sales Company, Rexograph Company, and 
Safe Guard Check Writer Company. A current diffi- | 
culty is obtaining licenses for adequate importation © 
of American equipment. That situation he believes © 
will improve slowly. Among his papers were several © 
photographs of his place of business portraying mod- | 
ern quarters including display or demonstration room 
and shop. 
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George A. Schumacher of Siekert and Baum, Mil- 
waukee, Wis., made OFFICE APPLIANCES a brief visit on 
February 5. He had made his first trip to Chicago™ 
that morning since the heavy snow, which for a time 
had Milwaukee isolated. During the blizzard and a 
day or two afterward when stores were closed, he 
reported that a few who braved the drifts and were 
able to get to the store used the time to good advan- 
tage in bringing office activities up to date. The 
purpose of his Chicago visit was to obtain more mer- 
chandise for a steadily increasing volume of sales. 
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Here's what You ve been 


HANG-A-FILE 


Wow Metal Cover Equipped \ 





QUICK ACCESSIBILITY 


IMMEDIATE 
DELIVERY 


It will be good news to the trade to learn 
that the popular HANG-A-FILE is NOW 
available with metal cover. HANG-A- 
FiLE— metal cover equipped — means 
vast new sales opportunities for dealers 
everywhere. 


NO. 30 HANG-A-FILE ALSO AVAILABLE FOR IMMEDIATE DELIVERY 
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Here are the Essential Facts 
HANG-A-FILE NO. 31 WITH COVER 
@ Hang-A-File is always sold complete with 25 Hang-A-File 
Folders A Z Inserts. Folders | to 31 or blank Inserts optional. 
@ Hang-A-File folders are supported by full length chrome fin- | 
ish metal hangers which rest on two guide rails. : 
@ Hang-A-File COVERS are engincered for easy attachment. © 
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Heretofore acclaimed by dealers and consumers alike, HANG-A-FILE 
now offers something extra to meet the most exacting filing require- 
ments—a METAL COVER. Remember too—HANG-A-FILE is always 
sold as a complete filing unit with 25 Hang-A-File folders and inserts. 
These folders are supported by full length chrome finish metal hangers 
which rest on two guide rails. 


NO. 31 HANG-A-FILE WITH COVER 

@ All metal file, finished in olive green enamel. Caster 
equipped. Width 13!/,", depth 18", height 27". 

@ Furnished complete with 25 Hang-A-File folders A-Z 
Inserts. Folders | to 31 or Blank Inserts optional. 

@ Hang-A-File COVERS are engineered for easy at- 
tachment. 

© Shipping weight 38 Ibs. Packed 2 to carton. Shipped 
K.D., easily assembled. 


NO. 30 HANG-A-FILE Without Cover also Avail- 
able FOR IMMEDIATE DELIVERY 





OFFICE FURNITURE e 
31 EAST CONGRESS STREET 





—- Louis H. Farber 
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- QUICK ACCESSIBILITY \ 
IMMEDIATE} 
DELIVERY 







SCHOOL EQUIPMENT 
CHICAGO 5, ILLINOIS 
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DETROIT OMDA PROTESTS SURPLUS POLICY 

The Detroit Office Machine Dealers Association, 
spearheaded by Leon J. Walling, director of public 
relations, has made vigorous protest against the policy 
of the War Assets Administration on typewriter sales. 

Following a meeting of the organization in protest, 
Mr. Walling as spokesman for the group, stated, “I 
can not word this strongly enough. We gave up our 
typewriters to the Government at a time when all 
such machines were frozen. Had we hung on to them 
we would have rented them for a minimum of $35 a 
year and today could sell them at top prices. 

“But instead we face the prospect of many thou- 
sands. of these machines being sold, at a figure of 
possibly 25 cents per machine, to dealers who will 
enter competition with us. They will seli these ma- 
chines at $60 to $75. 

“Somebody’s pulled a lot of strings. The GI’s can’t 
get them and neither can we.” 

The Detroit action was instrumental in setting off 
a proposed congressional investigation of War Assets 
Administration activities with Senator Homer Fergu- 
son, member of the new Senate committee investi- 
gating war expenditures, announcing in Washington 
on January 29 that an inquiry awaits only an appro- 
priation for the committee’s work. 

“It is already apparent that the Detroit situation 
will call for careful study,” he said. “It is obvious 
something was decidedly wrong in the way veterans 
were handled in the recent typewriter sale in Detroit.” 

All local associations in the United States are being 
briefed by the Detroit group relative to the surplus 
policy and it has been suggested that a meeting of 
the board of directors of NOMDA be held to consider 
the problem, possibly in connection with the Detroit 
OMDA annual banquet on April 12. 


Se nEIEIER tie co 
STATIONERS 12:30 CLUB ELECTS NEW OFFICERS 

The annual meeting of the Stationers 12:30 Club of 
New York, held on Monday evening, January 6, at the 
Frontinac Grill, New York City, attracted more than 
50 members and guests. 

As the delicious steak dinner drew to a close, Pres- 
ident James T. Hurley, Oxford Filing Supply Company, 
rapped for attention and the meeting got under way. 
A sample copy of the Club’s new roster was shown, 
and President Hurley took occasion to thank Phil 
Tagley, Consolidated Loose Leaf, Inc., for the fine 
job he had done. Mr. Tagley, in acknowledgment, 
tendered his thanks to the members for their prompt- 
ness in sending in the required information. He then 
went on to describe the new roster, a handsome, plas- 
tic-covered book, stamped with gold lettering on the 
cover, giving full and complete information of each 
member, including their names, companies, addresses 
and phone numbers. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
reported the treasury in fine condition and announced 
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the addition of seven new members—Charles F. Shelly, 
Eberhard Faber Pencil Company; E. M. Bradford, 
American Pad & Paper Company; Harry R. Lipshutz, 
Art Steel Sales Corporation; Charles W. Lipman, 
George B. Graff Company; Henry Levy, Silver Sta- 
tionery Company, Inc., New York City; Harry Kline, 
Martin M. Moldow Associates, and Sol Warshaw, The 
Warshaw Manufacturing Company, Inc. 

Harold E. McNeil, Wilson Jones Company, chairman, 
placed in nomination the following for office for 1947: 

President—Jerome J. Savage, Carter’s Ink Company. 

Vice-President—Mortimer Libien, Libien Press, Inc., 
New York, N. Y. 

Secretary—Philip Tagley, Consolidated Loose Leaf 
Company. 

Treasurer—Dwight N. Briggs, Sun Rubber Company. 

Board of Governors—James T. Hurley, Oxford Fil- 
ing Company, Chairman; Edward F. Dooley, Wilson 
Jones Company; Louis F. Caracci, The Nor-Wood Com- 
pany, Inc., New York, N. Y.; Gerard D. White, Acco 
Products, Inc.; Nathaniel Kremer, The Kremer Com- 
pany, New York, N. Y., and R. W. Mueller, Esterbrook 
Pen Company. 

All were unanimously elected. The nominating com- 
mittee was Harold E. McNeil, Wilson Jones Company, 
chairman; Arthur Smith, Boorum & Pease Company, 
and Charles P. Epifano, Automatic Pencil Sharpener 
division of Spengler-Loomis Manufacturing Company. 

President Hurley, declaring he had enjoyed serving 
as an officer of the club, thanked all committees and 
members for their cooperation during his term of office. 
He then introduced President-Elect Jerome J. Savage, 
who declared his appreciation for the honor bestowed 
upon him. 

The guest speaker of the evening was M. DePuyt of 
the Associated Hospital Service of New York, who 
reviewed the plan for the benefit of new club members 
and those who were not members of the Associated 
Hospital Service. He told of the rapid growth of the 
Blue Cross Plan throughout the country and of addi- 


tional benefits to be added. 
2 


KANSAS CITY OMDA PLANS REGIONAL MEETING 

The Kansas City, Mo., Office Machine Dealers Asso- 
ciation is planning a ninth regional session for all 
office machine dealers of Oklahoma, Kansas and 
Missouri on March 10 at the Muehlebach Hotel, Kansas 
City. 

Announcement of the meeting is made by Regional 
Governor Wilbur E. Walker, Wilbur E. Walker Com- 
pany, 145 N. Broadway, Wichita, Kans. 

The one-day program will be educational in char- 


acter, declares Mr. Walker, who asserts, “Every dealer — 


in office machines is invited, whether or not he 
belongs to an association.” 


Reservations may be made now at the Muehlebach 
Hotel. The Phillips Hotel across the street will also 
take reservations. 


OFFICE APPLIANCES, February, 


1947 





1¢ 








oh 
... everything you need in 


X ¥ \\ \i ~ 4 







J 
‘ 


from VAN BYKE! 


s poHT BR/GAD, 


— 
Ge 


{ 
ALL METAL 


VAN DYKE’S ALL PURPOSE MODEL 


Popularity Is Single 18” tube 
Based on Performance Finished in Morocco 


Brown. Solid bronze 
appointments 





ALL METAL 


aa “ADJUSTA-LITE” 
t ALL METAL 
“AD JUSTA-LITE” PORTABLE 
CLAMP-ON i Single 18” tube 
No. 1201 i Patented flexible 
rngstesg ines Se adjustable height 


Patented flexibl ~ 4 oy A 
oe —" V)\\2 Finished in Morocco 


orm ‘a ro 
"— adjustable height Buy Right! 
“ae Finished in B / 






Morocco Brows Buy Van Dyhe 


VAN DYKE INDUSTRIES 


21ST. AND ROCKWELL STS CHICAGO 8, ILLINOIS 


eee 


CHICAGO OMA HOLDS ANNUAL SEMINAR; 
MANY NEW PRODUCTS PUT UPON DISPLAY 

“Salaries, Services and Systems” was the theme of 
the Fifth Annual Seminar held in connection with 
the Eighth Office Equipment Display at the Stevens 
Hotel, Chicago, February 3, 4 and 5, under the spon- 
sorship of the Office Management Association of 
Chicago and Northwestern University. 

The timely program of the meeting and the show- 
ing of new office devices attracted a large attendance 
throughout the three days. 

Co-operation between the school and industry, 
sources of labor supply, present-day management 
policies, wages and many other factors that today 
affect the enlistment of competent personnel were 
discussed at the session. Managers of offices were 
enabled to secure first-hand information on the 
trends of today’s labor market from top men in the 
business. The spiraling of wages and its effect on 
management policy, new ideas in evaluating the job, 
employee relations and procedures and methods were 
program subjects. Ways were suggested for rearrange- 
ment of the employee’s work space, placing of office 
equipment and streamlining to meet present office 
space limitations. ; 

Hear Outstanding Speakers 

Among the outstanding speakers were Dr. Robert P. 
Brecht, Wharton School of Finance, University of 
Pennsylvania; Arthur Ralph, Metropolitan Life Insur- 
ance Company of New York; Gerald O. Eckley, super- 
intendent of accounting procedures, United Airlines; 
Harold F. North, industrial relations manager, Swift & 
Company; Thomas R. Reid, director of human rela- 
tions, McCormick & Company, Baltimore, Md.; James 
C. Worthy, director of planning and research, per- 
sonnel department, Sears, Roebuck & Company; Dr. 
Fred Replogle, partner, Rohrer, Hibler & Replogle; 
Frank Rising, general manager, Automotive and Avia- 
tion Parts Manufacturers, Inc., Detroit, Mich.; Ralph 
H. Landes, director of wage practice division, Western 
Electric Company, Chicago; and Dr. Franklin Bliss 
Snyder, president, Northwestern University. 

New products and designs were found in the dis- 
plays of 85 exhibitors, who showed 1,000 machines and 
other equipment in an outstanding exposition of 
what’s new for the office. 

Office furniture and office machines vied for inter- 
est among the displays. Kriloffice Products, Chicago, 
attracted many visitors by the display of the executive 
desk made by the Gunn Furniture Company, Grand 
Rapids, Mich., a desk equipped with built-in radio, 
office inter-communication system, electric razor, cigar 
lighter, bar, and even a refrigerator. The daily press 
featured this desk and also gave considerable space 
to the automatic typewriter which turns out letters 
composed of any combination of as many as 160 pre- 
typed form paragraphs by operating punch buttons. 
This machine was exhibited by the American Auto- 
matic Typewriter Company, Chicago. 


Show New Wire Recorders 

New magnetic wire recorders for office use were 
displayed by Pierce Wire Recorder Corporation, and 
Standard Business Machines Company. 

Manufacturers exhibiting at this Eighth Office 
Equipment Display, and the type of products, included: 

Acme Visible Records, Inc., indexing systems. 

Addressograph Multigraph Sales Agency, addressing 
machines. 

All-Steel Equipment, Inc., steel equipment. 

Allen-Wales Adding Machine Company, 
machine. 

American Automatic Typewriter Company, auto- 
matic typewriter. 

Anderson-Church, Inc., recording-dictating equip- 
ment. 

Art Specialty Company, desk lamps. 


adding 
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Autocopy, Inc., duplicators. 

Automatic Pencil Sharpener Company, pencil sharp- 
eners. 

Bircher Company, Inc., letter openers, sealers. 

Burroughs Adding Machine Company, adding ma- 
chines. 

Carter’s Ink Company, inks. 

Comptometer Company, Comptometers. 

Commercial Controls Corporation, mail room service. 

Coxhead Corporation, Ralph C., Vari-typer. 

Davidson Sales & Service Agency, duplicating ma- 
chines. 

Dick Company, A. B., duplicators and accessories. 

Dictograph Products, Inc., dictating equipment. 

Diebold, Inc., safes and files. 

Dick Company, A. B., duplicators and accessories. 

Dictaphone Corporation, dictating machines. 

Ditto, Inc., duplicating machines. 

Domore Chair Company, Inc., posture chairs. 

Duplicopy Company, duplicating machines. 

Ediphone Company, dictating machines. 

Elliott Addressing Machine Company, addressing 
machines. 

File House, Inc., The, steel files. 

Globe Furniture & Stationery Company, office fur- 
niture. 

General Fireproofing Company, office furniture. 

Hush-a-Phone Corporation, telephone device. 

Karstrom Company, Paul L., mail tying machines. 

Marchant Calculating Machine Company, calcula- 
tors. 

Marr Duplicator Company, Inc., duplicating ma- 
chines. 

McBee Company, The, card systems. 

McCasky Register Company, records and forms. 

Monroe Calculating Machine Company, calculators. 

Mosler Safe Company, safes. 

Multistamp Chicago Company, stencil duplicators. 

National Cash Register Company, acccunting equip- 
ment. 

Niagara Duplicator Sales & Service, automatic du- 
plicators. 

Peirce Wire Recorder Corporation, wire recording- 
dictating equipment. 

Recordak Corporation, microfilming. 

Rex-O-Graph, Inc., duplicating equipment. 

Rite-Line Sales Company, Inc., copvholders. 

Rockwell-Barnes Company, Rock-a-file. 

Rol-Dex Company, recordkeeping devices. 

Standard Duplicator Company, duplicating ma- 
chines. 

Standard Business Machines Company, wire record- 
ing-dictating equipment. 

Standard Manifold Company. carbon paper. 

Standard Register Company, The, recording systems. 

Stenotype Company, The, machine shorthand. 

Thomas Manufacturing & Sales Company, sales 
pads. 

Transkrit Corporation, copying process. 

Triner Sales Company, scales. 

Underwood Corporation, typewriters. 

Visible Index Corporation, record system. 

Weber Addressing Machine Company, tag and label 
machines. 

Wheeldex Chicago Company, card systems. 

The dealers displaying equipment at the show in- 
clude: 

Commercial Stationery Company, stationery. 

Graver-Dearborn Corporation, office supplies. 

Kriloffice, Inc., office furniture. 

Marshall-Jackson Company, furniture and station- 
ery. 

Mead & Wheeler Company, office furniture. 

Office Management & Equipment Company, office 
outfitters. 

Office Equipment Company of Chicago, office equip- 
ment. 

Spak & Natovich, Inc., office furniture. 
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NORTHERN CALIFORNIA OMDA ORGANIZES 


Friday the 13th should go down as a lucky day in 
the history of the office machine dealers of northern 
California. It became a date to be remembered, for 
it marked the birth of an organization consisting of 
the progressive office machine dealers of the northern 
half of California, embracing roughly that part of the 
state from Fresno north. 

Joining hands with the members of the East Bay 
Office Machine Dealers Association, 80 dealers repre- 
senting many more from the territory involved, met 
at the Claremont Hotel, Berkeley, December 13, for 
the purpose of considering the mutual benefits that 
could result from the unified effort of dealers whose 
problems were common. The germ of the plan orig- 
inated with the East Bay Association which realized 
the need for a broader and more powerful organization 
to strengthen and elevate the prestige of the dealer 
and the industry as a whole. 

Short talks were given by members of the East Bay 
Association and representative dealers from the north- 
ern part of the state. The subject was discussed from 
all angles. When Win Phillips, Oakland dealer, called 
for a vote on the question, the response was highly 
enthusiastic and unanimously in favor of what is now 
known as the Northern California Office Machine 
Dealers Association. 

A directing committee was formed consisting of the 
following: Fred Mielke, San Francisco, chairman; Pal 
Clark, Monterey, co-chairman; Frank Allen, Vallejo; 
Jack Hobson, Fresno; Win Phillips, Oakland; H. E. 
Wheeler, Stockton; Ed. E. Noakes, Sacramento; Gene 
Blanchard, San Jose; V. W. Dudeck, Eureka; C. M. 
Hanson, San Rafael; R. W. McAllister, Oakland; and 
J. ©. Deardorff, Santa Rosa. 

E. E. Peck, R. W. Archinal, and Earl White were re- 
quested to act in an advisory capacity. Their job will 
be to set up the new association, arrange for incor- 
poration, and election of permanent officers. 

Temporarily assisting with the organizational work 
is Secretary Ralph Archinal, East Bay Association. 
Applications for membership should be sent to him. 


At the meeting announcement was made by Earl 
White, Ames Supply Company, San Francisco, that the 
1947 annual convention of the National Office Machine 
Dealers Association will be held on the West Coast, 
preferably at San Francisco, if negotiations can be 
arranged satisfactorily. Earl had just returned from 
the national mid-year convention at Miami Beach and 
gave an interesting report of the happenings there. 


Even though this new organization will mean the 


Shown at the general assembly for formation of new 
Northern California OMDA, East Bay OMDA joining 
in, are (left to right) Paul E. Pearson, Berkeley, Calif.; 
Oliver Fenstermacher, associate council; Ralph Ar- 
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EAST BAY MODA JOINS IN FORMING NEW NORTHERN CALIFORNIA OMDA 





NEW OMDA LEADERS—East Bay OMDA joins with northern 


California dealers to form a new northern California OMDA. 
Officers discussing formation of the new association are: 
seated, Edward E. Peck, president of EBOMDA:; standing 
(left to right), Ralph Archinal, secretary-treasurer; Oliver 
Fenstermacher, associate council; Earl S. White, delegate to 
Miami convention; R. W. McAllister, vice-president. 


absorption of East Bay Association into the larger 
unit, the officers of the East Bay Association are most 
gratified at the results and are grateful to those who 
assisted and vitally interested themselves in the new 


organization. They visualize a strongly knit group © 


having unusual possibilities for good for each member 
and the industry in this region as a whole. 


——_—_—= 


BOSTON STATIONERS HEAR W. G. STRATHERN 
About 100 members of the Boston Stationers Asso- 


ciation assembled on January 13 for their regular — 
January meeting to hear Wallace G. Strathern, sales ~ 
manager of New England Coke Company. The usual ~ 


hour of good fellowship preceded the banquet, follow- 
ing which President Courtney F. Bird, M. T. Bird 


Company, Boston, Mass., called the meeting to order — 


with a few words of welcome. 

First Regional Governor Ben Willander, Thomas 
Groom & Company, Boston, Mass., announced the 
First regional meeting for May 14 and 15, to be held 


at the Copley-Plaza in Boston. He gave a short resume © 
of the plans they had for the two days, and suggested ~ 
reservations be made at the hotel as quickly as | 


possible. 


It was a disappointment to the gathering to learn © 
of the accident of our old favorite, James A. Arming-: ” 
ton, Eberhard Faber Pencil Company, who had the 


temas 





i 

2 

chinal, secretary-treasurer EBOMDA; Edward E. Peck. t 
president; R. W. McAllister, vice-president; Earl S. 5 
White, Miami delegate; and Pal Clark, Monterey. i 
These officers are at the rear of the room. 1 

: 
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NILMERG: You yearn to be a cutup? 


BREWSTER: No—I just envy surgeons the quick action they get 
when they yell * ‘Scalpel—suture—bandage!™ 


INILMERG: I don’t get it. 


BREWSTER: In my dream I, too, was surrounded by nurses. I 
merely yelled “COLUMBUS vermilion!”—or—“COLUMBUS 
purple!” Instantly it was handed to me—without my having to 
plow through a pile of junk every time I wanted a special color. 
NILMERG: Here, friend, is your dream come true. A. W. 
Faber’s wonderful assortment of COLUMBUS thick colored 
crayons are now offered in this handy easel box with F.T.C, 
BREWSTER: F.T.C.? Does that mean Federal Trade Com- 
mission ? 

NILMERG: It means Finger Tip Convenience. Swing open 
the box—there they are—all the swell COLUMBUS colors 
at your fingertips. 

BREWSTER: Does this box carry the full range? 
NILMERG: Indeed it does—red, blue, black, brown, 
orange, white, yellow, vermilion, carmine, purple, green 
and light green. 





~~ 


BREWSTER: Thanks loads—no pencil gives me more 
colorful effects on sketches, layouts, renderings, maps, 
<‘evations, etcetera. I’m going to call my dealer and 
order an assortment right 
away. 








J IN THE NEW 
HANDY EASEL BOX 


COLORED “Crayon Poncihs iia the: RAC: pbdaglt hecsieen 
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misfortune to slip on the ice. His injuries were re- 
ported to be mending nicely. The hope was expressed 
that “Jim” would soon be up and at ‘em once again 
with his old vim and vigor. 


Sees Planning as Worthwhile 


Mr. Strathern introduced his subject, “Standing 
Still Or Going Ahead,” by remarking that some people 
and some concerns did no post-war planning, but as 
a rule most did. He gave as his opinion that such 
looking ahead is not only good for business concerns, 
but also for all as individuals. Addressing himself par- 
ticularly to the group as salesmen, he charged all of 
them to start today to be better salesmen. Recalling 
the ease with which goods were sold in the past few 
years, he asked, “How good are you today?” He indi- 
cated rather pointedly that the time is now approach- 
ing when we would have to get out to work and 
scratch for business. Some of our salesmen are begin- 
ning to think they won’t have to sell, he went on. 

Accordingly, he believes now is the time to view 
some of the basic facts of selling. Successful selling 
seems so simple, he said, that it isn’t obvious to the 
average person. 

There are three things, he declared, which ought to 
be standard equipment for every salesman: 

—l. Know your products. 

—2. Hard work. 

—3. Personality—the sum total of all the little 

things you do attracting or annoying your 
customer. 


13 Rules for Salesmen 
Then he laid down thirteen rules for salesmen: 
— 1. Learn to like people. 
Have a friendly smile. 
Be generous with honest praise. 
Listen—people like good listeners. 
Talk in terms of you, not I. 
Learn to agree before you disagree. 
Don’t argue; if you win you lose, be persuad- 
ers, not debaters. 
When you are wrong, don’t be afraid to say so. 
Try to understand the other fellow’s viewpoint. 
Use showmanship in selling. 
. Ask questions that make it easy for the other 
fellow to say yes. 
Don’t knock; it destroys confidence. 

—13. Use observation. 

Mr. Strathern’s remarks were very enthusiastically 
received by the assembly, and after a few questions, 
the meeting was promptly adjourned. 

—————_— 


| 
ID Or wo by 


THREE GENERATIONS AT YULE PARTY 
—Three generations of Llewellyns are 
pictured here with employees of the 


R. H. Lewellyn Company. Manchester, 


N. H., feted at a Christmas party at 
Mr. Llewellyn’s home. Left to 


Front—Paula Wenzel, Rhys H. Llewel- 
lyn, Sr. with Rhys H. “Chip” Llewellyn 
Ill, and Mrs. Rhys H. Llewellyn, Sr. 
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NEW YORK OMDA MEETS AT HOTEL NEW YORKER 


More than 65 members and guests attended the 
regular monthly meeting of the Office Machine Dealers 
Association of New York, Inc., held.on Tuesday eve- 
ning, January 14, at the Hotel New Yorker, New York 
City. This was the first meeting under the leadership 
of their new president, Reuben Jaskow, Batlin-Horo- 
witz, Bronx, N. Y. 

Secretary Bob Brown read a letter of thanks and 
appreciation from former secretary Jessie I. Taylor, 
Globe Typewriter & Adding Machine Co., Inc., New 
York, N. Y., who has been confined to her home be- 
cause of injuries suffered in an automobile accident. 
Best wishes of her many friends in the industry were 
acknowledged. : 

Arthur Taylor, Globe Typewriter & Adding Machine 
Company, Inc., New York, N. Y., chairman of the 
employment committee, reported that ten veterans 
were available to any one who needed help. 

Counsel Charles F. Krause presented former presi- 
dent Irving R. Ritchie, Addressing Machine & Equip- 
ment Co., New York, N. Y., with a beautiful Eversharp 
pen and pencil set on behalf of the association in 
recognition and appreciation of his services as an 
officer of the Association, who for over three years 
gave generously of his time and ability for the best 
interests of the industry. 

Mr. Ritchie, in acknowledgment, thanked the mem- 
bers for the fine gift, one he will cherish for many 
years to come, and declared he had enjoyed working 
for the Association as one of their officers. 

Mr. Ritchie, as chairman of a committee to arrange 
for meeting rooms, announced that arrangements have 
been made for the Association to meet in the Panel 
Room at the Hotel New Yorker each month until the 
summer. 


W. G. Turquand Is Speaker 


The guest speaker of the evening was W. G. Tur- 
quand, sales manager, portable typewriter division, 
Underwood Corporation, whose topic was “How to 
make more money out of our own business.” He cen- 
tered his talk on portable typewriters in an effort to 
show dealers the advantages of featuring and selling 
portables, thereby increasing the volume of their busi- 
ness and adding to their profits. 

There will be a tremendous market for portable 
typewriters, he declared, and advised dealers to go 
after that market which is rightfully theirs. Two 
things are necessary to get this business, he said: 
1. Product identification and 2. Confidence. In order 
for dealers to identify themselves with their products, 





Second row—Josephine Healy, Bar- 
bara Cronin, Margaret Come and Hazel 
Adams. 

Back row—Henri Simard, Mary De- 
mers, Cynthia Smith, Mary Tsaroukas, 
Simonne Paul, Rhys H. Llewellyn, Jr., 
Mrs. Rhys H. Llewellyn, Jr., Cpl. David 
Llewellyn, Stanley Llewellyn, William 
Foye. ‘Eugene Denton, and Clifton 
Aiken. 
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The SUSPEND-O-FOLDER Gusset SUSPEND-O-FOLDERS fit all types of 
Personal Desk File unit Expansion files that use suspension folders and 
now comes in both letter and legal sizes. An olive green, w can be used to replace your customers’ 


heavy gauge steel cabinet with 25 SUSPEND-O-FOLDERS : 
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i 





LETTER AND 
LEGAL SIZES 


BLANKS AND 
METAL TABS 


ALL POSITIONS 


1” CLOTH ap 
EXPANSION 4 te 
GUSSET 















































<n 


Write for Mlustrated 
Price List 


aDVANCo 
ADVANCO PRODUCTS 


DIVISION GHA OVANCE 5S Atte A 








# Liaeves 
Sader Saetiee es 
2 Ae > 
ese” Pe 

















MANUFACTURERS OF Suspend-O-Folder AND FILING SUPPLIES 
148 WEST 24TH STREET. NEW YORK 11, N.Y. - Telephone: CHelsea 3-1276 





43 
& 


4 OFFICE APPLIANCES, February, 1947 61 











t 
r | 
’ i 
? j 
f ! 


they must display them prominently in their store 
windows and also advertise them. If you have new 
portable typewriters for sale, you must tell people 
that you have them for sale, thereby identifying your- 
self as a source of supply. Thus you will get your 
customers thinking, here is the place to do business, 
to buy a product from the proper place. 

In creating confidence, he advised dealers to ask 
themselves the following questions: Does my place 
of business breed confidence? Does it need cleaning 
and freshening up? Is merchandise displayed to best 
advantage? Does it impress your customer? Is the 
atmosphere pleasing? Is my personnel trained along 
right lines? How is my phone service; is intelligent 
effort made to give courteous treatment over the 
telephone? 

A Three-Part Family 


In closing, he likened the industry to one big family 
consisting of three parts: 1. manufacturers; 2. whole- 
salers or distributors; 3. independent dealers. All are 
dependent on each other and must help one another 
in order to be a happy family. All must be tolerant 
with conditions until they improve and be tolerant 
with each other’s problems, because united as one 
family they can go forward together. 

President Jaskow then thanked Mr. Turquand on 
behalf of the Association, and announced that in line 
with their educational program, they will continue to 
have manufacturers’ representatives and other inter- 
esting speakers at future meetings. 

The balance of the meeting was devoted to discus- 
sion of topics of importance to the Association and 
the industry. 


Typewriter Cleaning Kit Demonstrated 


At the close of the meeting a demonstration was 
given by Mortimer Apple, Apple Typewriter Company, 
New York, N. Y., of their new typewriter cleaning kit. 
The kit consists of 1. type and roller cleaner; 2. polish; 
3. cloths; 4. type brush; 5. dusting brush; 6. fine oil; 
7. erasure shield; 8. maintenance pamphlet; and 
9. mechanics oil can—all of which are neatly and com- 
pactly boxed. The kit is offered for sale as standard 
equipment with every typewriter or as a profitable 
stationery item, to sell at retail for $2.25. 


SS eee 


INDIANA OMDA MEETS AT BEDFORD 


The Indiana Office Machine Dealers Association 
met at the Graystone Hotel, Bedford, Ind., on Jan- 
uary 20 with Vice-President John Dannenfelser offi- 
ciating in the absence of President Allen Connolly. 
National Executive Secretary Richard Koch talked on 
what the local and national associations were doing 
and outlined the program for the future. Mr. Koch 
praised the splendid work being done in the interest 
of the office machine dealers. He urged all members 
to fill out the questionnaire being sent to them and 
return them immediately, as the data is important 
to the dealers. 


Dictating Machine Exhibited 


Glen Wilke of Evansville, Ind., gave a recorded 
speech, played back on a Sound-Scriber. He empha- 
sized the need of dealers to not put all their eggs 
in one basket, pointing out cases where dealers had 
built their business on or around one line of ma- 
chines and had suddenly found that line had been 
given to a factory branch or another dealer, leaving 
them to start from scratch again. 

C. L. Gunkle, Lafayette, Ind., told of his experiences 
in buying Government surplus office machines. 

C. L. Bentz, Evansville, Ind., discussed “A Diversified 
Line,” explaining the merits of handling small items 
that invite store traffic. 

F. E. Williams of the Williams Company, Dayton, 
Ohio, showed a new costumer manufactured by his 
company which he expects to market soon. 
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PHILADELPHIA STATIONERS ELECT L. B. HERR 


With an attendance of about 75 members and guests, 
the Philadelphia Stationers Association of Philadel- 
phia, Pa., met on Thursday evening, January 16, at 
the Benjamin Franklin Hotel. 

Prior to the regular meeting, a round table session 
for dealers only was held with John W. Seybold, 
industrial relations director of the printing industries 
of Philadelphia, as guest speaker. An interesting and 
informative hour was spent in discussing industrial 
relations, a subject many trade organizations are 
showing a strong interest in the last few years. Among 
the subjects discussed were stabilizing wage levels, 
labor unions, and the open and closed shop. Mr. 
Seybold explained the conditions and operations of 
each, and finally the functions of the Labor Relations 
Board and its rulings. Intense interest was shown, 
as was attested by the number of questions from the 
floor. 

After a half hour’s recess, the entire assemblage 
adjourned to the dining room, for enjoyment of a 
delicious chicken dinner. Between courses a number 


of old familiar songs were sung by the group under — 


the leadership of John Harte, Yeo & Lukens Co., 
Philadelphia. 

President Charles W. Lukens, Yeo & Lukens Com- 
pany, extended a hearty welcome to members and 
guests. He introduced the following guests: David 
A. Bux and H. Satterthwaite, both of Garrett Bu- 
chanan Company; John L. Gallup, OrricE APPLIANCES; 
D. B. Young, Powers Paper Company; Tom Parks and 
E. M. Jaffer, both of Eberhard Faber Pencil Company; 
H. VonFrank, Oakville Company; Charles Lipman, 
George B. Graff Company; and Harry M. Kennedy, 
Palmire, N. J. 

Treasurer William P. Reinhardt, A. Pomerantz & 
Company, reported a substantial balance on hand in 
the treasury. 


Walter Crapp Named Life Member 


Secretary Joseph A. Snitzer, Automatic Printing 
Company, Philadelphia, announced the resignation of 
Walter Crapp, formerly with C. F. Decker, Inc., Phila- 
delphia. Mr. Crapp, who is no longer in the industry, 
was unanimously elected to life membership in the 
Association. 


The nominating committee consisting of Chairman 4 
George © 


Wustner, William F. Murphy’s Sons Company, Phila- © 


“Tom” Stagg, Hoskins, Inc., Philadelphia; 


delphia; and John F. Emhardt, Columbia Steel Equip- 


ment Company; then placed in nomination the fol- 


lowing officers for 1947: 

President, L. B. Herr, L. B. Herr, Inc., Lancaster, Pa.; 
first vice-president, Bernard Dieckhause, Dieckhause 
Stationers, Philadelphia; second vice-president, George 
Leonard, L. E. Waterman Company; treasurer, Irving 
Roth, Roth Bros., Philadelphia; secretary, Joseph A. 
Snitzer, Automatic Printing Company, Philadelphia. 
All were unanimously elected. 

George Harscheid, National Blank Book Co., traced 
the progress made through the years on record keep- 
ing equipment. He recalled to mind the old days and 
the difficulties in getting stationery dealers to sell 
loose leaf ledgers and later book visible records. Now, 
he said, most all dealers sell them like any other 
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commodity. An opportunity is again presented to © 
pioneer another new and improved article, he declared. © 


one that promises a nice profit for dealers, vertical — 


visible records. He urged dealers to cash in on this 
new product as many direct salesmen are doing. 


Before introducing the guest speaker of the evening, © 


L. W. Kirchner, National Blank Book Company, he told 
briefly of his career. An accountant by profession, 
he has had 18 years experience with Horder’s Inc., 
Chicago, of which the last five years were spent in 
charge of their systems and methods department, and 
for the past three years with National Blank Book 
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SHH...DONT TELL A SOUL? 


Waywr to accumulate a stack of 
the filthy stuff called 














They call it the root of all evil, but if you 
promise not to be very evil we will show you 
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Want to feel EVIL — but ah, so 
nice in the bank balance? Write 
or phone today and we'll start 
you on your downfall. 
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PEERLESS RU 88628 
TYPEWRITER FAR 


If you are not too tired rak- 
ing in the shekels, have a go 
at these sizzlers. They take 
the ‘“‘dance”’ out of type- 
writing, prevent machines 
slipping and skidding, 
deaden noise and vibration. 
One Dealer sold 2,000 in 
30 days! 







GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 









The E-32C packs a powerful sales punch. It has every 
feature that a good posture chair should have—and 
then some. The price is mighty popular, too. 

This is the chair that’s cushioned with U.S. “Koylon” 
Foam Rubber. Air circulates freely through this foam 
rubber— which is not true of sponge rubber—and 
the seat never gets hot and sticky. U.S. “Koylon” 
Foam Rubber is soft and fluffy, will not sag or pack 


down, and retains its resilience permanently. 
\ 








MEMO TO HARTER DEALERS 


Harter’s national advertising ap- 
pears monthly in Fortune, every 
fourth week in Business Week 
and United States News. These 
magazines reach America’s top 
executives — your best prospects. 


* 

















Three hand-wheel controls, easily self-operated, 


afford personalized comfort. Height of the seat, height 


of the back rest, and depth of the back rest can be 


adjusted to each occupant’s individual needs. 


The E-32C comes upholstered in colorful fabric that. 
will not shine girls’ dresses. Smooth tubular base’ 
eliminates snagging of hose. Arc-welded steel con- 


struction insures trouble-free service. Modern design, 
baked enamel finish, and ball-bearing casters. 


HARTER 


‘eae ne MICHIGAM 


POSTURE CHAIRS ° STEEL CHAIRS 
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veh GA a glance Visualiz ation 


ur base 
el con- Executives drawing on Visible facts stimulate their thinking to 
design, get important jobs done quickly . . . in step with the pace of 


today’s business. Acme Visible Record Systems . . . designed to meet 
individual requirements . . . supply vital facts at-a-glance. Let an 


Acme S) stems man analyze your needs and make recommendations. 
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“ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE «¢ CHICAGO 3, ILLINOIS 
Copyright 1947 


Acme Visible Records, Inc. Representatives in Principal Cities 





Reprint of Our Message in National Magazines, February, 1947 
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Company in a like capacity. He then introduced Mr. 
Kirchner. 
Traces Visible Equipment Progress 


In his address, Mr. Kirchner asserted that the sta- 
tioner and office supply salesman is becoming an 
important factor in systems selling. “The dreaded 
word ‘system’ of the past,” declared Mr. Kirchner, “is 
now being accepted as a matter of course and intelli- 
gently handled by the stationery supply salesman to 
the satisfaction of the customer, with increased in- 
come to the salesman.” 

The speaker traced the development of visible equip- 
ment stating that “visible record housing is not new, 
but did not come into extensive use commercially until 
after the end of World War I. 

President Lukens thanked Mr. Kirchner for a very 
interesting and instructive talk and, on retiring as 
president, he said: 

“As my second year as president draws to a close, I 
wish to express my sincere appreciation for the help 
and co-operation given me by the chairmen of the 
committees of the Association, the officers, Penn- 
Mar-Va Travelers, and all the members. We have 
made a few steps in the right direction for the 
Association and the industry. I wish to especially 
thank Joe Snitzer, secretary of the Association, for 
the good work and co-operation he has given over the 
last two years. 

“There is one other man who has labored long and 
untiringly for the betterment of everyone engaged 
in our industry. To not include him in expressing 
my appreciation for co-operation, would leave a task 
undone. To the man who has sparked the Philadelphia 
Stationers Association for many years and been re- 
sponsible for many of the things that have been 
accomplished, my many, many thanks and best wishes 
for many more years of success. I refer to our own 
Uncle Tom Stagg.” 

He then introduced President-Elect L. B. Herr, who 
complimented the retiring officers for the fine job 
they have done during their administration. He ex- 
pressed the hope that more out-of-town dealers would 
attend future meetings and take advantage of the 
educational programs which would continue to be a 


feature. 
sil Ac 
STATIONERS HONOR W. A. MONTGOMERY 

W. A. Montgomery, president of The J. K. Gill Com- 
pany, Portland, Ore., had his life’s story and experi- 
ence as a commercial stationer unravelled with con- 
gratulatory thoroughness at a stationer dinner meet- 
ing December 23, at the University Club. The occasion 
was a birthday anniversary sufficiently significant to 
require his command appearance, and the desire of 
his many friends to salute his 53 years of activity as 
a stationer, while launching him well on the next leg 


of his active record. 


Some 35 stationers together with Oregon Trail Trav- 
elers from Portland and the Pacific Northwest were 
present to help warm the gridiron in honor of 
“Monty,” and dozens of telegrams and letters added 
to the gala affair. Ed Wobber’s telegram from San 
Francisco, set the pace for the evening: “Dear Monty, 
my hearty congratulations to you upon your entry 
into the stationery business. Wish I could be there 
to pat you on the back and to wish you the best of 
everything. Always keep in mind it takes a long time 
to become a real stationer, but you have what it takes 
and I assure you if you will be a good boy and work 
hard you will get along nicely. You may hot make a 
lot of money but you are sure to meet a lot of swell 
fellows.” 

Horace Kilham, Kilham Stationery & Printing Com- 
pany, past president of the Pacific Northwest Sta- 
tioners Association, as toastmaster, invited representa- 
tive members of the celebrants to comment with 
utmost freedom and abandon on the record and ac- 
complishments of the honored guest, which they did 
with pleasantly embarrassing frankness to the in- 
cipient. 

Quotes His Bibliography 

The toastmaster indicted “Monty” with his record 
as published in “Who’s Who,” Commerce & Industry, 
by saying that he was “Born in Grantham, N. H., 
December 12, 1866, the son of Hugh and Anna (Rob- 
erts) Montgomery. He graduated with a Bachelor of 
Arts degree from Wesleyan University, Middletown, 
Conn., in 1890, married Georgia Gertrude Gill, Novem- 
ber 21, 1894. Their children are Richard Gill Mont- 
gomery and Frances Ann (Mrs. William Lewis Brew- 
ster, Jr.) Montgomery. W. A. Montgomery was in- 
structor at Bishop-Scott Military Academy, Portland, 
Oregon from 1890 to 1894. He became vice-president 
of The J. K. Gill Company in 1894, serving until 1931 
when he became president. He is a member of the 
Portland Chamber of Commerce, Lang Syne Society, 
Apollo Male Chorus (past president), Multnomah Ath- 
letic Club, University Club and Rotary Club. He is a 
Republican, an Episcopalian, and a 32nd degree 
Mason.” 

Horace Kilham, E. J. Chapman, Richard G. Mont- 
gomery, J. S. Ball, past-presidents, Pacific Northwest 


Stationers Association; George Halling, general man- | 


ager, The J. K. Gill Company; McKee Smith, Smith 
Brothers Office Outfitters; Charlie Helwig, stationer; 
and Charles Davis, past president, Oregon Trail Trav- 
elers; phrased the compliments of “Monty’s” contem- 
poraries. They mentioned his quiet manner, his art 
of being friendly, his helpfulness to beginning sta- 
tioners, his formal exterior and mellow interior, his 


keen analysis of business trends, his achievement of | 


active service, his courage and wisdom is forseeing 
the need and providing the facilities for the expansion 


(Turn to page 114, please) 





W. A. MONTGOMERY ANNIVERSARY DINNER AT PORTLAND, ORE. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
of this journal their headquarters. The staff at the main office, 600 Ii’. Jackson Bivd., Chicago, and the staff at 


the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New * = 


York, will be happy to be of any possible service. While the factlities at New \ ork are not so many as at Chicago, — 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliot 





London, England, January 6. 
Some few months ago Harold N. Winton was ap- 
pointed export manager of Typewriter Sundries Com- 
pany, Ltd., of 30 New Bridge St., London, E.C.4, Eng- 
land, manufacturers and factors of typewriter parts 
and tools. The activities of this branch of the busi- 
ness are wide and varied and expansion has been 
rapid under Mr. Winton’s guidance. 
Mr. Winton served for about six years in the British 
Army—the Royal Electrical & Mechanical Engineers— 











HAROLD N. WINTON 


during which time he took part in the evacuation 
from Dunkirk in 1940 and the operations in Normandy 
in 1944. He has travelled widely and speaks fluent 
French, Spanish and German and is possessed of a 
diplomacy which cannot fail to achieve and maintain 
a mutually happy understanding with all his contacts. 

The* directors of the company are E. M. Markus, 
F. R. Simpson, and H.W.D. Buckeridge, whose activi- 
ties are widely known both in England and the Euro- 
pean Continent. 

Founder of OATA Dies 

The members of the O.A.T.A. mourn the loss of 
their founder, Joseph Halsby, who passed away sud- 
denly at his residence, 30 Southwood Ave., Highgate, 
on Sunday, December 8. Mr. Halsby was an American 
who came to this country in the early years of 1900 


68 


as a pioneer of the office appliance industry, being @ 
the agent of the Todd Company, Inc., of Rochester, @ 
N. Y. In 19il, he successfully pioneered exhibitions 
for the industry titled “Labour Saving Devices Exhi- ~ 
bitions,” abbreviated to “L.S.D. Exhibitions,” which 
were the forerunners of the “Business Efficiency Exhi- 
bitions” organized by the Office Appliance Trades 
Association. His foresight and initiative founded the | 
O.A.T.A. When in 1920 several of his colleagues re- 


sponded to his suggestion to take care of the inter- Gm 


ests of what was then a new industry, they hardly 
visualised that it would grow to its present position 
in the business and industrial life of the country, 
or that it would play so valuable a part as in the 
recent war years. The members of the office appliance @ 
industry will remember Joseph Halsby not only for 
the good work he did for the industry but also as a 
charming personality. It falls to the lot of a few 
men to be held in such high esteem by their col-— 
leagues as he was and their regrets at his loss are 


very sincere. The O.A.T.A. remains a lasting tribute @ 


to his memory. His interest in its affairs never flagged 
and he was proud of its growth and influence. 


* * * 


Shannon, Ltd. Has Anniversary 


The Shannon, Ltd., one of the largest producers of 
office furniture and equipment, whose factory is at} 
Maiden, are this year celebrating their diamond 
jubilee. 


The firm was founded on November 12, 1886, bY _ 


Captain F. W. Shannon, whose son, R. F. Shannon, | 
is the present managing director. The business stead- 
ily grew and from time to time introduced many new 
and welcome features into office equipment. The? 
present factory at New Malden was opened in 1926 
and is still regarded as a model for modern design, 
good lighting and up-to-date working conditions. | 


Before then, however, the Shannon, Ltd., introduced 7 “es 


steel furniture into this country. 

The Shannon, Ltd., are proprietors of the Shanno- 
graph flat-top filing system, claimed to be the only 
filing system of its kind. It is more than a corre- 
spondence filing system, being chartered to provide 
all manner of keyed information, the box-like flat 

(Turn to page 176, please) ; 
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ADDING MACHINES ° CASH REGISTERS 
BOOKKEEPING MACHINES © CALCULATORS 


Made by R. C. Allen Business Machines, Inc. 
678 Front Avenue, N. W., Grand Rapids 4, Michigan 
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ARTHUR W. YOUNG ADVANCED BY OLD TOWN 


Arthur W. Young, who for the last 16 years has been 
general manager of Old Town Ribbon & Carbon Com- 
pany, Inc., has been made a director and vice presi- 
dent in charge of sales, Joseph S. Eaton, president, 
announced recently. Mr. Young, who has just re- 
turned from Pittsburgh, Pa., where he set up a new 
distributorship for that area, will continue as general 
manager. Prior to joining the company in 1930, he 














ARTHUR W. YOUNG 


was located in Chicago where he was president of his 
own company, the Illinois Paper Company. 

Old Town Ribbon & Carbon Company, which was 
organized by Mr. Eaton 30 years ago, was family 
owned until recently, when three of the principal 
stockholders sold part of their holdings to the public 
through an underwriting group headed by The First 
Boston Corporation. 

———— 2 
FRANK D. WATERMAN, JR. RE-ELECTED DIRECTOR 

Frank D. Waterman, Jr., president of the L. E. 
Waterman Company, was re-elected to the board of 
directors of New York’s famous Broadway Association 
for a three-year term at the organization’s thirty- 
sixth annual meeting at the Hotel Astor in January, 
shortly before he departed on his first 1947 trip to 
Montreal, Canada, to co-ordinate plans for merchan- 
dising and advertising the V-Model ladies type pens 
and sets at the Canadian branch of the company. 


a lila ‘ 
MICHIGAN DESK PURCHASES MACEY COMPANY 

The Michigan Desk Company, Grand Rapids, Mich., 
recenty announced the purchase of the entire Macey 
Company equipment for the manufacture of office 
furniture, the stock, and the name “Macey.” It is 
planned in advertising to show the Macey trademark 
and then directly below it, “subsidiary of Michigan 
Desk Company.” 
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ELECT NEW OFFICERS AT DITTO, INC. 

At the recent annual meeting of the board of 
directors of Ditto, Inc., Chicago, three additional vice- 
presidents were elected, namely: 

G. M. Armstrong, vice-president in charge of manu- 
facturing. 

R. J. Kirkpatrick, Jr., vice-president in charge of 
domestic sales. 

H. E. Horn, vice-president in charge of foreign sales. 

B. M. Wright, Jr., formerly secretary, was elected 
secretary and treasurer, and Harry Joy Dunbaugh of 
Chicago was added to the board of directors. 


a 
E. R. MANNING IN NEW CAPACITY 

Leo Stein, president of Stein Brothers Manufactur- 
ing Company and senior partner of the Frank Mashek 
Company, recently announced that E. R. Manning, 
vice-president of the Stein Company, has also taken 
over the duties of general manager of the Mashek 
plant. 

Mr. Manning’s long and varied experience in the 
leather gods field will be reflected in the Mashek line 
as it has been in the Stein line during his 13 years’ 
association with Leo Stein. His many years in the 
industry include sales, designing and executive experi- 
ence with the Innovation Trunk Company, Berg-Win- 
ship Company and Warren Leather Goods Company. 

The new Mashek factory at 1049 S. Kildare Ave. in 
Chicago, completed last fall, and the extensive Stein 
plant at 4242 W. Fillmore St., built in 1945, provide two 
of the finest and most modern manufacturing facilities 








E. R. MANNING 


in the luggage and leather goods industry. Distinctly 
different lines are produced in the two plants. 

S. Mace Cole is sales manager of Stein Brothers 
Manufacturing Company, and R. W. Heck is sales 
manager of the Frank Mashek Company. 

The new Stein sales office at 358 5th Ave., New York, 
N. Y., is in charge of Ernest Frank. The Mashek New 
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York office is located at 1270 Broadway with Bill Baker 


in charge. 
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Too many prospective customers have been walking out 
of Retail Stationers stores empty-handed, because the 
merchandise they wanted was not in stock. 


"Help us to solve this problem of stock shortages: 
"lt costs us money to 


Master-Craft Dealers asked us. 
s into the store. \f they 


bring these ee gonir buyer 
walk out without purchasing, the loss of sales: profits, 


and customer good will is serious. 


So we developed the MASTER-CRAFT "Stock Mainte- 
MASTER-CRAFT Protects 


nance" P dure based upon closer 

cooperation between nd dealer. Today this new 

buying technique is preventing s The Retail Stationer - - 
many MASTER-CRAFT Dealers. And in the future, when 

supply overtakes demand, this same plan will p ¥ 2 U ays / 


overbuying. 





1 Exclusive territory rights, with 100% protec- 


eration 's regular practice at Mon en lvepeat busines. 


This kind of dealer coo 
MASTER-CRAFT. And that, probably, ‘s one big reason ®  to direct quotations, of orders ane 
Retail Stationers want to secure the by us from buyers in any dealer's territory. 
ler Franchises 3 No sales to any loose-leaf jobbers. 


why so many 


MASTER-CRAFT line, as soon 
are available. 


as new Dea 
4 No direct sales to national chain organiza- 


tions for re-sale. 


5 No direct sales to national mail order 


MASTER-CRAFT CORP., Kalamazoo, Mich. 5 te. greet ale 
DIVISION of THE SHAW-WALKER co. 6 A Pin-| quality line of staple loose-leaf 
products, plus profitable, fast-selling specialties. 

e Pian that 4% 


7 A cooperative Merchandis 
sures the dealer balanced stocks and full profits. 





MASTER-GRAF Texto oe 
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MONROE ELECTS BRITTON III VICE-PRESIDENT 
Election of Edwin F. Britten, III, as vice-president in 
charge of manufacturing at the Monroe Calculating 
Machine Company was announced recently at the 
company’s general offices, Orange, N. J. 
Mr. Britten, active in North Jersey industrial and 
civic affairs, has been associated with Monroe since 





EDWIN F. BRITTEN III 


1936. He is a director and vice-president of the Cham- 
ber of Commerce of Orange and Maplewood, N. J., 
and chairman of the Manufacturers’ Council of the 
five-municipality area in which Monroe’s home offices 
and principal plant are located. 

During the war, Mr. Britten directed the company’s 
war production program including the manufacture 
of the secret map-making and precision-landing de- 
vice developed for Army and Navy uses in the Euro- 
pean and Pacific war theaters. He also was in charge 
of the establishment of the company’s branch assem- 
bly plant at Morristown, N. J., and the Lister division 
plant at Bristol, Va. 

An alumnus of Princeton University, where he 
starred on the Princeton varsity lacrosse team and was 
business manager of the “Princeton Tiger” magazine, 
Mr. Britten was a member of the Community Man- 
power Mobilization Committee for the Newark area 
during the war and a forefront figure in community 


wartime affairs. 
lip Ripa 


ROYAL TYPEWRITER PRESIDENT ANTICIPATES 
RECORD OUTPUT AND SALES IN 1947 
Record production and sales for this year of 1947 
are forecast by President Maxwell V. Miller of Royal 
Typewriter Company in a recent statement: 
“While considerable strides were made in production 
by the Royal Typewriter Company during 1946, factory 











MAXWELL V. MILLER 


employment reaching and exceeding pre-war levels, 
supply still does not begin to match the backlog of 
demand created by the productionless war years. 
“During 1946, a climatic year for the entire type- 
writer industry, Royal faced tasks of plant expansion, 


> 
! he 


shortage of material supplies, price controls, labor 
negotiations, and personnel training. The challenge 
was met, and in most instances, the problems were 
largely overcome. : 

“Today, the typewriter market is greater than ever. 
In consideration of this, Royal will continue to deliver 
typewriters equitably on the basis of priority and need. 

“In regard to prices, company officials who have 
had an opportunity to consider present Royal Type- 
writer prices in the light of competitive prices and 
general price levels, believe that Royal’s prices need 
not be increased as long as peak sales volume con- 
tinues and nothing unforeseen occurs in the way of 
higher costs. 

“Meanwhile, each typewriter that leaves the Royal 
factory maintains rigid pre-war standards and speci- 
fications. Even greater precision is possible now 
through improved testing equipment. 

“Royal anticipates record-breaking progress in both 
production and sales during 1947.” 


C. L. BARKLEY & COMPANY IN NEW LOCATION 

C. L. Barkley & Company, Chicago, announces that 
its new home is at 1220 W. Van Buren St. In the 
new quarters, the company occupies the first two 








DOWNTOWN 
CHICAGO 













®% 1220 W. VAN BUREN ST. 








NEW HOME OF C. L. BARKLEY & CO. 


floors of the building shown in the accompanying 
illustration. Offices and a dealer display room occupy 
part of the first floor; manufacturing facilities utilize 
the balance of the first floor as well as the entire 
second, floor. The new location makes C. L. Barkley 
& Company readily accessible to both local and out- 
of-town dealers. Street car, elevated and bus trans- 
portation permit the visitor to reach the new address 
quickly from the downtown section, including hotels 
and railroad stations. The company extends a cordial 
invitation to the trade to drop 
quarters. 


in at their news 
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Al Baugher is in Sheboygan, not Green Bay, Wis. 7 


The announcement on page 120 of the January issue 
about Mr. Baugher’s entry into business for himself 
erroneously stated that he purchased an office supply 
business in Green Bay. He is now in full function 
in Sheboygan. The error is sincerely regretted. 

1947 
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4 WRITE FOR THIS INTER- 
ESTING BOOKLET TODAY 
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ANNOUNCEMENT 


The Security Steel Equipment Corporation announces a new 
addition to its popular line of Office Equipment — The SECO 
Blank and Alphabetical Indexing System for Vertical Files. This 
simple, efficient and complete Filing System, together with 
Guide Cards, Folders, and many other supply items, in numerous 
subdivisions and varying sizes—is described in detail in our 
new catalogue. Write for your copy today. 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 
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BRANHAM’S, INC., NEW STORE WELL LOCATED 


Recently completed, the new store of Branham’s, Inc., 
is located at Third and Broadway, one of the most 
prominent corners in Oklahoma City, Okla., and is 
said to be the only. office equipment firm in the city 
having such a corner site. 

Founded in 1929 as Branham-Lucado Company, the 
store gained its present name when, in 1934, Don L. 
Branham purchased the Lucado interests. 

A general line of office supplies, adding machines, 
typewriters and other office machines comprise the 
sales offerings for the Oklahoma City concern. Thirty- 
one employees are carried, eight of whom are outside 
salesmen covering the city of Oklahoma City, the state 
of Oklahoma, the eastern edge of Arkansas, the Texas 
Panhandle and the western part of Kansas. Many of 
the franchises held by the firm cover the entire state 
with the exception of the city of Tulsa. 

Branham’s, Inc., occupies 10,000 square feet at the 
new store location but in order to secure more space 
a long-time lease has been made on a warehouse a 
few blocks away. This building is two stories high, 
50 x 140 feet in size, and providing an additional 14,000 
square feet of storage space. Here, are warehoused 
all crated merchandise and out-of-town shipments 
are made in advantageous fashion. 
housed the refinishing and upholstery shops, two serv- 
ices offered to customers. The warehouse has its own 
manager and rigid stock controls are kept on all items. 

The store proper of Branham’s, Inc., is of modern 
design with long glass windows which afford a com- 
plete view of the whole first floor for autoists and 
pedestrians. The windows thus provide for adequate 
display of stationery, files and desks located at this 
level. The balconies house the company offices and 
the basement is devoted to furniture displays. 
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EXTERIOR, INTERIOR VIEWS OF BRANHAM’S, INC., NEW OKLAHOMA CITY STORE 


Here, also, are . 








Air conditioning is installed throughout the store. 

Cardinal points of the firm’s progress are declared 
to be emphasis on good display of all merchandise, a 
comprehensive advertising program, thorough drilling 
of every employee by the management on the idea 
that service to the customer is the paramount object 
of being in business, and thorough education of every 
employee through store meetings on business relations 
and knowledge of merchandise. 

SO 
DIEBOLD APPOINTS WILLIAM W. HOLLETT 

William W. Hollett has been appointed regional 
manager of the bank division of Diebold, Inc., Canton, 
Ohio, with headquarters in Cleveland, Ohio, recently 
announced A. W. Jackson, sales vice-president. 

Mr. Hollett joined Diebold in 1925 as assistant ad- 
vertsiing manager after being graduated from Ohio 
Wesleyan University. He has served as advertising 
manager, bank vault sales engineer, branch manager, 
and district manager at Cleveland. He held the latter 
position the past few years. 

Maurice E. Hole, formerly with the Brooks Company 
of Cleveland, was named eastern regional manager 
with offices in Philadelphia, Pa—AK 

2 


C-THRU RULER COMPANY TO NEW LOCATION 

The C-Thru Ruler Company of Hartford, Conn., 
recently moved to new quarters at 827 Windsor St. 
Larger space is now available for the production of 
plastic ruling, drawing, and computing devices. 

Items manufactured at the new location include 
the Spee-dotter for drawing of dotted lines, plastic 
French Curves with beveled working surfaces to avoid 
ink smudges, all-plastic T-squares, quadrant protrac- 
tors, center finders, plastic triangles, and other 
products. 
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VOW LN BROAD PRICE RANGE 


Also 
> the new 
\ A ONE-HAND, MODEL No. 7 
! SPLIT-SECOND (NOT SHOWN) 
OPERATION \, \ \" $6.95 





EBERHARD FABER 
BALL+ POINT PEN 












9 \ ‘4 
TAX \N 


MODEL No. 2 \" 

Retractable \ 
14 it. Gold filled \\} 
throughout ‘ 












MODEL No. 1 
Friction-fit Cap 
14 kt. Gold filled 
Cap and Trim 


MODEL No. 3 
Friction-fit Cap 
INCONEL* Cap and Trim" 


MODEL No. 4 
Retractable \\ 
INCONEL* througnout 










See how the Eberhard Faber Ball-Point Pen family has grown! Now there 
is a superb model of this finest achievement in pendom to suit the price 
requirement of every discriminating pen purchaser that enters your store. 

It’s no accident that the Eberhard Faber Ball-Point Pen line has 
steadily forged ahead—in a clutter of imitations, upstarts, unknowns and 


make-believes. 
An Eberhard Faber Salesman will keep you abreast of devel- 
opments. Meantime, check your stock ... keep well supplied 
for both day-by-day business and approaching gift occasions. 


LBERHARD FABER 


LEADERSHIP IN FINE WRITING MATERIALS SINCE 1849 
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Here are Real Advantages! 







@ EBERHARD FABER DESIGN. Devel- 
oped under the famous EBERHARD 
FABER acquired Laszlo Biro patents! En- 
gineered true as a die to the hundred-year- 
old Eberhard Faber standards! Throughout 
the country, EBERHARD FABER effortless 
writing has captured the imagination, met 
with the acceptance, and won the complete 
confidence of dealers and customers, alike. 
And note this: Eberhard Faber ink is fade- 
proof—its permanency excels government 
standards 245 times! 


@ EBERHARD FABER STYLING. Arcains a 
new high in beauty, in balance, and in 
choice of appealing colors and materials. 
Gives you a series of models you can offer 
as the last word in individuality and 
smartness, 


@ EBERHARD FABER ADVERTISING. 
Sales-powered millions of messages 
monthly convince the public of the distinc- 
tion and lasting satisfaction gained by 
owning a product bearing the Eberhard 
Faber name. 


@ EBERHARD FABER MERCHANDISING. 
A continuous stream of fine counter cards 

.- folders... newspaper mats ... mounted 
4-color advertisements to give you the 
greatest possible support. 


INCONEL® is a beautiful, platinum-tone, satin-finish 
metal alloy. War-developed; tarnish and corrosion 
proof; may be engraved like any precious metal. 
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WILSON JONES PRESENTS STANDARD DIARY LINE 


The addition of the Standard line of diaries gives 
the Wilson Jones Company a complete line in this 
field and enables it to combine shipment of diaries 
and kindred items with other Wilson Jones products. 

The selection includes diaries, daily and weekly 
reminders, date books, and address and appointment 
books for business, professional and social use, in 
desk, pocket and ladies’ purse sizes. 

The Standard Diary Company has been publishing 
diaries since 1850 and is universally recognized as 
preeminent in its field. During these 97 years of 
specialization, it has developed skills and methods 
for the production of the least expensive to the finest 
of bindings, in colors, grains and finishes of exquisite 
beauty and richness. 

A catalog of the complete line will be sent upon 
request to Wilson Jones Company, Chicago. 


EBERHARD FABER MAKES APPOINTMENTS 


Announcement that Louis M. Brown had been ap- 
pointed vice-president in charge of sales was made 
recently at a dinner party given the Eberhard Faber 
Pencil Company’s sales force on the occasion of their 
ninety-seventh annual conference. 

It was also announced that John E. Love had been 
made secretary of the Eberhard Faber Pencil Com- 
pany. 

Mr. Brown came with the company during 1923 and 
has served in various capacities such as salesman, 
advertising manager, assistant sales manager, sales 
manager and finally as general sales manager. He 
is a member of many clubs and associations and his 
membership in the National Stationers Association 
goes back for many years. 

Mr. Love is a new member of the company, joining 
the organization in the earlier part of 1946. 














The Wyoming Typewriter & Equipment Co. is proud 
of the new location at 211 W. 19th St., Cheyenne, 
Wyo., acquired several months ago and properly re- 
decorated for the firm's use. 
Donald O. Stanfield (upper left) is owner-manager 
of the company. Other views shown above are of 
the store exterior and interior and reveal the modern 
facilities for display of merchandise. 
This company, which originally began business in 
1914, is principally engaged in the sale of office 
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NEW HOME OF WYOMING TYPEWRITER & EQUIPMENT CO., CHEYENNE, WYO. 4 


equipment and commercial stationery items. Princi- 
pal lines include Mimeograph duplicators, Royal 
typewriters, Allen Wales adding machines, G-F office 
furniture, and well-known lines of stationery items 
and office accessories. The territory served includes 
a number of counties in the state of Wyoming and 
is actively covered by office equipment salesmen. 
It is believed that the first Royal typewriter sold in 
the state was handled by the founder of the com- 
pany. O. C. Stanfield, who has since retired. 
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The Style Master Steel Suite in Neutra-Tone Gray Harmonizes with any Decorative Treatment, 


Salisfied Customers... 


When definite needs and exacting desires have been met, 
| you have a satisfied customer. @““Y and E” Modern Designed 
Steel Office Equipment... finished in Warm Neutra-Tone 
Gray...when sold as a ‘‘Color-harmonized complete unit,” 


is your assurance of a valuable satisfied customer. 


YAWMAN AND ERBE MFG. CO., 1015 Jay Street, Kochester 3, N.Y. 


The Franchise That Means (Juality Merchandise 
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PARKIN OPENS NEW STORE AT FORT SMITH 

The Parkin Printing & Stationery Company recently 
had a formal opening of its new store at Fort Smith, 
Ark., and the event was one of special significance 
to the business life of the city and community. Hun- 
dreds of persons from a wide area in a great distance 
from Fort Smith attended the inaugural and there 
were many words of praise and admiration at the 
complete store the firm had provided for its patrons 
of the Fort Smith trade territory. 

Other firms of Fort Smith, wholesale companies 
and friends took occasion to send many floral pieces 
and bouquets and the store on opening day was a 
veritable bower of roses and other flowers. 

The store was established at Fort Smith by the 
Parkin firm to better meet the office supply, stationery 
and office furniture needs of the rapidly-expanding 
northwest Arkansas trade area. 


Meets Needs of Patrons 


“We have done everything possible to provide a store 
that will provide easy and comfortable shopping facili- 
ties for patrons who will be in need of products we 
have to sell,” said W. L. Parkin, one of the vice-presi- 
dents of the concern. “The response in sales the first 
few weeks since the store was established has been 
gratifying to us. Patrons have told us they enjoy 
shopping in our store because it is handy and well 
arranged and it is a source of gratification that we 
have met their requirements.” 

The Fort Smith store occupies two stories and is 
done entirely in Williamsburg green. Fluorescent lights 
are installed and the store is completely air-condi- 
tioned. All fixtures are in mahogany. The second 
floor is devoted to show rooms for office furniture. 

The Parkin Printing & Stationery Company, with 
main store in Little Rock, is conceded to be the largest 
office supply and stationery house in Arkansas. It 





was established in 1899 and has had a gradual and 


substantial growth in the intervening years—almost | 
a half century. The firm covers the entire state of | 


Arkansas. 


The organization started out as a typewriter com- | 


pany, gradually eliminating business machines from 
its inventory and expanding. into a concern handling 
office supplies, furniture and printing. 


“Each department has been expanded and developed — 4 


as business increased,” pointed out William L. Parkin, 


“and our aim always has been to give the best service 4 


possible for our patrons. New devices, short cuts, 
better displays, greater efficiency in sales departments 
and courteous treatment have been the fundamentals 
on which we have built up our business.” 


Notes Many Changes in 47 Years 


As Mr. Parkin looks back over the 47 years he can 


note many changes. This is particularly true of the 


type and quality of merchandise and sales methods. ~ 


“All of these have shown a remarkable transition,” 
he declared. “Merchants who sought to remain in 


business and meet the ever-increasing stiff competi- § 
tion had to be on their toes and supply a store that | 
lived up to those demands. We have honestly and ~ 
earnestly tried to do this and the response from our | 
customers and the success that has attended our | 


efforts has been mighty pleasing to us.” 
The Parkin firm is the agent in Arkansas for the 


American Seating Company, which manufactures ~ 
school and church furniture; for the A. B. Dick Com- — 


pany products in both Little Rock and Fort Smith 


territory; for the Shaw-Walker Company and all other © 


leading lines of office equipment. 


The company recently went into the school equip- 
ment business and took on the American Seating line © 
for the state of Arkansas. The concern expects in the 


near future to equip many schools, churches and 


ue 


“6, 


iy? 


NEW STORE OF PARKIN PRINTING & STATIONERY CO., FORT SMITH. ARK. 


Left—Outside view of the new Parkin Printing & Stationery 
Co. store at Fort Smith, Ark., showing handsome and 


modern front with attractive sign. 
Upper right—A section of the office display room. 
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Lower Right—An interior view showing salestaff and other 


personnel on opening day. Flowers sent to the firm appear 


in foreground and around the wall shelves. 
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As the name implies, Silk Spun carbon paper 
offers a limited number of discriminating 
executives and operators a product of uncom- 
promising standards that long has been rec- 
ognized for producing the greatest possible 
number of clear, clean, brilliant copies. These 
fine examples of precision workmanship are 
made by the exclusive “M &V” Duplex Proc- 
ess that literally forces the rich ink mixture 


PRIDE IN SKILLED CRAFTSMANSHIP 


through every fibre of the tough, though 
extremely light weight paper. They provide 
a far greater intensity of copy yet economi- 
cally insure a more gradual weardown. All 
Silk Spun ribbons continue to be made of 
the: finest quality genuine pure silk fabric 
produced. They insure accurate work of un- 
excelled neatness and uniformity even under 


the most exacting machine conditions. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 
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FINE CARBON PAPERS & INKED RIBBONS e PARK RIDGE, NEW JERSEY 
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offices with furniture and office supplies of the latest 
and most modern type. 

“We believe there is a big field along that line in 
this state,’ continued Mr. Parkin, “and we plan to 
make it one of our major projects during 1947. We will 
be well equipped from a supply and salesmanship 
angle to handle this type of business and feel sure 
that we will find a satisfactory response from concerns 
and individuals who are in the market for such needs.” 


Gregg Hamilton Is Manager 


Gregg Hamilton, who has had wide experience in the 
printing, publishing and stationery business through- 
out Arkansas and Louisiana, has been appointed man- 
ager of the new store. He is a graduate of the Little 
Rock high school and junior college and of Hendrix 
College at Conway, Ark. At Hendrix he was president 
of the Choristers, president of the Little Rock con- 
ference Methodist Young People’s Assembly and a 
college fraternity. He is a member of the Fort Smith 
Rotary Club and recently was elected to the board of 
stewards of the First Methodist Church at Fort Smith. 

Enlisting in. the Army as a private in 1942, Hamilton 
served until late 1945, when he was honorably dis- 
charged with the rank of captain. He is a son of the 
Rev. J. M. Hamilton of Benton, Ark. 

Present officers of the company are: president, 
Harry W. Parkin; vice-president, Jack T. Lynn and 
William L. Parkin; secretary and treasurer, Mrs. 
Minnie V. Parkin. 

Oo 

THREE BECOME HALL-WELTER SOLE OWNERS 

Thirty years ago, Herman Welter and Fred Brown 
joined forces and through their ambition the Hall- 
Welter Company, Inc., Rochester, N. Y., was destined 
to become nationally-known for its products—Error- 


HERMAN C. WELTER FRED E. BROWN 
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EDWIN G. WELTE 


No copy-holder, Speedrite check writer, and Chexsigno 
check signer. As the company progressed, Edwin G. 
Welter became associated with the two older men in 
the organization. 

On January 2 the three achieved a new goal, one of 
a series which they had in mind to accomplish when 


they started. Herman C. Welter as president, Edwin 
G. Welter, his son, as treasurer, and Fred E. Brown™ 
as vice president and secretary became the sole owners ™ 
of Hall-Welter Company, Inc. The Dawn Manufac- 7 
turing Corporation was dissolved in the purchasing out 
of all the other stockholders. 4 
In announcing their new status, these Hall-Welter © 
executives declare they will follow as the fundamental | 
principle, “We only profit as our dealers profit.” 
saci iia 

BUSH APPOINTED SALES HEAD OF SIKES 
Announcement was recently made of the appoint- 7 
ment of Laurence A. Bush as sales manager of The’ 
Sikes Company, Inc., 20 Churchill St., Buffalo 7, man- 
ufacturers of fine office seating for over 85 years. Mr. 
Bush brings to Sikes a long experience in sales and 
advertising work, having been associated in the Buffalo” 


LAURENCE A. BUSH 


area with the Whitney-Graham Company, Whitehead 
& Hoag Company and most recently as advertising 
manager of Pierce & Stevens, Inc. He is a former 
resident of East Orange and Maplewood, N. J., and a 
graduate of Amherst. 

Francis B. Bacon, president of The Sikes Company, | 
Inc., in confirming Mr. Bush’s appointment said: | 
“The demand for Sikes business chairs is insistent 
and heavy. We are installing new production equip- 
ment to help meet this demand. Looking to the future 
... Sales and advertising programs are being expanded 
under the djrection of Mr. Bush in order to insure 
continued full production.” 

asides gibi seas, 


OLD TOWN ANNOUNCES PATENT SUIT VICTORY 

The Old Town Ribbon and Carbon Company, Brook- | 
lyn, N. Y., recently announced that it “has won a 
unanimous decision in the United States Circuit Court 
of Appeals in the patent suit which it instituted on 
master units against Remington Rand, Inc., and 
Columbia Ribbon and Carbon Company.” 

Joseph S. Eaton, president of the Old Town com-_ 
pany, asserted that the court’s decision “is a complete 
vindication of the company’s stand against the de- 
fendants’ patent claims.” Interferences in the sale 
of master units had been claimed by Old Town. 

The master unit involved is marketed under the 
name of “Super-Kleen,” an addition to the line of] 
duplicating supplies. 

a 


NAME MANAGER FOR FIRM AT HOUSTON 

Robert M. Ives, a colonel in the 36th Infantry during 
the war, and resident of the city since 1933, has been 
named general manager of the Wilson Stationery & 
Printing Company, Houston, Tex., recently announced 
E. C. Wilson, president. 

Mr. Ives was previously with Remington Rand, Inc, 
for 25 years as sales manager and field executive for 
Texas, with headquarters in Houston. He is a veteran 
of both World Wars and served overseas for 17 months 
in the past conflict. 


1947 


OFFICE APPLIANCES, February, 





FOUND WHERE 
BUSINESS SUCCEEDS 


iy STEELCASE |. 


Business Equipme. erit 


a 





Metal Office Furniture CO., GRAND RAPIDS 7, MICHIGAN 
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1. ADVANCED DESIGN IN FOAM LATEX CUSHIONS 


2. 


3 


4 


Greater anti-fatigue qualities and comfort are 
engineered into the new Foam Latex seat 
cushions, molded to an advanced scientific de- 
sign to eliminate pressure and permit better 
ventilation. Back cushions of Foam Latex. 


UNIQUE ALUMINUM CONSTRUCTION 

Designed, engineered, and produced in the 
modern manner, with the right material in the 
right place. Aluminease uniquely fulfills the 
demands of posture seating in its substantial 
major aluminum construction, with steel spindle 
and back support. 


COMPLETE BUMPER PROTECTION 

Aluminease offers complete protection with a 
new type rubber bumper around the entire seat 
—an integral part of the construction, not just 
attached— yet easily replaceable. 


REVOLUTIONARY NEW BACK AND TAILORED COVER 

So different in its built-in qualities, the Alumin- 
ease back is indeed revolutionary in scientific 
comfort and beauty. The new back cover is trim 
and tailored —and readily replaceable. 


POSTURE CHAIR COMPANY, INc. 


1205 CHARLOTTE STREET © KANSAS CITY 6, MO 
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BILL COX JOINS QUEST ORGANIZATION 
W. H. (Bill) Cox, a member of the sales staff of the 
Carter’s Ink Company for nearly 42 years, recently 
joined the Quest Manufacturing Company, another 
ribbon and carbon firm, as vice-president. Mr. Cox 
came from England in 1905 and joined the Carter staff 
in St. Louis, Mo. Two years later, he moved up to the 








W. H. COX 


Chicago office of Carter’s, where he remained as a sales 


| representative until last fall. 


Being a contributing, helpful type of man, Mr. Cox 


| has earned a fine reputation among dealers and has 
| achieved an excellent sales record. Experience and 
| training equip him admirably for successful activity 


in his new connection. 
2 


POSTERS WARN THAT “KILLER” FOLLOWS BING 

Bing Crosby had better look out! 

According to thousands of handbills being distrib- 
uted throughout 190 cities Crosby is being followed 
every “Bingsday”—andsby a very sinister appearing 
character, too! bpd 

The handbills, basis 6f a unique scheme to promote 
ABC’s Henry Morgan show, picture the season’s new- 
est comedy star in a typical rogue’s gallery “mug” 
shot against a background suggesting prison bars. 
The bold-type caption shouts “Warning! This Man 
Is After Crosby. Look for him. Already he has slain 
thousands of radio listeners. It is known that he 
follows Bing Crosby every Wednesday night. Get to 
know his voice and characteristics. After Bing sings, 
tune in—ABC Network—Wednesday nights ... fea- 
turing Eversharp Schick Injector Razors and Blades.” 

Appropriately, the scowling, sinister picture is la- 
beled “Henry (Killer) Morgan and bears the number 
764,305,106 7/8.” 

The promotion idea was originated by the Biow 
Company, agency for Eversharp, but details are being 
handled by Ray Marcus, advertising manager of Ever- 
sharp’s shaving instrument division. 

as or 
ART METAL SAFE STANDS UP IN FIRE 

A report from S. D. Bradner, Art Metal Construction 
Company, Jamestown, N. Y., district manager in 
Seattle, Wash., contains the following information on 
the performance of an Art Metal safe: 

“The Dallam Furniture store burned out in one of 
the hottest fires Wenatchee, Wash., ever had. They 
had an Art Metal No. 182 safe in their office contain- 
ing their most important records. These records later 
proved the value of the firm’s inventory and collection 
for a 100 per cent total loss was made on the basis of 
these records. The safe fell into the basement and 
landed, casters in the air, on a pile of coal which 
caught fire and gave the safe a further severe destruc- 
tive heat process. The safe could not be opened for 
eight days and the combination was melted off as well 
as the handle. . . . Inside the safe, the records were 
completely intact and provided the basis for prompt 
settlement of all insurance claims.” 
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Study the VICTORY trans- 
‘ion fer case carefully. Startl- 
s ing selling features are 
revealed in comparison 
tes with ordinary lines. Con- 
in- vince yourself—read the 
iter h ee 
eve: next three pages closely 
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jfjxs NICTORY 


Transfer Storage Case 


Compare the features of the>Victoryavith 
the ordinary type illustrated abdve... There 
is a distinct difference which is apparent 


at once. 


Victorys stack neatly and will not teeter 
or rock because tops and bottoms are 
smooth and even. Note how the cover 
moves out of the way . . . no obstructing 
flaps to hold back when referring to con- 
tents. But, this just scratches the surface 
of the many Victory features. (Ceek 
the opposite page for a more complete 


story of this popular case. 




























SOLID FIBRE BOARD 


Constructed throughout from heavy fibre 
board—not corrugated. With every case id 
‘2? 


® 


comes a reinforcing apron. When placed 
inside it gives added strength where it is 


2S RAY aE 


needed most. 


SLIDES EASILY 
Tops and bottoms are smooth. This case 
will not rock when in place—slides off stack 
without effort. 





NO GUMMED TAPES 
Entire case is one piece and metal stitched 
at the factory. No mess or fuss to put into 
use—less chance of coming apart. 





COVER ATTACHED 


It’s part of the case and extends clear across. 
No confusing flaps to close like ordinary cases. 





ONLY ONE FASTENER 
The wrist flicks and it’s open—flick—it’s 
locked tight. The fastener is on the side - - 
out of the way when stacking. 
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You have just read on the preceding 
pages of the unusual features of the 
case itself. Here is one more that 
dealers say should not be overlooked. 


30 SECONDS 
to set one up 


Like other cases, VICTORYS are ship- 
ped knocked down, but what a differ- 
ence when you set them up. Here’s 
how you do it. Have top away from 
you; see that the four pointed flaps 
on ends are inside, then push the two 
end walls in, insert the long apron— 
and it is ready to use. So simple and 
sure anyone can do it. 


No Bothersome 
Gummed Tapes 


No sponge, no water—you do not 
have the fuss that goes with ordinary 
cases that depend on gummed tapes 
to hold them together. VICTORYS 
are metal stitched at the factory— 
there is nothing to wear, nothing to 
come loose and the absence of gum- 
med tape removes the lure for vermin. 





Six letter-size Victorys (No. 7591) are 
shipped folded up in a compact container— 
size only 74"x20"x37". 





That’s right! The average person can have 
the contents of the above container—six 
letter-size cases—neatly assembled in ap- 
proximately three minutes. 
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Since CLE 1892 
MELLEL ALTO 


NEW YORK 13: The Weis Mfg. Co., 54-56 Franklin St. 


CHICAGO 6: Associated Stationers Supply Co. 


Boston 10: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 


OMAHA 8 OKLAHOMA CITY 1 


ForT WoRTH 1 


HOUSTON 2 
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"The Adventurers’ Club” 


launched over 
C.B.S. network 
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“The Adventurers’ Club”, Sheaffer's sensational, new radio pro- 
gram is selling SKRIP and Fineline Leads faster than ever. Each 
Saturday, on 155 C.B.S. stations this thrilling show carries the 
Sheaffer sales message into millions of American homes. 

Dealers everywhere are taking advantage of this new sales 
stimulant by replenishing their stocks now. You, too, can cash in 
on the explosive effects of ‘The Adventurers’ Club” by following 
their lead. Recheck your stocks now ...be prepared for the re- 
sulting sales of Sheaffer's new, power-packed show. Order your 
stock of SKRIP and Fineline Leads today! 


TWO GREAT SHEAFFER SHOWS NOW! 


SATURDAY: "The Adventurers’ Club” 11:30 A.M., E.T.; 10:30 A.M., C.T.; 9:30 
A.M., M.T.; 8:30 A.M., P.T. CBS Network. 

SUNDAY: "Sheaffer Parade,” starring Carmen Cavallero and Clifton Utley, 
noted news analyst—3 P.M., E.T.; 2 P.M., C.T.; 1 P.M., M.T.; 12 Noon P.T. NBC 
Network. 


W. A. SHEAFFER PEN CO., FORT MADISON, IOWA 


SHEAFFERS 
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STATEMENT 
POLICY 


We have built up an Office Paper Fastener Business, 
every facet of which is constructed on the maintenance 
of our Retail Fair Trade Contracts hy every retailer and 










on the basis of no discrimination between customers. 





Please write us for particulars on our 
plan for select distribution of Markwell 
Office Type Stapling Machines and 





MARKWELL MFG.CO. 


Dealer Division 
Office Products Department 
200 HUDSON ST. 


NEW YORK 13, N. Y. 





















Calendar of 
Industry Activities 











March 9-12. Wholesale Stationers Association, Hotel 
New Yorker, New York, N. Y. H. C. Whittemore, Secre- 
tary-Treasurer, 250 Fifth Ave., New York, N. Y. 

March 21-23. District No. 9, NSA, Hotel Frances, 
Monroe, La. Armand Breard, Regional Governor, Mon- 
roe Office Equipment Company, Monroe, La. 

March 28-29. District No. 8, NSA, Hotel Muehlebach, 
Kansas City, Mo. Roy Moreland, Regional Governor, 
Schooley Printing & Stationery Company, Kansas 
City, Mo. 

April 15-18. District No. 12, NSA, Los Angeles, Calif. 
Edward H. Wobber, Regional Governor, Wobber’s San 
Francisco, Calif. 

April 21-22. District No. 12, NSA, San Francisco, 
Calif. Edward H. Wobber, Regional Governor, Wob- 
ber’s, San Francisco, Calif. 

April 24-25. District No. 10, NSA, Hotel Utah, Salt 
Lake City, Utah, A. W. Stevenson, Regional Governor, 
Steve’s Office Supply, Ogden, Utah. 

April 27-30. National Association of College Stores, 
Statler Hotel, Cleveland, Ohio. Russell Reynolds, Ex- 
ecutive Secretary, 189 W. Madison St., Chicago 2, Il. 

May 2-3. District No. 4, NSA, General Oglethorpe 
Hotel, Savannah, Ga. Zac Smith, Regional Governor, 
Zac Smith Stationery Company, Birmingham, Ala. 

May 9-10. District No. 5, NSA, Netherlands-Plaza 
Hotel, Cincinnati, Ohio. Merritt Ober, Regional Gov- 
ernor, Stationers, Inc., Indianapolis, Ind. 

May 14-15. District No. 1, NSA, Copley-Plaza Hotel, 
Boston, Mass. Bernard Willander, Regional Governor, 
Thomas Groom & Company, Boston, Mass. 

May 19-20. Stationers’ Guild of Canada, Vancouver 
Hotel, Vancouver, British Columbia. Fred Smart, Sec- 
retary-Manager, 210 Dundas St., West, Toronto, Can- 
ada. 

May 21-23. District No. 7, NSA, Nicollet Hotel, Min- 
neapolis, Minn. Floyd G. Kongsvik, Regional Governor, 
Curtis 1000, Inc., St. Paul, Minn. 

May 25-28. National Office Machine Dealers Asso- 
ciation Twenty-first Annual Convention, Hotel Whit- 
comb, San Francisco, Calif. Richard H. Koch, Execu- 
tive Secretary, 818 Winters Bank Building, Dayton 2, 
Ohio. 

May 25-27. District No. 6, NSA, Pere Marquette 
Hotel, Peoria, Ill. G. O. Stevens, Regional Governor, 
Stevens, Maloney & Company, Chicago. 

June 6-8. District No. 11, NSA, Hotel Davenport, 
Spokane, Wash. Ralph B. Ortel, Regional Governor, 
Shaw & Borden Company, Spokane, Wash. 

June 19-21. District No. 3, NSA, Hotel Brighton, 
Atlantic City, N. J. W. H. Patterson, Regional Gov- 
ernor, Johnstown Office Supply Company, Johnstown, 
Pa. 

Sept. 28-Oct. 2 National Stationers Association 
Forty-first Annual Convention and Eleventh Merchan- 
dise Exhibit, Hotel Stevens, Chicago. Paul E. Burbank, 
General Manager, National NSA Headquarters, 740 
Investment Building, Washington, D. C. 


a 


ELLISON MAKES CIRCUIT TRIP 

Roy H. Ellison, sales promotional manager, Speed 
Products Company, dropped in upon the Great Lakes 
Travelers Club on January 31, after completing a trip 
that took him west to California, Oregon and Wash- 
ington, and south to Texas. He called upon dealers | 
in all communities he visited for whatever help he 
could give in the further development of their sta- © 
pling machine and supply business. 
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AMERICA’S FIRST TYPEWRITER PRE 


IMeyboard 
Margin 
Gontrol’ 





get 


Betty Grable and Dick Haymes 
“THE SHOCKING MISS PILGRIM” 


A 20th CENTURY-FOX TECHNICOLQR PRODUCTION 


ANOTHER REMINGTON RAND FIRST 


“Flick the Key—Set the Margin!’’ ' 


eo “THE SHOCKING MISS PILGRIM” has Betty Grable playing a role that is of marked 
Other Firsts 


interest to every typist, to every employer throughout the country. A compari- 


that Appeared Firat son of the reception given a typist today, with that given Miss Pilgrim, em- — 
De amenion s »hasizes the tremendously important role the typist and her typewriter 
Dnet 7 phasi e tremendously important role the typist and her ty ter have 


in our economy. Keyboard Margin Control, the latest triumph of Remington 


S; FIRST—in 1873—to manu- 


: Rand research and development engineers, is notable, too! With this dramatic 
y > facture a practical typewriter. 


Sx, Personal Touch, instantly ad- new feature, margins can be set instantly... positively...exactly where they 
—j#D ~ justable to your own typing 


YS touch for smoother typing. are wanted—at the mere flick of the key. The New KM(C* Remington is pre- 


eoee All Plastic Keys, ring-free and 
SS finger-fitted for your comfort. 


——— ee 


ferred for its Personal Touch, its speed, its versatility, for the beautiful letters 


a Key Trip, a fiick of the finger 
RA instantly releases keys that are 
jammed through a mis-stroke. 





it produces ... for its host of other exclusive features. See this superb New KMC 


Remington ...Call-your nearby Remington Rand office or representative today. 
Longer Writing Line gives up 


er 
=S—> to a full extra inch of typing 
width on all carriage sizes. 


SS Unit Construction makes clean- 
AD ing easier, assures longer life. 
p Silent, Lighter Carriage Re- # 

VAS turn, roller-bearing mounted, 9g 
‘== makes typing easier, fastef. THE FIRST NAME IN TYPEWRITERS 


ee *KMC and Keyboard Margin Control Trademark ae 
ee , 
—!2 Copyright 1947 by Remington Rand tne. : Makers also of world-renowned Remington Rand Portable Typewriters 

































We h HARD TO FIND PLASTIC 


i DRAWING <<< RULING DEVICES 


TRIANGLES 
Hard to find, but we have them Va “ mproved with t 
for speedy delivery. Easy to . 
sell, because the C-Thru name 
on drawing and ruling devices 
is accepted as a symbol of 
quality the country over. Our 
policy of developing new items, 
and improving others is paying 


ADJUSTABLE TRIANGLES 
dividends to alert dealers who 


size of sturdy, clear 


are taking advantage of t inflammable plastic. Ne 


truding rivets or sharp points 


C-Thru’s progressive, aggres- 


sive merchandising. Order 
QUADRANT PROTRACTORS 
these fast sellers from C-Thru | 
Also is a center finder, a ruler 
today, and profit by our unex- B slala. engle, and € compois 


A 


H J S me tad enanceblo. draticn < 
celled delivery schedule. ‘ g An indispensable drattsman 
aia 


SLIDE RULERS 


Has dex 
eq ivzell=tahis 


PO LEER ee eh TE mee tl AN 9 la with ealshia 
( Qqg fru Ww IC 





PROTRACTORS 


C nr lat Ene at ci stic we 
Complete line of circular ana 


emi-circular olde idelarela: 


A complete line of other quality drawing, ruling and 
computing devices. 





RULERS + TRIANGLES + NAVIGATIONAL INSTRUMENTS * STENCILS * PROTRACTORS + OTHER DEVICES 


atone : cH 
= = 


ir" ll (By Ll Tele 3 
- filet linyilty 


i HAR TF O Re Cc 

















90 OFFICE APPLIANCES, February, 1947 








OF 




















a Plobek brief bag 





is the executive’s chotce 


















































a name Mashek is your assurance 

of merchandise that will please even the most discriminating customer. For nearly half 
a century Mashek craftsmen have been producing the finest brief bags. 

brief cases, portfolios and ring binders. To better serve those quality minded 
customers—men who demand the finest in leather goods— 


feature Mashek, the prestige line! 


) \ Sao 
IF IT’S MADE OF LEATHER \*X- MASHEK MAKES IT BETTER 


eames 


BRIEF BAGS * BRIEF CASES ° ZIPPER ENVELOPES RING BINDERS * PORTFOLIOS 


CHICAGO NEW YORK LOS ANGELES 
1049 S. Kildare 1270 Broadway 903 Brack Shops, 527 W.7th Si. 
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s Code 3 per” in every box 
longet ER Kote oO” of Codo Super- 
TED, ron Treated, Super Kote 
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Bite: MFG. CORP. 


529 South Franklin St., 


Chicago7 
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Factory: Coraopolis, Pa. 


270 Lafayette St., 


ae as 





IBM APPOINTS CHARLES E. LOVE 

International Business Machines Corporation re- 
cently announced the appointment of Charles E. Love 
as IBM general sales manager. He was previously 
sales manager for its western district. 

A graduate of Hobart College, Mr. Love joined IBM 
in 1932 at Rochester, N. Y., and served as a student 
and senior sales representative in the Boston, Mass., 
office. Later he served in several sales executive 














CHARLES E. LOVE 


capacities in Portland, Me., Peoria, Ill., and Chicago, 
subsequently becoming an instructor in the IBM em- 
ployees’ training school at Endicott, N. Y. He later 
served successively as electric accounting machine 
division manager in Boston and Chicago. 

In 1944 he entered the U. S. Navy, from which he 


| was discharged early last year with the rank of lieu- 
| tenant, and returned to IBM as sales manager of its 


| western district. 


anise alii 
E. J. CHAPMAN FIRM SELLS TO HOLLADAY 
Forrest Holladay recently announced the purchase 


of the E. J. Chapman Company, Portland, Ore., effec- 
tive January 1. The new firm will be known as Hol- 


| laday Business Machines, Inc., operated by Forrest 
| Holladay and C. A. Wood, present controller and busi- 


ness manager. Robert O’Day, active in Portland office 


| equipment and supply industries for 25 years will 
| manage the new store, as well as the firm’s stationery, 





printing and refinishing divisions. 
E. J. Chapman, at the same time, announced his 
retirement from business after more than 40 years 


| of serving Portland business firms in office stationery, 
| printing and furniture lines. As a veteran stationer 


Ed Chapman has been an active member of the Ore- 
gon Stationers Association and is a past-president of 
the Pacific Northwest Stationers Association. 

Before assuming the presidency, Ed was sécretary 
of the Northwest Association and made it a point to 
collect the records of the organization and compile 
its history from the beginning in 1909. As a member 
of the Portland organization, he has consistently led 
active support to every progressive program of his 
contemporaries. 

Forrest Holladay, the new owner, came to Portland 
during the depression 30’s to represent the Allen Busi- 
ness Machines and allied lines. His operations in this 
field have been outstanding and his competitors wel- 
come him in the commercial stationery business. 

Mr. Holladay said that the concern’s store at 318 
S. W. 9th Ave., and the new store at 313 S. 5th Ave. 
will be maintained, the latter to be remodeled as soon 
as materials are available. The 9th Ave. location was 
remodeled a year ago. 

In retiring as a stationer, Ed Chapman says he plans 
an extended motor tour of the country before return- 


_ing to his Lake Grove home where he may indulge 


in some real estate operations and the practice of 
' law, for which he has long been qualified. 
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» +++ +++ GOODFORM ALUMINUM CHAIRS --~ G-F STEEL DESKS +----- 





:  @ 
: (Gfoodform 












Adjustable Aluminum Chair 


No. 2123 


This aluminum chair with five adjustments will provide 
comfort and increased efficiency for all secretaries and steno- 
graphic workers. It is in great demand because it is consid- 
ered the finest chair of its kind. It is “tops” in design and 
quality and we aim to keep it that way and also to keep it 


rolling off our production lines in ever increasing quantities. 


THE GENERAL FIREPROOFING CO. 


Youngstown 1, Ohio 


+ ee « SUPER-FILER—THE MECHANIZED FILE~-- +++ G-F STEEL SHELVING -++*> 
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“AT YOUR SERVICE" is a phrase we've 
heard far too seldom during the past years. 
Because we realize that the industry ap- 
preciates all that the words imply, we're 
trying to give them more meaning with 
each passing month. Although manpower 
and material shortages may continue to in- 
terfere with our plans, Vail will remain 
"SERVICE-CONSCIOUS." Rest assured 
that the Vail standard of quality will re- 
main constant . . . we feel keenly our obli- 
gation to provide our trade with the max- 
imum supply possible, under present condi- 
tions, of the highest quality paper fasten- 
ing devices on the market. 


VATIL 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 19, Illinois 
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FRIDEN COMPANY STARTS ON NEW UNIT 


A huge new expansion program of their plant at 2350 
Washington Ave., San Leandro, Calif., was recently 
undertaken by the Friden Calculating Machine Com- 
pany, a program which will immediately add more 
than 30,825 square feet of space to their already large 
plant, it was announced by John M. Lund, vice-presi- 
dent and general manager. 

This new unit is but one of five planned for 1947 by 
the company, the other four to be contingent upon 
approval of Governmental agencies relating to con- 
struction. 

Over all, the new unit now started is expected to 
cost approximately $127,000, to be completed by June 


_ of this year. 


This new addition will permit moving from present 
quarters of the sub-assembly and final assembly de- 
partments to the new space, and the vacated area will 
be used to enlarge working quarters of other depart- 
ments and in this way increase production facilities. 

Tn 


| SALES INDOCTRINATION FOR NEW PARKER MEN 


During the past 90 days, Parker Pen Company, 


| Janesville, Wis., reports the hiring of 60 new men 
' who will make all stops except franchised Parker 


“51” accounts. In by-passing “51” franchised dealers, 
the added sales staff will be concerned, it is announced, 


| with the merchandising of Vacumatics, the new “VS” 
| pen line ($8.75) and ink. 


The training of the new Parker salesmen was a 


| two-part plan. Most of it was largely an indoctrina- 


tion in the Parker way of making pens and doing 
business. The division offices followed the Janesville 


| indoctrination with actual sales training in the terri- 


tories involved and under the conditions which would 
prevail in each market area. 
a 
D. EMERSON GEORGE NAMED BRANCH HEAD 


D. Emerson George, for the past 16 years manager 
of locker sales for Berger Manufacturing Division, 
Republic Steel Corporation, has been appointed man- 
ager of Berger’s New York City branch, according to 
a recent announcement by R. W. Helms, general man- 


ager of sales. 


Mr. George will be succeeded in his present position 
by William J. Young, Jr., a member of the sales de- 
partment who started with Berger in the sales depart- 
ment in 1939 and later was transferred to the Detroit 
branch sales office selling lockers, shelving and office 
equipment. 

Sa de cee ann 
P. J. MURRETT DISCUSSES ’47 PROSPECTS 

P. J. Murrett of Ryan & Williams, Buffalo, N. Y., 
had this comment to make regarding prospects for 
this year: 

“The business outlook is very good for at least six 
months of 1947; after that, we expect a tapering off 
of purchases. 

“It is anticipated that steel files and desks will be 
more plentiful during 1947. At the present time, wood 
furniture is still scarce due to the shortage of prop- 
erly seasoned wood. Filing folders and loose leaf sup- 
plies are very much in demand but due to anticipated 
purchases our supply is very good.”—GET. 

—— o— 2 


REPORT COLLECTIONS FROM SALES TAX 
The research division of the Oklahoma Tax Com- 
mission has just released a report showing that 54 
office and commercial furniture and equipment deal- 
ers collected $5,194 in the state two per cent sales tax 


_during October, 1946, as compared with $3,047 by 35 


in October, 1945, an indicated gross sales increase of 
70.44 per cent. 

The report shows 74 dealers in office machines and 
cash registers collected $7,835 as compared with 55 
collecting $3,910; an indicated sales increase of 100.35 
per cent.—EWF. 
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Also 2, 3 or 
5-Drawer Sizes 
We also manufacture a 
complete line of steel 
storage and wardrobe 
cabinets. Write teday 
for full information. 
























Extra strong! Sturdy 6- Torque plate reinforce- 
post frame, rigid cross- mentunder each drawer 


reased profits—check today on 
§. They're packed with features that 
g customer satisfaction, and they’re 


bracing, full-opening shelf. Rigid frame con- 
drawers. struction! , 


DO. 


Suspension cradle guarantees smooth-action 
| erever there are moving parts on an A-S-E file, 
— ee d them frictionless. 





movement, positive side locking follower block is 
ily adjustable every ¥% inch. Drawers pull out even with 
file, giving 26%-inch lineal filing space. 


e For information on these and other hidden A-S-E features, 
write today for complete information. There’s no obliga- 


tion, of course. 





“proof fin- 
are of genu- 


e, beautifully --- FOR BETTER FILES—BETTER SEE A-S-E... 
id. 


ALL-STEEL EQUIPMENT, INC. 


600 CLEVELAND AVENUE, AURORA, ILLINOIS 
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Makes VIEWPOINT 


the Pencil of the Experts : 


@ The super-thin tubular stainless steel tip 
holds and extends the lead without any 
breaking —insures perfect visibility! Because 


VIEWPOINT has—the tip that protects and... 


; 


Made ovly by 
DIXON RITE-RITE * 





BACK AGAIN 
IN LIMITED 
SUPPLY 


$]25 


es 
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shit 
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TRADEMARK REGISTERED U. S. PAT. OFF. 





@ The sharpest pencil in the world! The 
perfect pencil wherever fine writing is a 


must — figures, stenography, drafting! 


The RETE-RITE Wr 


%* Rite-Rite Trade Mark 
Reg. U. S. Pat. Off. 


* Pencil covered by many 


patent incl. No. 2-170.734 BA YoN Td CHmc) (o)'] STURT Lol Es 





Subsidiary of JOSEPH DIXON Crucible Company 


I Sa A 
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THEY SELL - THEY 
PLEASE - THEY REPEAT 





SLAB, LATEX 
FOAM RUBBER 


CHAIR 
CUSHIONS 














Fairtoam_ 


a contribution of scans to 
luxurious comfort 


®@ Prevents fatigue 


@ Prevents wear (and shit \e sagt 
onclothing _ a3 : S 


It breathes; it cools — 
® Dust-proof; lint-proof — 
® Moth-proof; verminprk ; 
® Sag-proof eS ie 
* 






























IN 
D Lasts a lifetime = I 
7 eS . 
1” CUSHIONS 1%” CUSHIONS 2”. CUSHIONS: 5 | 
3 Fairfoam Line Fairfoam Line Fairfoam line = 
(slab, latex foam rubber) (slab, latex foam rubber) (slab, latex foam rubber) a “a t 
No. 10 S, Steno size, No. 15'S, Steno site ree No. 20 S, Steno size, aise oa 
Ni ech fe. es $4.90 es ge $5.60 list each. seer $6.50 ay ; 
i No. 10 E, Executive size, SO ah Peruse: 2 eee No. 20 E, Executive sas ue We te i 
: list G008 vajiccacccsdenes 5.20 ie 15 ragespikE! size, ving list GOH... -<sssendee-,cis ie. 700° ‘ 
‘ SECON sie: ijaupeaegtaaica yy ete 6.30. nee a ga ae ; 
Fe _.... De luxe line ae AS: E De Luxe Line 
(50% flaked, latex foam rubber All cushions ore covered with [50% wren” latex tigre ru 
and 50% cotton felt) and 50% cotton felt). . 
No. 62, Steno size, it yh @ a etait No, 45, Steno size, 
OE INN si nncs facta ok asso teases $2.70. See ON INE OINSr) Che Gre list each 35:4: Gaghs.... Aiea 
No. 64, Executive size, - available in brown, green and No. 46, Executive ze, 
IED, 52. sinan tion poeamgsties 3.20 maroon. i a list each .. sees is i 
: 
FAIR FURNITURE COMPANY 
= 1197 McCarter Highway * Newark 2, N. J. 
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Tubular Edge \nsertable 
INDEX TABBING 





mye It’s the 
YU, Original 






New Colorful Package 
AICO-GRIP is 


the strongest tabbing available. 
Heavier gauge cellulose . . . will not 
crack or warp. 


More convenient to use and apply. 
More durable in action. 
Individually wrapped in Cellophane. 


The original tubular edge tabbing, 
making it possible to insert titles 
quickly and easily. 


Aico Products sold only through stationers. 


Distributed in Eastern States by 
AIGNER INDEX CO. 
97 Reade St., New York 7 


New Permanent Sales Room 
Elmer Krumwiede and Associates, 336 8S. Jefferson St., Chicago 6, Ll. 

















AICO GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 
CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


PRODUCTS 











Ti > 
“ 
503 S. JEFFERSON ‘ CHICAGO 7, ILLINOIS 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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STRATFORD PROVIDES NEON DISPLAY 


Individual neon signs for windows and counter dis- 
plays have been provided by the Stratford Pen Cor- 
poration, Salz Building, New York 1, N. Y., to boost 
sales of Stratford Regency pens. 

These signs are made of metal and glass with a 
three-color sculptured background and two colors on 
the cover glass. Three-dimensional in design, each 
neon display features an actual Stratford Regency pen 





THE DEPENDABLE PEN 


STRATFORD REGENCY NEON DISPLAY 


set under glass. The display is 21 x 7 inches overall, 
works on 110-volt AC current and is approved by the 
National Board of Fire Underwriters. 

Available to Stratford dealers on a “rotation” plan, 
the signs may be borrowed without charge for a 
period of time, to be displayed as the dealer wishes. 

Requests for the signs, part of an extensive national 
advertising campaign, may be given to Stratford sales 
representatives or addressed directly to the Stratford 
company at the New York address. 


“WED DI 


The marriage of Miss Ruth Todrank, daughter of the 
late G. A. Todrank, of Evansville, Ind., and Fred R. 
Harrell, of Jacksonville, Fla., took place on Friday, 
January 25, in the Bethel Evangelical and Reformed 
church in Evansville in the presence of the immediate 
family. 

Mrs. Harrell is a member of the firm of the G. A. 
Todrank Company, dealers in typewriters and office 
supplies at 15, S.W. Second St., Evansville. Upon the 
death of her father about two years ago, Mrs. Harrell 
took charge of the business and successfully con- 
ducted it. When her brother, Donald Todrank, was 
discharged from the U.S. military service, he returned 
and became associated with the firm and with the 
assistance of Mrs. Harrell conducted the business and 
made many improvements in the store. Mrs. Harrell 
will continue to have an interest in the business. She 


| will travel with her husband, and when in Evansville 
Mr. and Mrs. Harrell will make their home at the 


Todrank residence at 825 East Powell Ave., Evansville. 
Mrs. Harrell’s father started the successful operation 
of G. A. Todrank Company several years ago.— WBC. 


* *” + 


Ray A. Casford, formerly of Lincoln, Nebr., who is 


| associated with the International Business Machines 


Company, Shreveport, La., was married recently to 
Miss Gladys Gamel, daughter of Mr. and Mrs. Walter 
Gamel of Taylortown, La., in a wedding ceremony 
which took place in the chapel of the First Methodist 
church of Shreveport, La., with Dr. Dana Dawson 


| Officiating. 


Mr. Casford is the son of Mr. and Mrs. E. D. Casford, 


| of Tecumseh, Nebr., and before entering the armed 


forces in 1940, was associated with the Dallas, Texas, 
offices of the International Business Machines com- 
pany. After serving three years in the south Pacific 
he returned and was transferred to the IBM offices 
at Shreveport. 

Mr. Casford attended the University of Nebraska 
at Lincoln, and is a member of Kappa Sigma fra- 


| ternity—GMH. 
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@ We are convinced that one of the major reasons 
for the success of The H. H. West Company is our 
policy of letting the customer see—and touch— 
practically all the merchandise we have for sale. 

At the desk pad counter for instance, we have 
four or five different pads, some fully equipped 
with calendars, small blotters and envelope openers 
—others plain. If the customer so desires he may 
pick up the pad, examine it thoroughly, and make 
any comparison he wishes. We have no “Do Not 
Touch” signs in the store, nor do our sales people 
stop customers from handling the merchandise 
for fear of ruining it. More times than not, the 
customer sells himself on a particular product and 
the sales person does no more than make out 
the sales slip. 

Some merchandise is destroyed or soiled by 
this continual handling, but these losses are insig- 
nificant compared to the profits on increased sales. 

Incidentally, our per-person sale is now about 
twice the statidnery-store average . . . because few 
customers who drop in for a note-book or some 
other small purchase can resist the tempting open- 
displays of new gifts, household goods and office 
equipment. 

The only merchandise that we do not display 
in open cases are the most expensive items. 

Our highly profitable fountain pen and pencil 
department is strategically placed so as to get the 
customer’s first attention as he enters the store. 
Every item is dramatically displayed. Our pre- 
ferred display space goes to the sets that are most 
handsomely designed . . . most handsomely boxed! 
Eversharp cases are a good example—especially 
the Eversharp Command Performance and $64 
sets. They're so rich-looking, so beautiful, that t 
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customer is more than half sold even before ii 
takes the pen in his hand. E 
Every stationer has different selling problems, 8 
and what goes great for one store in one city might “9 
not work for another. However, our 99 years of 
experience has proved to us that the more mer- — | 
chandise a customer can see and handle. . . the 
more merchandise is sold! 3 








































99 





HOW TO BOOST SALES WITH 


Bassick 






One sure way to build a business is to turn new cus- 
tomers into “old customers’. Bassick chait equipment and 
floor protection equipment are universally recognized as 
tops in the field . . . constantly attract new customers. At 
the same time, the service performance of Bassick equip- 
ment gives utmost satisfaction . .. converts new customers 
into “old customers’’ by securing repeat orders . . . and 
helps build traffic on other items as well. 

Yes, there’s real PROFIT handling Bassick floor protection 
equipment . . . ““Diamond-Arrow”’ Casters . . . ““ NoMar”’ 
Rests, Cups and Slides. The Bassick Company, Bridgeport 2, 
Connecticut., Division of Stewart-Warn¢r Corporation. 
Canadian Division: Stewart-Warner:Alemité Corporation, 
Ltd., Belleville, Ontario. r 


r 
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“Diamond-Arrow" casters 
Make chairs roll.with ease 
Every time you seil a set 
A customer you'll please. 











APPOINT TWO NEW SAINBERG OFFICERS 


| Robert B. Sainberg, president of Sainberg & Com- 
pany, Inc., 37-43 West 26th St., New York, N. Y., manu- 
| facturers of desk pads, desk sets and desk accessories, 
| recently announced the appointment of two new ex- 
| ecutive officers, both veterans, as part of the com- 
| pany’s new expansion program. 
| Roy Sainberg, who has been with. the company for 
approximately ten years, has been named vice-presi- 
dent and production manager. He is the third genera- 
| tion of Sainbergs to be in the business, the company 
having been founded by Louis Sainberg in 1892. One 























ROY SAINBERG BERNARD MERCER 





of the early participants in World War II, Mr. Sain-: 
berg was at Pearl Harbor on December 7, 1941. Since 
his discharge from the service, he has been instru- 
mental in the expansion of the company’s physical 
production facilities and although only 30 years of 
age he brings to his new appointment an impressive 
record in operational management. 

Bernard Mercer, who has been with the company 
since his release from active service in February, 1946, 
has been named executive vice-president and general 
sales manager. A captain in the Intelligence Division 
of the U.S. 8th Air Force, Mr. Mercer served for two 
years on the personal staff of Lt. General Jimmy Doo- 


| little. Prior to his Army service, he was for five years 


a practicing attorney with one of the leading law firms 
in its field in New York City. He has had extensive 


| experience in sales promotion work and is now rapidly 
| implementing the company’s new expansion policy 


which will be based on additional sales representation, 
increased trade advertising and an active direct mail 
program. 

————=— 2 


ART METAL CREATES SCHOLARSHIP PROGRAM 


Art Metal Construction Company, Jamestown, N. Y., 
is now engaged upon a community activity in James- 
town which promises to create additional goodwill 
for the company. Three scholarships. are to be 
awarded to high school seniors in the area who win 
them in a quiz contest broadcast over the Jamestown 
Station, WJTN. The subject matter of the quiz‘is lim- 
ited to current events, items of common knowledge 
and study courses completed or currently in process. 

The students qualified for the test through the ex- 
amination conducted at the Jamestown High School 
on February 3 and 4. The top ten in the examination 
are on the air for 18 weeks in the series of quiz 
programs. 

oe 


LITTLE ROCK FIRM TO NEW LOCATION 


Capital Typewriter Company, 216 W. Capitol St., 
Little Rock, Ark., is now in its new home at this 
address, moving in while painters were still at work 
and glass front was installed. It shows new shipments 
of cash registers, its usual line of typewriters and 
adding machines, and has expert repair department.— 
CG. he 
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HE exclusive Shaw-Walker dealer leads the 
field with products available from no other 


source, exclusive items that buyers want. 


You can’t sell a Shaw-Walker file, a New Low 
Desk, a Fire-File—unless you are an exclusive 
Shaw-Walker dealer. The Shaw-Walker franchise 


is available only on an exclusive basis. 


Each of Shaw-Walker’s 8000 items is designed 
to conserve and direct human energy for most 
productive office work. These items bring results 


to Shaw-Walker users. 


Shaw-Walker users can point to substantial in- 
creases in offite production, space savings, time 
savings—all vitally important for the all-out pro- 
duction required today. 


Sources of Profit 





Until we can render prewar service we will con- 
tinue giving our entire production to the estab- 
lished Shaw-Walker exclusive déalers. — The 
Shaw-Walker 8,000-item franchise is the trade’s 
most valuable. It’s worth waiting for. 

“Built Like a 
Skyscraper” 





CHAW-WALKER 


MUSKEGON, MICHIGAN 








Prorrr ELements of Exctustve SAV FRANCHISE 


® Best Known Trade-Mark 


® A Single Source of Supply 
® §,000 Items ® A Flow of Sales Helps © The New Low Desk 
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® Simplified Selling Plan 
® Exclusive Merchandise 
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Precision engineered, sturdy Swingline 
stapler ...with its exclusive wide open channel for 

ve lUiia oun -1ek Sam leleletlale MelaleMigel'] o)(-thie-\-Melai lo), mann 

SAVES FIeme AND TEMPERS! 
Swingline stapler and staples make the 

speediest, smoothest-acting stapling team 


in any office, factory, home or school! 


SWINGLINE STAPLES 


100% round wire for greater 
strength and penetration. Requires 
less glue, insuring perfect clog-free 
performance. Look for them in the 


red and blue box at your stationer's. 


STAPLERS AND STAPLES 


Pr STAPLGe se. tt TACKS...IT PINS 


SPEED PRODUCTS COMPANY, INC., LONG ISLAND CHy oN. F 
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@ Powerful new advertising —big hard-hitting ads like 
the one at your left! 


@ Millions of new customers — being sold in top national 
magazines and trade papers: over 30 million readers! 


@ Strong selling story—only Swingline has the open 
channel for easier, faster loading, easier operation. 
Sturdy, streamlined, simple—it’s a precision office ma- 
chine. Swingline staples are the only 100% round-wire 
staples, pre-tested for hardness and tensile strength, as- 
sure greater penetration, less buckling. Can be used in all 
standard staplers. Here’s the perfect team for every office, 
every home, every factory, every customer. 


‘e Hard-selling sales helps — appealing displays, mat and 
electro services, consumer leaflets, to help you sell! 


The only “open channel” stapler... ihe only 100% round-wire staples 


SPEED PRODUCTS COMPANY, INC., 37-18 Northern Boulevard, Long Island City 1, N.Y. 
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TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK 


ILLINOIS 
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GENERAL FIREPROOFING PLANS 

Walter Bender, president of the General Fireproofing 
Company, Youngstown, Ohio, manufacturers of G-F 
metal office furniture and Goodform aluminum chairs, 


NEW BUILDING | 


recently announced that plans have been drawn and | 


bids are being taken from contractors for the erection 
of a new building to be added to the south end of 
the company’s Youngstown plant. 

The new building will measure 180 x 110 feet and 
will contain four stories and basement. It will be of 
modern steel and concrete construction and will pro- 
vide the company with an additional 100,000 square 
feet of floor space. 

“The large backlog of orders on hand and the con- 
tinuing high demand for G-F products from all over 
the world make this additional space necessary if we 
hope to maintain our present and future position in 
the industry,’ Mr. Bender stated. He also pointed out 
that some new products have been developed but 
before announcing them, space must be found for 
their manufacture. 

“Future demand for the company’s steel desks, files 
and aluminum chairs never looked brighter and we 
need this additional building in order that the com- 
pany’s operations can be expanded to meet that 
demand,” he said. 

It is planned to equip the building with new ma- 
chinery throughout which will result in the hiring 
of more employees and in an increase in the volume 
of business done by the company. 

The contract for the building will be placed as 
quickly as satisfactory bids are received and work 
started as soon thereafter as government approval 
is secured. 

It is hoped that the building can be completed and 
equipped so as to be in operation by next fall. 


ee ee 


PARKER PEN PAYROLL INCREASES $1,562,000 

During 1946 the Parker Pen Company, Janesville, 
Wis., did the largest year’s business in its history, 
it was recently announced by Kenneth Parker, presi- 
dent. Net sales were substantially larger than in any 
war year, or pre-war year. Personnel was increased 32 
per cent during the 12-month span. The community 
shared in this expansion and growth with the pur- 


chasing power derived from more than $6,000,000 | 


paid in wages and salaries to Janesville residents, an 























increase Of $1,562,000 over 1945. Wages continued on | 
a high level in spite of the company’s efforts to elimi- | 


nate.overtime hours. 
SO Re 
EXPAND OFFICE SUPPLY SERVICE IN MISSOURI 


Occupying floor space of approximately 2,500 square 
feet, the Pleasanton Observer-Enterprise, Pleasanton, 


Mo., Linn county’s biggest newspaper, will share the | 


space with the Linn County Office Supply, according 
to information from the owner and publisher, Marsh 
"A. Bradley. 

The new addition will supply Linn county and the 
eastern part of Bates county, Missouri, the only office 
‘supply in its trade*territory. 


It is planned to*Yetail-a complete ‘line of office sup- | 
plies atid stationery, besides operating a modern up- | 


to-date commercial printing establishment. 
ees 
NAME CLARKE & COURTS REPRESENTATIVE 


Hubert Cole, of Amarillo, Tex., has been named dis- 
trict representative covering 41 counties in the Pan- 


handle, South Plains and West Texas for Clarke & | 
Courts, the Southwest’s largest firm handling court-. | 


house supplies, legal records and office supplies —EWF | 


_ OO -o 


OPEN NEW OFFICE SUPPLY FIRM IN TEXAS 

Ed Bishop, formerly publisher of the Dalhart Texan, 
and Dan Eagle have opened the Bishop Office Sup- 
ply Company at Dalhart, Tex——EWF 
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COLUMBIA — APEX — COLONIAL — ATLAS 
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Rope ’Fm, 
COWBOY! 


Tackling a wild bear with rawhide ropes has some- 
thing in common with tackling a problem in busi- 
ness. You must be quick, for the bear is quick; 
you must be resourceful, for the bear is resource- 





ful; you must have alert coordination which | 
| pany, medicinal and carbonated waters, and became 
| general manager of Jones’ Restaurants, Inc., Cin- 


means tops in cooperation. 


Always our greatest service to the dealers who 
constitute our customers has come from working 
closely with them. Our "hands" always are as 
quick as the bear-hunting cowboy to respond to 
your demands. Their backing is a perfectly en- 


gineered line of metal filing equipment—an im- | 


proved line of “Andy units of stecl."’ 


Production still is slow, due to shortages over 
which we have no control. Still our thought is to 
cooperate with you to the limit and to solicit the 
privilege of doing more business with you just as 
quickly as a stepped-up output can be achieved. 


CARDINAL SALES, INC. 


Sole Distributors for Anderson-Hickey Co. 





5631 W. Madison Street ” 
Chicago 44, Illinois 


sandy vio 
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CALVIN LONG JOINS BROTHER, GEORGE S. 


George S. Long of George S. Long & Sons, 3100 
Losantville Rd., Cincinnati 13, Ohio, manufacturers’ 
representatives, recently announced the appointment 
of his brother, Calvin Long, as field representative to 


_ fill the vacancy caused by the death of his son George, 


Jr., last September. 

“Cal” has had many years of successful sales ex- 
perience and contact with the buying public. He will 
assist George S. Long in the territory selling Cramer 





CALVIN LONG 


Posture Chairs and other sidelines. The territory is 
West Virginia, Ohio, Kentucky, Indiana, Michigan, 
Illinois and Wisconsin. 

The new member of the firm is a native of Cin- 
cinnati, Ohio, and was active in collegiate sports, 
starring in football and basketball. He was associated 
with the Spinney Sporting Goods Company of Cin- 
cinnati after leaving high school. He managed the 
Corcoran Golf Club at Indian Lake, Ohio, and the 
Queen City Yacht Club of Cincinnati. Later, he was 
city representative for the W. T. Wagner’s Sons Com- 


cinnati. 
tig aml 5 ot 





RECEIVES CITATION—Lt. Comdr. William Diehl, Jr., receives 
citation from Capt. John G. Foster, Jr., as told in story which 
appeared on page 42 of the January issue. 

: natin 
BEN SNYDER III JOINS FIRM EXPORT DIVISION 


Ben Snyder III, son of B. M. Snyder, Jr., of the 
U. S. Typewriter Ribbon Manufacturing Company, is 
now working with the export division of that firm at 
their main offices in Philadelphia, Pa. After three 
years of service in the Army, during which Mr. Snyder 
flew 42 missions as a bombardier with the Seventh 
Air Force in the southwest and central Pacific, he 
returned to this country to enter Harvard University. 
While at Cambridge, he completed work on an A.M. 
degree. He became associated with the U. S. Type- 
writer Ribbon Manufacturing Company in the latter 
part of September, 1946. 

1947 
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Monroe Adding-Listing Machine 
; 209-11-092 











Monroe Adding-Calculator AA-1 
Full Automatic 
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Operators Who Know 
Prefer the MONROE 


Wherever Monroe Machines are used, operators quickly voice 
their preference for them once they’ve experienced Monroe’s 
“Velvet Touch”... discovered the energy-saving ease of opera- 
tion... the amazing speed and simplicity with which the day’s 
work flows. 

Only progressive-minded engineering—streamlined efficiency 
in every functional detail—could build and hold this prefer- 
ence for Monroe. It made the Monroe Adding-Calculator 
famous... the world’s standard Calculating Machine for over 
a quarter of a century; it brought instant acceptance to Monroe 
Listing Machines, and to Monroe Accounting Machines whose 
modern design permits new methods and new economies in 
mechanical accounting. 

Ask our nearby representative about the advantages of 
Monroe equipment for today’s figuring and accounting needs. 
Nation-wide company-owned maintenance service and experi- 
enced systems counsel assure peak efficiency at low-upkeep cost. 
Send for your copy of the Monroe Simplified Payroll Plan. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 


107 






| 
| 
| 
/ 
4 
: 










We think that the craftsmen whose skills are an 
intrinsic part of every JACKSON DESK turned 
out, have the greatest ability to judge their 
merits. The men who accomplish a given task day 
after day know how that job should be done and 
when they're satisfied with the results, we feel 
confident our customers will be too. No super- 
ficial judgment is equal to the keen appraisal by 
these men who have made an art of desk manu- 





Y, 


—TASPER UFFILE FURNITURE LU 


JASPER, INDIANA 


Ash 


THE MEN 
WHO MAKE 








facturing. We are indeed proud to stress the 
fact that every JACKSON DESK carries an un- 
written endorsement from every worker at Jasper 
Office Furniture Company. Their "know how" — 
their high standard of workmanship are reflected 
in JACKSON DESKS with the result that dealers 


everywhere are acclaiming this line of office 


desks. 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, If. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, ‘115 Tarbell Ave., Bedford, Ohio a 
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L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles Lb. Pettibone, Bedford, Ohio 
Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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®%. 1220 W. VAN BUREN ST. 


1220 


WEST VAN. BUREN STREET 


Now that we're in our new home, 1220 W. Van 
Buren St., we cordially invite the trade to drop in | 
and see us. We're mighty proud of our new | 


} 











quarters—we're occupying the first two floors | 
of the building. Something new has been added 
too in this location—a dealer display room. We 
think you'll enjoy its facilities. Whether you're a 
local dealer or one visiting Chicago, you'll find 
a warm welcome at 1220 W. Van Buren St. 


DROP IN AND SEE US SOON 






Established 1921 \ 


CL. BARKLEY & C0. 





Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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T-MEN APPEAR ON WATERMAN RADIO PROGRAM 

While the search for a replacement for the late 
Commissioner Lewis J. Valentine on “Gang Busters” 
goes on, some of America’s most famous law enforce- 
ment agents are appearing on the Saturday night 
“Crime Does Not Pay” show over the ABC Coast-to- 
Coast network under the sponsorship of the L. E. 
Waterman Company. 

Elmer L. Irey, former co-cerdinator of all U. S. Treas- 
ury enforcement agencies, and Frank J. Wilson, former 





NEW “GANG BUSTER” ON THE AIR—Frank J. Wilson (right), 
former chief of the United States Secret Service, tells how 
his agents smashed a notorious counterfeiting ring on “Gang 


Saturday night crime show sponsored by L. E. 


Busters”, 
Don Gardiner, show announcer, listens in. 


Waterman Co. 


chief of the U. S. Secret Service, are two of the most 
recent big names in crime detection circles to take 
over the role of chief investigator-commentator on 
the show. 

Irey and Wilson, crack T-Men who had collaborated 
to crack down on the late “Scarface” Al Capone in the 
early 30’s and send him to Alcatraz after all other 
efforts to convict the czar of the underworld had 
failed, teamed up on “Gang Busters” to stage a series 
of three cases involving the U. S. Treasury. 

—_———_—— -- o-_ 
TULLY-WIHR COMPANY HIT BY FIRE 


After 46 years on the premises, Tully-Wihr Com- 
pany, general and sales offices at San Francisco, Cailif., 
was totally destroyed by fire on January 5. Manufac- 
turing facilities were untouched, being in a separate 
building. Merchandise inventory was completely wiped 
out together with trade catalogs, price sheets and 
discount sheets and merchandise source information. 
All essential accounting records were saved. Insurance 
coverage is declared to have been adequate and ample 
capital is on hand. 

A location directly across the street for the printing, 
stationery, rubber stamps and marking devices firm 
was immediately leased and remodeling immediately 
started in order that general and sales offices, crowded 
into the plant, could occupy the new quarters by 
January 20. The retail store was to open on February 


| 3, the new store being considerably larger and fixtures 


as modern as present-day conditions permitted the 
company obtaining on such short notice. 
Manufacturers and jobbers are requested by the 
company to send catalogs, price and discount sheets 
at once. Those manufacturers and jobbers having 
unfilled orders from the firm were requested t0 
advise Tully-Wihr as to what the orders are and to 


| expedite shipment of such orders. 
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HOW TO "WARM UP" COLD PROSPECTS |. 








Trying to sell some products is really a hot job. It's usually 
a matter of putting the heat on a cold prospect until he 
gives the salesman an order to get rid of him. 

But the most enjoyable deal is one in which the product 
is so good, and performs so well, that both the salesman 
and the prospect get all steamed up over it. When there's 
that kind of enthusiasm it's a pleasure to go after the business. 

That's the way it is with Pax Hecto Ink Cleansing Cream. 
It's so different from all the ordinary stuff one sees, and it 
does its job with such excellence, that some of the prospects 
we send samples to keep us in a stew trying to get 
their orders shipped: 

Pax Cleansing Cream really gets stains off of the 
hands fast — it doesn’t just smear stains around with- 
out taking them off. What's better, it's as safe as the 
finest cosmetic cream. 

We haven't been able to find a duplicating ink that 


G. H. PACKWOOD MFG. CO. 
1545 Tower Grove Ave. 
St. Lovis 10, Mo. 


















Pax Cleansing Cream won't remove from the skin — Hecto, 
Ditto, Mimeograph or stamp pad inks; even Multilith Inten- 
sifier. And it’s hot stuff for getting off carbon paper and 
typewriter ribbon smudges. 

If you want to get cold prospects warmed up enough to 
buy — and keep buying, just let them try Pax Hecto Ink 
Cleansing Cream. Lots of lanolin keeps the loveliest hands 
soft and youthful. What's more, Pax Cleansing Cream won't 
mar, dull or smear the most lustrous nail polish. No soap is 
required for Pax Cleansing Cream makes its own lather; 
there's no odor, it won't spot clothing, and it's sur- 
prisingly inexpensive. 

You'll get steamed up yourself about the profit 
possibilities in Pax Hecto Ink Cleansing Cream if 
you'll just try it. Fill in the coupon for a liberal sam- 
ple jar, and you'll see why so many other dealers 
think it’s the hottest deal they've had in yeors. 


PAX HECTO INK 
CLEANSING CREAM 





I 

| 

| 

I 

l ATTACH TO COMPANY LETTERHEAD 
Please send, without cost or obligation, a sample 
" jor of Pax Hecto Ink Cleansing Cream together 
i 
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with complete information and prices. i 
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TRADEMARK REG. U. &. PAT. OFF. 


1545-55 TOWER GROVE AVE. 


Contains Lanolin 


When you purchase any Pax Product you also purchase the experience and ability of 
Pax Technicians acquired through 20 years of exhaustive research ond development. 


H. PACKWOOD MFG. 


co. 


ST. LOUIS 10, MO 
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IN THE ,7ovepiont OF y 
AMERICA’S BUSY FUTURE / 


The striking beauty, the distinctive styling of the Browne-Morse 
“Modern American” Steel Desk enhance the appearance of any 
office. Its streamlined unified construction gives it the ability to take 
hard wear and abuse. 


The “Modern American” adds to the efficiency of any office. Drawers 
respond to the slightest pull ... open and close smoothly and 
silently. Complete interchangeability of drawers gives you the con- 
venience of an arrangement that fits your needs. 


It's no wonder that modern executives who are really interested in 
office efficiency are saying: ‘Here's the desk for me.” 






modern 


A quick glance at the colorful pages 
of the new “Modern American” bulle- 
tin will show you the many advan- 
tages this distinctive desk has for you. 
A free copy will be sent you upon 
request. Write today. 


Browne-Mrse 


Architects of Efficiency for America’s Office 


MUSKEGON MICHIGAN 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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MEETINGS, CONVENTIONS, DINNERS 
(Continued from page 66) 


of his firm, and his example as a business leader in 
maintaining a high standard of business ethics and 


service to his community and to his fellow stationers. 


F astened to Desks In his response “Monty” said that in addition to 


_ enjoying the many friendships of his fellow stationers, 
TWICE as E ASY ( SERVICE he had always enjoyed his work. His philosophy is 
_one of looking forward to more accomplishment. 
| Looking at the future, he stated that the hope of all 


business is the matter of production, more work, more 
W he n output. He believes that American enterprise is really 
| the solution of the world’s major problems. 
@ 
equipped 
e 
with... 


Oe 
ont Sent 
Silent wl y | Entire Career with One Firm 
Typewriter Base / He treasured the fact that his entire business life 
te has been spent with The J. K. Gill Company. J. K. 
| Gill went into business primarily at the suggestion 
| of his mother-in-law, Mrs. Chole Willson. She was 
' an Oregon pioneer missionary who taught in Indian 
schools 100 years ago. Her interest in education per- 
suaded her son-in-law, J. K. Gill, to open a book and 
stationery store in Salem, Ore., in 1867. This business, 
later moved to Portland, is now The J. K. Gill Com- 
pany. 

In June 1909, W. A. Montgomery helped organize 
the Pacific Northwest Stationers Association, including 
Oregon, Washington, Montana, Idaho and British 
Columbia. As a charter member he has helped this 
organization advance its useful service for 37 years. 
During 1936 he served as its president and as regional 
governor of the National Stationers Association. 

In wishing W. A. Montgomery a combined Merry 
Christmas, happy birthday, and congratulations on his 

years of business activity, those in attendance repre- 
(esreceeasexs) sented a combined total of over 800 years of experi- 
Udoloioo wleoon ence in the stationery business. Telegrams and letters 
: TTT were received from Paul E. Burbank, National Sta- 
Hit HH] tioners Association; D. D. Stewart, Washington State 
Stationers; The Stationers Association of Northern 
California; Oregon Trail Travelers; Ed Wobber, San 
Francisco; Norman Cunningham, Boise; Tom Pelly, 
Al Holmes, Owen Bayless, Seattle; Will Ortel, Lee S. 
Libby, Spokane; Al Osborn, George Abelsett, John F. 
Hunt, Tacoma; J. L. Cooke, W. I. Needham, R. M. 
Needham, A. A. Gueffroy, Salem; T. I. Chapman, Joe 
Koke, Eugene; Al Hattan, Klamath Falls; Harper 
Jamison, McMinnville; D. C. Wax, Saul Wax, Clarence 
Larkin, Glen Thornton, Peter Elsenbach, Dick Newton, 
Forrest Holladay, Portland; Oregon Trail Travelers 
Henry Trowbridge and Earl Howe, Seattle; and John 
B. Hibbard, Los Angeles. 

To commemorate the event, a bound book was pre- 
sented to W. A. Montgomery, containing a resolution 
of congratulation from the entire Pacific Northwest, 
the letters and telegrams, together with photographs 
of the meeting and the signatures of all those present. 

In attendance at the meeting were: S. C. Pillsbury, 
Seattle; J. J. Kimm, Vancouver; Charles E. Davis, 
| Robert J. Davis, Herbert S. Morgan, Horace Kilham, 
| George Halling, J. S. Ball, Richard G. Montgomery, 
| Francis J. Fowlks, J. Preston Prideaux, L. L. Hunter, 


Twreemma Dealers everywhere are 
_ writing to tell us how much 
time and money they save 
y servicing typewriters that 
'” are fastened to desks when 
the typewriter is equipped 
with SILENT SENTRY... 
the sensational new open- 
center typewriter base... 
there are no screws to un- 
fasten. 








Your mechanic simply 
slides the typewriter off the 
desk and goes to work. He 
cleans and repairs without 








mechanic makes more serv- any HiT AY || 
ice calls in less time...when LA maa || 

your customers use SILENT 4 EM II | 
SENTRY! And you make a i oy % 


removing the base! Every Ws 
al 
fo! 


























neat profit on every sale! 

Your customers will appreciate 
f Y learning about SILENT SENTRY, too. 
S There is no other typewriter base with 
; sO many commendable features, so 
convenient, so easy to use. It fastens 
the typewriter firmly to the desk, yet 
it can be moved forward and back- 
ward for individual typing conven- 
ience, or can be moved to another 
desk or stand in an instant by simply 

lifting it away. 





SILENT SENTRY not only soundproofs typewriters, but 
also makes every typewriter in an office, whatever the 
make, instantly interchangeable. Any typewriter can be 
used at any desk or stand . . . and be fastened in place 
instantly! 


Nothing to wear out or break. SILENT 
SENTRY lasts forever! Write for full 
details of our profitable dealer plan 
today. Certain territories still avail- 
able to distributors. 


BUSINESS MACHINE PRODUCTS, inc 


96 LIBERTY STREET » NEW YORK 6, N.Y. » WOrth 2-1823 


| Bob O’Day, William Griffith, H. S. Berry, S. C. Pullin, 


G. A. Bell, Harold D. Gill, Ernest Markewitz, Arthur 
Weaver, Ben Miller, E. J. Chapman, Carl McBrayer, 


| E. B. London, Mark M. Gill, Charles Helwig, John 
| Flynn, McKee Smith, Charles Miller, Dick Newton, 

Forrest Holladay, D. C. Wax, Saul Wax and Clarence 
| Larkin, Portland. 


WEST VIRGINIA OEDA IS REORGANIZED 


The West Virginia Office Equipment Dealers Associ- 
ation, which has been inactive during the war years, 
has been reorganized and is preparing for some active 
work in its field. At a recent meeting in Charlestown, 


| W. Va., new officers were elected: Hanley Morgan, 
| Swan Morgan Company, Huntington, president; Ed. 
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OFF 


A MARK OF ° 


REG. U.S. PAT. OFF. 


SOLD BY — 
LEADING STATIO. 


—_ _ EVERYWHERE 
RECORD STORAGE BOXES es A 
23 Standard Sizes 


D> 


STORAGE BINDERS 


20 Standard Stock Sizes 
Also any size made to order STRING BINDERS 


Made to order any size 


BANKERS BOX COMPANY 
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ANNOUNCEMENT sg 


— 
——— 


wy JASPER GHAIR 60. ., 


Interest to every Dealer of Office Furniture! 
ak tk oe ae 


Jasper ChairZ 


JASPER, INDIANA 























REPRESENTATIVES: James S. Fowls, (Southern) S. H. MacDonald, (West) 
a 327 Sunset Drive, North 405 Orpheum Bldg. 
Gee. A. Litchfield, Sales Mer. St. Petersburg, Florida Seattle, Wash. 
Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., Ghicago 26 383 Madison Ave. " +4. 
Dallas 5, Texas (Phoné ROgers Park 3644) New York, N. Y. 
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sompetition... 


The life-blood of all business. 
The surest sign that times are again “normal.” 


The natural accompaniment to the return of a buyers’ 
market. 


A powerful reason for establishing a Corry-Jamestown 
franchise. When customers shop and compare, the dealer 
with a proven quality line like Steel-Age office equip- 
ment has a tremendous advantage. 


— 


fe 


CORRY- JAMESTOWN 
MANUFACTURING CORP., CORRY, PENNA. 
Branches in Principal Cities 
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ALL STEEL COSTUMERS 


For Immediate Delivery 





WALL GARMENT RACK 


MODEL 30 — 4 Hook — _ Length Closed 2912” 
” 31 — 5 Hook — “J ra 382” 
ae 32 ele 6 Hook sees ae oe 48” 
oe 35 — 7 Hook — “ss 4 57" 





A New Unit | Model 


in the Line — No. 45 


Useful wherever 10 HOOK 
People Gather COSTUMER 














Manufacturers of a complete line of Costumers 
featuring the REVOLV-IT TOP. Dealer 


inquiries invited. 


oT 
Cae 


* COSTUMERS - 





TOLEDO OFFICE EQUIPMENT CO. 


GENERAL OFFICE AND WAREHOUSE 
214 SUMMIT ST. TOLEDO, OHIO 
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Garrison, Parkersburg Office Supply Company, Parkers- 
burg, W. Va., secretary and treasurer. 

There are 38 members of this organization who will 
soon hold another meeting to install the new officers. 

John Hanley of Quality Press, Charlestown, W. Va.., 
was very largely responsible for the reorganizing 
effort —_RRV 

—— 


PEIRCE WIRE RECORDER DEMONSTRATED TO 
REPRESENTATIVES OF THE PRESS 


On the afternoon of January 8, at the Blackstone 
Hotel, members of the daily press, as well as trade 
publications, were given individual demonstrations of 
the various models of the Peirce magnetic wire record- 
ing machine. Because Peirce units were developed 
under patents held by the Armour Research Founda- 
tion of the Illinois Institute of Technology, it was 


ae ee oe 


PEIRCE MAGNETIC WIRE RECORDER 


Top—Charles P. Peirce, president of the Peirce Magnetic 
Wire Recorder Corp., Evanston, IIl., explains to Dr. Jesse E. 
Hobson, director of Armour Research Foundation of Illinois 
Institute of Technology the operation of the wire recorder. 
Bottom—Attachments available for the dictating model of 
the wire recorder developed by Peirce are displayed by 
Dr. Hobson and Model Deanne Winnegar. On Dr. Hobson's 
lapel is a sensitive microphone which may be used when 
the speaker is walking about. Miss Winnegar is showing a 
new plastic type earphone. Arranged on the table left to 
right are foot control, radio type head set and microphone, 
attachment for recording telephone conversations, and desk 
microphone. Also seen are two switches and ear phone. 
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ng 
— . COPYRIGHT U.S. 
ide . 
: Mad der and 
5 e to your order and measure | 
la- 
be THE KING MODEL | 
DESK | 
Truly fit for use by | 
a King. | 
SOMETHING TRULY NEW 
REMOVABLE ORILL Social dee 
quipp a orative 
—e Removable Back Panel 
for special ventilation 
In White Pine Veneer 
Site 33 8° 52-6190 tei ik ces $374 List 
Over that size up to 34 x 60 x 31 in........ $413 List 
Special King size 36 x 72 in.....................$425 List 
Outside thickness of desk top 14% to 1¥% inches. 
In Birch, Walnut or Oak Veneer Your Choice of Finish:—Walnut over Walnut 
Size 28 x 52 x 31 in. high....................... vi Lise —Blond over Birch—Bleached Mahogany over 
piace pesbvumcn ent ae 2 sisi saan piss Birch—Maple over Birch—Platinum over Birch 
Special King size 36 x 72 x 31 im............. $450 List , : : 
Crating Charge $10.00 Net Weight 250 and 300 Ibs. or Oak—Ebony over Birch with Gold Pulls. 
All prices f.0.b. Chicago Cinnamon and Light Gold over Birch. 
COMPANIONATE 
KING MODEL 
Size 30 x 55 in. _... . $300 List 
Outside thickness of Table Tops 1% 
to 1% inches. 
Your Choice of Finish:—Walnut over 
Walnut—Blond over Birch—Bleached 
Mahogany over Birch— Maple over 
Birch—Platinum over Birch or Oak— 
Ebony over Birch with Gold Pulls. Cin- 
namon and Light Gold over Birch. 
We Also Make DIRECTORS’ TABLES | 
OFFICE PARTITIONS and DISPLAY CASES 
SECTIONAL BOOKCASES 
etic ’ If You Have a Special Item You Want Made, Send Sketch or Photo with Descriptive Detail. 
d E. Have Your Orders or Inquiries as Complete as Possible. Delivery on All Items, 2 to 8 Weeks. 
we TERMS: 50% down; balance on completion 
1 of 
by 
on’s 
hen 
ig a 
t to . 
se MANUFACTURER 
e 
one. Factory 2631 LEHMANN COURT CHICAGO 14, ILL. 
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.... Memo for 1947 




























































Steelmaster delivered your bread and butter requirements during those 
difficult periods when filing and card cabinets, cash boxes, two-drawer 
units and plastic letter trays were hard to find. Steelmaefer will continue 
to service you. As materials become more plentiful, we'll be delivering 
more and more of these reliable, popular, fast-selling, profit-building steel 


office needs which add emphasis to the fact that... 





| “Phere 0a Steelmaster Product tn Your Futura. 4 





Filing Uprights Junior Card Filing Systems 
Futura Card Cabinets Rotarian Plastic Letter Trays 
Futura Cash, Bond and Office Boxes Futura Multi-Units 

Desks* Visibles* 

Moldmaster Plastic Trays Chairs* 

Hang Files* Tidy Desk-Master 





*(Soon) 


1920-1947 





THE Futuna SILVER GREY SERIES 





ART STEEL SALES CORPORATION * 300 EAST 145th STREET * NEW YORK 51, N. Y. 














120 OFFICE APPLIANCES, February, 1947 © 0! 


Sted master 


eae SILVER-GRAY SERIES 


A new steel desk organizer, styled by FUTURA, gracefully 
contoured to provide complete accessibility of papers, etc., 
from top or both sides; five full 2'' compartments; finished in 
FUTURA graylustre or standard olive green. 

Tidy Desk-Master may be expanded by securing additional 
leaves, bases and longer rods. 


Immediately available—when ordering, designate "Tidy Desk- 
Master." 


be. Steel Sal Dorf. 300 EAST 145TH STREET + NEW YORK SI,N.Y. 
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TWO-GETHER 
ENVELOPES 





A Letter for 
bt 2 co 








Justrite 


“TWO-GETHER 
ENVELOPE 





2) 
IW 


The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 
to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


Attractively printed to your copy, the Two-Gether comes in 
a range of sizes from 7 x10 to 11%x14%. Also available 
plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 
enclosed. 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 
Justrite first. 


/ C " 
SiS? laos 
ENVELOPE Sc” COMPANY 


THE Me yr Cy rf » ED 
. to Nem 
zAV ele ee eS 


SAINT PAUL 


LINE 


CHICAGO 





logical that representatives of that organization were 
on hand to assist in making the demonstrations. 
Charles P. Peirce, president of the Peirce Wire Recorder 
Corporation, Evanston, Ill., said that he anticipates an 
increase in production to about 35 units a day within 
a few weeks’ time. 

. The Peirce recorder, complete with either micro- 


| phone or foot control, will be marketed for $400. In 


addition to recording music for reproduction, the Peirce 
unit is said to record voice sounds made under almost 
any circumstances. Consequently, it can be used for 
recording desk and telephone conversations, confer- 
ence proceedings, inventory taking, news reports, med- 


| ical or legal discourses, as well as plane to tower or 


ship to shore interchanges. 

A portable unit was shown which would adequately 
serve a small office for dictating and transcribing. As 
a dictation device, the recorder is operated with a 


| small lapel microphone which leaves the hand and 
| body free for mechanical procedures. 
| small desk or hand microphone may be used. 


If desired, a 


Of special interest was the telephone pick-up which 


| records both voices in a conversation. Operated by an 


induction principle, with no special attachments or 
gadgets necessary for the telephone or the machine, 


| the recording is made simply by placing the micro- 
| phone beneath the telephone. 


To meet the anticipated market for this new office 
device, Mr. Peirce plans an expansion program in 
which a million dollars will be spent for plant con- 
struction and further development of the unit. Dealers 
have been appointed with exclusive territories assigned 


| to each for distribution of both the machine and its 


accessories. An advertising campaign is under way in 


| which individual dealers will support national adver- 
| tising with local measures. 





PARTY HOSTS—W. R. Lantz, purchasing agent for the 
Sun Rubber Company, shown with Mrs. Lantz, acted 
as chairman of the party when 200 purchasing agents 
of the Akron area entertained their wives at an annual 
Christmas dinner-dance at Akron, Ohio, University 
Club. Gifts were presented to the ladies. 
———_—= > 


DETROIT OMDA ADOPTS NEW CONSTITUTION 

The Detroit Office Machine Dealers Association in 
regular meeting on January 16 at the Northwest 
Sportsmens Club, Detroit, Mich., held a lengthy busi- 


_ness session attended by 40 dealers. At this time a 
new constitution and by-laws were adopted and in 


accordance with the new set-up the officers were re- 


| elected into office for the remainder of their term 
expiring September 18. 
The officers re-elected are Walter Klimas, Type- 
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TILTED... for drawing or tracing in 
lengthwise position. 


FLAT... all four legs snap into chassis 
by simply pressing lever. 


UPRIGHT... all four legs are 


for this convenient position. 





~~ 


overt 1 gh 


TBNhere is an Unconditionally 
Guaranteed SPEED-O-PRINT 


product for every duplicating need 


Beautifully packaged Quality products to give the utmost satisfaction 


SPEED-O-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILLINOIS 


MANUFACTURERS OF ROTARY STENCIL DUPLICATORS AND DUPLICATING SUPPLIES 








WE LIKE TO SELL 


ACE 


STAPLING EQUIPMENT 








ACELINER 


. World's finest stapler.” 
_ Staples, pins, tacks and 
hand fastens. 















se ~ “Since Ace produced their first stapling machine we have con- 

| ee ee sistently stocked and featured this line. Our long association 

; TF with Ace and its products places us in an enviable position to 
& OM: eae ° ° . ° . . 

. "i ¢ judge their merits. So satisfactory has this experience been 

| that we find it a pleasure to recommend Ace Stapling Equip- 

ACE PILOT ment to our customers. These excellent machines are goodwill 






One of Ace's finest builders . . one of our most valuable assets.” 


models. Guaranteed. STEVENS, MALONEY CO. 
WM. F. DURCHSLAG, Store Manager 







lig 


Merchants the world over know, 










from experience, that it pays to fea- 











ture merchandise for which a ready 
consumer demand has been created. 


by 
Me ttn nenerenet! 





Turnover is quicker and investment 


ACE CLIPPER is reduced to a minimum. And, qual- 
PLIER 


A a haart pression on the consumer’s mind. 
Built to last a lifetime. FOR GREATER PROFITS... 
FEATURE ACE. 


ity merchandise leaves a lasting im- 


Use only ACE specially treated, com 
pressed staples. They have highest 


tensile penetrating strength 
SOLD THROUGH DEALERS EXCLUSIVELY 








Lies IN CANADA e@ ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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MARKING DEVICES 


ESCRIPTION 











Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mc. CoO., INC. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. . NEW YORK, N. Y. 
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writer Service Shop, president; Ernie Krampitz, 
Champion Typewriter Company, vice-president; Jack 
Ferriss, Detroit Business Machine Sales & Service, 
treasurer; Don Swain, Ace Typewriter Supply Com- 
pany, secretary; and W. Geleski, Highland Typewriter 
Exchange, sergeant-at-arms. 

The board of directors consists of these officers to- 
gether with Leon I. Walling, Dearborn Office Machine 
Sales & Service; Harry Humphrey, Humphrey Type- 
writer Inspection Service; Al Alberts, Alberts Sales & 
Service; G. R. Knapp, Knapp Dictating Machine Serv- 
ice; Clare Flick and J. Brainard, Duplicating Sales & 
Service Company. 

At meeting of the board January 20 plans were 
made for the Association’s annual banquet to be held 
on Saturday, April 12, in the main ballroom of the 
Statler Hotel, Detroit. An invitation has been ex- 
tended to dealers and manufacturers’ representatives 
throughout Canada and the United States. Informa- 
tion can be secured from Don Swain, Ace Typewriter 
Supply Company, 456 E. Milwaukee Ave., Detroit 2, 
Mich. 





| 


VICTOR VISIBLE CLASS—This Victor Visible training class 
met at Hotel Lenox, Buffalo, N. Y., January 6-10. Left to 
right are: Front row, Henry Rubenstein, Jacobs Office Equip- 


| ment Co., Syracuse, N. Y.; Harry A. Coleman, Ohio Office 


Equipment Co., Akron, Ohio; Donald M. Wirtshafter, Wirt- 
shatters, Cleveland, Ohio; second row, Joseph Cardina, Vic- 
tor Safe & Equipment Co., Inc., North Tonawanda, N. Y.; 
James Tildsley, Ward's, Boston, Mass.; Kenneth C. Mac- 
Donald, E. L. Larsen Co., Owosso, Mich.; Joseph M. Moriva. 


| F. J. Heer Printing Co., Columbus, Ohio; H. W. Barnes, edu- 
| cational director for the Victor Safe & Equipment Co., Inc. 


anni Gfeeeceese 


NOMA PLANS ANNUAL CONFERENCE MAY 25-28 


National Office Management Association recently 
announced that the twenty-eighth annual Interna- 
tional Conference and annual Office Equipment Exhibit 
will be held May 25 to 28 in Cincinnati, Ohio, keyed 
to the theme “Production Planning.” 

The announcement states that the program will 
“highlight the increased importance of good office 
management in the competitive times ahead.” 

In order to best serve NOMA’s rapidly expanding 
membership and to provide space for exhibitors, the 
association is taking over southwest Ohio’s largest ex- 
hibit area, the Cincinnati Music Hall. Here will be 


| held, each day of the conference, technical sessions, 


flanked by the display locations. 
A. C. Spangler is in charge of the conference and 
exhibits. 
a RS 


STATIONERS’ GUILD MEETS AT TORONTO 


The January meeting of the Stationers’ Guild Club 
was held Wednesday, January 15, at the Oak Room, 
Union Station, Toronto, Canada. 

Frank Shea, Peerless Carbon & Ribbon Company, 
Ltd., acted as chairman. The speaker of the evening 


was Charles R. Conquergood, president, The Canada .- 


Printing Ink Company, Ltd., who gave a most en- 
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Right!— 

from the ground up. The 

new styling starts with a 
se that is sleek, solid 

and practical. 


WITH THE NEW “46” SERIES 
Bank of England Chairs 


No. 1946—also made without arms. 


Smooth!— 

that’s the word for this 
new idea in streamlin- 
ing. Note the absence of 
offset between the parts. 


Now they go— 
around together—the 
stretchers follow the seat 
line to make the design 
harmonious. 


Takes the Bumps!— 
the inset rubber bumper 
around the edge of 
swivel chair seats pro- 
tects both chair and 
desk against damage. 


Here they are—an entirely new line of 
Bank of England Chairs—-Gunlocke ‘'46" 
Series—with all of the features that bring 
more business from thoroughly satisfied 
customers. 


They’re Modern!—with smooth, clean 
lines that add to the appearance of any 
office. 


They’re Comfortable!—the kind of 
comfort that lets you do your best work— 
all day long. 


They’re Everlasting!—Built as only 
Gunlocke builds chairs—for years of 
service. 


Available in oak, walnut finish, mahogany 
finish, genuine walnut, green and gray 
finishes. Demand for Gunlocke chairs 
still exceeds production. Plan your orders 
well in advance. 





No. 1947—also made without arms. 


H. GUNLOCKE CHAIR COMPANY — 


WAYLAND, NEW YORK 
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Here at last is the answer to the busy executive's 


and secretary's prayer. 





A work organizer and a pull drawer letter file 
combined, which will keep private papers really 
private. Available with rigid and secure 








winged shelves for working 
convenience. 


Upper compartment with lift cover for current rec- 
ords and visible data. Lower filing drawer for 
other records plus a utility drawer set into the 
base. 


Made of heavy gauge furniture steel. Equipped 
with spring compressor, ball bearing rollers and 





four swivel casters. Bright smooth cadmium fin- 
ished hardware: Guide rod operates in a de- 
pressed groove for eyeleted guide operations. 








SPECIFICATIONS 
(For All Models) 
LETTER SIZE 
Wide High Deep 
Upper section 13” 10%,” 24” 
File drawer 124,” 10%,” 244,” 
Utility drawer 124,” 3%” 244," 
Overall height — 304%,” 
No. 855 LEGAL SIZE 
LETTER SIZE Wide High Deep 
$46.95 Upper section 16” 10%,” 24” 
No, 859 File drawer 154%,” 10%,” 244,” 
LEGAL SIZE Utility drawer 154%,” 3%” 244,” 
$54.20 Overall height 30%” 





oe) & - STEEL EQUIPMENT COMPANY 











NOTE! —~— 


HANDY 

WINGED SHELVES — 
FOR 

EXTRA WORKING SPACE! 


No, 856 
LETTER SIZE 


$51.20 


No. 860 
LEGAL SIZE 


$58.45 












CAN ALSO BE 
USED WITH SWINGING 
FOLDERS 










No, 854 
LETTER SIZE 


$42.70 


No. 858 
LEGAL SIZE 


$49.95 










OADWAY, NEW 





GREGORY FOUNT-O-INK COMPANY 





Metal and Plastic 


Executive Sets. 
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And you can keep the profits rolling in with 
FOUNT-O-INK Writing Sets. They are business 
builders. 


Remember FOUNT-O-INK Writing Sets are 
the original invention of upside down ink bot- 
tle writing sets. No other writing set has that 


scientific operation—that customer keeping 
performance, of FOUNT-O-INK Writing Sets. 


MR. DEALER: If you are not now engaged in 
selling FOUNT-O-INK Writing Sets, place 
your order now and qualify your organization 
and your personnel to enter this richly re- 


warded and stimulating prize contest. 


CASH IN on your share of the PROFITS 
to be obtained. 


MANY U. S. SAVINGS BONDS AND A 
CARGO of valuable merchandise prizes to 
help YOUR personnel do a better job for 
YOU. Join now! Hurry! Hurry! To get your 


organization in! 


GREGORY FOUNT-O-INK COMPANY 


Los Angeles 41, California 








Gift Sets that sell the 
year round. 





Outstanding Values. 


Prices that sell. 


Writing thrill for office _ 


and home. 
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Copr. Gregory Fount-0-Ink Co., 197 
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lightening talk on “Colour Makes the World Go Buy.” | 


Two new members were introduced in the persons 
of Ronald Peacock and George Somerville, both of 
Warwick Brothers and Rutter, Ltd: 

The entertainment was supplied by Elmer Jackson, 
baritone, accompanied by Mrs. Jackson. 

A very satisfactory report was given by Jim Sims, 
Underwood, Ltd., on the distribution of the Christmas 
baskets. 

An announcement was made of the annual dance 
being held on Thursday, February 20, at the Club 
Top Hat. 

oe 


INAUGURATE UNDERWOOD GOLD KEY CLUB 


A total of 343 years of loyalty flanked President 
Joseph L. Seitz of Underwood, Ltd., at the Toronto, 
Canada, luncheon recently inaugurating Underwood’s 
unique Gold Key Club. Open only to employees with 
25 or more years of service, the club’s membership 
symbol is a solid gold key to the front door of each 
member’s home. 

At Toronto and similar gatherings in Montreal, Win- 





UNDERWOOD KEY CLUB LUNCHEON, TORONTO 


Top Picture—Left to right the honored employees, and years 
of service, are: Charles J. Cooper, Kitchener, 39; Thomas 
Thompson, Toronto, 42; John Hunter, North Bay. 44; Miss 
Phoebe Taylor, Toronto, 48; President Joseph L. Seitz; Henry 
C. Russell, Hamilton, 45; Albert H. Moore, Toronto, 43; 
William G. Martin, Toronto, 41; Mary MacMahon, Toronto, 41. 
Bottom Picture—Key to her front door is symbolically pre- 
sented by Joseph L. Seitz, president of Underwood, Ltd. to 
Miss Phoebe Taylor. Henry C. Russell (right) is ex-officio 
secretary of the Gold Key Club. 


nipeg and Vancouver, Canada, one out of every six of 
the company’s personnel weree enrolled as charter 
members of the club. 

Miss Phoebe Taylor, with the longest service, 48 
years, is ex-officio club president at Toronto and Henry 
C. Russell of Hamilton, with 45 years, is ex-officio sec- 


retary. 
die acetal 


CHICAGO STATIONERS CLUB EXPANDS ACTIVITIES 


The monthly meeting of the Chicago Stationers Club 
was held on the evening of January 20 at the Union 
Station. The 44 present included all but two or three 
of the commercial stationers operating downtown and 
in the nearby industrial areas. Among the matters 
discussed was that of constitution and by-laws. An 
excellent talk on what should be the aims of such an 
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Stocks of most standard numbers are 
now complete — and ready for speedy 
deliveries. 


There is no “ersatz” in any of these 
products — all are of the same high 
quality that has characterized our out- 
put for nearly half a century — war or 
no war! You can sell with confidence 
and assurance of complete satisfaction. 


Consult us first concerning your needs for: 
Post Binders * Ring Books « Prong Binders 
Visible Binders * Transfer Binders 
Loose Leaf Business Forms 


Specialized catalogs on these lines 
are yours for the asking 


There are a few Cesco Exclusive territories 
available to established dealers. Write 
for details. 


THE C. £. SHEPPARD CO. 


44-07 Twenty-First Street ¢ Long Island City 1, WN. Y. 
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Where To Use ACCO 





The uses to which ACCO Fasteners have ORDERS 
been put are so many that it may be said with- nn 
, INVOICES 
out question ACCO is the fastener of universal 
ae VOUCHERS 
application. CATALOGS 
For either temporary or permanent bind- CONTRACTS 
ing ACCO Fasteners are fast, sure, safe, eco- ESTIMATES 
nomical. They are made in all standard sizes BLUE PRINTS 
and capacities and offer the widest variety of nto lars 
CREDIT RECORDS 
choice. They are supplemented by other ACCO 
CORRESPONDENCE 
Products which further broaden their useful- 
SALES BULLETINS 
pasos HOSPITAL CHARTS 
Get to know the real possibilities of the MAPS & CHARTS 


INVENTORY SHEETS 
BILLS OF LADING 


Etc., etc. 
ad infinitum 


ACCO line and you will get the most out of it 


in sales and profits. 








ACCO 


PRODUCTS, INC. 


39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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LIES FLAT— 
STANDS THE POUNDING 


Ylow 
PLASTIC BACK 


Carbon Papor 


Build by “repeat” business 
with this outstanding item! 
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SY 
4 Pp 


OFFICE APPLIANCES, February, 1947 133 





REVOLUTIONARY FLUORESCENT DESK LAMP 











The beautiful, sturdy air-flow design shade and attractive, electroplated finish give the 
“Glider” an excellence that blends well with the most lavish office furnishings. Easily ad- 
justable to any desired position by the mere touch of the hand. And. . . it stays in position 


until moved. Complete range of positions assures concentrated 


light without glare. Priced to please . . . sells on sight! 
SPECIFICATIONS 
No. 15000 


Shade: 19” x 334” x 17%”. Length from center of clamp to center of 
shade 18”. Clamp adjustable to 34”. Completely adjustable—hori- 
zontally and vertically. Finish: Shade electroplated statuary bronze. 
Shade fitting, arm and top fitting of clamp, satin chrome. Clamp— 


rippled bronze. Equipped for 1 T8, 15 watt 18” fluorescent bulb (AC 





or DC). Wired with turn button switch in base of clamp, 10 feet of 


rubber covered cord, and unbreakable plug. List Price $13.50. 





O ANrANACS Manufacturing Company, Decatur. FL. 


d Pioneers in Lighting Equipment Since 1880 
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organization was given by Dave Bell, president of 
Graver-Dearborn Corporation. Some remarks were 
made by Senator Arthur Bidwell of Chicago Stationers, 
G. O. Stevens of Stevens-Maloney & Company, governor 
of the Sixth District NSA; John Gilbert, Orrice APPLI- 
ANCES, and several others who are members of the 
club. The capable presiding officer of the meeting 
was the president, Monroe Ioas of Monroe Office 
Supply. 





HONORS AT PACIFIC DESK CO.—Harry Ryan, sales man- 
ager of Pacific Desk Co., Los Angeles, Calif., presents a 25- 
year service pin to Constance M. Smith, secretary-treasurer 
of the firm, who completed her twenty-fifth year on January 
23. Next to Mr. Ryan is Mildred McKeague, executive secre- 
tary, and at the right, Nell White, assistant secretary, both 
of whom are wearing 25-year pins, having received them 
a year ago. The pin is made of gold with gold tones colored 
like an autumn leaf and has a pearl in the center. The 
service inscription is on the back. Presentations were made 

at a party at._which the entire staff was present. 

ace oe 
PAUL E. BURBANK ADDRESSES OED CLUB 


The Office Equipment Dinner Club, at the regular 
February meeting at the Sheraton Hotel in New York 
City on February 3, heard Paul E. Burbank, general 
manager of National Stationers Association. About 
90 members and friends had gathered when President 
Seymour Nathan, Charles S. Nathan, Inc., New York, 
N. Y., sounded the gavel. 

President Nathan observed many encouraging signs 
to indicate that the activities of the Association were 
of direct assistance to the individual members and 
the industry at large. He recited several experiences 
which had come under his observation to indicate 
a spirit of co-operation among office furniture dealers 
in the New York area had supplanted the former 
spirit of distrust. 

The president recognized the’ presence of the fol- 
lowing: George C. Wheeler, OFrricE APPLIANCES; Hugh 
Ward, Geyer’s Topics; Ben Agronick, Bene & Com- 
pany, Providence, R. I.; and Lew Frank, Bemis Desk 
Company, New York, N. Y. 

The chair asked Moe Turman, Metwood Office 
Equipment Company, New York, N. Y., for remarks 
to preface the reading of proposed by-laws for a new 
permanent organization which may become national 
in scope. Responding, Mr. Turman told of plans in 
several cities for local organizations somewhat similar 
to the OED. He voiced the hope that these organ- 
izations would affiliate with the Association they were 
in process of perfecting. 

Jack Schwander, Desks, Inc., New York, N. Y., co- 
chairman of the committee on by-laws, then pre- 
sented the preliminary draft for the new organiza- 
tion. As the by-laws were to be presented in the 
local club bulletin, no discussion was had at this time. 


Convention Committee Named 


George B. Wray, manufacturers representative; Moe 
Turman, Metwood Office Equipment Company, New 
York, N. Y.; B. H. Nemlich, Regan Office Furniture 
Company, New York, N. Y., were named by the chair- 
man as 1947 convention committee. 

Paul E. Burbank acknowledged the introduction of 
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Office Managers 


A NEW REVOLUTIONARY POLISH FOR 


WRINKLE FINISHES 


TYPEWRITERS 
ADDING MACHINES 
CALCULATORS 

COMPTOMETERS 






CREST 


CLEANS 
SPREADS 
POLISHES 
DRIES 


Upon 
Application 


@ Will not scratch 

@ Will not smudge 

@ Will not spot 

e@ Water not necessary 
@ Will not leave an oil film 


To clean and renew WRINKLE FINISHES, apply a few drops 
on a paper cleaning tissue (we suggest this as there is less 
waste) and rub Once Over on the surface to be cleaned. 


ALSO For Use on OFFICE 
FURNITURE, FLOORS AND WOODWORK 


Do not use in excess on furniture, floors, and woodwork— 
apply only a few drops on a paper cleaning tissue and rub 
over surface to be cleaned. Do NOT use on wax finishes. 
ONCE OVER cleans, spreads, polishes, and dries—all in one 
operation. Leaves a dry finish that does not catch dust, 
which enables your furniture to hold its lustre longer. 


PRICE 7 5¢ (Pints only) 


Dealer discount in dozen lots. 


Ask your typewriter dealer for GOLD CREST WONDER 
POLISH 


Ames Supply Company 


DISTRIBUTORS TO THE OFFICE MACHINE TRADE 


564 W. Randolph St., Chicago 6 








37 Murray St. 583 Market St., 
New York 7 AGENCIES San Francisco 5 
Datias 1 IN 
PRINCIPAL CITIES 191 Cain St. N.W. 
1913 Commerce St., Atlanta 3 
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| THEY ARE DEMANDING... 





© Send for details on ALL Numbers « 
- - - WHERE WASTE ACCUMULATES .-.- - 


SELL FIBRCAN 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. NEW YORK 8, N. Y. 
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epee ras | the chair in his usual sincere and gracious manner, 


and launched into a discussion of Association activi- 
ties. He stated his belief that association work will 
be tremendously important to business in the future 
as it was today. “It should be the underlying policy 
of every association to leave undone nothing which 
will lead to the betterment of the industry which it 
serves,” said Mr. Burbank. It was in the really hard 
days of the 30’s, when business was at a low ebb, 
that business men discovered that meeting together 
in round table discussion of mutual problems was not 
only a direct benefit to themselves individually, but 
helpful to the trade at large. Mr. Burbank stated his 
belief that the association activities should result in 
direct assistance to each as individuals for greater 
sales volume, profit and business in general. 


Reviews NSA Activities 
For the edification of his listeners, he reviewed 


| some of the important activities which the NSA 


conducts and which had proved successful. Industry- 
wide research, he contended, was an important func- 
tion and a responsibility of an association, so that 
the industry might have adequate warnings of 
changes in markets, marketing conditions, etc. The 
NSA believes it must help in revitalizing salesmanship 
for the past years of a seller’s market have placed 
our selling in a slump. Associations must be pre- 
pared to point out new markets or new merchandise 
when business slumps, he said. 

“NSA believes in its responsibility to keep continu- 
ally improving the industry,” Mr. Burbank stated. 
If we sell ideas and service, the speaker voiced his 
belief that we will be able to meet all competition 
from without and establish in the minds of the 


4 | public that the right place to buy office equipment 
|| is in an office equipment store. 


ci scchcthipellllliap asin 
REX-O-GRAPH DEALERS HOLD CONFERENCE 
Dealers and distributors of Rex-O-Graph fluid type 


| duplicators and supplies gathered at the home plant 


of Rex-O-Graph, Inc., in Milwaukee, Wis., for a con- 
ference on sales and service February 10 and 11. 

The company sent out invitations. last month to their 
dealers and distributors throughout the nation, invit- 
ing them to participate in a two-day program keyed to 
modern sales and service techniques in duplication and 


: | systems work, both to commercial and school users. 


The conference included a trip through the Rex-O- 


| | Graph factory where design, engineering and produc- 


tion methods were shown. Recent improvements, con- 
struction features and operating advantages con- 
stantly added to Rex-O-Granvh fluid type duplicators 
were reviewed, studied, and demonstrated. 

An important part of the conference, according to 
Gordon Winders, sales manager, was discussion and 
demonstration of sales and demonstration methods 
on all phases of equipment and supplies and inter- 
change of experience among the dealers and salesmen 
attending. One of the highlights of the conference 
was a banquet at one of Milwaukee’s famous hotels 
on the evening of February 10. 

ictal 


| CHICO STATIONERS HOLD 17TH ANNUAL DINNER 


Well over 100 stationers and manufacturers’ repre- 
sentatives responded to the invitation to be present 
at the seventeenth annual banquet of Chico Club, 
held at the Midwest Athletic Club on Chicago’s west 
side, Wednesday evening, January 8. Membership in 
the Chico organization is among dealers in the out- 
lying parts of Chicago and in nearby communities. 

Prior to the dinner liquid refreshments were enjoyed 
in the annex to the banquet hall. Some of the mu- 
sically inclined gathered around the piano and gave 
voice to their states of happiness. Following the dinner 
some of the weaker members went home while others 
settled down to card games and other pastimes. 
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FELDCO 


we FOR BOTH MARKETS 





Feldco Binders are on the go... salesmen are hitting the pavements 
again... they’re using Feldco... youngsters going to school... 
they’re using Feldco ... Ring Binders made by specialists to 
take the hard service of commercial use... and still main- 
tain their appearance. Binders that can take the pun- . 
ishment of teen-agers and yet appeal to the college 
senior... that’s the Feldco line . . . one Binder 
for both markets! We’ll soon be in a position 
- to supply all of your needs for this money- 


making line... contact your jobber. 


WHOLESALERS When attending Stationers’ Convention at Hotel New Yorker, New York City; 
March 9 to 12, be sure to call on us at Rooms 833- -834—everybody welcome. 


FELDCO 0 Loose Leaf CORP. tierce vo, wiinor 


NEW YORK « 25 conan RK WEST » PHONE CO-S5-0282 +» PACIFIC COAST . 7886 MISSION ST., SAN FRANCISCO - PHONE DOUGLAS 8563 
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FOR SURE PROFITS! 


NEW—IMPROVED 
Ne. 1414 WELDED STEEL WASTE 
BASKET—Top: 12%” Sq.—Bot- 
tom: 10” Sq.—Height 13”—Out- 
side. Inside 1114”. Colors Brown, 
Green, Gray. Equipped with rubber 
feet. Packed 6 to carton——Shipp. 


Wet. 22 Ibs. $3.00 Ea. List. 


l N 222 FLOOR LAMP—6s” H.—14” Base Dia.—11,” Tubular up- 
right—14” Spun alum m reflector. Takes up to 300 watt bulb. Takes 
either standard or the new “Flood type reflector bulb’”—Shipped K.D. 
Easily assembled. Shipp. Wet. 18 Ibs. $30.00 Ea. List. 


9 No. 111 ALUMINUM COSTUMER—70” H.—14” Base Dia.—114" 
Tubular Upright—4 Double Hooks. Shipped K.D.—Quickly assembled. 


$19.20 Ea. List. 
1102 WOOD COSTUMER—72” H.—20” Base— vd 


’ Post—4 Metal Hooks. Oak and Walnut. Shipp. Wet. 


60 Tbs. 6 to carton $8.50 Ea. List. 
Seta WEeEs 
SEL wistiy 


No. 3827 VERSA TABLE—AIl Metal— 
For Office, Home, Hospital, Lab., ete. 
—Caster equipped. Di sions: 13” 
x 20°—Overall H. ". Standard 
Shipped K.D. ei me am E 4 ' 7 38 £5 wn , 
*. Fee : z= rr fom | LASALLE STREE 
" ~~ a Ga CHICAGO 5 
TEL HAR 


125-33 SOUT 


colors: Red and Green. 
Quickly, easily assembled. Packed 6 te 

Shipp. Wet. 63 Ibs. 

Extra Trays $3.00 OFFICE FURNITURE COMPANY 


earton unbroken. 
$8.50 Ea. List. 
Ea. List. Also available Versa-Table 
1114” H.—finished in White. 
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| No. 127 ALL-CHROME 


| Rie Triple plated 
4 .& = =6Hard Chrome Finish 




















ilar up 

Takes . $4] i 46 

4 KD. New Low Price by caca usr, Formerly 746,20 

— UPHOLSTERY — Simulated - DURABILITY—Indestructible all- COMFORT—4 easy adjustments to fit the 

ae leather in Spanish brown or steel frame. Back frame formed 1” chair to individual needs. Adjustable seat 

/ green. Packed 1 to carton — steel tubing. Base quality 1” steel height 17144” to 2144”. Back rest with positive 

Shipping Wat. 35 lbs. tubing. Back frame and base TRIPLE adjustment (size of back rest 13” x 7”). Ad- 

NEW % A 1) PLATED HARD CHROME FINISH. justable back frame and adjustable spring 
Low 2” ball bearing rubber caster. No-Sag tension. Seat size 16” x 1344” with 4” 
PRICE EA. LIST spring seat. NO-SAG type cushion. 





i } ; ' LASALLE STREET 
CHICAGO 5 
Pee WAR 1 
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OFFICE FURNITURE COM PARY 
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NEW INK ERADICATOR FE 
AND DISPENSER.......... 6 
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|, what your customers want 
and need! Designed like modern 
streamlined pens, the new E-Race-it 
Ink Eradicator Dispensers are very 
attractive, remarkably effective . . . 
and so easy to use. Just tilt or tap 
and the ball valve releases the 
proper amount of eradicator fluid 
at the point. Then, with the dis- 
penser in vertical position, rub the 
point gently over ink and blot up 
the residue. That’s all! Ink is gone! 
And the point action assures hair- 
line accuracy. 


A BIG-PROFIT PACKAGE 
THAT SELLS ON SIGHT 


Ly 


Everything is in one package... 
dispenser (filled with fluid, sealed in 
by special point cap), attractive base 
of same material, and large bottle of 
fluid with special filler. Put up in 
colorful boxes (two-dozen per car- 
ton, with striking display cards), the 
complete E-Race-it outfit sells on 
sight and brings you a substantial 
profit. Ask your jobber for prices 
and discounts today, or write di- 
rectly to manufacturer. 












GREAT LAKES TRAVELERS NOTES 


Following the usual fellowship at luncheon, the 
meeting of the Great Lakes Travelers Club in the 
Sherman Hotel on Friday, January 10, was very brief. 
Jess Sutton of the Woodbury Book Company of Dan- 
ville, Ill., and Earl Hodge of the Gary Office Equipment 
Company, Gary, Ind., were dealer guests. The club’s 
birthday “party, scheduled for February 22, was pub- 
licized and then the meeting adjourned. 

” ” * 


The regular Friday luncheon meeting held on January 
17 was well attended. Visitors included Art Mosher, 
|Harvey Stationery Company, Harvey, IIl.; Alfred 
'Glucksman, Oxford Filing Supply Company branch, 
weeee | St. Louis, Mo.; Maynard Westring, Mid-City Stationers, 
'Rockford, Ill. After a bit of maneuvering by President 
‘Tom Gillice, Rockwell-Barnes Company, Maynard in- 
| vited all GLTC members to participate in a golf outing 
at Rockford next July. 

Harry Balch, Quality Park Envelope Company, was 
appointed chairman of the June golf tournament 
committee. Bill Cox was present and announced that 
he had made a new connection as vice-president of 
the Quest Manufacturing Company. 


* ” * 












According to the by-laws of the club, the first vice- 
president should preside at any meeting not attended 
by the president. Because Ray Eichenlaub, Service 
Steel Products Company, is bashful, he avoided the 
chairmanship despite the fact that he is first vice- 
president of GLTC. He convinced Second Vice-presi- 
dent Walter Lennartson, OFFICE APPLIANCES, to preside. 
Although obviously illegal, as Harry Balch, Quality 
Park Envelope Company pointed out, the meeting was 
|/conducted and the following visitors introduced: V. A. 
Hanson, Brown & Saenger, Sioux Falls, S. D.; E. M. 
Favor, Koh-I-Noor Pencil Company, and Fred Gamrod, 
All Makes Office Equipment Company, Chicago. 

As the meeting was about to be adjourned, Less 
Crowl, Blade Printing & Paper Company, Toledo, Ohio, 
NSA President, came into the room. He was greeted 
enthusiastically and was prevailed upon to say a few 
words to those in attendance. 

Following announcements about the June golf tour- 
nament and the birthday party, the meeting was 
adjourned. 


* * * 


G. O. Stevens, Stevens-Maloney & Company, Chi- 
cago, governor of the NSA District No. 6; Dempster 
Passmore, University of Chicago Book Store, president 
of the Illinois Book Sellers & Stationers Association; 
and other executive members of those two industry 
groups, met with the Great Lakes Travelers Club on 
January 31. Both Mr. Stevens and Mr. Passmore 
spoke briefly about plans for the joint meeting to be 
held in Peoria on May 25 to 27. Other visitors in- 
cluded Harry Pinch, also of the University of Chicago 
Book Store; Sterley Jerue, McClain & Hedman Com- 
pany, St. Paul; Homer Jacquin, Jacquin & Company, 
Peoria; Tony Markelz and John Miller, The Book 
Shop, Joliet; Elmer Taylor, Sheboygan Furniture Com- 
|pany; Roy H. Ellison, Speed Products Company, and Bill 
Lynch, son of Jim Lynch of Browne-Morse Company. 
The gathering was the first business meeting of the 
new year, with President Tom Gillice presiding. As 
usual he received numerous suggestions, serious and 
otherwise, as to what might be done in the club’s 
interest. Wesley MontPas, Victor Safe and Equipment 
Company, reported on the birthday party to be held 
at the Congress Hotel February 22, which is the birth- 
day of the club, as well as that of the father of our 


country. 


o 


_AND INK 
1s GONE! 


a ee 


WATERMAN OFFICIAL ON SALES SWING 


With important sales conferences and staff meetings 
scheduled in many key cities, Charles S. Kernaghan, 


KENT INDUSTRIES 2 ST. JOSEPH 4, ILL. sales manager for the L. E. Waterman Company, mak- 
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You're réally sitting in the golden seat when you have 
something a little different to sell — like Invincible Metal 
Filing Cabinets with the Concealed Safe’ 


IT’S GREAT Wie IT’S Unit. To top it off, the Concealed Safe Unit 


is an exclusive, patented Invincible feature! 

Exclus(ue f Sales-wise office appliance dealers will 
recognize the sales value of this exclusive 

—not only as a good profit-winner but also as an excep- 

tionally strong sales-wedge. You can take this tip from File 

Headquarters: the Concealed Safe Unit is a great market 


opener because it’s ideal for executive office and home use. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC, WISCONSIN 


VITICBt 
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TOP-DRAWER SECRET 


Private papers, valuable documents, re- 
ceipts, important letters, etc. are hidden 
from prying eyes in the Concealed Safe. 
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IN LINE WITH 


THE TREND 











HE TREND is returning enterprise to the enterprising. Then it is called, ‘‘Free”’. 
Businessmen who have succeeded, and will succeed in the future, are enter- 
prising. They know that progress demands resourcefulness—efhiciency—sensing 


the public demand and responding to it, fast. 


They know that business, to be successful, must coordinate in every department 


—purchasing, traffic, accounting, production, sales. 


Coordination is the job of the business office. The business office is the concern 
of the National Business Show. At the Show, the producers of business machines, 
equipment and systems meet with the leaders of American industry, display and 
demonstrate their products, reveal how the business office can key itself to the 


tempo of production and distribution. 


Watch for news of the 39th Annual National Business Show, to be held in New York 


this Fall. Arrange to have your staffs attend the National Business Show every year. 


Exhibitors: For information regarding space in the 39th Annual National Business Show, address: 


NATIONAL BUSINESS SHOW COMPANY 


30 Vesey Street, New York 7, N. Y., Telephone CO 7-1392 
Frank E. Tupper Edwin O. Tupper William A. Tupper 
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ers of Waterman’s pens, mechanical pencils and ink, 
left New York early in January on his first 1947 swing 
across the country. 

His itinerary called for sales meetings with the I. L. 
Lyons Company, New Orleans, La., on January 8; a 
conference with the Ellis Bagwell Company, in Mem- 
phis, Tenn., on January 11, and other sales talks with 
the Southwestern Drug Company in Dallas, Tex. 

Walter T. Moreland, Waterman’s representative in 
the Southwest, attended the meetings and conferences 
held in that territory. 

Additional meetings were planned for Chicago on 
January 20, after which Mr. Kernaghan was to leave 
for the West Coast. A tentative meeting with Water- 
man’s western sales staff was set up in San Francisco 
for late in January or early in February. The trip 
covered approximately five to six weeks. 


caaaiel 


BOSTON STATIONERS HAVE FUN—Views of a combined 
Boston Stationers Association and New England Travelers 
Christmas party held at the Georgian Room of the Hotel 
Statler, Boston, Mass. A novelty orchestra and a fine floor 
show were features of the entertainment attended by 350. 


—___—.9- =i 


NORTHWEST TRAVELERS ROSTER MAILED 


The Northwest Travelers Club, serving the Seventh 
District of NSA, has issued a new roster of its mem- 
bership. The roster is mailed to all members in 
good standing and to office supply dealers in Iowa, 
Wisconsin, Minnesota and the Dakotas. It reveals a 
new high in the number of dues-paying travelers. 
Officers are: George F. Hanson, Boorum & Pease Com- 
pany, president; William E. Smith, Ace Fastener Cor- 
poration, first vice-president; Arnold E. Berglund, 
Joseph Dixon Crucible Company, second vice-presi- 
dent; K. E. Chase, Dennison Manufacturing Company, 


auditor; R. C. Clarke, F. S. Webster Company, secre- 


tary-treasurer. 
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BERNARD 


TRADE MARK REGISTERED 





Means quality in Stationery Tools 


Reputations are not made by fancy 
claims, nor built over night. Acceptance 
such as BERNARD enjoys is the result 
of top quality year after year. Today— 
as for generations—BERNARD means 
quality and dependability to the sta- 
tionery trade. 













Loose Leaf Vacuum Punch No. 2600 
Standard Dies—1/8”, 3/16”, 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 1 1/16”, 


Staple Remover No. 150 
Works like a charm, 
without damaging paper. 
Fits all sizes of staples. 
action, nickel 
plated and polished. 


“Triumph’’ Official Eyelet Punch 

No. 190 A precision-built tool. 

Twin spring action. Parallel 

jaws. Compound leverage. 

Adjustable gauge. Opens 

and strips quickly. Nickel] 
plated and polished. 


These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


W* SCHOLLHORN COMPANY 


“Quality Tools Since 1870” 


I Wm. Schollhorn Company, , 
, 3502 Chapel St., New Haven 9, Conn. 

, Sirs: Please send me your catalogue of stationery tools. ; 
Be PEPER DS RES ho i 
I i 
BD: SER ace uid. Wb ae Sacha sawed bdae he aoe eeb ees eaeneaee i 
I 1 

CREE Ki endsccionvevaretectusanen STAT Ri cic ccnuines 

| (Zone No.) I 
, My Wholesale Supplier Is...........sccccccsccscecs ! 


Dac cn: ssi emis en ee etn satan is ame 
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IN MANHATTAN 
AND IN KOKOMO 








BUSINESS depends 
on DESKS 


The capacity of ALMA DESKS to ab- 
sorb the punishment of daily use in all 
walks of business life has earned them 
an enviable reputation. 

This sound and sturdy construction of 
ALMA DESKS is not the result of 
chance but the result of constant ad- 
herence to our basic guiding policy of 
"doing better what others do well." 


Dealers always sell ALMA Desks with 
positive assurance they will serve with 
distinction in every business task. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 


MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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SOUTHERN CALIFORNIA SAFE CO. 


Top—Main display floor of modernized Southern California 
Safe Co., Los Angeles, Calif., showing the manner of 
creating three individual offices without reducing the total 
floor space available. Each office is treated in a different 
color scheme while the main display floor serves to show 
off various samples of Steelcase Multiple-15 desks. 
Center—The third model office in the new display is set 
up to represent a simple, efficient small business office. 
Bottom—This executive office is set up to demonstrate the 
adaptability of the Steelcase Multiple-15 executive type 
desk to more elaborate surroundings. The overstuffed chair 
and lounge are in bright red leather; the lamps and ac- 
cessories are in silver to harmonize with the hardware on 


| the desk. Walls are in two shades of tan, while draperies 


are of blue and tan. 
—_——— 2 —_—__—_———— 


CALIFORNIA FIRM MODERNIZES SHOW ROOMS 

The Southern California Safe Company, one of the 
oldest distributors of safes and office furniture in Los 
Angeles, located at 400 S. Los Angeles St., has recently 


| modernized and improved its retail display floor. This 
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Swivel Office Chair 
No. 6666-6 


Typist's Posture Chair 
No. 8652-16 
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SHEBOYGAN CHAT COMP. 





IS : Rags ‘ Morea 
y Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
is SHEBOYGAN, WISCONSIN 
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LIQUID DUPLICATOR 


ELIMINATES 
STENCILS 
GELATIN 
RIBBONS 
Bf ot 

INK 


FOOL-PROOF - ECONOMICAL 
J DUPLICATOR & SUPPLY C0.'23.co1"2." 


A NAME RECOGNIZED BY LEADING DEALERS EVERYWHERE 





Write for Profitable Dealer Plan 





) 
y 
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change has been made to feature steel fireproof furni- | 


ture and to show its possibilities for new and modern 
offices. 


The Southern California Safe Company has repre- | 


sented the Metal Office Furniture Company of Grand 


Rapids, Michigan, for many years. They handle the | 


full Steelcase line of desks, filing cabinets and chairs. 


George E. Leebody is in charge of the furniture depart- | 
ment. He has had many years of experience in office | 
equipment and filing systems and is well known to | 
most large corporation buyers in the Southern Cali- | 


fornia area. 
Fulfills Modernization Dream 


In modernizing the display floor, the company is | 
carrying out a program long hoped for by H. A. Biddle, | 
president. Mr. Biddle was one of the founders of the | 
company in 1915 and did considerable pioneer work | 


in the sale of metal office and bank equipment in the 
early part of the century. At that time every sale re- 
quired detail planning and was “made-to-order.” 
During the many years following, he has keenly 


watched the development and improvement of steel | 
office furniture, anticipating the day when complete | 


metal equipment for offices would be fully efficient 


and attractive in design. Today he sees the culmina- | 


tion of his dream when modern businesses, both big 
and little, can outfit their offices to eliminate all fire 
risks by combining the incombustibility of steel furni- 


ture with beauty and styling in attractive surround- | 
ings. Mr. Biddle aptly remarks that only by living on | 


“borrowed time” has he been able to achieve this 
realization in his own business. 


In redecorating the store the company has reno- 


vated and re-equipped its own office with the Steel- | 
case Multiple-15 desks, with matching filing cabinets | 
and chairs. The safe and vault department will also | 
have its harmonious setting when suitable samples of | 
The complete | 
store will be an example of what can be done by the | 
use of modern colors and materials in office planning. | 


new merchandise become available. 


Colors Selected for Harmony 
The colors of carpets, flooring and sidewalks have 


been carefully selected. One side of the display floor | 


has been divided into three model office displays with 


special glass panels and lighting effects. Each office | 


is finished in a different color treatment to comple- 
ment and set off the new metallic gray finish of Steel- 
case Multiple-15 desks. The furniture is arranged in 
such a way as to demonstrate the space-saving and 
efficient design of these new desks and to serve as 
suggestions on how the customer can make his own 
office attractive and a more pleasant place in which 
to work. 

Also included in the display are overstuffed chairs 
and settees, duraluminum costumers, smoking stands, 
desk lamps, ash trays and all accessories which har- 
monize in the complete office setup. The prospective 
customer can visualize easily the exact appearance of 
the furniture in his own offices in the new decorative 
styles that are being made available. 

Mr. Biddle states that the enthusiastic response by 
customers has fully justified the cost and the diffi- 
culties in effecting these changes under restricted 


conditions. 
—_—————- 


THERESE MARKS REPRESENTS WORKSHOP CARDS 

Priscilla Lunderville of Workshop Cards, Littleton, 
N. H., recently announced the appointment of Therese 
R. Marks to be in charge of sales in New York, New 
Jersey, Pennsylvania, Delaware, and Washington, D. C., 
for the Workshop line of Christmas cards and station- 
ery. 

Mrs. Marks was formerly head of the Christmas card 
department of Georg Jensen, Inc., and the Beacon 
Book Shop. She makes her headquarters at 23 W. 58th 
St., New York City. 


1947 
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IMMEDIATE DELIVERY. 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


ASH STANDS 


No. 223 


29" high .. . Base 10" 
diameter heavily weight- 
od... Te pets. 
8" amber glass tray. 


No. 224 


27'/o" high... Base 10" 
diameter heavily weight- 
od... <1" geet ce. 
_ 8" amber glass tray. 


LIST $17.00 


SHIPPING WEIGHT 
10 LBS. 





ag 
No. 
COSTUMERS 


Made of I!/2" aluminum tube. Height 72”, 
Base 12" diameter with heavy iron loader 


224 


under spun aluminum base. 


SHIPPING WEIGHT 20 LBS. 


LIST $21.00 





SAND URN 


19." high . . . Base 
10" diameter, Top 11" 
diameter .. . 2!/2" tube 


SHIPPING WEIGHT 
10 LBS. 


LIST $15.00 





No. 220 = 
No. 229 


permanent finish. 


All are highly polished and buffed .. . 
Packed set up...one to a carton... shipped F.O.B. Factory. 


USUAL DEALERS DISCOUNT 


Order samples and send for illustrations of costumers, ash 
stands, sand urn and lamps in aluminum. 


GLARO MACHINE Propucts ComPANY 
LEWIS R. LEVI 


SALES MANAGER 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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= Stel tes 


Sell PROTECTION 
for valuables 


at Home too? 
e Dependable 





Practicable 


3 tumbler combination lock 


1 hour furnace tested 


Popular Priced 


There is a valuable volume of business to be 
had in selling Meilink Wall Safes for homes 
—home owners are needing this convenient 
protection for valuables. 


The Meilink Wall Safe lends itself to promo- 
tion—use our newspaper mats and dealer 
helps. 


EASY TO SELL 
SIMPLE TO INSTALL 


Either into new or old homes 


2 Sizes 
WS 9IIA 9142 x11x 4% 
WS 9I11B 9¥2x11x8% 


Fits into any type wall 
construction — mounts 
flush in the wall —or 
floor. Order samples — 
regular dealers’ discount 
— quick deliveries. 


MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 








NEW YORK CHICAGO 
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MARCHANT ENGAGES IN EXPANSION PROGRAM 

Marchant Calculating Machine Company, Oakland, 
Calif., has completed the major part of the largest 
expansion program in the company’s history, repre- 
senting an investment in additional plant and equip- 
ment in excess of $500,000, and a doubling of factory 
personnel, according to Edgar B. Jessup, president and 
general manager. 

Mr. Jessup stated that the additions to manufac- 
turing facilities were consistent with the normal rate 
of growth of the company, as gauged over a period 
of years. The expansion program had been acceler- 
ated, however, to meet a huge backlog of unfilled 
orders representing a world-wide demand built up 
during the war years for the company’s fully auto- 
matic calculators when calculators were a _ high- 
priority item. 

Principal development in the program was the 
acquisition of an additional factory building on 67th 
St., which more than doubled the factory production 
potential. Now designated by Marchant as Plant Two, 
this structure was built by the Navy during the war 
for another manufacturer and is of the most modern 
design. The acquisition of Plant Two is not to be 
confused with the company’s plans for construction 
of a new Marchant factory and administrative offices, 
forming a complete unit, Mr. Jessup explained. The 
company’s plant replacement fund is now in excess of 
$1,000,000, he said, and plans have been prepared for 
a new factory and office building that will replace all 
present facilities. 

Plant Two now houses the expanded assembly, in- 
spection and shipping departments and affords space 
for further development. All installations are new and 
conform to the most advanced methods of straight- 
line assembly. 

Removal of the assembly and other functions to 
Plant Two made possible the enlargement of a number 
of departments in the main plant. Machinery and 
equipment for the manufacture of parts have been 
added in all departments, the largest additions being 
in automatic screw machines and punch presses of 
which Marchant has one of the largest installations 
in the West. 

Oi 
NOMDA ISSUES NEW WHO’S WHO OF INDUSTRY 


A third edition of “Who’s Who in the Office Machine 
Industry” has just been issued by the National Office 
Machine Dealers Association of which Richard H. Koch 
is the executive secretary at 818 Winters Bank Build- 
ing, Dayton 2, Ohio. 

As in the case of previous editions, this new issue 
carries the usual state listing of NOMDA members and 
the cross reference of individual names, but in addi- 
tion, a directory of office machine companies as of 
August 1, 1946 is included. Such a section has been 
long desired by the members and is printed through 
the permission of the National Office Management 
Association, Philadelphia, Pa. 


oO  - —— — 


VISIBLE INDEX APPOINTS THREE 

John R. Topping has been elected vice-president 
of Visible Index Corporation, New York, N. Y., Herbert 
Weston, president, recently announced. The new offi- 
cial was formerly secretary. 

Henry A. Gripekoven has been made vice-president 
in charge of sales and Leo B. O’Laughlin now be- 
comes metropolitan distributor for the corporation’s 
products. 

————o= 0 —___—__ 
OLD TOWN APPOINTS DISTRIBUTOR 

Philip D. May, with offices at 3605 Gulf Building, 
Pittsburgh, Pa., has been appointed by Old Town 
Ribbon & Carbon Company, Inc., as sole distributor 
of the company’s products in Pittsburgh and sur- 
rounding area. 
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BRON ZE Blazes New Trails! 


Solid Bronze in 
dramatic NEW 
applied repoussé 



















process... 
original with Smith Metal Arts! 
John Renfrew Dean has created 
this delightful dog’s head motif 
...to be followed by other 
sport designs and traditional de- 
signs. This is Silver Crest Bronze 
craftsmanship at its 
artistic best! You are 


looking at Series A-1. 


rs 


Never before a Solid Bronze lamp like this! 
A completely new treatment of a two 15” tube fluorescent 
lamp with fully adjustable shade. Executed in the char- 
acteristic Smith Metal Arts manner,— No. 1651 is available, 
with or without pens, in treatments to match all series. 


Series 104 introduces refreshing 
individuality in Duo-bronze com- 
bined with contrasting natural bronze! 
An entirely new Smith conception of 
desk décor. The discriminating cus- 
tomer will instantly recognize the fine 
styling and rare quality of this new 
series. Write for descriptive folder 
illustrating complete series ... oF 


Visit our Complete Display Rooms 


NEW YORK 
200 Fifth Avenue 


CHICAGO 
1211 Merchandise Mart 


LOS ANGELES 
1104 Brack Shops ...527 W. 7th St 


Smith Metal 
Arts Léa Inc. 


Master Craftsmen in Bronze 


1725 ELMWOOD AVE. 
BUFFALO 7,N. Y. 
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Behind Every IBM Electric Typewriter 


...9Ixteen Years 
of Proved 


All-Electric 
Performance 


The IBM Electric Typewriter is backed ultimate in quantity and quality of carbon 
by 16 years of commercial production and copies— with a feather-light touch. 

ane inpuninnonen et ail-eypes. There is an IBM Electric Typewriter 
for every typing purpose: the Standard 
for regular correspondence; the Executive 
for letters with the distinguished appear- 
ance of fine printing; the Formswriter 
for bills and orders; the Hektowriter for 
reproduction work on a liquid duplicat- 
ing machine, and many others for partic- 
IBM Electric Typewriters produce the — ular applications. 


IBM 
ELECTRIC TYPEWRITERS 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES AND SERVICE BUREAU 
FACILITIES « PROOF MACHINES e TIME RECORDERS AND ELECTRIC TIME SYSTEMS 


It has completely electric keyboard 
operation, including electric carriage re- 
turn, line spacing, shift key, back spacer, 
tabulator and space bar. These features 
enable the typist to produce more letters 
with less effort. 


International Business Machines Corporation, World Headquarters Bldg., 590 Madison Avenue, New York 22, N. Y. 
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FORT WORTH FIRM OPENS NEW STORE 
The Fort Worth Office Supply Company, Fort Worth, 
Tex., recently held formal grand opening of the com- 
pletely modern stationery store in the heart of the 
Fort Worth shopping district at 1007 Main. Scores of 
business friends and customers were present to re- 


FORT WORTH OFFICE SUPPLY CO. NEW STORE 


joice in the company’s steady growth and progress in 
the important Texas market. 

In October 1944, Royal D. Hogan, on the look-out 
for an adequate and permanent location, purchased 
the building at 1007 Main. In 1946, the complete re- 
modeling program got under way. This 75-foot build- 
ing has two floors on Main St. and three floors on 
Commerce, which allows approximately 26,000 square 
feet of floor space. At the present time 16,000 square 
feet is occupied in the operation of the office supply 
business. 

An imposing neon sign on white background extends 
the entire width of the store front while a large per- 
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S cusscam FILING 

















335 CANAL STREET 





Trademark 


TRANSFILE 
FILES 





SUPPLIES 


Here is a sales combination many dealers 
find a continuous source of profit. In 
fact, all GUSSCO products are fast mov- 


ing, every day sales items. 


TRANSFILE fibre board Files offer the 
practical, economical way of keeping 
semi-active and inactive records right at 
the finger tips. Though each file is a 
complete filing unit in itself, TRANSFILE 


Files can be stacked into strong batteries. 


GUSSCO Filing Supplies are sound, sal- 
able merchandise, priced right and made 
right. When you sell GUSSCO you can 
always be sure your customers will get 
satisfactory service*from every item in 
the line. And remember we sell through 


dealers only. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 
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UMPARISON 


FINEST CUSTOM QUALITY 





We suggest and encourage COMPARISON as the surest way 
to determine the superiority of MIDCO the Perfectlite fluores- 
cent portable desk lamps. 


It is not too difficult to compare and to judge MIDCO’s 
superiority of design for both utility and appearance, as well as 
the careful and expert workmanship employed in the final as- 
sembly of every unit. These are things that are understood and 
can be seen at a glance. 


However, as a manufacturer of lighting equipment, it is our 
opinion that the most important VALUE, and certainly the most 
important requisite to the user, is the ability of a desk lamp to 
produce adequate and properly controlled supplemental light 
necessary for “comfortable seeing.” 


Here, then, is the real basis for comparison of desk lamps, 
and to assist you and your customers in making comparisons of 
the lighting efficiency of MIDCO with others, we are illustrating 
below the measured output of evenly distributed light obtained 
from MIDCO’s exclusive principle of dual reflectors for light 
control, using one 15 watt fluorescent tube. 


A comparison of MIDCO’s efficient light output with other 
similar types of portable lamps designed for either one or two 
tubes, when made with any standard light meter, will disclose 
MIDCO’s superiority as a unit of light. 














— bea \ 
gorc+i2" <\ m\ 
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Study this photograph illustrating MIDCO’s efficient distribu- 
tion of the fluorescent quality rays over a large working area. 
Note the uniformly higher intensities obtained in the actual 
working zone. 


DESCRIPTIVE LITERATURE ON REQUEST 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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pendicular, double-faced, neon sign extends over the 
street from a higher-up center position is visible from 
far up Main St. 


Ample Room for Display 


The store front consists of two large beveled glass 
windows. The largest one has ample space for exten- 
sive display of office furniture and accessories, while 
the smaller prominently displays miscellaneous office 
supplies and gifts. The generous use of fluorescent 
fixtures throughout the store adds to the general at- 
tractiveness, the sales floor and offices being equipped 
with 172 40-inch fluorescent bulbs. The entire first 
floor has brown and green marbleized asphalt tile 
flooring and the ceiling is of white Celotex. The gen- 
eral and private offices at the rear, with recessed vault 
and files, have been done in natural knotty pine with 
the plaster finished in light eggshell blue and the ceil- 
ing of white Celotex. 

The stationery department occupies the south 25 x 
100-foot space with a 10 x 100-foot mezzanine for 
additional supplies of bulky items. Convenience and 
orderliness are the dominating factor as items are so 
arranged as to facilitate service to the customers. Most 
of the fixtures are light bleached walnut with espe- 
cially-built counter-high shelving marking the division 
line between the furniture and stationery departments. 
One long inviting display of leather goods, lamps and 


| miscellaneous office necessities is seen for the entire 


depth of the store. Handsome movable island cases, 


| with storage space beneath, are used for display of 


small items such as cards, memo pads and gifts. 

The north half of the store, which is given over to 
the furniture department, is divided down the center 
by six cut-out arches and each division will be used 
to display individual office suites when furniture of 
that type becomes available. Heavy equipment such as 
leather office furniture, bookcases, desks, chairs and 
tables form an eye-appealing convenient-for-selection 
display in the south half of the furniture department. 


Started Company in 1935 


Royal D. Hogan started the Forth Worth Office Sup- 
ply Company back in April 1935, at 1314 Throckmorton 
St., in a space 15 x 25 feet, which amounted to 375 
square feet of floor space. Two months later more 
space was the paramount need for this ever-growing 
concern and the first of a series of moves was made. 
The year 1940 found the firm moving to the three 
story and basement building at 911 Houston which was 
occupied until the recent move into their own building. 

Until 1940 the business was operated with one sales- 
man, two delivery men and one bookkeeper. After 
moving to 911 Houston the organization was increased 
to six employees. Now there are 13 employees, seven 
of whom are salesmen. 

Fort Worth Office Supply Company is exclusive dis- 
tributor for the National Blank Book Company, Gen- 
eral Fireproofing Company, Carter’s carbon. and rib- 
bons and several other lines in the Fort Worth market. 

ete ee 


A GIANT IN THE TYPEWRITER WORLD 


Heralding the return of typewriters—in ‘limited 
quantities—the Smith-Corona Typewriter Company, 
Los Angeles, Calif., recently called them to the atten- 
tion of the public in a clever display. On separate 
pedestals were shown a huge squash and one of the 
new typewriters. A card suspended from the ceiling 
above them advised “You are now looking at two 
giants.” A small card fastened to the squash said 
“A giant in the vegetable world,” and another to the 
machine declared “A giant in the typewriter world.” 
Said the manager, “We have commenced to take orders 
for Smith-Corona typewriters, but as yet no portables 
are available, and the supply of new machines is as 
yet so inadequate that we have not been able to offer 
our service of typewriter rentals.”—WBS. 
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Dignity, Efficiency and Smartness 


it. 


y for Your Office... 





on 
75 
re 
ld 
: by Leopo 
ee 
as 
ig. 
nil Employees and executives get their work tops, adjustable height (from 29” to 3014”); 
er 
ed done easier and more efficiently in pleasant, easy to clean under and keep clean. 
en , : 
a tng a ae ey Consult your Leopold dealer for assistance 
a office of the First Trust Company of Lincoln, ssetiiieeal . aa ae Se He i 
planning your office installations. e, 18 
b- Nebraska, an installation of Latsch Brothers, , , 
et. qualified to help re-plan your entire office 
of the same city. From the modern strip . 
: arrangement for greater beauty, efficiency 
e lighting to its smartly styled Leopold stream- and éomfort. 
Ly, liner desks, this office is designed for busy, 
n- ; 
te productive hours. 
he 
ng More and more you find the most efficient, 
wo 
id eye-compelling offices are Leopold installa- The e.oO-nho- 
~ tions. In your Leopold furnished office of ae 
“is tomorrow you'll find many more advantages, " 
as such as rounded, protective corners; clear, COMPA Y 
‘er : : : 
mirror-grained finishes, special mar-proof BURLINGTON 1 OWA, 
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I NOWLEDGE, plus experience and ability produce 
outstanding performance. Day in, day out devo- 
tion to the achievement of superiority is essential to 


make a champion. 


That’s the history of the success of Allied’s Flagship 
Carbon Paper, by all odds the finest development in 
the field today. The result of long research and ex- 
perimentation, fine inks, better imported tissues and 
experienced manufacturing know-how are combined 


to produce a carbon paper:which has no equal. 


CHAMPIONS 
ARE 
MADE! 


Flagship is the carbon for you to feature. Many exclu- 
sive qualities, including the beautiful silver colored 
metallic back attract and hold the buyer’s interest, 
And Flagship’s true economy longer wear, better 
work— insure repeat sales, make it a business builder 
for today and tomorrow. 





Give Flagship the Performance Test in your territory. 
If you’re interested in building more sales, greater 
volume, larger profits, Flagship is the answer. A few 
exclusive franchises are still available. Write for free 
samples and full details today! 





HERE’S WHY 


RINGS THE SALES BELL 








NON CURL Flagship is not affected by 
weather conditions—moisture, dryness, 
heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
niques. 


CLEANER TO HANDLE Flagship is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
with specially treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
tical motif in full color on the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 





CARBONS & RIBBONS 


ALLIE 
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HONOR FRANK J. HASTINGS FOR LONG SERVICE 


Fifty-five years of continuous service with the same 
product and the same organization stands out as such 
a rare achievement that friends of Frank J. Hastings, 
veteran Remington Rand typewriter and advertising 
man, helped him celebrate the fifty-fifth anniversary 
of his first working day. 

Several men who helped pave the way for the mod- 
ern typewriter and office machine industry assembled 
on January 15 in New York City at luncheon ‘with 
Mr. Hastings and his colleagues for a round of remi- 
niscences. 

John A. Zellers, Remington Rand vice-president, 
related the high points of Mr. Hastings’ career, and 





55 YEARS OF SERVICE REWARDED—Frank J. Hastings 

(left), veteran Remington Rand advertising man, is 

presented with a diamond lapel pin by John A. Zellers, 
vice-president, as S. H. Ensinger watches. 


P. B. Porter, vice-president in charge of Remington 


Rand public relations, presented Mr. Hastings with a | 
diamond lapel pin in partial recognition of his services. | 


Born in Brooklyn in 1874, just a year after E. Rem- | 


ington & Sons, of Ilion, N. Y., began manufacture of 
the first commercial typewriters, Mr. Hastings “got 
into typewriters” on his first job. 

On January 15, 1892, when he was 17 years old, Mr. 
Hastings went to work for Wyckoff, Seamans & Ben- 
edict, 327 Broadway, New York City, after that firm 
had taken over the exclusive manufacture and distri- 
bution of Remington typewriters. The firm later 
changed its name to The Remington Typewriter Com- 
pany, and in 1927, by a consolidation became a part 
of Remington Rand, Inc. 


Started on $5 Weekly Salary 

“T started as a ‘wagon boy’ and received $5.00 a 
week for helping the wagon driver deliver typewriters,” 
Hastings recalled. 

He was transferred to the firm’s shipping depart- 
ment, and in 1896 he joined his firm’s advertising de- 
partment to start 51 years of uninterrupted service 
advertising Remington typewriters. 

“Woodcuts often illustrated our ad pieces in those 


days,” Mr. Hastings recalled, “and of course most | 


modern methods and media were unknown.” 


Now manager of the media records and inquiries 
department, Mr. Hastings has no intention of retiring. 
He witnessed innovation after innovation change the 
merchandising scene... 


see many more. 
“There’s just as much progress ahead as there was 


in the past,” he believes. “It’s still a wonderful busi- | 


ness with plenty of opportunity. 
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motion pictures, radio, full | 
color illustrations, and spectaculars, and he wants to | 





A New ) 


PREMIER 
Cutting Board 


with 


PERMANENT STEEL 


TOP SQUARE 
nd 


SLIDE 


GUIDE 














Photo Materials Co. always seeks 
to find ways and means of increas- 
ing the efficiency, the safety, and 
the ease in using Premier Cutting 
Boards. In line with this policy, 
this new Premier Cuting Board 
represents a major improvement 
that cutting board users will wel- 





come. 


INQUIRIES INVITED 


Photo Materials Eo. 


55-59 E. 26th St..... CHICAGO 16, ILL. 




















Representatives 


Milton Stone, 320 Broadway, Room 625 

New York City, covering New York. 

| Marry Henkel, 171 Second St., San Ss. Lichenstein, 1228 Locust Ave., 
Francisco, Calif. Philadetphia, Pa. 


| Fred Deutsch, Texas, Okla., La., Ark 
3525 Southwestern Bivd., Dallas, Tex 
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BETTER CHAIR CUSHIONS 





Latex foam rubber unit, 1/2” 


No. 32 EXECUTIVE........... Eile 1 Sat Le a LIST $6.50 
Oe gk. SR SHERBEE AER WESO Saettetadertre ae ire 
In brown or green corduroy. Fibre plaid back. 
In brown or green sail cloth. Fibre plaid back. 
In brown or maroon leatherette. Fibre plaid back. 


50°%/, Shredded Latex Foam Rubber, 50%, White Cotton. I!/2" 
Na. 77 Gee VE... on ea ano ...LIST $4.30 
No. 57 STENO............ BR IR SNS LE a a OS 

In brown or green sail cloth. Fibre plaid back. 

In brown or maroon leatherette. Fibre plaid back. 





Built like fine upholstered furniture. 
Our spring unit, white cotton filler. 


ME go oi) 2 i pene 
Bn 0 ee ee ee dn eri ie 
In brown or maroon leatherette. Fibre plaid back. 

All cushions leatherette welted all around and vented. 


IN STOCK 
LIBERAL DEALER DISCOUNTS AND TERMS 


May we have the pleasure of a trial order . 


CUSHIONS 
BY 


LIST $5.80 
~ 5.40 






92 MONTGOMERY ST. 
JERSEY CITY 2, N. J. 
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OFFICE SUPPLIES TO HOLD PEAK—HORDER 

The office supplies business, which both reflects and 
forecasts the level of general business activity, should 
handle about the same volume this year as in 1946 
when both sales and earnings were at record highs, 
Harry G. Horder, president of Horders, Inc., declared 
in an interview with the Chicago Journal of Commerce, 
published January 9. 

The dollar volume, Mr. Horder stated, may be even 
slightly higher this year, because current prices were 
not in effect all of 1946. The overall increase in the 
period was about 16 per cent, but prices have leveled 
off of late and no further rise is expected. 

On the other hand, the executive foresaw no decline 
in prices, saying the current figures should establish 
themselves at a new level. 

Mr. Horder closely follows indices of business activ- 
ity, states the interview, and has found that commer- 
cial stationers’ sales records, weighted for price changes 
and expansion of facilities, move in consonance with 
other commercial activity in normal times, particularly 
the payroll index for commodity producing, distributive 
and service industries published by the Department 
of Commerce. 

However, the relationship did not hold in the war 
years because about 40 per cent of the normal inven- 
tory of stationers was not available then, he said. 
Since the end of the war, the gap between the higher 
rate of increase of all business and that of office sup- 
plies firms has been narrowed but they are still some 
distance apart. 

Thus, commercial stationers could well .expect to 
hold to present levels, or show increases, even if a 


. general adjustment sets in, and, furthermore, in the 


event of a serious recession, the industry’s volume 
should not fall far, because it did not rise abnormally 
in. the war years, Mr. Horder declared. 

A great many of the items, which disappeared dur- 
ing the war, rubber bands, staples, paper clips and 
small metal items, are once again in good supply. In 
general, three lines of merchandise are still in short 
supply and likely to continue so through 1947, the 
executive said. These are large metal furnishings such 
as file cabinets, wood furniture and paper items. 

When rolled steel is again in good supply, Mr. Horder 
said, he expected to see a considerable increase in its 
use in office furniture. 

No new products came out of the war except some 
necessary substitutes, such as banding materials to 
replace rubber bands, and these were discarded as 
soon as possible. 

Commercial stationers did not take on additional 
lines of merchandise in the war years, as did many 
retail industries whose normal product lines went off 
the market, and it is doubtful that they will now. 
Branching out into other lines might be temporarily 
expedient in increasing sales, but in the long run, 
such a policy would weaken a company’s identity as 
an office supplies dealer and this identity is considered 


a valuable asset, Mr. Horder explained. 


——— 
KELLNAI SYSTEMS BUY NEW SITE 
E. E. Kellner, owner of the Kellnai Systems, 236 E. 
Long St., Columbus, Ohio, since 1923, has announced 
the purchase of a new site on the south side of E. 
Long St., east of Fourth St. Kellnai Systems are local 
and national distributors and retailers of printed office 
stationery, office forms, and office equipment. 
Mr. Kellner said that when building conditions per- 
mit, he will erect a modern building on the site to 
house his expanding business—AK 


ee 


PARTNERSHIP FORMED AT AMHERST, N. Y. 

A certificate of partnership has been filed in Buffalo, 
N. Y., for the Global Stationers & Printers, 180 South 
Forest, Amherst, N. Y. Partners are O. A. and L. D. 
Hoppe of Amherst.—GET. 
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It's Limely. re 
It's efficient... 
It's «a certain 


“SALES GETTER”! 


“ae It’s the 1947 
VICTOR RECORDEX 


WITHHOLDING TAX COMPUTER 


INCOME TAXES are making conversation and 
newspaper headlines again as they do every year 
at this time. With all the free publicity, a Victor Tax 
Computer displayed on your counter can be con- 


sidered a "current event". 


Few items in your stock have so many potential 
customers. Every employer has a payroll deduction 
problem—and the Victor Withholding Tax Compu- 
ter is the solution just waiting to be applied. 


FAST, ACCURATE, SIMPLE TO USE—AIll wage 





amounts for 5 payroll periods (weekly, bi-weekly, 
monthly, semi-monthly and daily or miscellaneous} 
are instantly visible and deductions quickly referred 
to in a handy Recordex visible folder that fits desk, 


file drawer or brief case when not in use. 


Deductions listed comply with Government regula- 
tions currently in effect. Card sets can be sold indi- 
vidually and inserted in place of obsolete schedules. 


PROMOTE while your customers are “Tax Conscious” 
—Stuffers and show-cards are available on request. 








Victor 


BOOK VISIBLE 


This handy visible book, bound in pyroxylin coated luggage cloth, 
is ideal for stock, payroll, ledger or sales records—and is a “step- 
ping stone" to a future large Victor Visible installation. "Stock 
shortages", “accounts overdue", ‘date of last call" and other 
pertinent information easily signaled and quickly referred to. 
Removable pockets with a transparent transloid protected tip— 
available in 6 sizes, for 8 x 5, 6 x 4, and 5 x 3 cards. 


Write for attractive blotters or showcard 
for counter or window display. 





. 

















NORTH TONAWANDA 
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THE VICTOR SAFE & EQUIPMENT CO., INC. 


NEW YORK 
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READY FOR 
SHIPMENT 


Tow ! 


Selected Oak 
KNEEHOLE DESK 


Choice of Finishes 


Tudor or Light Oak 


No. 1300 
22" x 48"'—30" High 


READY IN 30 DAYS 


DAVENPORT and CHAIR 


Regularly furnished in Soft Fabrics . . . Avail- 
able also in Imitation Leather . . . Choice of 


colors — Blue, Green, Brown or Maroon 


Frame is Oak, either Tudor or Light 


No. 1351 
Chair 


No. 1350 
Davenport 


MICHIGAN DESK CO. aranp rapips, MICH. 











RN TSS A 
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PALLEY OBSERVES TWENTY-FIFTH YEAR 


Barnett Palley, founder and president of Palley 
Office Supply Company, Worcester, Mass., recently 
marked the twenty-fifth anniversary of the firm he 
established in 1921. 

A Worcester resident, prominent in local and New 
England business circles, Mr. Palley gained national 
recognition in 1927 when his firm was honored by a 
national manufacturer for the largest sustained vol- 


HAS SILVER ANNIVERSARY—Exterior and interior views of 
the Palley Office Supply Co., Worcester, Mass., a firm which 
recently cbserved its twenty-fifth anniversary. The front (top 
picture) and ground floor (center picture) have been en- 
larged 50 per cent since these pictures were taken. Bottom 
picture is of basement display and stock room. 


ume of sales in competition with office supply houses 
throughout the United States. 

Mr. Palley has been active in the office supply busi- 
ness for 34 years, a period in which he has witnessed 
many remarkable changes in office methods and 
equipment. When he began his career as office boy 
for Frost Stamp and Stationery Company many offices 
still used the old fashioned tall-stool, bound-book, 
pen-and-ink system of bookkeeping; a rather labori- 
ous process when compared to the smooth efficiency 
of today’s multiple machine bookkeeping. And many 











WRITE up more profits 
with WRITE products 


WRITE products offer office work- 
ers what they demand in Carbon 
Paper and Typewriter Ribbons . . . 
more copies, cleaner copies from 
every sheet of carbon paper... 
long wear from typewriter ribbons 
that produce clean, sharp, legible 
work. 


For customer satisfaction that spells 
more sales, greater profits, stock 
and display. WRITE products. Re- 
member—you can’t go wrong with 


WRITE! 


Immediate Deliveries 


Offices still used cumbersome letter copy presses to 
duplicate their important letters, an involved, com- 
plicated system today’s secretary is spared by modern 


W R I T 7 420 Lexington Ave.. 
a 


Tele] Titel F474" New York 17, N. Y. 








_ carbon paper. 
In nine years with the Frost Company, Mr. Palley 
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LITTLE Quality Carbons' 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
img the dealer at the top in 
quality, dependability and 
protection. 


Write for details 
and samples. 


MANUFACTURERS 


Factory, Rochester, N. Y. 
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was promoted to salesman, buyer, sales manager, and: 
finally was appointed secretary of the corporation. 
In 1921 he went into business for himself, and, with a 
staff of three, opened Palley Office Supply Company 
at 23 Foster St. 

At first, Mr. Palley operated only locally, then grad- 
ually extended his territory to include most of New 
England. The steadily-increasing demand for office 
supplies and equipment from public utilities, textile 
plants and other large industries made it necessary 
to have more room-for both display and storage pur- 
poses. So in 1928, larger quarters were taken in the 
same building with entrances on both Foster and 





BARNETT PALLEY 


Commercial Streets. And in 1937, an even greater 
volume of business forced Palley Office Supply Com- 
pany to occupy the greater part of the ground floor 
of the building, its present location. 

The original staff of three people has increased to 
24, and Palley Office Supply Company now does in less 
than a month, the volume of sales that the original 
store handled in an entire year. 

A franchised dealer for many nationally-known 
manufacturers, Palley Office Supply Company’s ground 
floor sales room now contain one of New England's 
most comprehensive displays of modern office supplies, 
equipment, and furniture. And plans for an even 
zreater firm are under way. 


Purchases Building for Enlarging 


A year ago, Mr. Palley purchased the building at 
36-40 Foster St., across the street from their present 
store, now occupied by the Unemployment Compensa- 
tion Board and as soon as the shortage of critical ma- 
terials is ended, Palley Office Supply Company will 
enlarge again. 

On the anniversary occasion, Mr. Palley expressed 
his gratitude to the many customers whose continued 
loyalty made possible the 25-year growth of Palley 
Office Supply Company. 

Mr. Palley is a member of the Worcester Chapter, 
National Office Management Association, a member of 
the Worcester Chamber of Commerce, and is active 
in several philanthropic organizations. One of the 
founders of Congregation Beth Israel, and its treasurer 


| for eight years, Mr. Palley now serves on the board 


of directors of that institution, and the Beth Israel 
Brotherhood. He also is a charter member of the 
Mount Pleasant Country Club. 


2 


RAY COOPER RESIGNS POSITION 
Ray Cooper has resigned from his position as branch 


/ manager for Art Metal Construction Company at 


Chicago. His record with the company extends over 
a period of 24 years in which he has served in various 
capacities. Prior to coming to Chicago he was man- 
ager at Los Angeles. At the time he relinquished his 
duties he reported that he had not yet made plans 


| for future activities. 
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Oxford 
PENDAFLEX* 
Steel 


UTILITY DE 


ANEW PROFIT MAKER! Every office needs this unique 
two-in-one desk and 24” capacity Pendaflex filing unit. 
It’s more than a file with a working surface attached. 
It’s a new kind of desk that provides usable, active 
filing space instead of inactive, wasted drawer space. 


Clerical work and orderly arrangement of papers for 
quick selection or reference go together. They get 
together with utmost efficiency in the Utility Desk to 
save time and effort on all clerical work, filed papers, 
or for any desk work requiring constant, speedy ref- 
erence to filed material. 


And that’s no ordinary file, but PENDAFLEX, the 
original hanging folder file. 


Your customers are everywhere, and your profits im- 
mediate. Large offices will want them in quantities. 


der today for ‘‘Pendaflexers"’ 
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Any small business will find the Utility Desk a triple 
miracle: desk, file and typewriter-stand for the price 
of one! 


THIS IS “RIGHT NOW PROFIT” MERCHANDISE. Your 
order placed today will be shipped from merchandise 
we have in stock. You can sell actual merchandise, 
instead of delivery promises, and make an immediate 
profit on orders you place today. 


NATIONALLY ADVERTISED — Oxford ‘'Pendaflexers” and 
Utility Desks are now being advertised in ‘‘Nation’s 
Business,’ ‘United States News’ and “Purchasing” 
magazines. Inquiries and orders are coming in fast — 
these new Pendaflex steel equipment items are going 
to be the sales sensation of 1947! 


Or if you want the file alone — “OXFORD PENDAFLEXER” Here it is without the 
desk. Mounted on casters, it rolls anywhere. Sell it for desk-side use. lt keeps 
needed file information always at the finger tips, easily and quickly found in 
quick-reference Pendaflex filing folders. 


Packed in individual cartons — no troublesome assembly, ready for immediate use. 
Finished in Olive green only, available. in letter and legal sizes. Place an or- 
and Utility Desks...for RIGHT NOW profits! 


OXFORD FILING SUPPLY CO.., INC. 


125 South 8th Street 
St. Louis 2, Mo. 


340 Morgan Avenue 


All shipments subject to strikes and embargoes. 


Brooklyn 6, N. Y. 
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Geasler .. 
Beller... 
Caner ; ‘ : 


Model “E” 


MAH 





STENCIL PRINTING PRESS 


In a class by itself for appearance, construction 
and performance! Incorporating many new fea- 
tures which we have developed after years of 
research ... new, revolutionary feed insures hair- 
line registration even with folded paper. Cannot 
feed doubles . . . and actually loads and reloads 
while in motion! 


Here is just one of the many MARR 
unique features . . . a rotating stencil 
button bar which permits stencils to be 
removed by their uninked CLEAN head- 
ings . . . making for cleaner hands and 
sunnier tempers. Also . . . ask about 
MARR registration accuracy. 


Available for Immediate Delivery 
to Dealers on Exclusive Franchise Basis. 





WRITE FOR PARTICULARS 





a modern printshop 


in Yow oltice 





MARR DUPLICATOR CO., Inc. 


53 Park Place, 


New York City, 7 
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LARSON, FIEGEL JOIN L. M. BICKETT COMPANY 


W. A. Larson and Victor G. Fiegel, sons-in-law of 
President L. M.-Bickett of L. M. Bickett Company, 
Watertown, Wis., are new additions to the firm man- 
ufacturing Respirator chair cushions. Their associa- 
tion with the L. M. Bickett Company is the fulfilment 
of plans the president of the Wisconsin firm has had 
in mind as a means of perpetuating the organization 





W. A. LARSON V. G. FIEGEL 


after his retirement, and perhaps into the third gen- | 


eration as there are two Larson and two Fiegel sons. 
W. A. Larson has taken over the duties of sales 


manager after serving during World War II in the | 
Pacific area with the 32nd Division, where he attained | 
the rank of lieutenant colonel. He is the husband of | 


the former Ruth Bickett and father of Leigh and 
Reed Larson. 

Victor G. Fiegel, formerly associated with L. M. Bick- 
ett Company as superintendent, will again resume his 
duties as superintendent and production manager. He 
is the father of L. M. Bicketts’ grandsons Kirt and 
Allen and their mother is the former Helen Bickett who 
worked for the company as bookkeeper and accountant. 

With the new arrangement, L. M. Bickett hopes to 
have time for considerable traveling and the forma- 
tion of a more direct acquaintanceship with dealers. 


a 
HARTER ESTABLISHES WEST COAST BRANCH 


A wholesale branch office and warehouse has been | 


established on the west coast by Harter Corporation, 
Sturgis, Mich., according to an announcement made 
recently by Evan S. Harter, president. The firm’s new 
branch office is located at 725 Second St., San Fran- 
cisco 7, Calif. A. A. Liggett, Jr., newly-appointed 
western manager, is in charge of the west coast office, 
assisted by John D. Sweeney. 


Slated to open March 1, Harter’s western branch | 


office and warehouse will serve office equipment deal- 
ers and stationers in Arizona, California, Idaho, Mon- 
tana, Nevada, Oregon, Utah, and Washington. Mr. 
Harter stated that “a large stock of posture and con- 
ventional type chairs will be maintained at all times 
in our west coast warehouse.” He added that his com- 
pany’s western branch office was established “to 
insure better and faster distribution of Harter chairs 
in the west coast area.” 
9 
PENS STOLEN IN.TOPEKA FIRM ROBBERY 


The Hall Stationery Store, 623 Kansas Ave., Topeka, 
Kans., was entered by a burglar recently who took 
an estimated $2,000 in fountain pens, and wrecked an 
expensive showcase. 

The front door was pried open between 6 and 7:30 
P.m., the burglary being discovered by night watch- 
men coming on duty. 

Only the expensive fountain pens were taken and 
cheap ones were ignored, according to C. A. Severin, 
president-manager of the company. Nothing else was 
taken, he said—_GMH 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


It is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESK COMPANY 
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IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE * 
REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximatel 
1000 machines; all models available. Modern of. 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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ULBRICH FIRM NOW 75 YEARS OLD 


Four days after a fire on December 14, 1893, de- 
stroyed the bookstore of Otto Ulbrich, a young Ger- 
man-born man with plenty of get-up-and-go, he had 
set up another shop with enough stock to do business, 

On the occasion of the seventy-fifth anniversary of 
the Otto Ulbrich Company, Inc., of Buffalo, N. Y,, 
recently, the store’s oldest employe, 75-year-old Jacob 
F. Seitz, 53 years with the company and now assistant 
treasurer, said he believed his employer’s greatest 
asset was his moral courage. 

“The fire, the second one he had experienced, wiped 
us out,” said Mr. Seitz, “but Mr. Ulbrich telegraphed 
around to Wetmore’s in Rochester, to friends of his, 
and to New York, and he had a stock ready for his 
Christmas business. The fire burned down the old 
Arcade building which-was situated on the present 
Kleinhans store site. That was on a Thursday. By 
the next Monday Mr. Ulbrich was set up in the Ger- 
man Insurance Building.” 

The Arcade Building fire was the second one in 
which Mr. Ulbrich had suffered misfortune. His first 
store in the Young Men’s Association Building, which 
later became the Richmond Hotel, was also destroyed. 


At Location Since 1894 


Ulbrich’s has been in its present location, 386 Main 
St., since 1894. It has been expanded from time to 
time and two years ago bought its present property 
and at the same time enlarged it by taking long term 
leases for stores on Eagle St. Except for one store in 
Cleveland, Ohio, Ulbrich’s is declared to be the largest 
book and stationery store between New York and 
Chicago. 

Branch stores were opened at 222 Delaware Ave., in 
1923 and at 17 W. Chippewa St., in 1939. Miss Clara 
Ulbrich, a daughter of. the founder, was the Delaware 
Ave. store’s first manager and she Still retains an 
active interest in the business. 

Present president is Otto Grauer. His father, the 
late Christopher Grauer, who died two years ago, was 
a son-in-law of Mr. Ulbrich and was associated for 
40 years with the company. 


Have Pioneered in Merchandising 


Ulbrich’s have been pioneers in their line of mer- 
chandising. Among their notable firsts were the intro- 
duction of fountain pens to Buffalo—the Waterman 
Safety and the Parker “Lucky Curve.” Its depart- 
ments include books, commercial stationery and office 
supplies, social stationery, fountain pens, school sup- 
plies, art supplies, cameras and photographic needs, 
religious books, children’s books, foreign language 
books, games, toys, and a special order department. 

Officers of the company have always been interested 
in the trade organizations affecting their business. 
Mr. Grauer is vice-president of the American Book- 
sellers Association and Walter H. Miller, who started 
as a sales clerk in 1923 and is now executive vice- 
president, is president of the Stationers Club of Buffalo. 

The company celebrated with a special anniversary 
dinner for employes at Hotel Markeen.—GET 


I 


F. S. WEBSTER IN “SAVE OUR SPOOLS” PLEA 

An S. O. S. “Save Our Spools” plea has been made 
by F. S. Webster Company, 1 Amherst St., Cambridge 
42, Mass., saying that because of the short steel sup- 
ply the typewriter spool situation is again critical. 
The company will pay $.02 each for spools returned, 
plus shipping charges. If they are shipped express 
or freight, the charges should be made collect. Or if 
sent parcel post, the company will refund the charges. 
The spools may be sent to the nearest branch office 
at New York, N. Y.; Philadelphia, Pa.; Pittsburgh, Pa. 
Chicago, Ill., San Francisco, Calif.; or to the main 
headquarters. 
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PRONTO 


FIBRE BOARD FILES 

















*- 
b our customers like PRONTO FILES 


because: 1—drawers operate easily: 


2—sturdy and durable construction; 
3—space saving, safe, stacking feature; 


4—low cost and, 5—fine appearance. 


The popularity of PRONTO FILES is 


attested by the fact they are now used 


in more than 35.000 offices. 


We are hopeful that the supply of fibre 
board will soon be increased sufficient 
to enable us to supply all our dealers 


with normal quantities. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 
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MORE CASH 
ON HAND THAN 
EVER BEFORE 


Business, Professional Men 
Ask For More Police 


HOLDUPS ARE 
INCREASING 








All Over U. S. A. 











HERRING-HALL-MARVIN 
No. 123 MONEY CHEST 


IN REINFORCED STEEL-ENCASED 
CONCRETE BLOCK 


Eorns Bank Burglary “H” Insurance Rating... 

Mercantile “’E’ Insurance Rating . . . with 

10% Discount for Underwriters’ Approved 
Re-Locking Device 


Needed everywhere by Amusement Places * 
Apartment Managers * Associations * Bars * 
Bowling Alleys * Cafes « Chain Stores * Build- 
ing Material Offices * Bus Lines ¢ Clubs * Coal 
and Coke Dealers * Dry Cleaners * Express 
Companies * Feed Dealers « Filling Stations 
Furniture Stores * Homes ¢ Insurance Com- 
panies * Jewelers * Laundries * Live Stock 
Commissions * Lumber Yards * Meat Whole- 
salers * Motion Picture Houses * Movers * 
Restaurants * Sports Arenas * Taxi Offices * 
Theatres * Ticket Agencies * Truckers * Ware- 
house Receipts * Etc. 


* Early Delivery * 





Large illustration shows H-H-M No. 123 Money Chest 
in the H-H-M No. 1-C Case — a reinforced, steel- 
encased concrete block. Overall dimensions are 30” high 
by 20” wide by 20” deep. Weight, 1200 Ibs. The No. 1-C 
Case may also be fitted with the No. 123-ID Money 
Chest (with inner door), shown at left. 


HERRING-HALL-MARVIN SAFE CO. 


Meonufacturers of Bonk Voult Equipment - Benk Counters - Tellers’ Buses ond 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 
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BURGLARIES AND 


Conditions Grow Worse 


.... here’s the policeman they cannot shoot... . 
the lock they won’t pick, nor break, nor blow 
....the chest they can’t lift nor carry away 


H-H-M MONEY CHESTS 
WIN LOW INSURANCE 
RATES 





Saving Important Money 
For All Types Of Users 

















The No. 123 and No. 123-1D represent the highest 
standards of protection available in burglar-resistive 
money chests in their class. These chests have body 
of steel 1” thick with round door minimum 112” thick- 
ness. Outside of bodies and face of doors are hardened, 
drill-resistive harveyized steel. Write for catalog pages 
end price list. 






General Offices 
HAMILTON, OHIO 
BRANCH OFFICES 


In New York, Chicago, Boston, Washington, 
St. Louis, Atlanta, Houston, Philadelphie, 
Son Francisco, Los Angeles, Detroit, Pittsburgh 
OTHER AGENCIES ALL OVER THE WORLD 
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ATWELL COMPANY NOW REPRESENTS AUDOGRAPH | 


The Atwell Company of Boston is now representing 
Gray Manufacturing Company, Hartford, Conn., in 
distribution of Audograph, dictation equipment, in 
New England. Previously, Atwell company had sold 
and serviced Ediphone for more than 30 years. 

Long experience in the field enables the Atwell 





DISPLAY AUDOGRAPH SOUNDWRITER — Andrew Y. 
Atwell (right), president; and Tom E. Atwell, vice- 
president and treasurer of the Atwell Co., Boston. 
Bass., appear with the Audograph Soundwriter, prod- 
uct of the Gray Manufacturing Co., Hartford, Conn. 


Company to give adequate representation for Audo- | 


graph, declared to be a lightweight, portable elec- 
tronic instrument with recording on paper thin 
Flexograph discs. 

The Atwell Company has announced its new product 
and enlarged service to New England business through 
newspaper advertising and direct mail to customers 
and prospects. 

a cue 
OLD TOWN RIBBON & CARBON APPOINTS DART 
The appointment of Bertrand F. Dart as factory 


representative in Illinois and southeastern Missouri | 
was recently announced by Old Town Ribbon & Car- | 


bon Company, Inc., Brooklyn, N. Y. 


Mr. Dart brings to the Old Town distributors in his | 


territory a thorough knowledge of forms engineering 











B. F. DART 


and system work in the spirit duplicating field. He is 
a graduate of New York State Teachers College and 
has been office supervisor for one of the country’s 
largest industrial firms where he had charge of the 
installation of office practices which included the de- 
signing of various types of time-saving Dupliforms. 


—_—_— > 2 


AUTOPEN INCORPORATES AT DOVER, DEL. 
The Autopen Company, makers of mechanical signa- 
ture and other writing devices, with a capital of $200,- 
000, filed articles of incorporation with the secretary 
of state at Dover, Del.—PJP 





























ese two new numbers are typical of the 
styling and craftsmanship of all MiLo 
leather office furniture. Available in red, 
brown or green leathers, they enhance the 
appearance of every office. Soundly and 


sturdily customed, too. 


IMMEDIATE DELIVERY! 


We are now in position to give you 
immediate delivery on all our stock 
numbers . .. and we offer quick service 


on specials. 


MiLo 


LEATHER CHAIR CO., INC. 


203-5 WOOSTER ST., NEW YORK 12, WN. Y. 
ORchard 4-6644 GRamercy 5-5528 
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STAMPING 
DEVICES 
ARE SOLD 
AROUND 
THE WORLD 


ORDER THE 


West 


Mi WHEN IN NEED 4 
OF DATERS , 





THE “CROWN” LINE OF DATERS AND NUM.- 
BERERS ARE OF THE HIGHEST GRADE 
THROUGHOUT 
MOULDED WITH 8 YEARS ON THEM 

ONE PIECE ALUMINUM DRUMS FOR EASIER 
TURNING OF BANDS . . . HIGHLY NICKEL 
PLATED FRAMES FOR NEATNESS AND APPEAR. 

ANCE... 
















THE “STAR DATERS AND NUMBERERS 
ARE THE INEXPENSIVE BRAND — MADE 
TO SERVE WHERE THE BEST IS NOT 
NECESSARY .. . BUT A GOOD 
STAMP IS NEEDED— 
AVAILABLE FOR IMME- 
DIATE DELIVERY 


RASTEWART 





SE ONO Aor 


80 DUANE ST.NEW YORK 7,N.Y. 
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HERMAN H. CAST 

Herman H. Cast, 57, president of the Cast Office 
Supply Company, Wichita, Kans., died in a Wichita 
hospital January 28 following an operation. 

This prominent business man was born at Wilming- 
ton, Ohio, on January 13, 1890, and moved to Wichita 
in 1910 when he was 20 years old. Shortly after com- 
ing to Wichita he joined the Western Lithograph 

















a 


THE LATE HERMAN H. CAST 





company and was associated with that company for 
25 years. When he left Western Lithograph in 1935, 
he established the Cast Office Supply Company. 

He was a member of the Wichita Independent Busi- 


| ness Men’s association, the Wichita Country Club, and 


St. James’ Episcopal Church. A thirty-second degree 
Mason, he was a member of Wichita Consistory and 
the Midian Temple of the Shrine. 

He attended Fairmont and Monmouth Colleges. In 
1913, he married Miss Esther Crawford of Wichita. 

Mr. Cast is survived by his widow, one daughter 
and two sisters.—GMH. 

+ + -& 
ALFRED BEVERLY 
Alfred Beverly, 62, branch manager of the typewriter 


| division of the Remington-Rand Company, died Jan- 
| uary 7 in a Topeka, Kans., hospital. 


He was born in Ellis, Kans., and came to Topeka 
23 years ago from Kansas City when he became branch 
manager of the typewriter division of the Remington 
Rand Company. 

He was a member of Central Congregational church, 
Masonic bodies and Elks lodge. 


Surviving are the widow, Mrs. Myra Beverly; two 


| sons, Alfred Morgan and George E., both at home; a 
| sister and three brothers—GMH. 


+ + - 
CHARLES D. RAYMER 

Only a short time after his selling out and retiring, 
death has closed the long active career of Charles D. 
Raymer, well-known Seattle bookseller and operator 
of a number of other businesses in connection with 
Raymer’s Old Book Store at 905 Third Ave., Seattle, 
Wash. He died of a heart attack at the age of 86 
years, death coming in Ontario, Calif., while he was 
on a trip after disposing of his business. 

He began his retail career 63 years ago in Minneap- 
olis and St. Paul, Minn., opening his well-known 
Seattle store for books and allied articles more than 


' 40 years ago. When he sold that business last summer 


he resolved to take a much needed rest and trip 
through the Southwest, spending the remainder of his 
days in southern California. But once out of harness, 
these days proved brief indeed. 

When he first opened his book store it was famous 
for its old pot-bellied stove and the chit-chat and 
gossip as folks dropped in to browse, if not to buy and 
1947 
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PRODUCTS 
BEST IN THE L-0-N-G RUN! 


Autocopy products are best in the long run because 
they artfully combine the very latest in scientific knowl- 
edge with manufacturing skill to produce the finest in 
duplicating machines and supplies. Autocopy products 
insure clear, clean copies from the first to the last. 
Because of their inherent superiority, Autocopy prod- 
ucts generate pride on the job! 





























































































An all pupose duplicating 
machine that eliminates the 
need for skill and care in 
feeding copies! Model shown 
is the ONLY flat-bed dupli- 
cator with automatic paper 
feed. It is available in a wide 
variety of sizes with copying 
surfaces 9" x 16°, 34°. x 38". 
18” x 24” and 18” x 34”. Rug- 
gedly built, it will give you 
a lifetime of dependable 
service. 


AUTOCOPY GELATIN 
ROLLS consistently produce 
clean, bright and_ perfect ac , >yY STEN 

copies because they are scien- A ; ade - F Y rbaeggwect 
tifically compounded to insure page 5 es ay ong ain sed 
longest efficient use under or all duplicating pag Wa ee 
varying climatic conditions. Rae ce | erase 
An exclusive Autocopy for- pes song “ tele ovine 
mula eliminates bubbles, fag: are “_ e=( rying, 
dents or waves on Autocopy Oe ee ee 
rolls. They are available for clean, clear and sharp copies. 


all makes of < icators — vere ; tL 

are celandant® aa ies of AUTOCOPY INKS, com- 

the nation’s: Inseest cuete! pounded from finest quality 
. ingredients, produce clear, 

sharp, impressions. 


AUTOCOPY DUPLICATOR 
FLUID makes possible 
brighter clean-cut copies for 
— extra long runs. Instant dry- 
Anlicisa4 ing of paper avoids “sloppy- 

nics: nanell | copy” offsetting. It’s practi- 
SPinit FLUID cally odorless and non-injuri- 

—— ous to machines. For all 
direct process duplicators! In 
gallon cans or economical 54 
gallon drums. 








OTHER Gudscopy PRODUCTS 





halt ’ AUTOCOPY CLEANSING CREAM re- 
‘ane moves in 30 seconds the stains acquired on 
hands in hours of work! Despite its speed 
and positive action in removing Hectograph, 
Mimeograph and other ink stains, this all 
purpose cleansing cream is gentle to the 
skin—leaves it soft and smooth and does 
not mar nail polish. 


® AUTOCOPY SPIRIT and 
HECTOGRAPH CARBON 
PAPER 


® AUTOCOPY MASTER SETS. 
(Plain) For spirit duplicators. 
® AUTOCOPY RIBBONS, semi 


| or full inkings. Colors: Pur- n 

| ple, Purple and Red. 

| DEALERS: Tbe 
Write for literature and prices. 7 


= a: to seid So aaa es 462 WEST SUPERIOR STREET CHICAGO 10, ILL 


¢ 
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HIGH 
POINT 
CHAIRS 


are dependable 


The only way anybody ever at- 
tained proficiency at any job was 


to work at it. 


Down at HIGH POINT we have 
been making office chairs continu- 
ously for more than forty years. 
Gradually and continually we have 
refined all our processes of chair 


manufacture. 


Today HIGH POINT chairs are 
outstanding examples of styling, 
comfort and structural strength. 
They look good. They sit good. 
They ARE good. 


HIGH POINT chairs are always 
dependable. 














HIGH POINT senping & CHAIR COMPANY 


SILER CITY 








NORTH CAROLINA 
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exchange information and wise-cracks around that 
old stove. Among visitors to Raymer’s were Jack Lon- 
don, Elbert Hubbard, Harold Bell Wright, and Eugene 
Debs, the Socialist. 

One of the most unusual features of his store was 
the handling of letters for all and sundry, through a 
“Wanderer’s Post Office.” There he received, pigeon- 
holed and kept mail for drifters and folks who had 
no regular mailing address or permanent home, such 
as seamen and loggers. . 

Besides his widow, Hattie, he leaves two sons, Harry 
Raymer of Portland, Ore., and L. I. Raymer of Seattle; 
a daughter, Mrs. Laura Harrison of Hartford, Mich.: 
two grandsons and a grand-daughter. Funeral services 
and burial were held in Los Angeles, Cal.—CML 


+ & 


WALTER P. FUNCK 

Walter P. Funck died at his home at Arcata, Calif., 
on January 23 at the age of 75, just over three years 
after his retirement from the F. S. Webster Company, 
for whom he had worked for 50 years since 1894. 

For the last 25 years he had held the position of 
west coast manager with his headquarters at the 
company’s factory branch at San Francisco, Calif. In 











| 


THE LATE WALTER P. FUNCK 





his period of service with the company, which he 
started by working out of its Chicago office, he had 
travelled in every state west of the Mississippi and 
was well known to all dealers and travellers in the 
entire west. 

Mr. Funck was a life-long member of the National 
Stationers Association, the Golden State Travellers 
Association and also of several Masonic orders on the 
west coast. 

Surviving is the widow, Emarine C. Funck. 

+; - + 
ALAN REILEY 

Alan Campbell Reiley, who retired as advertising 
manager of the Remington Typewriter Company, 
prior to the merger which resulted in formation of 
the Remington Rand, Inc., organization, died on 
Monday, February 3, at the age of 77. Mr. Reiley will 
be remembered for his contributions to the advertis- 
ing profession and his effective campaigns promoting 
the distribution of Remington typewriters. 


+ + + 


ROBERT F. TASKER 

Robert F. Tasker, 68, owner and operator of the 
Tasker Book and Stationery store at Dodge City, Kans., 
died January 8 at St. Anthony’s hospital in Dodge City 
after an illness of several months. 

A native of Liverpool, England, Mr. Tasker was born 
Nov. 15, 1878, and came to the United States in 1895. 
He had resided in Dodge City since 1926. He served as 
a member of the Ford county selective service board 
since the board was established. 

Mr. Tasker enlisted in the U. S. Army three years 
after coming to the states from England, serving dur- 
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$t. Jumely 


American business is sold on the 
spirit type of duplicator. It has 
proved to be more practical for 
many purposes than any other 
type of duplication on the mar- 
ket. Users are sold on 





THE WRIGHT 


for its noteworthy contribution 
to office duplication. 


THE WRIGHT DUPLICATOR 
is a full size machine handling 
paper up to 9 x 15". It is a 
sturdy machine with welded 
frame of heavy metal and with 
contact points hardened for 
long wear. Impression roller is 
mounted on ball bearings. Only 
one revolution to each print. 


The “Wright” is the Spirit Duplicator 
You can buy with confidence. 
Liberal Trade Discount 
Satisfaction Guaranteed 


PRICE $43.50 List 


Order a shipment of Wright Duplicators today. 
You will like them. 


Satisfaction Guaranted 


DER Mfg. Co., Inc. 


1330 Quincy St., N.E., Minneapolis 13, Minn 
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\ Give YOUR TYPEWRITER 
\ 


BETTER UNDERS tA NDING 
\ WITH 


STED-I-LEG 
Stop! 


— Desk and Typewriter wear 





— ws 


— Typing on a springboard 
— Typing up or down hill 
— Uneven looking work 


— Frayed nerves = Inefficiency 


PAT. 
PEND. Get lhe Facts! 
Attractively finished 


All-metal construction 


No slippage... Ball-locking mechan- 
ism locks your STED-I-LEG in position. 


DEALERS No mechanical failures 

AND All movable parts inside cylinder 
pistripuTors =| are protected from dirt, grease 
WANTED or any outside interference. 


STED-I-LEG COMPANY 


1257 SOUTH LA BREA, LOS ANGELES 35, CALIF. 











: Please send complete dealer and distributor information. : 
! ‘ 
: NAME COMPANY - 
' ! 
| ADDRESS city STATE : 








ing the Philippines insurrection, and went to China 
during the Boxer uprising. 
He was prominent in Masonic work, a member of 
the Veterans of Foreign Wars and active in civic work. 
Surviving are a son, Robert F. Tasker, Jr., Dodge 
City; a daughter, Mrs. Frances Ordelheide, Columbia, 
Mo.; four grandchildren, five brothers and one sister. 


—GMH. 
+ Tt F 


CHARLES E. STOUT 

Charles E. Stout, retired furniture dealer and sta- 
tionery salesman of Philadelphia, Pa., died January 8 
at the home of his daughter, Mrs. Harold Watson, 
Haddon Heights, after a short illness. He was 84. 

At the time of his retirement in 1931, Mr. Stout was 
employed by Hoskins Company, stationers, Phila- 
delphia. Previously, he operated a retail furniture 
business in partnership with his brother, W. Henry 
Stout, at 919 Arch St., Philadelphia. 

Besides his daughter, he is survived by two grand- 
children. 


- - + 


RUSSELL C. DEVAULL 
Russell C. Devaull, 51, a stationery store executive 
of Camden, N. J., died December 28 at his home. Mr. 
Devaull had assumed direction of the business in 1926 
which had been started by his father in 1896.—PJP. 


+ +b % 


MISS MARY E. SKINNER 
Death came to Miss Mary E. Skinner, for the last 
30 years treasurer of Harry B. Levis, Inc., stationers, 
at Philadelphia, Pa., on January 23 in a hospital of 
that city. Two sisters survive her.—PJP. 


+ b + 


EVAN W. TONSING 

Evan W. Tonsing, 52, owner of the Tonsing Printery 
and Bookstore at Atchison, Kans., died in a hospital 
in that city on January 23. He was a World War I 
veteran and a leader in the Evangelical Lutheran 
Synod of Kansas and adjacent states. He was the 
oldest grandson of John A. Martin, a former governor 
of Kansas.—PJP. 


—_—_9—= 9 


THREE DISPLAY UNITS OFFERED BY GITS 
The Gits Molding Corporation, 4600 W. Huron St., 
Chicago, is offering a trio of new dealer-aids in the 
form of point-of-sale displays featuring all-plastic 
letter openers with magnifying handles, razor knives 





GITS MOLDING CORP. MERCHANDISERS 


and thimbles. These displays are the latest in a series 
said to be designed after considerable research into 
consumer and dealer preferences in type, color, size 
and general appearance of point-of-sale material. 
The new display units feature three of the most 
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FOR BUSINESS 
AY ACS Ses... 














Every working day of the year, thousands of men and 
women stream through the doorways of America's busi- 
ness institutions to engage in desk work. To these peo- 
ple, their desks represent intimate and valuable work 
tools. We have always felt that business success is no 
sheer accident . . . it stems from the combination of 
capable personnel plus the kind of equipment that ade- 
quately and efficiently serves their needs. In the realm 
of business, IMPERIAL DESKS seem to have the quali- 
ties that are appreciated by successful business people. 
Imperial Desk dealers can count on IMPERIAL DESKS 
in the future as they have in the past to please the most 
discriminating buyers and users of office furniture. 


























EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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Here 


MASO’S 


FILE 


@ Roller Bearing Top 











ROLLAWAY 


IT’S THE ONLY FILE WITH 
ALL THESE FEATURES 


@ Ail Steel Construction 

@ Grooves for Hanging Folders 
@ Follow Block for Reg. Folders 
@ Guide Rod for File Guides 

@ Dust Proof; Fire Resistant 


Zuality ROLLAWAY FILE 


















co] 
TAKES ALL FOLDERS 


Use any type folder you wish, the 
Executive is especially designed 
to take them all This is an 
exclusive feature that triples its 
convenience and usefulness 
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'¢ The File You ¥ 











No. 1519 


Patents Pending 





The "Executive" exudes quality, efficiency, 
life-time service. Beautifully finished, me- 
ticulously built, it is loaded with sales 
appeal. Roller bearing top protects rec- 
ords when closed; lifts up and rolls back, 
out-of-way when used. Free rolling cast- 
ers for easy portability. Built-in slides for 
hanging folders; bottom grooves for 
spring controlled follow block; guide rod 
for regular folders and file guards. Every 
office, school, factory, industry, home is 
a live prospect. Start this sales-getting, 
traffic-building, Executive File working 
for you. Limited quantities now available. 



















Without Folders 


List Price Higher 
West of Rockies 








SPECIFICATIONS 


FINISH: Olive green Hammerloid 
baked enamel 

TOP: Welded heavy gauge steel, 
roller bearing 

SIDES AND BOTTOM: Heavy gauge 
steel, slotted and grooved for hang- 
ing files, follow block, guide rod for 
regular folders. 

LEGS: Solid steel Smooth rolled 
edges. 

CASTERS: Strong, sturdy, free and 
easy rolling 

SIZE: 15x 18"x 27” high 9%” deep 
SHIPPING WEIGHT 24 Ibs. 
PACKED 1 to carton, K D only 4 
legs to attach. 

PRICES: F O B. Chicago 








PLACE YOUR ORDER TODAY 


MASO STEEL PRODUCT 


MASO MAKES THE BETTER ONE 


G& vert. GH 418 SOUTH CLINTON STREET 
CHICAGO 7, ILLINOIS 
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popular Gits items:'.The largest carton exhibits 24 
transparent letter openers with decoratively-embossed 
offset magnifying handles. The second merchandiser 
displays two dozen all-purpose razor knives—termed 
“Razor-Nife” by the manufacturer. The smallest unit 
dramatizes puncture-proof sewing thimbles in a va- 
riety of lustrous colors and sizes. 

The merchandising program, according to the man- 
ufacturer, will be largely centered around sales- 
stimulating displays featuring the entire line of Gits 
molded plastics. 

paints eS 


BROOK APPOINTED BY COMMERCIAL CONTROLS 


Franklin V. Brook has been appointed manager of 
Commercial Controls Corporation branch office recently 
opened in the Erie Building at 2123 East Ninth St., 
Cleveland 15, Ohio, it was recently announced by H. R. 
Russell, vice-president and general sales manager of 
the company. He will represent all divisions of the 
company, including U. S. Postal Meter, Endorsograph 
and Ticketograph, in the northern Ohio territory. Mr. 
Brook, a former member of the New York office sales 
force, has consistently made the company Quota Club 
through his outstanding sales record. 

Assisting Mr. Brook as manager of customer service 
is John L. Spangler, who has been promoted from the 














FRANKLIN V. BROOK 


customer service department of the company’s Phila- 
delphia office. Mr. Spangler has been servicing CC 
machines and equipment since 1942 when he received 
factory training at the Rochester plant. 

John R. Williams will handle the marketing of the 
Flexowriter, an automatic typewriter, from the same 
office. The Flexowriter is manufactured by the Justo- 
writer Corporation, a company recently acquired by 
Commercial Controls. 

Previous to the appointment of Mr. Brook as branch 
manager, R. E. Busher represented the company as 
agent in the Cleveland territory for many years. 


So met 


ROBERT FEIN NAMED STEBCO REPRESENTATIVE 


Stein Brothers Manufacturing Company, Chicago, 
makers of men’s leather luggage, zipper portfolios, 
ring binders and brief bags, recently announced the 
appointment of Robert M. Fein as sales representative. 
Mr. Fein will represent Stebco products in the New 
England States, New York State, and Pennsylvania. 
He has traveled that section for the past seven years 
with kindred lines and is well acquainted with the 
trade. 

Mr. Fein will be in the position to point out that 
Stebco has augmented the merchandising program 
with an interesting adjunct soon to be discussed with 
Stebco dealers, a reported revolutionary method of 
merchandising. 

The new representative will make his headquarters 
at Stebco’s office at 358 5th Ave., Room 1404, New 
York, N. Y. Dealers are invited to visit him at this 
office, which services the entire eastern territory. 
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having secured an allocation of 
natural rubber sufficient to pro- 
duce approximately fifty percent 
of our normal production. 


Limit orders, and do not exceed 
three dozen for any one specified 
shipment. 


Cover materials are scarce and 
we request the privilege of sub- 
stituting. We will endeavor to 
comply with order specifications. 


Priority established by date of 
order. 


| 
|L. M. Bickett Co. 
| 


Watertown, Wisconsin, U. 8S. A. 
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* Acme’s Fluorescent 
: DESK LAMP 
‘ For Office or Home 


* Want to sell fluorescent desk lamps 
as they've never at before? 
Then give your customers the widest choice of 
new, stimulating colors ever put on the market! 
Designed and engineered for 22% more 
correct light by one of the nation’s leading 
colleges. Base and column are of 
unbreakable cast white metal with all-steel 
shade. Crinkled baked enamel finish. 
All electrical devices U/L approved. 


Priced for healthy profit! 


NATIONALLY ADVERTISED 


For Further Information on the LAMPS that are 
PRICED for PROFIT Weite or Wire Dept. 21 


ACME 


FLUORESCENT COMPANY, INC. 
565 FIFTH 


“ANOTHER- 
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IN OTHER LANDS 
(Continued from page 68) 


top affording a maximum of space for details as well 
as at-sight recognition. As an example of one of 
its many uses, it operates in hospitals as a filing 
system for X-ray photographs, and so forth. 

The Shannobolic filing system is steel-hung on 
steel. The tabs are adjustable so that six different 
positions afford wide visibility and permit classi- 
fying in groups. 

Also offered are Shannon visible record systems for 
offices and factories. These are applied in innumer- 
able different ways—for accounting, sales follow-ups 
and store keeping. In addition, the firm manufacture 
all manner of office furniture and equipment. 

The firm is proud of its long-service employees, 
and at a recent jubilee celebration at Wimbledon 
Town Hall two of them received silver cups for having 


| completed 50 years’ service with the company. They 
| were E. W. Cane, chief buyer, and W. Birchell, branch 


manager. Sixteen -other members of the staff also 


received awards for long service. 
* a * 


Italian Factory Opens in Scotland 


The Italian Olivetti Company of Turin will establish 
a factory in the Queenslie Industrial Estate, Glasgow, 
within the year to manufacture the Olivetti type- 
writer in Scotland. This machine is largely an alumi- 
num unit and will compete in the British market and 
abroad with British and American machines made in 
Britain. It will be the first Italian firm ever to estab- 
lish a branch of industry in Britain. Machine tools 
and equipment essential for the production of the 
machines will be brought over from Italy and the 
key workers brought to train local workers. Behind 
the development are Scottish Industrial Estates, Ltd., 
and the Board of Trade as factory allocators and the 
well-known Glasgow typewriting firm of Watsons 
Typewriters, Ltd. 


—>-—-— 


CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 

Paul S. Newell was elected president and general 
manager of Dominion Envelopes Company, Ltd., To- 
ronto, succeeding Edward Newell. Edward Newell is 
now chairman of the Board and the following were 
elected officers and directors: E. G. Thedford, E. W. 
Newell, vice-presidents; S. C. Scudder, secretary-treas- 
urer, C. W. Paull, A. J. Lennard and A. Jeffries, direc- 
tors. 





ok * a 


Considerable criticism is being expressed by the 
stationery trade against the recent proposal of Cana- 
dian pencil manufacturers to change their cash settle- 
ment terms from “3 per cent ten days” to “1 per cent 
on the 20th of the following month; net on the 30th.” 
The criticism is that the cash discount has actually 
been cut in half. It is claimed that the pencil manu- 
facturers were forced to take such action owing to 
their suppliers allowing them no cash discounts, the 
stationers not allowing their customers cash discounts 
and the idea and practice of allowing cash discounts 
being considered out of date. 

W. Edward Dawson, president, Dawson Brothers, 
Ltd., wholesale stationers, Montreal, contends that job- 
bers and stationers throughout Canada oppose the 
proposal of the Canadian pencil manufacturers on 
three grounds—cash discounts are a vital and indis- 
pensable part of the revenue of any successful sta- 
tioner; cash discounts cannot be relinquished without 
grave danger; and compliance with the suggestion 
would establish a precedent which would lead inevi- 
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DISTINCTIVE... 
and in the Modern style 


This new creation bears the inimitable stamp of one of the country’s 
foremost designers. To describe the simple beauty of line the eye 
records is a challenge to descriptive verbiage. By itself on a showroom 
floor it is at once the center of interest to your visitors. In an executive 
office, in natural surroundings, it is constant testimony to the good 


taste of the user. 


This new desk is hand-rubbed lacquer finished to bring out the 
magnificence of genuine American walnut. It is custom built through- 


out by artisans proud of their craftsmanship. 








vew England Woodworking Co. 











2 East 137th Street New York 54, New Yor 
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DOCTORS KNOW the importance of clean, fresh air—free from dust, dirt, pollen and 
other irritating impurities for year-round office comfort and health. 


Filt-R-Fan supplies it—in abundance—pulls in Operated on low speed in fall or winter, Filt-R- 


. purifies it through its Fan provides a quiet, constant, draftless circu- 















the fresh outside air. . 
lation of invigorating filtered air for more 


three glass-fibre filters . . . delivers it into any 


comfortable, more healthful working conditions. 


* Safe 


room, clean and invigorating, in any season. 


* Adjustable + Easily Installed + Simple 


There’s a year-round demand for Filt-R-Fan. Write for complete details. 


MEIER ELECTRIC & MACHINE CO., INC. 


352° East Washington Street, Indianapolis 7, Indiana 
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tably to still further encroachments in the field of | 
such discounts. 
Y ot +” 
G. L. Collins, recently opened a business known as 
the Pacific Stationery & Book Store at Mission, B. C. 


* * * 


The Parker Pen Company, Ltd., 154 University Ave., 
Toronto, recently purchased property with existing 
building on Talbot St., in downtown London, Ont., for 
use aS a factory. It will have alterations made by its 
own staff. 

* a x 

The Addressograph-Multigraph Company of Canada, 
Ltd., is having an addition made to its office and plant 
at 1152 Bay St., Toronto, Ont., the cost of which is 
estimated at $45,000. 

* a * 

Fire of unknown origin recently caused $3,500 dam- 
age to the office of the Egry Continuous Forms, Ltd., 
1209 King St. W., Toronto. 


* e * 


The first annual oyster supper of the Quebec City 
Stationers’ Association held recently in that city was 
a marked success and was attended by stationers from 
as far west as Toronto and Ottawa. The main feature 
of the big event was the huge quantity of oysters 
available. Prizes were given to those eating the most 
of the delicacy. The first prize went to Frank Beaudet, 
Montreal. Guests were welcomed by Arthur Comreau, 
president of the association. 

The interesting story of mahogany from forest to | 
office furniture was told by Ross Helwig, of Grand 
and Toy, stationers and office equipment dealers of 
Toronto, at the recent meeting of the Stationers’ 
Guild Club of Toronto. Harold Norman, chairman of 
the executive, presided. 


Gordon Lowe, Luckett Loose Leaf Company, out- 
lined the plans for a group study class which the 
club executive plans to start to give the members an 
insight on the merchandise they handle. During the 
evening a gift was presented to Miss Lillian James, 
long prominent in Guild Club affairs in Toronto and 
who has resigned from her Guild office position. 

W. Fred Reynolds, prominent stationer of Brock- 
ville, Ont., was recently elected mayor of that city by 
acclamation. He is an ex-alderman and former chair- 
man executive of the city council. 


* # * 


S. D. Wonders, vice-president, Carter’s Ink Company, 
Boston, Mass., was a recent visitor to Montreal. He 
was accompanied by Albert Brand, merchandise man- 
ager, and Lawrence Kendrick, chief engineer. The 
visit was chiefly concerned with the new addition to 
the plant of the Canadian company, now under con- 
struction. C. E. Beaudry, general manager, Carter’s 
Ink of Canada, anticipates a greatly increased produc- 
tion in 1947. 











* oa 


Wendell Holmes, well known stationer of London, 
Ont., recently returned from a visit to England to see 
his son, John, employed in the office of the Canadian 
High Commissioner in London, Eng. 


x * * 


E. J. Grand, vice-president, Grand & Toy, Toronto, 
retired recently from active participation in the firm’s 


affairs, due to declining health. J. R. Grand, manager 


of the manufacturing department of the firm has been 
appointed to take over some of Mr. Grand’s activities. 


* * * 


A. H. Brace, export manager, John Dickinson & 
Company, paper makers and manufacturing station- 
ers, London, Eng., was a recent visitor to Canadian 
and United States distributing centers. 

* * a 

Roy Kipping, secretary-treasurer, Eastern Business 
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NERVE CENTER 
OF EVERY BUSINESS OFFICE... 


THE OFFICE DESK 


Every activity, every heart beat of a business in- 
stitution is reflected on some office desk. The 
breadth and scope of the desk work are varied 
indeed but no matter whether it be executive or 
clerical, it is indispensable. It is the desk worker 
who formulates company plans, supervises sales 
and promotion, watches production and carries 
on the administrative end of the business. Since. 
desk work is so vital to a company's success, the 
desk itself becomes an invaluable adjunct to 
office efficiency. For that reason, JASPER DESKS 
are made with the ever present thought of in- 
creasing work efficiency. 


THE JASPER DESK COMPANY 











HEAVY DUTY 
TUBULAR STEEL 
TYPEWRITER STANDS 


BUILT RIGHT ¢ PRICED RIGHT 
SELLS ON SIGHT 


Frames made of heavy gauge tubular steel 
electrically welded 





NO. 750 
TOP SIZE 16” x 18”, LEAF SIZE 9” x 16” 


Piano hinges used to attach leaves to center. Spring 
table brackets assure utmost rigidity when opened. 


LIST $14.00 | 





Hardwood tops, beautifully finished in walnut, mahogany, oak, 
green (with gray frames). Large easy rolling casters on all 
stands. 











NO. 650 


Top Size 16” x 18”. 
Leaf extension 12”. 


Leaf works to either 
left or right side. 


LIST $12.00 





No. 350 
Top size 16” x 18” 
LIST $10.00 
Same table with 18” x 24” top. 
LIST $12.00 


Shipped set up 
ready for use 


F.0.B. BROOKLYN, N. Y. 


IMMEDIATE DELIVERY 
ORDER TODAY 
USUAL DEALER DISCOUNTS 


METALMODES COMPANY 


639—39 STREET BROOKLYN 32, N. Y. 





No. 350 
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Supply Company, Leamington, Ont., married Dorothy 
Collins of Leamington recently. 


* * * 


The December meeting of the Hamilton Stationers’ 
Association held recently in that city was well at- 
tended. Address of the evening was delivered by 
Fred R. Smart, secretary of the Stationers’ Guild of 
Canada. 

Officers for 1947 were elected and installed by J. S. 
Luckett, Luckett Loose Leaf, Toronto. They are: 
Chairman, Lordly W. Jones, Lordly Jones Company: 
secretary, Jack T. Cloke, Cloke & Son; treasurer, Art 
Baxter, Jewill Brothers; scribe, James Jaimet, J. C. 
Jaimet Company, Kitchener; L. F. Beattie, Bixby 
Beattie, St. Catharines and H. P. Nichols, H. P. Nichols 
& Sons, Hamilton. 

* *” * 

Wilfred H. Harrison, vice-president and managing 
director, William A. Force (Canada) Ltd., Montreal, 
states that as soon as materials are available the 
company plans to give serious thought to the con- 
struction. of its own plant in Montreal. The parent 
company in New York has been engaged in the 
making of marking devices for the past 60 years. 
William A. Force, III, president of the U. S. company, 
is also president of the Canadian branch. 


* * * 


Roy J. Craig was recently appointed assistant factory 


| manager of the National Cash Register Company, 
| Toronto. Mr. Craig who has been associated with the 
' Canadian company for 28 years, will retain his posi- 


| tion as advertising manager. 


* ae * 


John Charles Sanderson, for over 30 years owner 
of the Dominion Typewriter Company, Victoria St.. 
Toronto, died recently in that city. He was born at 
Milton, Ont., 71 years ago. 

He received his education at Guelph, Ont., and 
Vashon College, Seattle. Returning to Toronto, he 
became one of the pioneers of the typewriter business 
in Canada. Mr. Sanderson took a keen interest in 


| tennis, and played the game for many years. Member 


| of the Toronto Chess Club, he also belonged to the 


_ Kingston Rd. United Church, Toronto. 


Surviving are his widow, Ella B. Barnett; a daughter, 
Mrs. William Sweell; four sons, Charles F., W. Douglas, 
J. Wilfred and John B.; two sisters, Mrs. Mary L. 
Smith, Toronto, and Mrs. Edna Morrissey, Chicago; a 
brother, J. P. Sanderson of Seattle, and seven grand- 
children. 

ca * ca 

Robert McEwan died recently in Stratford, Ont., 
where he had been retired, after having served for 
40 years as travelling sales representative for the 
Office Specialty Company of Newmarket, Ont., makers 
of office equipment and desks. A native of Scotland, 
Mr. McEwan, 81, came to Canada as a child, and 
settled with his parents at Strathroy. After coming 


| to Stratford, Mr. McEwan learned cabinet making 


with the late George McLagan, with whom he was 
associated for some years, before joining the Office 
Specialty Company. Surviving are his widow, the 
former Elizabeth Daly; one son, Neil D. McEwan, of 
Stratford; one grandson, Robert L. McEwan. 


winced tallied cilities 
H. S. CROCKER APPOINTS JOHN F. SULLIVAN 


The H. S. Crocker Company, Inc., San Francisco, 
Calif., recently announced the appointment of John 
F. Sullivan as merchandise manager and buyer, the 
appointment becoming effective January 20. Mr. Sulli- 
van was formerly employed by the San Francisco News 
Company as buyer, and acted in a similar capacity 
with the Associated Stationers of Oakland, Calif. He 
is well known in the trade and looks forward to greet- 
ing his many friends amongst the manufacturers’ 
representatives. 
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Have you ever stopped to marvel at the 
degree of confidence displayed by those 
who perform aerial feats. Confidence in 
their own ability and that of their partners 
makes for success. Successful perform- 
ance in any avenue of endeavor is like- 


wise built on CONFIDENCE. In the desk 
field, the dealer who buys and sells 


untianau desk co. — 


JASPER, INDIANA 
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INDIANA DESKS does so with full con- 
fidence in their intrinsic merit. The Indiana 
Desk Co. policy of always giving maximum 
value has paid real dividends for both the 
company and its dealers. It is no wonder 
therefore that Indiana Desk dealers are 


outstanding leaders in the office furniture 


field. 
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THE MARITIME PROVINCES 


William J. McNulty, Correspondent 


NEWS NOTES FROM 





Gerald Martineau of Quebec City, office appliance 
retailer and wholesaler, was chairman of a committee 
holding the Canadian skiing championship meet at 
Quebec City. Mr. Martineau has been head of the 
Quebec Aces, entry in the Quebec senior hockey 
league, one of the most heavily patronized hockey 
loops functioning, but has not been devoting as much 
time to his hockey promotion as formerly due to his 
business, his heading the ski championship organiza- 
tion and his appointment last year to the provincial 
legislative council. Another office appliance figure who 
has been active in winter sports is Lorne White, of 
Verdun, Que., who sponsors the Verdun team in the 


Provincial League, a hockey circuit. 
* * x 


In complaining that all he had to work with were 


“my hands and a shoestring,” Roy Smith, recreational 
director of Halifax, N. S., said he had an office but 
no typewriter or desk. 

ca * * 

Erling Bergh, manager of the St. John, N. B., branch 
of the National Cash Register Company, is credited 
with popularizing skiing in the St. John district the 
past two winters. He is president of the St. John Ski 
Club, and under his leadership a clubhouse, trails and 
jumps have been provided in suburban St. John. Mr. 
Bergh was born in Norway and is a skilled skier. 
Started about 20 years, the ski club had been dormant 
for about a decade before being revived in late 1945. 

* ak * 

George W. Halstead, of Yarmouth, N. S., died sud- 
denly recently. For the past 40 years, he had been 
on the staff of R. H. Davis & Company, Yarmouth, 
and had been head shipper many years. He was a 
veteran band and orchestra musician. Surviving are 


the widow and one son. 
ob * * 


One of the losers in a fire which inflicted damage 
totalling about $100,000 at Truro, N. S., was Jack 
Sumner, whose stock of office equipment was dam- 
aged to the extent of about $450. 

* a * 

Barnes-Hopkins, Ltd., St. John, N. B., have been 
featuring fixtures for the maintenance of permanent 
records, and including transfer cases, at their show- 
room. 


* * * 


Soulis Typewriter Company, Halifax, N. S., named 
maritime provinces’ distributors for Error-No, line- 
by-line copyholder, have introduced a sales promo- 
tional campaign for this item. 

* * * 

R. R. Murdock, of the Murdock Duplicator & Sta- 
tionery, Toronto, Ont., sponsored a booth for contacts 
and demonstrations at a recent Ontario hotel show 
at Toronto. 


* * * 


Loss of about $8,000 was sustained in a recent fire 
by the Success Business College, Truro, N. S. Most 
of the loss was reported in office appliances and furni- 
ture destroyed. 


x * * 


Unfavorable marketing conditions in potatoes are 
expected to affect the demand for office appliances in 
the Provinces, where potato growing and selling form 
a vital economic cog. 

Or 


ACME FLUORESCENT MAKES AN APPOINTMENT 
The appointment of Miss Rita Doobin as advertis- 
ing-sales promotion manager for the Acme Fluorescent 
Company, Inc., New York, N. Y., was announced by 
Charles Ludwak, president of that company. Miss 
Doobin was formerly publicity director for Liberty 
Magazine. 
1947 
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YOU ARE 
RESPONSIBLE! 


You ... the users of Ard-Chrome are responsible for our 
rapid growth and our ability to give you the Quickest 
Delivery of real quality chrome during 1947, and thus main- 
tain our enviable position of the fastest growing in the field. 
Read Below How You May Win $100.00. 











FILLING A REAL NEED — 


ere Three parallel Chrome supports 42"' long joined b 
artistically designed Chrome ends that fasten to en al at top 
and bottom provide room for many hats, while a fourth lower sup- 
port holds standard coat hangers. All |'' diameter triple chrome, 


42" overall, shipped set up. 
use $19.00 


No. 42C—Coat and Hat Hanger — price 


==> THIS BEAUTIFUL STYLED CHAIR 
A REAL BUY—No. W-599 


Our fine Spring Cushioned Duran tailored 
seat and back wood chair, in beautiful Moor- 
ish Brown available immediately 100 or 1000. 
Watch for announcement of its companion 


Arm Chair No. W-600. 
ANOTHER BEST 
<| 
streamlined finely 


CHAIR BUY 
chromed chair with its 


This 

set in curved back is stil! 
the best buy. Immediate 
shipments, set up. 





No. W-599 
LIST PRICE 


$20.84 


No. 1AH4 


$14.90 
=> COUNTER STOOL SEAT No.122 


13" diameter, heavily padded leatherette 
seat with 3"' chrome ring, striped with color 
to match tailoring. Buick shipment on 
Moorish Red, Red with Blue. 


WRITE US ABOUT OUR NEW 14CB 
PEDESTAL COSTUMER. 


IMMEDIATE SHIPMENT 
POSITIVE MONEY-BACK WARRANTY 


WE WANT YOUR ANSWER 

FOR OUR ASTONISHING GROWTH AND 

UNIVERSAL CUSTOMER ACCEPTANCE 
We Will Pay $100.00 in Cash For the Best 


Answer 


YOU MAY WIN THE $100 °° 


if you are an ARD Product user, or become one now, simply by 
completing this statement best, in the opinion of our judges, in 50 
words or less by March |, 1947, “i am a user of ARD products 


DIES ccccmstrittiespecipnce 


List 
Price 


No. 122 


$4.80 





LIST 
PRICE 











mailing your answer te us or thru our nationwide authorized dealers, 
writing us on your letterhead. Write for illustrat h 
name of your nearest Ard-Chrome dealer. — 


IMMEDIATE SHIPMENT ON MOST ARD PRODUCTS. 
“Watch for New Ard-Chrome being developed.”’ 


ARD MANUFACTURING COMPANY 


13 Vine St., Evansville 8, Indiana P. O. Box 442 
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No. 1451 





New Indiana Chair Co. 


1400 SERIES BRINGS NEW BEAUTY 
AND COMFORT TO BUSINESS OFFICES 


While the new 1400 series illustrated here. 
figures largely in our plans for the coming 
season, it is not yet in production, our plant 
being engaged in filling the substantial vol- 
ume of orders on hand for the 400 series un- 
til recently featured in our advertising. Just 
as soon as the seniority of these previous 
orders has had due recognition, the new 
1400 series will begin production. It’s an im- 
proved design of graceful, pleasing appear- 
ance and strong durable construction. Pedes- 
tal and leg chairs with or without arms, will 
be available. It will be N.C. Co. good quality 


well worth waiting for. 





New Indiana Chair Co. 


JASPER, INDIANA 


member WOOD otice FURNITURE INSTITUTE 
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ENTERPRISE IN BUYING CAN INCREASE 
VOLUME AND PROFIT 


(Continued from page 14) 


long-established sundries or merchandise in the same 
category. 

Quite to the contrary, it is always well to cleave to 
the old stand-bys that have helped to build business 
through the years and the manufacturers of which 
have allowed the retailer a fair profit—that is, during 
the incubation period of the new merchandise in trade 
acceptance—but the new article should be allowed a 
fair chance to break into the market on its merits. 

The stationer need make only such recommenda- 
tions or guarantees with regard to the new merchan- 
dise as are fully supported by the manufacturer, pro- 
tecting himself, of course, with proper written agree- 
ments with regard to the maker’s responsibility for 
the fulfillment of the guarantee. 

Buying policy should always be sufficiently flexible 
and enterprising so that, if the stationer believes, in 
the light of his experience, that the article can be- 


come a good seller, he will order at least a small stock- 


and be among the first stationers to introduce the 
merchandise. 

He should give it fair and square display in compe- 
tition with established lines, thereby giving it the 
opportunity to become established in sales according 
to its merit. This policy treats both articles or both 
manufacturers equitably. The stationer should be sure, 
when placing his first order for such new merchan- 
dise, that there is a satisfactory profit in the mark-up 
margin, rather than placing his dependence for profit 
in some beguiling “quantity discount,” so that some 
profit can surely be earned whether the sales of the 
new article are many or few at the start. 

Permitting some new and relatively “unknown” ar- 
ticle to have a chance at life may be experimental 
merchandising—‘speculative buying,” if one chooses 
to call it that—yet it is nothing more nor less than 
what Woolwcrth and Kresge are doing with countless 
articles throughout the year, and surely no one ques- 
tions the merchandising sagacity behind the manage- 
ment of those national variety merchandisers. 


Wisdom in Avoiding Extremes 


As between excessive speculation and over-conser- 
vatism in handling new products or new lines, judg- 
ment and foresight seem to provide a common-sense 
middle-ground policy which provides ample protec- 
tion. Trade association investigations have proved 
beyond doubt that those retailers who control or bal- 
ance their so-called “speculative” buying are the ones 
who are able to show the best financial results as to 
the continual profits of their business as a whole ever 
when carrying some unprofitable item or maintaining, 
perhaps, some department that is not, directly and of 
itself alone, a satisfactory money-maker. 

That the extreme of too much conservatism is a 
mistake, we may well believe, for the simple reason 
that it is more necessary now than ever before to 
keep stocks up-to-date, to seek new profits from new 
merchandise, and to attract new trade by means of 
fresh, new colorful merchandise—goods having un- 
usual display power and eye-appeal. 

There must be something wrong, it has always 
seemed to me, with regard to either the stock selec- 
tion or the selling ability in any retail store in which 
about 70 per cent of the day-after-day sales are ob- 
tained from only about 50 per cent of the items in 
stock. Certainly, if the trouble is not concerned with 
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and ils Highlights 


z 1, REMOVABLE HEAD... ELIMINATING JAMMING -Finger 
pressure on release lock permits removal of head. Sta- 
pling channel is then completely exposed for immediate 
removal of defective staples — Am exclusive Mercury 
feature. 





2. PRECISION TOOLING AND CONSTRUCTION .. . guaran- 
tees longevity and trouble-free smooth service. 


3. TACKING FEATURE ... With a flip of the fingers stapling 
body is removed from the base. No tools, no fumbling. 


4. THREE WAY ANVIL... For permanent, temporary and pin 
stapling. 





5. LOADS... Full strip of 210 Mercury or similar standard 


staples. Mercury Staples are made 
with the greatest core and 
precision, each strip is rigidly 
inspected, The quality of steel 
used, combined with the 


CONSOLIDATED WIRE PRODUCTS CO. 2 =rst'u=socin 


job at all times. Standard 


a size—packed 5000 bo 
145 SPRING STREET, NEW YORKM.127 Ns ¥.- 210 soples perenp, 
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MYRTLE DESKS too are known © 


| by the company they keep..... 


a 


gael 


If people are appraised by the company they 
keep ... then so, too, are desks. That's why we're 
so proud of the offices in which MYRTLE DESKS 
are found. Look over the offices of successful 
institutions from coast to coast and you'll see 
Myrtle Desks playing a vital role. Myrtle Desks 


possess those features which make it possible for 












* 


them to fit smoothly into varied types of offices. 
You'll find them just as much at home in the large 
clerical office of big business as in the simple 
office manned by a single desk worker. The roster 
of companies using Myrtle Desks presents im- 
pressive evidence of their merits. Indeed we're 


proud of the company MYRTLE DESKS keep. 


MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 
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furniture institute 


NORTH CAROLINA 
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poor ‘salesmanship, the readjustment of the stock of 
such a store by means of infiltration with new mer- 
chandise—new as to either kind or brands—would 
probably result in better profit on the total dollar 
value of the average current stock inventory. 

There is no question whatever that both volume and 
profit can be increased by intelligently directed enter- 
prise in buying—at least, when the stationer has been 
in business a few years, keeps informed about new 
lines in the wholesale markets, knows his customers’ 
requirements thoroughly, and refuses to over-buy. 

The correct policy is balanced control of the new 
lines which are interspersed with the older merchan- 
dise—that is, always holding the investment in new 
goods at the right mark while those goods are passing 
through what might be called “the incubation stage” 
of demand. 


Hold Untried Items to Ten Per Cent of Inventory 

A safe and convenient plan would be to restrict all 
speculative merchandise to not more than ten per 
cent of the average current dollar-value of the mer- 
chandise inventory. If the foresighted stationer appro- 
priates ten per cent of his total annual purchasing 
power to this kind of stock development, cleaving to 
appropriate goods of strong trade-drawing value, he 
will find that, as a general proposition, the system 
will prove profitable. 

He may, to be sure, lose now and then on some item, 
but he is practically certain to profit on several others, 
if he has any real ability in interpreting the buying 
inclinations or purchasing power of his customers. 
He will have maintained his stocks up-to-date, and 
his business will feel the beneficial effects in a steady 
increase of new trade and a bigger profit-spread on 
his inventory as a whole. 

The combined experience of several unusually suc- 
cessful stationers proves that controlled speculative 
buying can be made to produce Satisfactory profits in 
almost every such experiment if the stationer restricts 
his purely speculative or experimental purchase to a 
fixed percentage of his current merchandise inventory, 
based on dollar value. 

In a specific instance (this stationer operated two 
stores), approximately $6,000 was invested in 24 so- 
called “speculative” articles during a period of about 
ten months. Of these “test items,” this stationer broke 


even on nine items; lost varying, but not large) 
amounts, on three; and made varying, but in every | 


instance substantial, profits on the remaining 12 ar- 


ticles. 


The 12 quick-sale, sure-profit items, of theretofore | 


speculative salability, so far as the stationer knew, 
were added permanently to the regular stock of his 


two stores. On the entire spread represented by this | 


$6,000 investment, this stationer made money, and 
the experiment involved less than ten per cent of the 


combined average current dollar value of the mer- | 


chandise inventories of his stores. 


Among some of the best sellers that were developed 


out of this experiment: desk lamps of the fluorescent 


kind, ornamental metal book-ends, novelty coin banks, | 


desk clocks, office thermometers, office mirrors, desk 
humidors, fancy pipe and cigar-tray combinations, 
smoking-stands, seat cushions, and small electric fans 
for the office executive’s desk. 

Now, consider the opposite example of some sta- 
tioner who, having been talked into “taking on” some- 
thing novel that proved to be a “lemon,” refuses reso- 
lutely to do any more experimental purchasing. His 


business ‘will surely suffer in the long run for the! 
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SONG auaury 


PROTECTS YOUR REPUTATION 











Style, finish, and appearance are not the sum 
total of a good office chair’s quality features. 
It is the hidden values supplied by SENG 
Action Controls which assure the all-around 
customer satisfaction that brings repeat sales. 
The SENG Action Controls on the office chairs 


you sell provide these profitable plus values: 
e BALANCED TILTING—Low Ful- 
crum prevents danger of upsetting. 


e INSTANT RESPONSE to every 
body movement. 


e COMFORT—resulting from scien- 


tifically correct design. 
e LONG, Trouble-Free Service—mini- 


mum repair expense. 


FOR THESE REASONS, a wise dealer will 
insist upon SENG Chair Action Controls on 


every Office chair he sells. 


re DUI connany 


1450 N. Dayton Street * Chicago 22, Illinois 
SENG QUALITY PROTECTS YOUR REPUTATION 
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DARNELL CORP. LTD 
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60 WALKER ST NEW YORK 13 NY 
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reason that the business community is informed about 
new merchandise, seeks new things constantly, and 
is quick to spot the stationery outlet in which the 
stock layout has come to a standstill. 

It might have sufficed three decades ago, to cleave 


| entirely to the hoary sure-sellers and staple goods of 
| the trade, but such a poverty of buying enterprise 


will not advance the growth of a stationery outlet in 
these modern times—not if there are wide-awake com- 


| petitors in the same locality. 





After all, the most logical—the surest—source of 
new trade is something new with which to attract and 
interest more new buyers. The merchandise of every 
store in each line of trade should, of course, be rele- 
vant to the basic or distinguishing classification of 
the business, but there is nothing that can provoke 
more valuable word-of-mouth advertising for any 
stationery business than the frequent comments of 
customers about seeing “so many attractive and inter- 
esting things at Blank’s store that you don’t find in 
other stationery stores.” 

With so many new appliances, time and labor sav- 
ing sundries, and so much bright new merchandise 


| coming into the stationery field continually now fol- 
lowing the war, there can be no valid excuse for any 


stationer having a lifeless, uninteresting stock layout 


| that presents a stereoyped or “dead-pan” appearance. 


H. L. JACKSON DEVELOPS NEW BUSINESS 

The Jackson Office Machine Company, opened Au- 
gust 1 of last year by H. L. Jackson at 213% W. 
Broadway, Enid, Okla., is developing into the office 


' machine business planned by the proprietor. When 


they are available, Mr. Jackson hopes to sell and 
service all kinds of office machines. At present, he is 
the agent for Royal typewriters. 

Mr. Jackson started in the machine service depart- 

















H. L. JACKSON 


ment of the Boyce Typewriter Service in Pueblo, 
Colo., in 1935, and later went to Texas where he was 
connected with Russell Stationery Company in Ama- 
rillo until the start of the war. During that period 
he built airplanes in Dallas. When the end of the war 


| came, he became associated with the Underwood Cor- 


poration in Denver, Colo., remaining until establish- 
ment of his own business was completed. 
——- 

OFFICE MACHINE FIRM OPENS AT NATCHEZ 

The Natchez Typewriter and Adding Machine Com- 
pany opened for business at 313 Main St., Natchez, 
Miss., January 20. This is the first business of its kind 
to be operated in Natchez. The owners are Marion 
Murphy and James Moritz, both of Natchez. 

The new firm will feature a full line of typewriters, 
adding machines, calculators, ribbons and carbons.— 
EEG. 
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There’s a grand new profit opportunity for you in 
the New Streamlined “Autopoint” Pencils. Those 
shown and described are the newest in the ‘““Auto- 
point” line ... the finest the market affords with 
their Grip-Tite Tips that won't let leads wobble, 
turn, or fall out. 


National advertising in leading magazines is 
keyed to the beauty note, written to pre-sell 
“Autopoint” pencils for you. Tie in with our 
national campaign. Write for catalog and prices. 


TRADE 


THAN THE NEW AUY7OPO/NT' PENCILS! 





MODEL 70 for standard leads—top pencil has cap, “Pocket 
Level” Clip and tip in gleaming gold finish. Barrel and 
finger grip in either black or dubonnet. Also Model 170 
for Real Thin Leads. Retail list $3.75 (plus excise tax). 


MODEL 69 for standard leads—center pencil has “Pocket 
Level’ Clip and tip in gleaming gold finish, with cap in 
rich satin, silvery finish. Barrel and finger grip in either 
black or dubonnet molded plastic. Also Model 169 for 
Real Thin Leads. Retail list $2.65 (no excise tax). 
MODEL 68 for standard leads— bottom pencil has “Pocket 
Level” Clip, band and tip styled in gleaming gold finish. 
Cap, barrel and finger grip in either black or dubonnet 
molded plastic. Also Model 168 for Real Thin Leads, 
Retail list $1.75 (no excise tax). 


MARK 


BETTER PENCILS 


COMPANY ¢« 1801 
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ever 
misplace 
your 


Telephone? 


Mi Of course not! 


BUT HOW ABOUT YOUR 
PHONE INDEX OR DIRECTORY? 


Now you can see why customers “go for” TEL-EZE 
Snap-On Phone Index . . . the index that's always right 
ON the telephone! 





TEL-EZE can’t be lost! ... 
can’t be misplaced... 
can’t clutter up a desk! 
TEL-EZE is where-you 
want it, when you want if. 






~ 


Made of sturdy plastic to 
match the telephone, the 
TEL-EZE Phone Index 
comes complete with alpha- 
betized index cards, easily 
removed for writing or 
typing. Accommodates over 
600 names. Refills available. 


Retails $ j 50 


complete with 
alphabetized 
cards. 


FREE! DUMMY TELEPHONE TO 


DISPLAY Tet-Eze “AT WORK" 


Makes sales 2-0-0-M! 


Stores report immediate interest . . . quick sales . . . when cus- 


tomers see the TEL-EZE Snap-On Phone Index on our dummy 
display phones. This dummy display ‘‘te//s’’ customers what a 
conyenient, indispensable item the TEL-EZE Phone Index really is! 


STOCK IT! SHOW IT! SELL IT! 


Write today for further information. 


Ve sno 


47-30 VERNON BLVD 
LONG ISLAND CITY, N.Y 
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FACTS ano FANCIES 


By McGillicudy 


February is the birthday month of two of 
America’s greats — George Washington and 
Abraham Lincoln. Both had considerable to do 
with making this nation what it is today; both 
have become immortal in the hearts of real 
Americans; and both are held up to our younger 
generations as examples of men who told 
nothing but the truth. 


Truth is a precious commodity — but that 
doesn’t mean we should economize in its 
use. The sad part of it is that while truth 
is stranger than fiction, as the saying goes, 
it isn’t so popular. People like to be 
startled or amazed—so exaggeration, or 
even outright fabrication, gets more 
attention. 


For instance, you’d perk up right quick if | said 
that Quality Park will double or treble its out- 
put in 1947 because we have unlimited sources 
of raw materials. But ‘taint true. You’d snap to 
attention if | said Quality Park would fill orders 
immediately for as many envelopes as you want 
regardless of style or size. But ‘taint true. 


The simple truth is that our production 
is about the same as a month ago and the 
month before that; it’s still tough to get 
enough raw materials; we still can’t fill 
all the orders we get; we're still seeing 
thet our dealers get a fair share of what 
we can produce. 


You see . . . that isn’t as exciting — but those 
are the facts. And we're sticking to facts. 
Another fact: you buy quality when you buy 
Quality Park envelopes. 


Sold through dealers only 


Q)aelity Pk 
cS 


¥*% General Office and Factory, Quality Park, St. Paul 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The number of firms modernizing, moving into 
larger quarters, or starting fresh in new locations was 
very noticeable this month. Several have also taken 
on new lines and in a very hopeful mood. 

All of this means faith in the future of the office 
appliance and office supply business in the long view. 

There is some talk of a brief “recession,” but no 
talk of a “depression.” Some feel that a better word 
might be “readjustment,” while the general run of 
men in this industry see no real reason for a “reces- 
sion,” a “depression,” or anything else, if both capital 
and labor handle themselves with good decorum. 
There is present in the area a tremendous buying 
power—banks loaded with money—and there is a 
tremendous demand. On top of all this there is a 
tremendous potential capacity to produce. Everything 
needed for a great era of prosperity is at hand. The 
only thing that can interfere is human conduct, yes, 
human conduct, the factor that makes or unmakes the 
business structure of the country. That is the story. 

The Beverly Hills Office Furniture Company, 363 
N. Camden Dr., moved February 1 to new quarters at 
844 S. Robertson Blvd. The building is new and mod- 
ern in every respect and larger than the former home 
of the company. A loading dock has been built at the 
rear to facilitate the loading of merchandise. 

Ervin L. Chaikin, the proprietor, states that during 
the past year the stock has been substantially in- 
creased. 

* * ok 

D. V. McCurdy, proprietor of McCurdy’s Office Equip- 
ment Company, 1042 S. Olive St., Los Angeles, feels 
very optimistic about business prospects for 1947. Mr. 
McCurdy states that 1946 was a very good year but 
he feels that 1947 will be even better. 

The Precision Typewriter Company, 158 W. 12th St.., 
Los Angeles, has recently installed a Gray-Mills agitor 
which is proving a great boon in its service depart- 
ment. It is not only a time saver but typewriters 
cleaned by this method are really cleaned. The Gray- 
Mills agitor works with air pressure and solvent. It is 
represented in Los Angeles by Winder’s Platen Service 
Company. 

Ronald V. Beale, the proprietor, states that his com- 
pany has been named exclusive representative in the 
Los Angeles area for the American Stencil Manufac- 
turing Company of Denver, Colo. This company man- 
ufactures a very high grade carbon on linen rag paper 
with plastic back and also a linen typewriter ribbon. 
The company is comparatively new, having been or- 
ganized less than two years ago. 

0. O. Jackson of Sioux Falls, S. Dak., formerly with 
the Sioux Falls Book and Stationery Company, is a 
new salesman for the Precision Typewriter Company. 
He spent two years in the armed services. 

* ss * 

The Andrews Typewriter Company, 1537 E. 50th St., 
Los Angeles, which began business in July, specializes 
in repairs at present but later will put in a stock of 
Machines, according to Andrew Mautino, the pro- 
prietor. 


* 8 x 


Blake Lockard, secretary of the Stationers’ Associa- 


. tion of Southern California, 215 W. 7th St., Los An- 


geles, states that the officers of the National Sta- 
tioners’ Association, Washington, D. C., are scheduled 
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1 AMERICAN HAIR & FELT COMPANY 
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to make a visit to Los Angeles early in April. De- 
| tailed plans for the entertainment of the visitors are wc 
in the making. 






* * oe 
A. L. Segal, proprietor of the General Office Furni- 
| ture Company, 1045-49 S. Los Angeles St., Los Angeles, 4 
| states that more office furniture is being received but 
that school furniture and furnishings are still hard- 
| to-get items. The great growth of the Los Angeles 
area necessitates the erection of many new school 
buildings so the big demand for school furniture G 
should continue for some time, according to Mr. Segal. SD 
The General Office Furniture Company has always i 
done a large volume of school business. C 
* * * a! 
M. Arnold and Marshall Gayles opened a new store 5} 
at 843 E. Colorado Blvd., Pasadena, in September. The O} 
firm name is the American Office Furniture Company. G 





A complete line of desks, files and safes is carried. 
Mr. Arnold was formerly with the Western Office 
Furniture Company, 428 S. Spring St., Los Angeles, for 
a period of 17 years and spent three‘years with the 


CONTROLLED infantry in Italy. Mr. Gayles left January 1 on an 
eastern buying trip and expected to be gone several 
| MOTION war 
* ” o 


| DPD. A. Hendler, proprietor of the Wilshire Typewriter 
| Company, 206 S. Western Ave., Los Angeles, says direct 
mail and advertising have helped greatly to keep the 
level of business. Typewriter repair business seems to 
be as good as ever but there is a lessened demand 
for office equipment. The demand for scarce items 
is still big but quality in all items, big or little, is 
sought after by all customers, according to Mr. Hend- 
ler. He also states that while the demand for metal 
furniture is still high, many are again showing a 

preference for wood. 











* * * 


Ruth Pierson, who was with the Friden Calculating 
Machine Company, 836 Wilshire Blvd., Los Angeles, 
| for the past ten years as office manager, was married 
| recently to Raymond Frazier. J. R. James who spent 
| over three years in the army is the new manager. 
| Irene Vogel, Burt Collie and Willis R. Coffman also 
. | joined the Friden Company recently. Miss Vogel is in 
| the office and Mr. Collie is in the service department. 
| Mr. Coffman was with the Friden Company in Wash- 
| ington, D. C., for a period of six years prior to com- 





“Free and easy” is one way to 


describe the feeling Collier-Keyworth Chair | ing to Los Angeles. 
Controls give through thei “Equi- | a 

ee ee eT patented Equi | B. Hall, who was in the service department of Re- 
Balanced” action. An exclusive, outstanding | mington Rand, Inc., 711 S. Olive St., Los Angeles, for 


| two and one-half years, established his own business 
at 6611 Avalon Blvd., last March. Mr. Hall has chosen 
| the name Nocturnal Service and Supply Company for 
| his new store, and has the dealership for Corona, 


Collier-Keyworth feature, it always assures 


smooth-tilting, comfort-controlled motion. 


For all-steel, revolving chair controls . . . | Underwood and Remington-Rand typewriters as well 
; i | as duplicating machines and a line of stationery. 

carefully constructed for long-wearing ae al 

satisfaction . . . ultra modern in design .. . H. L. Pettit, general manager of the California Type- 


writer Exchange, 543 S. Spring St., reports that orders 
for this firm’s Lightning adding machines, both in the 
United States and some foreign countries, are coming 
in so rapidly that greatly increased production has 
been necessary. E. E. Thornton is the proprietor. 
* *~ a 
The National Office Furniture Company’s store, 218 
S. Spring St., has been recently redecorated. The walls 
have been painted a soft green, fluorescent lighting 
has been installed, and the stock rearranged. Further 
co” improvements will be made as soon as materials are 
a available. Model arrangements will be set up in sep- 
~” arate bays. 
H. A. Jonas, the proprietor, states that the demand 


C Tt] L L { E R - K E Y W i} R T Hi ¢ |) e for the medium and better grades of furniture is in- 


buy Collier-Keyworth! 








creasing, and customers are no longer satisfied with 
war time items. Mr. Jonas also reports that the past 
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. . TIME 


WORK WITHOUT Ggféo SIGNALS? front i 


. ERRORS 


signals and maptacks 
¥ aid busy workers . . . do much 
Is to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 
‘e operations. 


y. GEORGE B. GRAFF 
‘s COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 
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THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK & 
COPY-woRK 
HOLDER 





Copy RIGHT Mfg. Corp. Dept. D-4 


53 Park Place, New York 7, N. Y. 


C) Send literature and prices. 
[) Ship a Copy-RIGHT (stock-sampie) 
on regular terms. 





eee Pee eee Cee eC SCC Cee e CCT ee eee eee 


(attach to letterhead) 


ci cee ane mene gion en empsicinandleitl 
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: | a | LETTER TRAYS 


1% "-1%,"-2 
so DIAMETERS « Gee st \ High Quality in Every Particular 


ms AWsy} ae sales 
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wee Os/ }=9— POCKET SEAL 














for 
a THE SEAL THAT GETS THE BUSINESS 
e 

STANDARD WITH LAWYERS, NOTARIES PIE al ED 

ana-finisnea—— na-ru e 

e- & CORPORATIONS ALL OVER THE WORLD Beveled Edges—Mortised Corners—No Tacks 
ers Here is the seal that gets you the seal business, : ECONOMY MODEL 
he and no mistake. The only seal of its kind on (Letter Size} No. ERSO Hee 
a the market, it is patented to give you an exclu- ipnoeliucetss% Sera aa viel 

sive product, free from competition. This seal ; PR 

has rendered the old-fashioned, cumbersome (Letter Size) No. WR5O $14.40 
r lever seal press entirely obsolete. Sell it to the (Legal Size) No. WLS5S $16.50 
. customers we bring to your store through Solid Walnut sides and with Wainut Veneer Bottom 
national advertising. Giued corners—Perfect construction 
re WRITE FOR DEALERS PROPOSITION — PROMPT DELIVERY — 
-p- Territories Open for Side-Line Salesmen 
n Meyer ¢ Wenthe EL-BAR MANUFACTURING CO. 
me 30 So. JEFFERSON SI CHICAGO € " 214 LAWRENCE AVENUE 
ast es rnin ELGIN, ILLINOIS 
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NEW Fox Cushions 
RUBBER FOAM FILLER 


PANAMA 
FIBER 








and 
Brown Gabardine 


Covering Material 


A a Cc 
17x181/." 15x17" 141/px15" 
STYLE 401!/,—I1/," RUBBER FILLER 
A—$5.00 B—$4.00 C—$3.50 
STYLE 402!/,—2" RUBBER FILLER 
A—$7:00 B—$6.50 © C—$6.00 
e 


STYLE 602//, 
FLAKED LATEX RUBBER FILLER 2" THICK 
A—B—C—$5.00 


e 
REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. + Chicago 10, Ill. 





au METAL "TECHNYSCOPE 














THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken 


The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long 


(Slightly 
nignes west 
Rockies) 


TECHNYGRAPH CO. recuny, mu. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 




















Cram offers a comprehensive line of 


MAPS FOR BUSINESS USE 


including: 
State, County Outline Maps 
State, County, Town Maps 


Trading Area Maps 
Sectional Maps of U. S. 


Small Open or Large Detailed Maps 
Multi-Unit Map Systems 
Washable Surface Maps 
Business Men's Atlas of U. S. 
—and other sales data aids 


write for new illustrated price list 


Address Dept. OA-4 


The George F. Cram Company, Inc. 
730 E. Washington St., Indianapolis 7, Ind. 


New York City Representative 
George S$. Heineman, 230 Fifth Ave. 


wou. cu" DUPLISTICKERS 
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FOR LETTER FILE IN- 
DEXING. Duplistick- 
ers are easier, handier 
to use than roll labels. 
Letter size sheet 
speeds typewriter 
handling. 


Masonite Floor Mats 


Size 36” to 
Size 48” to 


FOR DUPLICATE 
MAILINGS. Two, 
three and four dif- 
ferent mailings can 
be addressed in one 
operation with 
Duplistickers. 


T. M, Reg. 
Twenty-five gummed, 
perforated sheets, 
thirty-three 21,” x 1" 
stickers to a_ sheet. 
Available in $ colors. 


RETAILS AT 50¢ 


SPECIALTY PRINTING CO 


Nitelilelsl-1a mae») 


SCRANTON, PENNA. i 


48” . 
7" . 


Packed Six To A Carton 
REGULAR DEALER DISCOUNTS 


Green 


COLORS—Maroon, Brown, 


No extra charge for colors 





. $7.00 list 
10.50 list 








Many other office items 
available to dealers 








OFFICE FURNITURE WHOLESALE 


74 BROAD ST. 


DISTRIBUTORS 


NEW YORK 4, N. Y. 
BOwling Green 9-8231 
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year was the biggest in the history of the company | 


and that he feels the future holds promise of good 
things following a probable brief period of readjust- 
ment. 


x * ¥* 


A. W. Willis, proprietor of the Atlas Desk and Safe | 
Company, 835 S. Spring St., Los Angeles, is receiving | 
many calls for steel office furniture. However, the lack | 
of merchandise makes it impossible to fill the big | 


demand. 


* * * 


The Southern California Stationers, 818 S. Los An- 
geles St., are, at this writing, preparing to move into 
their new building at 48 Venice Blvd. The new build- 
ing is of stucco and steel construction and has an all 
glass front with glass bricks around the doorway. New 
fixtures, furnishings, and neon lights will be installed. 
The building has two stories, the second story to be 
used for storage purposes. 

Ebenezer Wallace, the proprietor, was with the 
Grimes-Stassforth Company, Los Angeles for 24 years, 
having taken his first job with them at the age of 17 
following his graduation from high school. Mr. Wal- 
lace worked up to the position of general manager 
of the company and ten years ago last June resigned 
to organize his own business. 

Mrs. Wallace is treasurer of the Southern California 
Stationers and Ebenezer Junior is an outside sales- 
man, while another son, Fred, is vice-president of the 
company. 


* of * 


Another new store recently opened is the Johnson 
Office Equipment Company’s store at 212 N. Broad- 
way, Santa Ana, Calif. 


* * * 


The Inglewood Book and Stationery Company, 146 
S. Market St., Inglewood, is building a new two-story 
addition to its printing plant. The addition is 25 feet 
long and 15 feet wide. New offset equipment as well 
as bindery equipment, including stretcher and per- 
forator, will be installed. The stationery department 
is also being remodeled and new greeting card cabi- 
nets with fluorescent lights are being added. 

The company was established in 1923. The pro- 
prietors are Robert O. Carter and his son, Wilson E. 
Carter. 


* * * 


E. D. Glossman, proprietor of the Typewriteria, 5216 
Wilshire Blvd., Los Angeles, has remodeled the front 
of his store and is redecorating the interior. He is 
adding new fixtures, laying new floor covering, and 
modernizing generally. He is departmentizing his 
whole set-up and will in the future have a commer- 
cial stationery department, a social stationery de- 
partment, a greeting card department, an office equip- 
ment department and an office supplies department. 
The last two named will be segregated from the others. 

During most of the war period Mr. Glossman worked 
at the Hollywood Tool and Dye Company plant, and 
at that time Mrs. Glossman took charge of the Type- 
writeria. Mr. G. reports that she did a splendid job. 

Alfred Chackmakjian, a native of Armenia and for- 
merly in charge of the mechanical department of 
Typewriteria, is now visiting relatives in the Balkans. 
He has made several trips to that area and while 
there he repairs typewriters. The demand for this 
work is very great, he reports. He expects to return 
in about six months. 

Harry Tyndell is now in charge of the mechanical 
department at Typewriteria. 

Miss Ann McKenna, manager of the stationery de- 
partment, was married recently to E. L. Smitherman, 
who is in charge of the mechanical department of the 
Western Stove Company, a position he has held for 
the last ten years. 

Jay Reitzian, a protege of Mr. Glossman, is now 
working part time at the store while going to school. 
He is learning the various phases of the business, all 
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Most modern, efficient Cash Control for 
small business—entries made as transac- 
tion occurs—simplified forms for easy 
bookkeeping—records always under lock 


and key. 
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the way from the mechanical department to the sta- 
tionery department. Later he plans to join the Army, 
- 7 ™* 

J. A. Ogden of the Ogden Office Machine Company 
at 2551 Pico Blvd., Los Angeles, reports that Dick Iahn 
is now manager of the Burbank branch. Larry Gill, 
who has been gone for five months, has returned and 
is now working as a mechanic in the Los Angeles 
office. Lena Klodt is in charge of detail as office 
manager. The company has recently been named ex- 
clusive distributor for Business Machines Products, 
Inc., of New York, manufacturers of the Silent Sentry 
Typewriter base. The company also is exclusive rep- 
resentative for the American Carbon Manufacturing 
Company of Texas, a firm which manufactures Long- 
horn carbon paper and ribbons. Business in general 
is very good, Mr. Ogden reports. 

en 
NEW ENGLAND TRAVELERS CLUB NOTES 

Raymond E. Fletcher, Boston manager of National 
Blank Book Company, was elected New England 
Travelers Club president at the recent annual meeting, 
attended by 32 members. Elected with Mr. Fletcher 
were: 

First vice-president and editor, William Needham; 
second vice-president, John F. Nackley; secretary- 
treasurer, Fred T. Bowes; auditor, Verner Larsson; 
executive committee members, James P. Inman, Frank 


| MeQuillen, George Samuel, Julian B. White, Sam 


Challis, Ken Spencer, Ray Vincent, and C.,J. Worth. 
Not since before the war have the NET Club mem- 
bers cavorted so gayly as they did this year at the 
Statler Hotel on December 16 for the annual Christ- 
mas party. More than 350 enjoyed cocktails, dinner, 
dancing and fun. 
* * a 
Allen L. McDonnell, manager of the Edson Eastman 
Company store at Concord, N. H., died on December 9. 
Mr. Conway, the owner, will take over. 
* * * 
Dan C. O’Haire and John O’Haire have opened a new 
stationery and office supply store at 86 Franklin St., 
Norwich, Conn. 


# % * 


Paul C. Serene reports that the office of the Miller- 
Bryant-Pierce organization, Aurora, Ill., of which he 
is the New Englanc manager, have been moved to 
more modern quarters at 88 Broad St., Boston 10, 
Mass., from 20 Kilby St. Better facilities are now 
available for expediting deliveries in the New England 
area. The location is in the center of the financial 
and insurance district of Boston. 

* * * 
These items are taken from the New England Trav- 


elers Club News. 
———— 


HONOR VETERAN WATERMAN SALESMAN 

More than a quarter of a century of faithful service 
to the company was commemorated at a brief cere- 
mony in honor of William Gordon, veteran salesman, 
at the recent annual eastern sales meeting of the 
L. E. Waterman Company, in New York City. 

Mr. Gordon, who retired on January 31, joined the 
company as a salesman on February 16, 1920, after a 
number of years in the stationery business in Paterson, 
N. J. A resident of Totowa Boro, a Paterson suburb, 
Mr. Gordon was assigned to cover the territory of 
Northern New Jersey and endeared himself to all 
stationers in that area through his friendly service. 

Highlight of the ceremony marking Mr. Gordon’s re- 
tirement was the presentation by Frank D. Waterman, 
Jr., president, of a handsome Hamilton watch on be- 
half of his co-workers and the management. 

It was announced that the northern New Jersey 
territory would be split up after February 1, with 
Edward G. Arends taking over the northern portion 
and Nicholas Lordi covering the southern section. 
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CANODE TAKES 
ANOTHER STEP 
FORWARD 


& 
NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 
LEADERS IN THE 
MANUFACTURE : 

OF DUPLICATING Premium 





INKS DUPLICATING e lhe answer is simple sell carbon papers that 
BLACK are imprinted with your own brand name or 


trade mark on each sheet 


° 
TRY THIS NEWLY 
PROCESSED 
CANODE 
HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” General Offices & Plant 


INK SPECIALTIES CO., INC. | JRamamMeeauOlMalaomIMaRS 


519 N. HALSTED ST., CHICAGO 22, ILL. PHILA. 6, PENNA. 
Established 1595 


A HECTUGRAPH WORK 


“FHERESS NOTHING BETTER 


"S." oa 
fe 


e@ hese imprinted carbon papers, exclusively yours, 
develop consumer recognition and demand. 


e Interested? Write for full details. 











For Domestic & Export Trade 




















MARS and GLOBE - TROTTER 
COPYING PENCILS BY STAEDTLER 


i They are the best hectograph pencils made 
~with the greatest possible copying 
power ond density of color. 


2 They cre a high priced line of unequalled 
quality thus eliminating complaints and 
assuring repeat business. 


Available in six colors 








Purple No. 933 Green . No. 2967 
Red... . No. 2965 Lilac. . No. 2969 
Blue . . No. 2966 Brown . No. 2970 

J. S. STAEDTLER, INC. 
53-55 Worth Street New York, N. Y, 3 
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PLOSTICROFT Order from your jobber 
3226 West Cermak Road, 
, Chicago 23, Illinois 
. Established 1939 


Manufacturers of the Revere Fountain Pens, Desk Sets 





The New REVERE ‘MINUTEMAN’ FOUNTAIN PEN is a 

real sales natural! Appeals to the eye and pocket . . . available at 
this low price with liberal profit margin for YOU! New streamlined, 
lustrous plastic cap and barre! .. . lever filler... gold plated 
point that starts writing smoothly, instantly . . . easy flowing . . . 
makes writing truly a pleasure . . . variety of colors to suit every- 
one's taste. Available on beautifully-colored display cards holding 
one dozen in assorted colors . . . practically sell themseives. 


WRITE FOR ILLUSTRATED LITERATURE 






and Other Plastic Products 
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The Clarotype Company, Inc. 261.B Broadway, New York 7 








ty 


KEEPING STENOGRAPHERS HAPPY 
FOR 26 YEARS 


i Writefor = Sell Clarotype for clean, 
' “7 YourFREE sharp and impressive 


Hi 
meg looking correspondence. 












It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 
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ASK ADIRONDACK! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 


Many Styles 


Don't 
Turn Down 
Chair Inquiries! 
All styles Folding Chairs; 
Tablet Armchairs—ideal 


for classrooms, cafeterias, 
sales meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 
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POTLATCHING WITH OREGON TRAIL TRAVELERS 





By F. C. (Chet) Williams 





Reports on the housewarming at the new Jack Ellis 
home are just starting to come in. The affair came 
to a boil December 23. The house, which is very dis- 
tinctive, is situated in the Lake Oswego district of 


suburban Portland. Further reports on the house- ~ 


warming reminds us of a cartoon we saw a couple of 
days ago. The couple is standing beside the charred 
ruins of a house and the man is saying to a fireman, 
“It was brand new—we were just having a house- 
warming.” 

a * os 

Trick and Murray of Seattle has just appointed 
V. E. “Gus” Gustavson manager of sales. Gus has been 
with the “In a Hurry” organization since about 1933. 
He traveled the state for them for about three years 
prior to 1940; calling on court houses and schools prin- 
cipally. In 1940 he enlisted in the Army, was selected 
to go to officer training camp, and came out at war’s 
end a lieutenant. He brings a fine, experienced back- 
ground to his new job and should prove very valuable 
to the Seneca St. institution. 

* * * 

Charlie Davis went south the first week in January 
and will spend some time in the Los Angeles area. A 
rumor persists that Charlie will move to southern 
California where Samuel Ward Manufacturing Com- 
pany will maintain a year-round sample room. If this 
comes to pass, Charlie’s son-in-law, “Bob” Ornduff, 
will do most of the work in the Pacific Northwest for 
the various lines these two travelers represent. 

* * * 

That “man of speed’ Earl Howe, past prexy and 
dean of Oregon Trail Travelers, exploded a bombshell 
at the Gowman Hotel luncheon a couple of weeks ago. 
The discussion revolved around the benefits of Blue 
Cross hospital insurance plans. Some one pointed out 
that maternity benefits do not become effective until a 
membership is seven months old. “Heck, that was the 
only feature I was interested in,” said our hero. 

ok co = 

We note that Charles H. Miller, executive secretary 
of the Oregon Stationers Association and, in passing, 
one of the best trade association secretaries extant, is 
firmly established in his new quarters in the Cascade 
Building, 520 SW 6th Ave., Portland 4, Oregon. His 
efficient and attractive secretary, Miss Dorothy Ray- 
burn, is with him. 

* * * 

When the Oregon Stationers were honoring W. A. 
Montgomery, president of the J. K. Gill Company of 
Portland, Ore., the Oregon Trail Travelers sent flowers 
to his home, that Mrs. Montgomery might enjoy them 
with him. Nice gesture, gentlemen. Dick Zeisler, Herb 
Morgan, Bob Davis, Charlie Davis and Jack Ellis all 
attended the dinner. 

* * a 

Signs of the times: In Spokane, Wash., across the 
street from the Sprague Ave. entrance of John W. 
Graham Company, we encountered this one in a little 
shoe shining parlor, “Shine 25 cents, including tip.” 
Speaking of signs, Claude Elder, colorful Missoula and 
Helena, Mont., stationer and Montana’s circus fan 
No. 1, has this one still parked in the comfort room 
in his Missoula store, “Is this trip really necessary?” 

The Wayzata word and wood worker, Merrill D. 
Hasty, plans to attend the All Dominion Stationers 
Meeting in Vancouver, B. C., April 18, 19 and 20. Seng- 
busch’s Mr. Hasty has a story about strawberries, 
cream, sugar and other ingredients that has an un- 
usual ending. Are we correckit, Mr. Griebel? 


nd * * 
Holt Duedall, for many years associated with Raw- 
lings Stationery and Printing Company in Albahy, 
1947 
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“Dennison Goods are a must in 
my business. I use tags and pin 
tickets for price marking, tags 
and labels for shipping purposes, 
and a whole flock of other 
Dennison products for my files 
and billing records.”’ 


Storekeepers are only one of the many groups of 
people who are regular customers for Dennison Goods. 
Everyday, in home, school, and office, there are hun- 
dreds of instances where Dennison products can be 
of help. Acquaint your customers with Dennison 
quality, and always remember to stock and display 
the full line of Dennison Goods. It is a sure way to 
f build customer satisfaction and real profits for your- 
self. Don’t forget your neighborhood store market. 





Framingham, Massachusetts, 5» 





Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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Every firm and individual with whom you 
do business is a prospect for V.P.D. items. So we 
suggest, that as soon as the subject of transparent 
plastics comes up, you trot out the good old V.P.D. 
Catalog. It fairly pops with buying suggestions 
...transparent plastic envelopes, holders, folders, 
covers, cases, presentation albums and more. 


V.P.D. articles are handsome, made the best we 
know how...of the finest materials...in a terrific 
range of usefulness. 


On out-of-the-ordinary requirements our special 
order department follows specifications carefully 
and produces promptly. 


Stock V.P.D. items for quality, beauty, durability. 
Order now from Catalog 46-D0. If you've misplaced 
yours, write and we will send another. 
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JOSHUA MEIER COMPANY 


36 EAST 10th STREET, NEW YORK 5, N.Y. 
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Ore., has combined resources with Robert Potts to 
form the Duedall-Potts Stationers in that same city. 
They are located on Broadalbin St., near Third. 

* a * 

Eberhard Faber’s new fountain pen promotional 
man, Al Leonard, was starting to cover the territory 
beginning in Portland, Ore., the fourth week in Janu- 
ary. George Norman Simmons, long time Pacific 
Northwest representative for Eberhard Faber, was 
introducing him around. His territory will be about 
the same as George’s, namely Washington, Oregon, 
Idaho, Montana, and Graybull, Wyo. 

* od a 


Sometime during the month of January, A. C. 


Barnekoff, the head man of West Coast Printing and 


Binding Company in Portland, celebrated his fiftieth 
year in the industry. We were going to make that 
one if it was physically possible. We were wonder- 
ing, Barney, if the time spent at the coffee counter 
in Town Tavern is included in that 50? 
+ a +t 

The Davenport Hotel in Spokane, Washington, has 
been divorced from the Edris interests and will be 
controlled by local capital. “Jim” McCluskey will con- 
tinue as manager. He is the oldest employee, in years 
of service, in the famous hostelry. He started there 
about ten days before the hotel was opened on Sep- 
tember 1, 1914. 


* * * 


“Out Where the Hand Clasp’s a Little Stronger.” 
sins Selle te 


PENN-MAR-VA TRAVELERS CLUB NOTES 


A former past president of the Penn-Mar-Va Travel- 
ers Club, Ned Baynon, is now proprietor of a gift shop, 
“The Carousel” at Dallas, Tex., opened his doors re- 
cently. 

* * * 

George Louis Brown, known as “Brownie” to many 
of the Penn-Mar-Va clan, died in York, Pa., on Decem- 
ber 16 and was buried in Westminster, Md., his birth- 
place. He had been employed by various stationery 
stores in Washington for 35 or 40 years. For the past 
15 years he had been associated with M. S. Ginn & 
Company. 

« oo oo 

The Washington Stationers are now holding their 
monthly dinner meetings at the Ambassador Hotel on 
the third Thursday of each month. Penn-Mar-Va 
travelers in the capitol city on these meeting days 
have opportunity to get acquainted. 

+ * * 


Paul E. Burbank, general manager of NSA, was the 
guest speaker for the Stationers Association of Western 
Pennsylvania dinner on January 20. Harry Sheppard 
was in charge of reservations. 

* x x 


These items are taken from the club bulletin, “Chit 


| Chat of the Road.” 


ee 


JOHN B. DWYER REPRESENTS ERIE ART METAL 


James Armington, who, for many years, served as 
New England representative of the Erie Art Metal 
Company, Inc., Erie, Pa., manufacturers of metal 
waste baskets, hampers and boxes, has given up the 
Dan Dee line as of January 1. John B. Dwyer, well 
known throughout New England, who maintains an 
office and display room at No. 10 Post Office Square, 
Boston, Mass., will hereafter represent Dan Dee metal 
products in territory previously covered by Mr. Arm- 
ington. 

An official of Erie declares, “In his keen desire to 
serve his customers, Mr. Armington gave much of 
himself and his time. In selecting Mr. Dwyer as New 
England representative, the Erie Art Metal Company, 
Inc., feels that their New England customers will be 
assured of the same high type of service.” 
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SELLS Exe... FASTER 


ALLOWS MORE WORK IN LESS TIME 














GOODWILL 


The most precious thing anyone 
—man or store, anybody or any- 
thing—ean have is the goodwill of 


others. It is something as .frag- 










ile as an orchid—and as beautiful. CUTS SECRETARIAL FATIGUE; 


As precious as a gold nugget— and IN DEMAND IN ALL OFFICES 


Just what customers want. Boosts 
office efficiency by correct pos- 
ture. Seat and back-rest cushioned 
for proper body support. Comfort- 
able posture almost automatic. 
A secretarial “must.” Cuts 
and almost as hard to Keep. down physical strain. In- 
creases output of work. A 
lifetime of use. Welded 
steel construction. Easily 
ee) > adjusted. Write for free 
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as hard to find. As powerful as 
a great turbine—and as hard to 


build. As wonderful as youth— 











: "Rite -Hite’’ Stools SELLI 
Still few dealer openings. | Exclusive “finger-tip” 
Write for details today! control moves stool up 


and down to any height. 
MADE BY : 





cenemmmeawecam) DEPENDABLE MFG. CO. 


1908 CALIFORNIA ST. OMAHA 2, NEBR, 





FIRST TRIAL 


PROVES ALL CLAIMS 
ee DE me ap 


one-sheet trial of Nev-R-Kur! plastic \\\ = Visi y] 


backed carbon paper. Every claim 
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more clean, sharp copies per sheet. 











AUTOMATIC COIN WRAPPERS 
w EV = R: KU RL “mun It’s your Line. Exclusively! 


mae. Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 














is fuller-bodied than ordinary carbon papers though no pirate your customers and cash in on your missionary work. 
thicker. It won't slip or slide, curl, tree or wrinkle, even in Write for liberal discounts and sales help on: 
hot muggy weather. The one-sheet trial in typewriters, é 
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Bill Straps Seal Presses 
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. Metal Clasp Bags Wrapper Cabinets 
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PROCESS CO., INC. Bee LZ Downey Change Trays 


1927 MILL ST., ROCHESTER 4, NY 
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p TO PETER PEYTON 
FOR LEADERSHIP IN 


PLASTI-PRODUCTS 


Manufactured of Heavy Indesructible Plastic 
Merchandised in Assorted Colors 


Gor Leadership Iu: 


® QUALITY 
© PRICE 
© VOLUME SALES 


Write for our free illus- 
trated booklet showing 
the entire quick-selling 
"Plasti-Products"' line. 
Jobber's inquiries in- 
vited. 








PETER PEYTON and COMPANY 


330 So. Wells St., Chicago 6, Illinois 











* MASONITE 
BOARD! 





VISE-LIKE 
SPRING! 
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FOLLOWING SIZES ON HAND FOR PROMPT DELIVERY 1 
STOCK NO. SIZE DOZEN GROSS = 
$6.00 























134 9” x12” $68.00 








139 9” x 151” 6.60 76.00 





140 9” x17” 7.20 80.00 








Subject to Dealers Discount 





THE FEDERBUSH COM PANY 


SEVENTH AVI eo NEW YORK 3. ¥ 
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POSTAL 





No. 1509 (HMivstrated) 


@ Capacity, 5 Ibs. by 
4 ounces. Computes 
tage for air mail, 
first class mail and 
merchandise up to + 
lbs. Easy to use, simply 
place mail matter on 
the platform an 
inter automatically 
indicates the correct 
weight and amount of 
stage requi ‘ 
y veri and durable. 
List $8.50 


SPECIFICATIONS 


: 614” diameter, glass 
eA Red and black 
figures on white, red for 
postage, black for 





SCALES : 








weight. 
Platform: 51/2” square. 
Dimensions: 642” x 612 
x 92". ildas 
king: One to @ ° 
Pov eight packed 6 Ibs. cunce. Computes postage 


See your supply house. 


” 











smensions 8” x 742".= 
diye WW eight packed 9 Ibs. 


HANSON List $10.00 
SCALE CO. 


525 North Ada Street, Chicago 22, Illinois 














The New 
Hush-A-Phone 


Months of research during 1946 developed a new 
principle now embodied in the Hush-A-Phone which 
intensifies the important frequencies of the voice 
for telephone transmission. 










As 
valuable 
As the phone 


; itself 
No other 


device for 
the 
purpose 





Solves 3 Phone Problems 


Voice Privacy: Safeguarding confidential matter 
Office Quiet: For efficient working conditions 
Better Hearing: In noisy places 


Write for literature 
Hush-A-Phone Corp., 43 Ww. 16 St., N.Y.C. 1 1 


Dealers & Distributors 


Can you sell a product without competition? 
Write for our proposition 
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TEXAS TRAVELERS CLUB 


Virginia Leonard, Correspondent 


Governor Armand V. Breard urges travelers to send 
reservations in early for the ninth regional convention 
at Monroe, La. on March 21, 22 and 23. Drop a line 
today to chairman of the hotel registration committee, 
Drew M. Davidson, 210 N. Second St., Monroe, La. 

* * * 

The officers of the Texas Travelers and such other 
members as were in Houston held a meeting January 8 
at the Ben Milam Hotel. Past presidents Bill Gigliotti, 
Ward Silliman and O. D. Mann were in attendance 
and O. D. very graciously furnished the venison for a 
luncheon at the Atomic Club which was enjoyed by 
all. Secretary Charlie Wallace was flying in from New 
Orleans for the meeting but his plane was grounded, 
so he arrived by train in time for the evening session. 
Quarterly luncheon meetings are to be held by the 
Travelers in the future—the March meeting at Monroe, 
July session in Houston, November’s at Fort Worth 
and January’s in Dallas. The secretary will announce 
date and place to the membership 30 days prior to 
the meeting. 

* * * 

By coincidence, O. D. Mann bagged two eight-point 
deer on that recent hunting trip to Dimmit County. 
An unknown driver ran into O. D.’s car on the return 
trip and knocked two points off the horns of one of 
the deer. O. D. had planned to have both heads 
mounted and he admitted he’d have laid right down 
in the road and bawled had both been damaged. 
Along on the trip were L. H. McDaniel, manufacturers’ 
representative; Frank Ducos, Maverick-Clarke, San 
Antonio; Bill Parker, Parker Printing and Lithograph- 
ing, Little Rock; Ward Silliman, manufacturing repre- 
sentative and Bob White, E. L. White Company, Ft. 
Worth. By the way, O. D. says the perfect game bag 
he carries on his back contains an apple in one 
corner, an orange in another, a bottle of water and 
a bottle of snake bite. Regardless of where he is, 
hunger, thirst and cleanliness are under control. 

* * a 


The jinx again struck the Houston Printing and 
Stationery Company, Inc., at 1208 Texas, Houston, 
when fire broke out December 21, causing between 
$25,000 and. $35,000 damage. A large assortment of 
Christmas cards, stationery and gifts went up in smoke 
but most of the damage was caused by water, Irving 
Waldman, general manager of the firm, said. Fire 
fighters prevented spread of the fire to the rear of the 
retail store, where valuable presses and supplies are 
kept. The firm had a similar fire in the printing sec- 
tion in 1931, with a $11,000 damage. Customers are 
being served from the firm’s No. 2 store at 1405 Main 
until a completely modern larger store can be opened 
at the Texas St., address. 

Greetings to Uncle Charlie Small from Texas Travel- 
ers on reaching his eighty-eighth milestone. He’s 
missed down Texas way. Uncle Charlie is an honorary 
life member of Texas Travelers. 

ok ok * 

It is nice to see Fred Deutsch, manufacturers’ repre- 
sentative and president of Texas Travelers, back on the 
road after that car accident at San Antonio had him 
laid up from November 11 to January 4. His car is 
perking again too after very extensive repairs. Fred 
went to Monroe, La., January 27 to confer with the 
Monroe stationers and printers on arrangements for 
the Ninth Regional meeting at Monroe, March 21, 
22, 23. 

Travelers who are in Houston will meet Monday of 
each week at 12:15 for luncheon at the Atomic Club, 
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BANDES 


METAL TRAY 


SUPPORTS 


Here’s an office accessory that has been 
on the critical list since 1943. We’re fin- 
ally back in production on our new, im- 
proved metal tray supports, of better 
than pre-war quality. Now, we have our 
own source of supply for the metal .. . 
manufactured a new set of tools .. . 
modernized and streamlined the design 
... in fact they’re brand new. 


Check These Advantages 


(1) Increased width of support at bend 
of prong. 

(2) A stronger tempered, hard spring 
steel stock . . . genuine brass plating. 

(3) Will fit securely on the thinnest or 
thickest trays without forcing the 
prongs out of shape. 


We have sufficient material for immedi- 
ate delivery on substantial quantities, but 
recommend that you place your order 
now. 

Packaged: Each set individually 
wrapped in tissue; one dozen sets packed 
in an attractive folding box. 


JULIUS BANDES & CO., INC. 


126 West 22nd Street 
“OFFICE ACCESSORIES OF QUALITY” 


203 


New York 11, N. Y. 


’ 








LIFT the 


OF YOUR 
FILING 
SYSTEM 


nll 


TO A HIGHER PLANE OF 
r i 


IN 1947! 


Tre BIGGEST and busiest account is 
usually the most important . . . why not make 
it easy to find and file papers under that name? 
in city streets you find the most ‘‘Stop’’ and 
“'“Go"’ signals where the heaviest traffic passes. 
Wabash Special Name Guides and Chronological 
Folders are the ‘‘Stop’’ and ‘‘Go’’ signals in a 
file. They contribute more to the smooth, efficient 
operation of a filing system than any other part 
of the index ... and incidentally, it’s one way 
to solve the individual folder shortage. Write 
today for more information on this unique service. 
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Polk at Caroline. Remember the day, place and hour, 
all you travelers! 

The Perry Vondersmiths of Beaumont are all ready 
for the convention at Monroe and even have their 
hotel confirmation. Do you have yours? 

* * * 

Bring on your floods. The Oscar Springer Company 
of Galveston is all ready for any sudden downpour. 
The first floor of their store has been raised several 
feet and is now above flood stage. This company has 
just recently acquired the adjoining building for much 
needed space. 

Al Jones, well known to the stationery trade in 
Houston, has opened the Al Jones Stationery Company 
at 1217 Preston in Houston and wants the travelers 
to call around to see him. Al has had 27 years in the 
stationery industry, eleven in Houston. 

* a a 

If you haven’t received your copy of the Texas 
Travelers Club roster, drop the secretary Charles Wal- 
lace, 718 W. Norwood Ct., San Antonio 1, Tex., a line. 

* * 

Get that reservation in to Monroe! 

DEMONSTRATE WORTH OF GOOD OPERATORS 

Manufacturers of office equipment in co-operation 


| with the Zinser Personnel Service, a private employ- 


ment service, will demonstrated to hundreds of man- 
agement officials the normal and potential produc- 


| tion of their equipment possible with competent oper- 
| ators. The three day event was held on February 
| 20, 21, 22 at 79 W. Monroe St., Chicago. 


According to Mrs. Anne V. Zinser, director, the 
Zinser Personnel Service has established a_ special 


| department at the instigation of employers for the 
| training of employed employees in all must and spe- 
| cial mechanical operations within the office, 


“During the manpower shortage period,” Mrs. Zin- 
ser declared, ‘employers were forced to ignore certain 
required standards of efficiency and operation in the 
offices. As a result, there are still too few men and 
women in the office competently able to operate the 
equipment even on a normal pre-war basis. For 
example. the normal operation of a typewriter is 60 
words per minute. Today the average is about 30 
words per minute.” 

The “Open House” was for the purrose of revec line 
to employers the production possibilities of office 
equipment with competent operators. 


posal ena 
NORMAN STAYS AS HOOSIER DESK DIRECTOR 


As previously announced, S. Guy Norman resigned 
on December 5 as general manager of the Hoosier 
Desk Company, Jasper, Ind. At that time he also 
tendered his resignation as a member of the board of 
directors. 

However, due to the board’s reluctance to accept his 
resignation, and after due consideration, Mr. Norman 
has agreed to continue as a member of the board of 
directors, as well as remain active with the company 
in an advisory capacity for this present year. 

Vincent Gutzweiler has been appointed general man- 
ager of the company for 1947. The board of directors 
felt that he should, in the best interests of the com- 
pany, be a member of the board of directors. There- 
fore, Florian Gutzweiler resigned as a director in favor 
of his son, whereupon the board then appointed Vin- 
cent a member of the board, effective January 1. 

- —-—--— 

NEW FIRM OPENED AT SPRINGDALE, ARK. 

The Stafford-Sanders Office Supply Company, 
Springdale, Ark., has been opened by Edward R. Staf- 
ford, editor of the Springdale News, and R. R. Sanders, 
advertising manager.—EWF 
February, 1947 
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METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 104%” 
wide, 6” deep, 4” high; approx. shipping wt. 65 lbs. per 
doz.; $5.85 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 
ALSO 

Standard No. 2 metal wastebaskets, green or brown; harp 
and stick files; metal bookends (green); metal letter racks; 
ticket punches; Sav-A-Stamp Postal Scales; Costumers; 
Genuine Zipper Ring Binders 11x8%, 1” rings with 
boosters; school supplies. 


In Stock for Immediate Delivery. 
All Prices F.0.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 








PAWATHA 


AR TYPEWRITER PAPERS 





\ANIFOLD PAPERS 
Are Recognized 


Standard for 


ot ‘os 5 


et 


"* AIR MAIL PAPER 


over 30 years 


Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., 
403-411-413 PEARL ST., NEW “le . 


——— 
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Like the WORLD FAMOUS KOH-I-NOOR DIAMOND 
KOH-I-NOOR PRODUCTS have long been f 


their outstanding qualities. Whateve: 


pencil performance will be found in our except 


quality lines. 


Send for your copy of our catalog 


KOH-I-NOOR PENCIL COMPANY, INC. 


BLOOMSBURY, N. J. 











"* MANILAS 
Consistently high quality MANUSCRIPT COVERS 
...Up-to-the-minute packag- [eee 
. , '* QONIONSKINS 
ing...a profit-and-prestige | 
line you'll sell with pride. * MIMEOGRAPH PAPERS — 
Inquire about our Franchise * ENVELOPES | 











Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.S. A. 


ADDING MACHINES 


CALCULATING MACHINES 
ob 
BOOKKEEPING MACHINES 


Select Rough and Rebuilt 
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A SMART LOOKING 
OFFICE PULL-UP CHAIR 


For Immediate Delivery 


No. 150 


$3 1°" 


EA. LIST 


& 











etip? 


@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 


Furnished in the Following Sizes 
Stock Stock 





No Size No. Size 
200 6%4"x11” 205 9” x15” 
2038 ” 2 206 a 


Hard wood frame. 204 : 9” x12%” 

No-Sag spring seat. eee pes 2 Dozen to a carton. 
Upholstered in quality leatherette. Splendidly tailored. 205-206 packed 1 Dozen to a carton. 
Colors: Maroon, Green, Brown, Ivory. Dimensions: outside Write for deseriptive etreuler. 

width 25"; seat 19" x 19"; height 34". Packed 2 to carton: 
shipping weight 52 lbs. per carton. 


ToLEpo Woopwonks Co. 


Manufacturers of Quality Furniture 
1908 CANTON STREET © Phone Adams 1330 « TOLEDO 2, OHIO 





2035 So. Calumet Ave. * Chicago 16, Ill. 















— 
at Announcing 
Grif y prer © | | 


es «ic New Address 


standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after THE MAYFAIR COMPANY 
thorough tests in their own laboratories. | 
oft” Needed ‘on every desk ond crowing | | 345 NO. DESPLAINES ST. 
board. | 

CHICAGO 6, ILL. 


A removal to much larger quarters necessitated 
by the need to accommodate our rapidly increas- 
ing number of orders for 




















| 
| 
| 
| 
| 
| 
| 


Fluorescent Desk Lamps 1 
Student Study Lamps 1 
Steel Stationery Racks 

Desk Drawer Inserts 

Steel Card Boxes 


Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal Waste Baskets 

and rubber type, then disappears Loose Leaf Binders 


entirely. All three products are and Our Many Other Items 














WRITE FOR SAMPLES AND PRICES 


Both ROLTONIC and TYPTONIC are jyen-inflammable, Non- | 
mode to the same high quality OS “Poisonous, Harmless to OUR NEW CATALOG—READY FEBRUARY | 
| 






We wish to thank our many friends and customers who have | 
waited so patiently for our Catalog to be completed. 






INC. 
MASS 


HARRIMAN - WELTS, 
403 RIVER ST HAVERHILL 
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the Efficient 


FLUORESCENT 



































In satin finish pearl gray 
or in mahogany brown 











RITE-LINE 


Reg. U. S. Pot. Off 


COPYHOLDER poe 
DE LU 


The Rite-Line All Metal Copyholder is portable, BRACKET TYPE 
compact, efficient and attractive. Dealers ¢ 4 m75 Medel 100 
and stationers find it a ready seller at 15 


Price includes 10"" eye guide. Tax extra. tedey for full 
Extra for 15” extension eye guide $1.10 information... 
Extra for 20” extension eye guide $1.25 

Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


15 Maiden Lane, New York 7, N. Y. @ 407 So. Dearborn St., Chicago ’S, 1!!. 542 S DEARBORN STREET, CHICAGO 5, ILLINOIS « PHONE HAR. 8821 


THE EXECUTIVE 








e Dealers: Write 








STANDARD Gascness Wachines Co. 
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KARLO 


The 
Ideal Typewriter 







ers 





custon it 


= ae N ri 











Support 










. ‘ . , — 
Sharp eyes, nimble fiugers and 


clear brains are essential to con- ocd MODEL No. 1 
stant speed and accuracy in business 
: service. KARLO, the Ideal typewriter 
| & 9 support, is unique in this service. No 

‘ oe other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says d 
another. “Most practical stand Patent 
on the market,” etc. Typists 


S E L L S O N S I GI H 53 prefer it because they can do “D90848" 


You'll find your customers just can't leave it alone! more work with less fatigue 





’ ADJUSTABLE 
FROM 

26 TO 38 
INCHES 





‘ ft ht a6 : by having their typewriters at just the right height. Their 
He ene be telat cra ag sn Abo ee | increased output and greater accuracy soon pay the cost. 
ee brvastindt ' gi igh pei: eth DEALERS: Every business furniture display should include 
rate . 7 4 


this business producer. Write for information and prices. 


MANUFACTURING 
an COMPANY 








ae W's every Inch:¢' man's machine «and fully. gparas: ae ah 
| “teed for one year. Write for details including a life Bene 
"size color photo of the Lightning Adding Machine. , 
IMMEDIATE DELIVERY— Write for Price List 
Lightning Adding Machine Co., cae. 402 
543 S. Spring S$t., Los Angeles 13, Calif. i 
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SOLVED BY 


5 haFle AS 


Users of filing cabinets have been plagued 
for years by one of the biggest rackets known to busi- 
ness—the racket of banging file drawers. Now, thanks 
to Rock-a-File’s silent, side-opening compartments, 
filing can be as quiet as tying a shoelace. 

But quiet operation isn’t the only advantage of 
Rock-a-File over ordinary filing equipment. It has 
plenty more—up to 40% space saving, greater efficiency, 
easier operation, to mention a few. And every one of 
them means more profitable business for you. 

With Rock-a-File you have everything your cus- 
tomers want in a filing cabinet—no other equipment 
can equal its many outstanding features. And Rock-a- 
File means plenty of repeat business, too, because each 
installation leads to many more. Get complete details 
on Rock-a-File right now. You owe it to yourself to be 
in the picture as filing goes modern with Rock-a-File. 


Here’s How Rock-a-File Solves Filing Problems m@ 


COMPLETE ACCESSIBILITY —Entire contents ac- 
cessible to two or more persons at once. All com- 
partments can remain open 

TIME SAVING—-Open compartments do not block 
access to others in cabinet. No waiting to get at 
contents. 

LESS TIRING—Perfectly balanced compartments 
open and close effortlessly ot finger touch. Fewer 
openings and closings 

TOPPLE PROOF — Open compartments project only 
slightly—gravity center always within framework. 
ECONOMICAL — Supplies last longer. Folders slide 
in and ovt sideways. No more mutilated tabs, 
indexes, guides 





A Nationally Advertised Product 


*Rex. U.S. Pat. Off. Pats. App. For 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, ‘Ill. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 


Merrill Hasty, Correspondent 





The annual Christmas party of local Northwest 
Travelers was held at the Red Feather Restaurant, an 
occasion which saw all speeches eliminated to allow 
time for the club photographer, Fred C. Schaefer, to 
take over. After the banquet, those attending were 
escorted to the club chambers where the master of 
ceremonies, Roy Clarke, had his students perform for 
the guests. 

Those who helped to make the party a success 
included Ray Bowman, Skripto Pencil Co.; Roy Clarke, 
F. S. Webster Co.; Arnold Berglund, Dixon Pencil Co.; 
Fred C. Schaefer, Sanford Ink Co.; Larry Ackert, Eaton 
Paper Corp.; Ken Chase, Dennison Manufacturing Co.: 
Al Nordstrom, Smead Manufacturing Co.; Bob Valleau, 
The Leopold Desk Co.; Jack Guntrum, Carter’s Ink 
Co.; Ivan Cornelius, Northern States Envelope Co.; 
Ken Henderson, Carter’s Ink Co.; Jack Berry, Browne 
Morse Co.; and Merrill D. Hasty, Sengbusch Self- 
Closing Inkstand Co. 

* * 7 

A new member has been added to the Northwest 
Travelers Club—Harry Rogers of the Automatic Pencil 
Sharpener Company. Welcome to the Knights of the 
Road, Harry. 

* * *~ 

Eddie Friedmann goes from one extreme to another. 
First, he enjoyed a grand time at a sales meeting in 
Boston with his brother salesmen of the Russia Ce- 
ment Company, manufacturers of LePage’s glue and 
adhesives. Then he returned to his home in St. Paul, 
only to take off for Fargo, N. Dak., and northern 
points to sell those new products while an old-fash- 
ioned blizzard blows. 

ok * * 

Ray H. Holsts is now the proprietor of the Dakota 
Stationers, 79 Sherman St., Deadwood, S. Dak.,. the 
transaction being made last December 1. He formerly 
was the manager of this store, then owned by Johnston 
and Bordewyk of Rapids City. 


ae See 


Martin Foreshew of the Foreshew Supply Company, 
Pierre, S. Dak., has become a grandpa again. His son, 
Jim, and wife Phyllis adopted a daughter, Mary Anne. 
Congratulations, Martin, upon your third grandchild. 

* a a 

Keep your eyes open for news on the new store of 
the Interstate Stationery at Williston, N. Dak. Ben 
Westdal, the proprietor, has promised us a complete 
set of pictures. 

* * + 

J. O. “Jack” Davis, vice-president of the Miller Davis 
Company, and Mrs. Davis of Minneapolis at this writ- 
ing are en route to the sunny south of Biloxi, Miss. 
With the exception of mostly convention and buying 
trips they have taken few vacation jaunts in the past. 
Mr. Davis, who has been in the stationery business 
since 1902, is a past governor of the seventh regional 
district NSA. 

a a + 

Harold Hoffman of Smead Manufacturing Company, 
Hastings, Minn., was elected a new director of the 
Stockyards National Bank in South St. Paul, Minn., 
at the recent annual meeting. 

* o * 

Appropriate disposal of the $26.00 collected at a 
December luncheon of the Northwest Travelers Club 
was arranged by C. H. “Jack” Berry, division sales 
manager of Browne-Morse Company. After contacting 
the Minnesota Children’s Center, St. Paul, Minn., Mr. 
Berry purchased a table model radio and a fine foot- 
ball for the youngsters. The bill came to $29.50 with 


| the difference made up by “Jack” and a fellow 


traveler. 
“My only wish is that I might have a similar assign- 
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aA GooD NUMBER 
TO ORDER FOR 
NUMBERING MACHINE 
PROFITS 





Five movements (consecutive, 
duplicate, triplicate, quadru- 
plicate, repeat) . . . dial set, 
dial locked .. . five to ten 
wheel capacity .. . lightweight 
° + easy action .. . uncon- 
ditionally guaranteed! All these 
features add up te more num- 
bering machine sales and profits 
for you. 


ae 
a y 
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ROBERTS NUMBERING MACHINE CO. 
706 JAMAICA AVE. BROOELYN 8, N. Y. 


Western ? ASSOCIATED STATIONERS SUPPLY COMPANY 
Distributor { 229 S. Jefferson Street, Chicago 6, Illinois 


IMMEDIATE DELIVERIES 
































Eliminates guessing / 
at ead of letter e 


EXCLUSIVELY FOR DEALERS 
and 


STATIONERS 
Write for Samples .. . 
ALLEN & COMPANY 


Manufacturers 


CARBON PAPERS __ INKED RIBBONS 


DEPT. M 
11-15 Vanderwater St. New York 7, N. Y. 














Immediate Delivery 
Part No. 1005 
Shipped K.D. 
Individual Carton 
Shipping Wt. 14 Ibs. 
Work Area 34” x 15” 
Height 261," 





The Handiest Table 
In Any Office..... 


Modern design and production methods give this 
streamlined, compact, all-metal Toledo Office Table 
smart appearance, light weight, unusual strength 
and a wide range of utility. New type bracket on 
self-locking wings prevents accidental falling. Chan- 
nel legs, rounded edges, rigid bracing, infra-red 
baked green enamel finish. 


loledo Cutle Feoducle Gue. 


515 MADISON AVENUE * TOLEDO 4 ° OHIO 
American Furniture Mart, Chicago 11, fil. 
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VUL-COoT 


ad WASTE BASKETS 
=£ QUICKLY — PROFITABLY 
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5 abet they enable you to offer 
customers more for their money 
there’s more money for you 

in selling VUL-COTS! Guaranteed 
for 5 years, these lightweight, 
attractive, durable baskets 

made of hard vulcanized 

fibre are practically inde- 
structible—-cut maintenance 

and replacement costs... 

save money in handling waste. 
Thus, VUL-COTS give your 
customers more value—give 

you more sales, faster, more 


profitably, 


VULCANIZED FIBRE CO. 
DELAWARE 


NATIONAL 


WILMINGTON 99 
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e 
THE NEWEST AND MOST UP TO DATE 


RAILROAD MAP 
OF THE UNITED STATES EVER PUBLISHED 
ALL RAILROADS NAMED 


SIZE 64” x 44” 





EVERY RAILROAD LINE SHOWN 
NO SHIPPING DEPARTMENT IS COMPLETE WITHOUT ONE 
Ask for Information on MAP No. 717A 
MAPS OF EVERY DESCRIPTION FOR EVERY PURPOSE 
WRITE FOR CATALOG and DISCOUNT SCHEDULE 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. MU 2-7581 
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THE ORIGINAL 


NORTA 


Plastic 
TYPE CLEANER 
CLEAN UP ’ 

TIME . 


MORE and more DEALERS are recommending and 
selling NORTA to their customers. 





NORTA does the job in a clean, efficient way. 


No time is lost in cleaning tyepwriter type, stamps, 
etc. the NORTA way; just press, roll gently back and 
forth, and the job is done. 


No dirty, inky hands, no soiled clothing, no scrub- 
bing or rubbing. Its remarkable qualities make 
NORTA the ideal cleaner. 


ORDER TODAY 


NORTA 
DISTRIBUTING 
Co. 


1123 Broadway 
New York 10, N. Y. 


REORDER TOMORROW 

















HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 






. \ 1. Lock with Two Keys. 
REASONS \ 2. Recessed Handle. 
3. Two Complete Steel 
Way Ge Walls. 


4. Size Suitable for All 

Standard Business 

Papers. Fits in Bu- 

Fire-Resistant \ reau or Dresser 
Drawer. 


S E Cc U R | 2 7 B Oo xX 5. Extra Protective Lip 


offers more and better protection for Under Hinge. 
your valuable papers 6. Quarter Inch Treated 


Asbestos Insulation 
BE SAFE RATHER THAN SORRY 7.No. Metal Contect 
$@Q00 SLIGHTLY HIGHER 
LIST IN WEST 


between Outside 
and Inside Walls. 
Inside Dimensions 81/2 x 1212 x 314. Weight 101 Ibs. 
Colors—Office Green, Office Gray and Maroon. 





SEND A TRIAL ORDER TODAY 


BISON DISTRIBUTING CO. 


1202 HERTEL AVE. BUFFALO 16, N. Y. 
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Regalrite 


STENCILS 
CARBON PAPERS 
TYPEWRITER RIBBONS 
ADDING MACHINE RIBBONS 
BOOKKEEPING MACHINE RIBBONS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REVIVO PLATEN RESTORER AND TYPE CLEANER 


With the acceleration in new typewriter production, 
trade-ins will become available in increasing num- 


bers. List your needs with us now. 


REGAL TYPEWRITER CO. INC. 


200 Hudson St., New York 13, N. Y. 
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ment for every Monday morning. It does one’s heart 


good,” states that amateur Santa Claus. Nice going, 


we say. 
oe sitll ica 
“NEW DISPLAY SET-UP AT OKLAHOMA CITY 
A new window display set-up has been inaugurated 
by the Western Bank & Office Supply Company, Okla- 
homa City, Okla., wherein the center of the store 
front has been converted to a curved glass center 
window which is set back from the street and has 
two flanking side show windows. 
Usually, an “ideal office” layout such as is shown 





WESTERN BANK & OFFICE SUPPLY WINDOW 


in the accompanying illustration is set up in the 
window. The large unbroken surface of the center 
curved plate glass window enables the passersby to 
see directly into the store. Displays inside the store 
are aligned so as to be visible without other than the 
ordinary window lighting —EWF. 
MD SETS 
ISSUE NEW BOOK ON LABOR RELATIONS 

“Management Rights in Labor Relations,” an au- 
thoritative manual covering current problems regard- 
ing the rights of management, has recently been 
published by Woodbeck Publishing Company, 220 Win- 
chester Pl., Grand Rapids 2, Mich. The author is 
Stephen F. Dunn of the Michigan Bar, a former indus- 
try member of the War Labor Board. 

This 304 page volurne is intended to put into the 
hands of industrial officials a clear, concise, authentic 
and departmentalized answer to nearly all the ques- 
tions that are asked executives from one end of the 
nation to the other. 

In order to keep the readers continually informed, 
a supplementary service is provided. With this service, 
the reader can keep abreast of recent current action, 
court decisions, rulings and other factors that have 
bearing on the management and labor situation. 

I 
H. S. CROCKER APPOINTS FRED W. AHERN 

H. S. Crocker Company, Inc., 720 Mission St., San 
Francisco, Calif., recently announced the appointment 
of Fred W. Ahern as general manager succeeding 
Arthur C. Moench, who retired as of January 1. 

Mr. Moench was with the H. S. Crocker Company, 
Inc., for 2714 years. Prior to that time, he was general 
manager of the A. Carlisle Company in San Francisco. 
His home is in Atherton, Calif. 

His successor, Fred W. Ahern, has been with H. S. 
Crocker for approximately 13 years, originally being 
employed as an outside salesman in northern Cali- 
fornia, and then as .manager of the school depart- 
ment. Later he became wholesale sales manager and 
finally general sales manager of both the wholesale 
and retail divisions of the business. 
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RUSH-fjthefoss FRASER 


—it’s easier to use because it’s made to fit the hand! 
It’s the finest eraser for typewriters evér made because: 
It brushes away errors with only a feather touch. 
Will not “Gum up” the mechanism of the type- 
writer. A precision erasing instrument—fybr 
glass is only the width of a single letter. 
The handsome plastic holder is guaranteed for- 


ever—propels ... repels... reloads in 15 Sec- 
onds with FybReglass Refills. 


Guaranteed user-satisfaction, or the purchase 
price will be refunded by us. 
Because Rush-Eraser is easier to use, 7t’s easier to sell. 
Your profits will mount when you display the carton 
on your counter. Each Rush-Eraser creates demand 
for FybR glass Refills. Write for free imprinted leaflets. 


RETAIL PRICES 
RUSH-ERASER ... . 50¢ 


FybRglass REFILLS . . 25¢ 
(package of 2) 


Don’t make people buy from us. If your stock is low, 
call your wholesaler for immediate delivery, or write us. 


THE ERASER C0., INC. Syracuse 2, N. Y. 
EIN A 
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Silent 
as a kittens footstep! 


No need to pound a “Speed-Mo” Sponge Rubber 
Stamp Pad—the lightest touch gives full, rich ink- 
ing and a sharp, clear impression every time. Made 
of specially treated Sponge Rubber, “Speed-Mo” is 
the cleanest, most durable stamp pad on the market. 
Satisfied users from coast to coast testify to “Speed- 
Mo’s” 12-way superiority. If you are interested in 
more profitable Stamp Pad business, write today for 
Catalog No. 1043 showing the complete line of 


“Speed-Mo” Pads for every stamping need. 





No. 4-R 


SALDAY 


CLEAN SPONGE RUBBER STAMP PADS 








Kvet- O MANUFACTURING COMPANY 


701 MAIN STREET e ORANGE, MASSACHUSETTS 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





The J. K. Gill Company, pioneer stationery housé 
at Fifth & Stark, Portland, Ore., recently staged “Open 
House” a big merchandising event stimulating busi- 
ness in all departments. -All sections of the store en- 
joyed this “house warming” with a welcome for visitors 
and the many residents making Portland their home 
since the advent of the war. 

cs x * 

Although “the customer is always right” seems to 
have been a good slogan, the Foster Pen Shop, 1410 
Fourth Ave., Seattle, brings forth a timely new slogan 
for its pens and stationery—“Where the Customers 
Always WRITE.” 

*. a * 

Hundreds of typewriters for veterans were sold in 
January at Seattle by the War Assets Administration, 
unloading 650 typewriters and 75 cash registers to 
veterans with certificates at Pier 91 on Seattle’s water- 
front. 

* of * 

Eddie Vine, noted pen, greeting card and stationery 
dealer of Union and Fourth Ave., Seattle, has again 
been re-elected as secretary and treasurer of the 
Poggie Club of Seattle, and will continue his tasks in 
behalf of the salt water sports fishermen. At the re- 
cent annual meetinz, the Poggies raised a large con- 
tribution to bring cheer to the kiddies of Kent Valley 
whose homes were inundated by the serious floods in 
that region south of Seattle. 

* * * 

Thomas M. Pelly, head of the Lowman & Hanford 
Company, Seattle, and a distinguished civic leader who 
has rendered yoeman service during the war as presi- 
dent of the board operating the Seattle Service Men’s 
Club, has issued a fine explanation with regard to 
closing that club. Mr. Pelly has pointed out that “deci- 


| sion to close was based on (1) the lease on the build- 


ing expired on December 31, 1946, and the owner 
had already rented the ground floor and basement to 


' commercial tenants, and (2) all statistical informa- 
| tion available indicated there were sufficient physical 


facilities in the city available in other USO operations. 
Furthermore, the noted stationer said the club’s exit 


| had the approval of the USO Council. Thanks to Mr. 


Pelly and the other public-spirited people associated 


| with him, nine million service personnel have used 


the club and over 3,000 volunteers have given time 
and energy to extending the community’s hospitality 
to all members of the armed forces coming to Seattle. 


—————-“—— oe __—_—_ 

MORE DETAILS ABOUT HORDER APPOINTMENT 

Since publication in the January issue of an item 
relating to the appointment of Willard A. Richardson 
as merchandise manager of Horder’s, Inc., Chicago, it 
has been learned that Mr. Richardson was last asso- 
ciated with Montgomery Ward & Company, Chicago, 
where he held a position of buying division manager 
for more than 12% years. Among the broad lines of 
merchandise Mr. Richardson controlled at Wards, for 
both mail order and retail selling, were many similar 
to those handled today by Horder’s, Inc., and Asso- 
ciated Stationers Supply Company. Mr. Richardson’s 
past experience eminently qualifies him to assume the 
responsibility for all buying and other merchandising 
activities in his new connection. 


ee 
DAVE FRIED VISITS CHICAGO 

In accordance with a long established custom, Dave 
Fried of the Murphy Chair Company was in Chicago 
during the exposition conducted by the National Re- 
tail Furniture Association early in January. In addi- 
tion to spending time at both the Furniture Mart 
and the Merchandise Mart, Mr. Fried made some 
other business visits and included contact with mem- 

bers of the staff of OrricE APPLIANCES. 
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Onder this complete package 


1. One Doz. 4” Protractors .060 Thick, Transparent 

2. One Doz. 6” Protractors .060 Thick, Transparent 

3. One Doz. 6” Architectural Scales .089 Beveled Edge Transparent 
4. One Doz. 6” Engineers Scales .080 Beveled Edge Transparent 

5. One Doz. 6” 45 90 Triangles .060 Thick, Transparent 

6. One Doz. 8” 45 90 Triangles .060 Thick, Transparent 

7. Three Doz. Stainless Steel Erasing Shields 


Choice of one dozen Lettering Guides or two 
dozen large INK-OUT (Erado) eradicator. 





Write for Special Dealer Net Price. 


This offer is limited 
so ORDER NOW on your letterhead. 


CARDINELL CORPORATION = MONTCLAIR. NEW JERSEY 








etter | 
| your business 
with Berkshire 


Eaton’s Berkshire Typewriter 
Paper line includes a fine paper 
for every office use! Carry a 
complete selection, take care of 








every demand, watch customers 
come back for more! 


TO! 
GATOS 


*rypewRiTER* 
* papers * 


“Rxsni* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 





2 


Fine papers for business and social use 





























‘STEEL OFFICE EQUIPMENT 








Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 


Specialty items for office and industry. 


Aer STEEL EQuipMENT CO. 
Banas 


2608-28 SO. FRONT ST. - PHILA. 48, PA. | | 
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The New and Improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph otary. 
Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


TODAY—Write for 
free color brochure 


DEALERS 
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STEEL OFFICE EQUIPMENT 


LEGAL & LETTER 
Stee! Transfer 

30'/."" x 24" x 18" 

Desk High 


FILES 
CABINET 







42"' x 36" x 18" 
Double Door 
Counter High 

CABINET 





42" x 26" x 18" 

Counter High 
Single Door 
CABINET 





WRITE FOR PRICES & DEALER 
Single—Drawer Transfer Files DISCOUNTS. 
Easily Built Up to a Four 

Drawer Unit. Manufactured By 


Four Roller Bearings. Sturdily PARKER STEEL PRODUCTS INC. 


Constructed. 
~~ Card Holder me Drawer ‘Some si. gad 








YOUR 


DATER 
BUSINESS 
should be 

OUR business 


mM. 
FULTON 
Aaya. 


The modern, capable No. !!/5 Fulton 
Line Dater pictured is but one of a very 
complete line that you can sell fast in 
the next several weeks. 

Write for information about this, and 
our other daters, numberers, stamp pads, 
office printing outfits . .. a clean, quick- * 
stepping line for consistent profits. 




















FULTON SPECIALTY CO. 
700 FIFTH AV... NEW YORK CITY 10.N_Y. 
FACTORY AT ELIZABETH 1. WN.U. 
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READY SELLERS J 


WARSHAW 


FILING SUPPLIES 
AND 


GUMMED SPECIALTIES 


They find a ready market whenever and wherever 
offered. All products are made on fully auto- 
matic machines, of good quality paper stock, 
your assurance of quality and workmanship. 
The best possible values at the most reasonable 
prices at all times. 


ROLL LABELS (colored) 
GUIDES 
PROTEX STICKONS 
INDEX CARDS 
FILE FOLDERS 
MENDING TAPE 
GUMMED INDEX TABS 


Write us for information regarding your needs. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 





















ty Foremost 
ee 
Here it is! The Rubber 


Band the trade has 


been waiting for 

























































































Write on Company Stationery 
for liberal samples. 


MPANY 
PENCER ep arg sal 


MANCHESTER, CONN. 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





B. W. Ward, manager of the Virginia typewriter 
division of Remington Rand, Inc., has furnished me 
with his December bulletin, revealing the outstanding 
work of his salesmen in closing out the year in real 
go-getter fashion. Incidentally, 1946 was the best 
year the branch has ever had, exceeding 1945 by a 
comfortable margin. 

Individual quota-busting salesmen were: O. B. 
Martineau, 233 per cent; P. A. Burges, Norfolk, Va., 
204 per cent; Southern: Office Supply Company, 141 
per cent; J. P. McGowan, Charlottesville, Va., 127 per 
cent; Young Typewriter & Electric Company, Pulaski, 
Va., 120 per cent; H. L. Gibb, Petersburg, Va., 110 per 


cent; D. W. Kessee, Jr., 100 per cent. A. W. Paxton, | 
Richmond city salesman led the field in the sale of | 


the new noiseless machines with Southern Office Sup- 

ply Company, H. L. Gibb, and L. P. McGowan following. 

Congratulations are extended to “Marty” Martineau 

for leading the branch in sales last month. Paul 

Broadus and Bernard Jarrett and Associates in Blufield 

rounded out the big three. 
a * * 

W. B. Pully, famed as a perfect order taker in: the 
typewriter ranks, after 26 long years as a Remington 
representative, recently paid his old branch office at 
Richmond, Va., a visit. He has been made a specialist 
at Norfolk, Va., for Remtico and duplicator supplies, 
assigned after fine service for Remington at Bridge- 
port, Conn. 

aa ea a 

J. B. Leath of Richmond, salesman for many years 
in the office machine and supplies field, is now snug 
as a bug in a rug in his own home on the Petersburg 
Turnpike near Bellwood. This is a fabricated home of 
his own creation and is complete with all modern con- 
veniences. The location is Military Route No. 1 high- 


way. 
* ~ * 

Emmett Avery, Virginia manager and distributor for 
Marchant calculating machines, reports the biggest 
business he has ever had, including 26 orders for the 
Marchant from one concern in the state. 

+ aA * 

It has been my fortunate resolve to visit periodically, 
during the past 60 years, the town of Liberty, Va., 
now known as Bedford, Va., located in a beautiful and 
restful section of the state. These visits recall for 
me that I was first there as a youth from New York to 
report the inauguration of the opening of Randolph 
Macon Academy for the New York Herald at the re- 
quest of the distinguished James Gordon Bennett. It 
was there that a city larger than Philadelphia, Pa., 
was laid out. When it was discovered, however, that 
the elegant railroad station was more than two miles 
on the outside of the city proper, the bottom dropped 
out of the boom. It was from this town that many 
good salesmen have had their beginnings. 


—_— —- 

RIPLEY CARTOONS ARE GOOD ADVERTISING 

The “Believe It or Not’ cartoons by Ripley are so 
well known that it is doubtful if there are many per- 
sons not acquainted with them. Because of the na- 
tional interest in the cartoons, the Moseley Typewriter 
& Supply Company, Ann Arbor, Mich., uses them for 
advertising purposes. 

This firm uses a Series of 12 blotters, the regular 
desk size, one being mailed out to the names on its 
mailing list every month. Each blotter shows a famous 
Ripley cartoon in several colors with the usual descrip- 
tion. This takes up not quite a half of the blotter. 
The rest of the face of the blotter is given over to 
an advertisement of the Moseley firm. Blotter adver- 
tising of this kind is sure to be read because of the 
interest in the cartoon. It is a safe bet that the rest 
of the blotter will also be read.—RRV. 


OFFICE APPLIANCES, February, 1947 





The Famous 
TEMPO FILM STENCIL 


@ It’s in a class by itself! Speeds production, 


turns out cleaner cut stencils, better copies. 


Preferred by operators. 


@ Tempo offers the most complete line of sten- 
cils (with and without film), also high quality 
inks and all other duplicating supplies. 





WRITE FOR TEMPO SALES PLAN 


We have developed a tested sales plan for 
dealers that serves the consumer so well that 
it helps build your business not only in dupli- 
cating supplies but in other lines as well. Ask 
for details. 





Inquiries also wanted from successful salesmen 
interested in building a business of their own. 








HOULUNE ONMDUHRORDNENANDENUOEEEANOEOHOSHRRUEEDONODONERNEEROROENEE 


MILO HARDING CO. 


Dept. C 
432 West Pico Blvd. Los Angeles 15, Calif. 
317 Third Ave. Pittsburgh 22, Penn. 
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anotner Mew CLIX PAPER PUNCH! 


DOUBLE DUTY 
PAPER PUNCH 


Adjustable instantly 












for punching either 
2 or 3 holes 


This new “Clix” model 













leads a double life! Punches 
MODEL 32 


either 2-hole or 3-hole sheets, as 
required. The button does the trick, in- 


DEALERS! stantly. Snap to right for 2-hole punching; to left for 
See your Jobber or 3-hole sheets. Gauge-marked to take sheets from 6” to 12” in 
write for details. 1” gradations. This new “Clix” model has a sales punch all its own! 














THE COUCH WITH THE ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design ... 
y constructed and covered with the newest tearproof 
and waterproof plastic materials in a variety of colors. 
















The “Leisurest” couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 






i 





It will pay you to look into “Leisurest’. Write Today! 


‘AeAwnre” Furniture Corp. 


315 WEST 47th STREET 


NEW YORK 19, N. Y. 
Dept. O. 


we ee 
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BILLFORM Repiitand 


“PROCESSED” 
STORMS “BILL FORM PROCESSED” CARBON 
PAPERS ARE ESPECIALLY PROCESSED TO 


CARBON PAPERS MAKE THEM CURL RESISTANT, DURABLE, 


EASY TO HANDLE AND FREE FROM CURL. 








IMMACULATE Another “Different” TYPEWRITER CARBON 


VV CLEAN TO HANDLE, CLEAN 
SUPER CLEAN’ TO ERASE, FREEDOM FROM 


FEED ROLL OFFSET. 


CARBON PAPERS i 


H. M. STORMS CO. trooxtin en y. 








STURGIS STENO SWIVEL CHAIR No. 876-MY 
MOHAIR UPHOLSTERY 


ES, EVERYONE can now have perfect posture, the short, tall, stout and 
aed because Sturgis~Posture Chairs for office workers help all four to 
ease into comfortable sitting posture. 
The Sturgis Posture Chair with its form fitting back support is quickly 
adjustable, without tools, to every type of figure. The back support is in- = Sturgis Posture Chairs 


, . : ‘ F Id only th h 
dependent of seat, without side braces to interfere with reach. Vertical cctnsiniil aaa dale 


) and horizontal adjustments made easily and quickly. ment dealers, 


ts STEEL POSTURE CHAIRS = pesicnep AND BUILT BY SPECIALISTS 
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MR. RETAILER: If you have 
not yet ordered, better con- 
tact your jobber or write us 
at once for details 
Substential dealer's dis- 


counts. FAIR-TRADED. 
a 


CUTS for newspaper or Cir- 
cuvlars, Envelope Stuffers and 
Display Easels available. 


Write oday { 


REYAM PLASTIC PRODUCTS CO. 


1525 EAST 53rd STREET...CHICAGO 15, ILLINOIS 








FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
719 W. Olympic Blvd. Los Angeles 15, Calif. 
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Genuine 


LUBASPRAY 


Easiest, most effective 
method of graphitoid lubrication 
—clean, quick, convenient! Colorful 
displays sell for you. Order today. 


MANUFACTURING CO. 
MILWAUKEE 1, WISCONSIN 


Users 








PANE 





MAPTACKS 


You've got the right answer with 


MOORE 
METLHED MAPTACKS 


because 

@ They’re sturdy—stand up under steady handling 
@ They’re the ONLY complete line available 

@ Map companies sell them. EXCLUSIVELY 


€ 
| 









You can't beat the Moore line of Marking Tacks, either. 


Made by the manufacturers of famous Moore Push-Pins 
and Push-Less Hangers. 








SELL LIBERTY 
WAR 





Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 


$5 % 
RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


Chicago 5, Ill. 





508 So. Dearborn St. 








PRECISION BUILT 
INDUSTRIAL AND COMMERCIAL 
STAPLING AND TACKING MACHINES 
5 MODELS — IS SIZES 
LITTLE GIANT BRAND STAPLES 
FOR OVER 60 TYPES OF INDUSTRIAL AND 
COMMERCIAL STAPLERS 


WRITE FOR CATALOGUES AND PRICES 


Distributorships Available for Some Territories 


PRECISION STAPLE CORP. 


DEPT. OA. . 239-4th AVE. NEW YORK 3, N. Y. 
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Have You 


a Friend—< business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A 
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DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 


MA THE 
GIFT DEPARTMENTS 
A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY Write for Dealers’ Price List 


3705 Nicollet Ave. Minneapolis 8, Minn. 














G-++- BANDS fee 
PRACTICAL andDURABLE Bape 


Bands 





Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, ete., neatly 
and in order. Obtainable in 
lengths from 6” to 54”, Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 














VAILABL 





. .. the research facilities of Sinclair & 
Valentine Co., manufacturers of inks for 


all types of reproduction and duplication. 


Whether your problem concerns 
mimeograph, multigraph or any other 
form of duplication, consult with one of 
America’s leading formulators of 


products for reproductive purposes. 


Address Research Director 


Sinclair and Valentine Co. 


Mai Office and Factory 


611 West 129th Street, New York. 27, N.Y. 
BRANCHES IN PRINCIPAL CITIES 











Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Chictiitete 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke Systems, Inc. (eet tins 











IGURES FAST— 
Opisinac( )ouner EIGUEES Iie 
" AEEEPESIS a When and Where 
You Need Them 


HERE’S THE AN- 
SWER to manage- 
ment’s demand for a 
low priced, fast cal- 
culator. Entirely 
portable. Ready to go 
any place—any time. 
Hundreds of auxiliary 
uses in large organiza- 
Keep one on 
every desk where 
quick calculations are 
necessary. 


“THE MACHINE TO COUNT ON" 





A Handy Calculator 


IVAN SORVALL tions. 


210 Fifth Ave., New York 10, N. Y. 
Ask for Bulletin RO-23 








e 
L 
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DAYTON STENCIL 
WORKS CO. *oris™ 
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| FOR 
BOOKKEEPING AND 
BILLING MACHINES 


1) “SPRING KEYS" 


Master Speed Keys produce easier, faster type-bar action— 
reduce fatigue while increasing speed. Operators using these 
keys are genuinely enthused. Every user is a booster! 
Sell them. It's profitable for you 
write for full information 


SPEED KEY CORPORATION 
363 Columbus Place Brooklyn 33, N. Y. 





sl cer Ti 
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RED FEATHER 
COPYCHIEF DUPLICATOR 


"A precision duplicator for precision work." 
Stencils, inks and a complete line of dupli- 
cating supplies and equipment. 


Write for descriptive folder! 


RED FEATHER PRODUCTS, LTD. 
Redwood City, Calif. 








MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 


e 
Request sample and 
full details on your 
letterhead 
e 








Mensviacveren 
| NBYw YORE CITY 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 














il 
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Save Strain — Speed Work 
SEE YOUR STATIONER 


NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS. 











‘“TEC’ ‘Harv wooo DOLLIES 
HANDLING FURNITURE, 
EQUIPMENT, 
ETC. 


for 







CO Swivel Wheels 
Ps Well Made 
Size 18’ x 30” 


WOODWORKING SHOP 


LIST $13.50 EA. 


F.O.B. BKLYN. 
RUG COVERED ENDS 7324— 20TH AVE. 
$1.00 EXTRA BROOKLYN 4, N. Y. 


BEACHVIEW 2-0440 


Attractive Dealers Discount 
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SELL 
ENGRAVING 


@ No stock to carry 

@ Simple price list 

@ Lowest prices in U. S. 
@ No investment 


100 Wedding Invitations 
$9.95 
100 Calling Cards $1.65 


(less trade discount) 


Social Engraving Sample Book mailed for deposit of $1.00 which is 
refunded after receiving $10.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 











Now Accepting Orders 


in Limited Quantities 





ROLLING STORE LADDERS 
“A” Type Ladders » Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 








vend for Folder 
and prices. 








I. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 


















Visible Record 


500 gs $3 45 


_ Any Record Easy 
= oh 
M \ toc exible 
Ss, X Credit Portable neva 
a ake Cost Saves Time Complete 


Use Handifax Cards only. Join together. 
: File sheets of Cards on edge like paper in 
rw correspondence folders. Visible Facts In- 
<< \ spire Profitable Acts. Use half-inch Visible 
“Nj Margin for Indexing—Color Signaling— 
Visible Tabulation of vital information. 
‘2° eeene——— Ten years national use. 500 Cards one side 
(estar ) Blank, one side Ruled: 6x4 in., $3.45; 8x4 
=F / in., $4.40; 10x4 in., $5.30. Order now. Send 
Sheets of Cards Satisfaction guaranteed. 
Write for Catalog. 


7 
Handifax fxs st.couis 


1947 


f. 
7 
2 











no money. 
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A Snappy Salesman. 


of fifty years ago looked like this. To- 
day he has doffed the checks, the high 
hat and the walrus mustache, but he 
still depends upon his 


Beach’s 
“Common Sense” 
Expense Book 


to give him a quick, accurate record of 
his traveling expenses. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit 2 



































When you make the sale 
You make a friend ee 





CASH IN ON THE PROFIT OPPORTUNITY IN 


MERCURY-LITH 
ROLLERS AND BLANKETS 


for Multilith printing machines 


* 
MERCURY-GRAPH ROLLERS 


for Multigraph duplicating machines 











Write today for prices and information 


RAPID ROLLER COMPANY, FEDERAL AT 26TH, CHICAGO 











IMMEDIATE SHIPMENT 


Rebuilt 


A. B. DICK MIMEOGRAPHS 
LIQUID DUPLICATORS 
MULTIGRAPHS 
STAMP AFFIXERS 


New 


SLIP-O-MAT SLIPSHEETERS 
MAIL BAG RACKS 
ALL-STEEL UTILITY TABLES 


Write For Information, Prices 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y. 


NUT fd 
ims 


hm 


———— I! ZL — 


AIL 


CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 





Write us for details. 
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Markile Company, Mfrs. 


3633 S. Racine Ave. Chieage 9, U.S. A. 





ADD TO YOUR PROFITS 
WITH MASO’S _ 
“ADD-A-TRAY” 





: ALL STEEL TRAY 
SOLVES DESK FILING PROBLEMS 
Handy, attractive, convenient. Gives separate 
comnartment for each work classification. Strong, 
sturdy, baked enamel, walnut, areen or grey. 
Every desk worker a prospect. |2 trays to car- STACKS 10 HIGH 
ton. Ship. Wt. legal! size 30 |bs., letter size 24 One slips over the other 
ibs. Order this profit maker today. without nuts, bolts, screws. 


MASO STEEL PRODUCTS °° iio} sins: * 


MASO MAKES THE BETTER ONE 























pe XXX AAAAAAAAAAAKIKIITALAIAALAIXKIAAAAXAIE 
4a 4a e 
~ The “ARLINGTON” Series 
M CUSTOM MADE DESK NAME PLATES ° 
» H 
+ ms 
> “ 
» e 
» . 
» * 
| “ 
Ge, » 
>4 = Muuel B illustrated above is a neatly designed PRICES pt 
b4 = desk plate made of solid walnut faced with Model A—$2.95. > 
1 Plexiglass. The name is burned into the wood Model B—Select + 
+} ae laa ick Manehy isaaenett Sianletese—> i] 
4 hand-rubbed finish. All models available in 3.95. ? 
pS shorter lengths. — aeaenees v7 
Investigate the Arlington line lt offers w ms 
» reat sales possibilities. Immediate delivery. Sa — 
eo. Write for Liberal Dealer Discount. oS es. ° 
ei Arlington Creative Industries 
4 Manufacturers and Designers > 
»4 240 West Jefferson St. Detroit 26, Michigan ¢ 
WZXXXXXXXXXXXIX IIIA AEX XXXL XXX XXX XXXXXXIX: 





LOOSELEAF 


& 
PROBLEMS? 


Quickest, easiest, most effective way of binding 
any document folders, legal papers, maps, blue- 
prints and photographs—in loose leaf binders— 
without defacing them. 





Write for illustrated folder 
giving complete information. 


STAUNCH SALES COMPANY 
343 E. 34th St., New York 16 * MU 7-6930 


MAGIC 
FLOW 


is the best buy 
in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 


3142 S. Austin Bivd., Cicero 50, lil. 
Products that make friends. 
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BRIGHT 


LEATHER 
FURNITURE 


BRIGHT creations give a wealth of charm and No. 1900 Sofa 
distinction to every business establishment. 





They enable an executive to express his own 
individuality in his daily surroundings. Rich, 
luxurious, comfortable and durable, all 
BRIGHT numbers are within the reach of the 
buyer's purse. 

Though the material situation remains some- 
what unreliable. we are now able to resume 
some of the services you used to find so con- 


venient and profitable in your operations. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 





No. 28 AC No. 28 RC 















CROROROHOROROROROROROROROROHORORO BOBO ROBO ROBBERS EOE EEE EEE, 


| : 


A CONSISTENT 
LEADER 








oI) 











PEERLESS STEEL OFFICE EQUIPMENT | 
PEERLESS STEEL EQUIPMENT CO. 
UNRUH AND HASBROOK STs. PHILADELPHIA 11, y 
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TIFFANY PORTABLE STANDS. 


“The Modern Business Machines Foundation” 


¢ 


Construction 


Roll Formed 


Angle & Channel 


Steel 


Drop Leafs 

of 18 Ga. 

Prime Sheet 
Steel 


Baked 


Enamel Finish, 


Standard 
26" 
Height 


* 














PATENTED 
ADJUSTABLE 
TOP 
5x5 to I4/, x 164, 









PATENTED 
TIFFANY KNEE 
BRACKET 





CASTER 
RETRACTING 














WELDED 
CORNER 
BRACES 




















LOW MOUNTED 


DROP LEAF FOR 
BILLING 











LINKAGE 














BASSICK 





ADJUSTABLE 
| FOOT FOR UNEVEN 
FLOOR SURFACE 








QUIET 
BALL SWIVEL 
CASTERS 












HEAVY CAST 
METAL NON 
CREEP FOOT 
Ee _ 




















TIFFANY STAND COMPANY 


POPLAR BLUFF, MISSOURI 






* 


Model 
"S-Biller™ 
Shown Here 


Models 


"S$" and “SS” 


Also Now 
Available 


Colors 
Dark Office 
Green 
and 
Silver Gray 














No. 900 SUEDE Circular — the 

typists’ favorite soft gray eraser. 
No. 9000 SUEDE WHISK — the Suede 
eraser with new. style brush. 

No. 120 SUEDE —all purpose eraser 
for ink and “stubborn” pencil marks; 
bias beveled for details; broad flat 
surfaces for cleaning. 





WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 











WORLD’S QUALITY STANDARD 


Waldon Roles Enon 
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r OFFICES where increased transcribing volume 
strains personnel capacity to the limit, Error-No 
line-by-line copyholders bring welcome relief. 
Typists turn out more work faster and more accur- 
ately. Operated with ease, Error-No keeps copy 
always at eye level, eliminating strain and body 
fatigue. 

Designed for use with typewriters, adding 
machines, Comptometers, and similar office devices, 
Error-No is winning increasing acclaim—from 
users by facilitating greater production—from 
dealers by adding profitable sales volume. 


LINE-BY- No 
COPYHOLDER 


SPEEDRITE Checkwriters 


Lucrative sales opportunities await 
wide-awake dealers in some terri- 
= tories. Ask about the Speedrite 


franchise in yours. COMPANY, INC. > ROCHESTER 7, N.Y. 





Improved 








Improved - saxon : ataaty 


DEXTER 


Your Generous Cooperation is Appreciated! 


Never have there been times like these. Production and materials are on the increase but DEMAND 
s unprecedénted! Old customers of Automatic naturally have first call. Perhaps your request for 
Sharpeners has been among those we have been forced to defer. We want you to appreciate how 
sincerely painful this is to us. @ We earnestly hope that 
with the ever-increasing tempo of reconversion we shall 


ave hZ-eial-We oll-ol10la-Mo) ma-al-baalaleme 2eltim@melac ile llalielala= 


A ic Pencil Sh Co. 
nea PENCIL SHARPENER 
58 E. Washington St., Chicago 2 nt? cor © 

90 
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ae , Now available with 


f=) Cork and Plastic Quill Stopper 
i OR 
Perfected Rubber Dropper 





BS 
& § 
eg 
f 
ag 
yz 


YOUR FAVORITE stopper is here. You, Mr. Dealer, may have Higgins water- 
proof black in stock with both popular stoppers or you can get them on demand. 
Schools prefer quill type, claiming less accidents. Artists prefer the dropper stopper 
as they can place a puddle of liquid black in a well slab with greater ease. Drafts- 
men who use ruling pens only prefer the quill type, but those who use Wrico or 
LeRoy lettering instruments find the dropper indispensable. As is befitting the 
world’s leading drawing ink manufacturer, “Higgins” brings both to your con. 


Cc , 
Ss BS} 4S BAS 
Wrerlenvrocy wrtact 














" 
venience. 
Both type stoppers available on waterproof black only. & | 
; ‘ 2 ¥ 
Cork and plastic quill stopper is standard equipment on colored inks ‘\ H | (; {; i i} by 
07 : AMERICAN INDIA INK |S 
Bones oo : : : rilerfa hoot tack 
HIGGINS Lk co., 1c. iste SY 
«EO Vh UU., » BROOKLYN 15, N. Y. 
a pee 4s i ‘ dit oe SS ea Mee 


on 
4 NOTES, DRAFTS & RECEIPTS 
BUSINESS that REPEATS! 





YOUR NAME AND ADDRESS 
on EACH FORM 


...in modest minimum quantities—without extra 
cost to you. That's the best possible guarantee 
that re-orders will come right to you. 




















e RAG CONTENT PAPER 
e EXCELLENT CLEAR LITHOGRAPHY 
e STURDY BINDING 

e SHARP STAMPINGS 











These better features impress your customers, build 
good will for you, yield you a better profit... and 
they’re easier to sell. 

















Write, if interested, and our travelers will call. 
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“SPIN-DEX™ 


NEW— MODERN - EFFICIENT 
ROTARY—TYPE FILE 


DEALERSHIP 
may be still open in 
your territory. 


WRITE for 
information. 





This is a wheel type unit accomodating approximately 6000 cards of 
standard sizes. Here is the amazing thing about our “SPIN-DEX'— 
NO SLOT—NO HOOKS—NO SPECIAL GUIDES—NO RE-WRITING 
OF CARDS—simply take your present cards from the regular drawer 
type unit—DROP them in the “SPIN-DEX" unit and Spin. The cards 
are properly housed and without any fear of disturbance, ready for 
Free Instant Active use. 


10 minutes after receiving your “SPIN-DEX' unit, your new system 


| BUSINESS EFFICIENCY AIDS 


7916 LINCOLN AVE., SKOKIE, ILLINOIS 




















Illustrated here in this cross-section view 
is the latest scientific inking principle. 
Fresh ink travels by capillary action di- 
rectly to the pen-point. 

This eliminates the large shallow dip- 
compartment which, as commonly used 
to feed pen-points, causes deterioration 
and waste of ink. This new way, the 
last drop of ink in the container — as 
fresh as the first — is fed directly to 
the pen-point, and there is no waste. 





New Capillary-Action Handi-Pen Desk Sets 
by Sengbusch 


... with new inking principle — new writing ease — new beauty that 
pleases everyone — 3 big sales-building features all in one standard line. 








Here is a desk set with unsurpassed per- 
formance features, heretofore unknown in 
any inverted-bottle type unit. It has the style, 
efficiency, simplicity, economy, cleanliness, 
and safety from spillage that appeals to 
every one. 

Those who have used the new Handi-pen 
desk set call it the writing champion. They 
like the smooth, effortless, instantaneous writ- 
ing with fresh ink—and the wide variety of 
pen-points that permits selection for indi- 
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vidual writing styles. These points are irid- 





ium-tipped, too — for long life. The set 
itself holds a long-lasting supply of fresh 
ink — there is no waste or deterioration. 


Senghusch Handi-pen desk sets are sup- 
plied in pleasing two-color combinations. 


Put these outstanding performance fea- : 
Sets retail from $3.25 up. 


tures to work for you. Stock up with popular- 
priced Handi-pen desk sets, to take care of 
your regular customers and attract new 


buyers, Reap the rewards of fast turnover Sengbusch Self-Closing Inkstand Co. 


and large volume sales 327 Sengbusch Bldg. © Milwaukee 3, Wisconsin 
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i DHKLE vor MTree «THE OFFICE IS PLEASANT 
7209 ST a oF CLEVELAND es OHIO USE BUCKEYE SUPREME CARBON PAPER 















WHAT A DIFFERENCE 
THAT SUPREME CURLPROOF 
CARBON PAPER 
MAKES! 
















Each sheet of SUPREME CARBON 
PAPER is specially treated to give 

more service — more efficiency .. . RIBBONS 

its CURLPROOF...SMUDGE- 

PROOF Te LONGER WEARING + ALL TYPEWRITERS 
.. AND “s i rO pecan . BILLING MACHINES 
In 5 weights an 5 finis es for » ADDING MACHINES 
standard and noiseless typewriters. NECTOORAPHS 
When you ask for SUPREME CURL- i 

PROOF CARBON PAPER, also ask = *_— MULTILITHS 











for SUPREME TYPEWRITER * PHOTOSTATS 
RIBBONS...and clean, sharp, + TIME CLOCKS 
even impressions. + BLUE PRINTS 





NOW THAT WE 











The Ink Pad That is NOT a BAROMETER 


Superior’s VIKING ink pad does not dry out when the air is dry, nor does it become 
over-saturated when the humidity is high. Imprints made from it always dry quickly 


(by penetration into paper surfaces) regardless of climate. 


4 SIZES 5 COLORS 








GEM _.254x1% in. BLACK 
0 314 x2 in. * 
1 414 x 2% in. VIOLET 
2 6 «3 Um = 
RED 
- s 
Distributed in East BLUE 
by cs 
R. A. STEWART & CO. “Ww 
80 Duane St. GREEN 
New York 7, N. Y. 
SUPERIOR MARKING EQUIPMENT 
COMPANY 
1800 W. LARCHMONT, CHICAGO 13, ILL. * 533 MISSION STREET, SAN FRANCISCO 5, CALIF. 
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‘Cite 
CSTEYOCECE IN METAL 


»«- THAT’S 


® A product like this isn’t the development of a day... or 
a month ...or a year. We began the creation of Royal- 
chrome half a century ago. 
Eye-pleasing designs, expert construction and smooth 
tailoring, so typical of Royalechrome, are achievements 
sOTH ANNIVERSARY that came only after years of experience. You couldn’t 


choose better—you couldn’t buy more wisely. 


x. YY alhume 
, ROYAL METAL MFG. CO. 


Chicago ..New York... Preston, Ont. 
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You're going to like the new Underwood more than 
any typewriter you've ever had before! 

For here is a machine so brand-new in perlormanc: 

so up-to-the-minute in speed . . . that typing 
becomes more like fun than work. 

It’s a new kind of typing, made possible by a new 
kind of typing mechanism that enables you to enjoy 
Rhythm Touch ... fast, feather-light, delightful! 

Cradled in new concave key surfaces, your fingers 
do not go off key. They swing naturally into eftort- 
less rhythm on this perfectly balanced, smooth-running 


Underwood. 


iy 


‘i 


a 


Rhythm Touch gives you a new, exciting sense of 
typing freedom. Exclusively Underwood's .. . it’s a 
wonderful addition to the many Underwood features 
you've always liked so much. 

You'll get the typing thrill of your life when you 
try this new Underwood. Now ts the time! 


UNDERWOOD CORPORATION 
@ne Park Avenue e New York 16, N. Y. 
Typewriters ... Adding Machines . . . Accounting Machines 
... Carbon Paper ... Ribbons and other Supplies. 
Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 


Uuderwoed 
wWeHv006 ee »e TYPEWRITER LEADER OF THE WORLD 


Copyright 1946 Underwood Corporation 





